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{OFFICE APPLIANCES is a news and technical trade journal, 
serving the entire industry of office equipment. It covers the 
manufacture and distribution of office machinery, office devices, 
office furniture, office supplies and the entire range of commer- 
cial stationery. Its comprehensive news reports of the industry 
and its valuable special articles upon subjects germane to its 
field have given it unusual prestige. It serves a clientele com- 

of managers and agents for the various office machines, 
devices and supplies, commercial stationery dealers and many 
of the largest corporations in the United States. It also reaches 
some dealers in fifty-four other countries who deal in American 
office equipment. 
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office equipment or directly related products eligible. 
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eign, all countries in the Postal Union, the equivalent of $3.00 
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tances may be made by personal checks, drafts on New York 
or Chicago, Postoffice or Express Money Orders, or in American 
Postage Stamps or Currency if sent by registered mail. 
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Entered as Second-Class Matter, July 8, 1905, at the Postoffice at Chicago, IIl., 
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policy, which has in view at all times the best satennene the 
field it serves. It aims to discuss all subjects f , and to 
furnish its readers reliable information concern wil eaaene 
and development of the office appliance industry. It egg | 
any questions germane to its field to the best of its ability, 
it asks its readers in all parts of the world to aid it A in- 
quiries and suggestions, to which it will give prompt and earnest 
consideration. 


{CHANGE OF ADDRESS. Subscribers may have their mail- 
ing addresses changed as often as desired. In ordering such 
songs it is necessary that both old and new addresses be 
given 


{CONTRIBUTIONS are invited upon any topics of interest to 
this trade. All accepted manuscripts will be paid for at space 
rates. Unaccepted manuscripts will not be returned unless post- 
age is enclosed by the sender. Correspondents should give their 
names sae addresses, which will be withheld from publication 
if desir 


under Act of March 3, 1879. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 


Because of the ground 


for 


honest differences of opinion the publishers obviously cannot undertake to guarantee transactions between advertisers and customers. 





They do, however, offer their service in resolving any disagreements between advertisers and customers, which result from relations 
established through the journal. 
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Bond Boxes. Erie Art Metal Co...... 111 Machine Appliance Corp’n......+.++eseee+. 248 
Brie Art Metal Co.......00: 111 Furnas Offices Furniture Co 166 Bivet-O Mie. C00....scosccccccstssussccoen 276 
Meilink Steel Safe Co., The 196 Udell-Predock Mfg. Co... 132 Eyeshades. 

Metal Office Furniture Co. 1n7, 207 Crayons. Chicago Eyeshield Co..........-se5e08 rer 11°) 
Steel Equipment Corp’n...... ae 146 American Crayon Co 2R4 Featherweight Eyeshade Co..........+.+ soem 
Van Dorn Iron Works Co., The......154, 155 Cuspidors. Filing Cabinets, Cloth Covered, 

Book Holders. Aldrich Mfg. Co., Ine. 64 Diemer, John F., OG. ..cccscccsccasenue é 
American Electrie Co ; 241 Diamond Sanitary Cuspidor (« 261 Imperial Methods Co0........se++seeessees 183 
Telephone Bookholder Co........... 20 Ireland & Matthews Mfg. Co G0 Bafmbeors, Tn. occcctaeséueocécecheuenen 

Book Rings. Cutters (Paper and Card) Filing Cabinets, Metal. 

Adams, Henry 17 Mfg. Co.... 7 Golding Mfg. Co.... S 60 Art Metal Construction Co.........++.. : 
Boorum & Pease Co.......... . vereen Dating Stamps. Aurora Metal Cabinet Works 
Morden Mfg. Corp'’n, The Fulton Specialty Co. sé 2i2 Barshal Co, ...cccscccccesvccscsecsese 

Bookkeeping Machines. Traut & Hine Mfg. Co. 79 Zentson Mfg, O0.....cscccrcccssccssseses 
Underwood Typewriter Co......... 2. 55 Desk Calendars. Canton Art Metal Co., The.........ssee0% 177 

Business Shows. Defiance Mfg. Co... 2 cit 259 Cary Safe Co., The......cscccscscees re | 
Annual Business Show (Co...... 292 Hale Specialty Co., Ine... 274 Chandler Service Corp’n........scccessees 276 
Business Exposition Co 92% Kimpton, Haupt & Co...... G8 Corry-Jamestown Mfg. Co..........+++ ost 
Chambre Syndicale de l'Organisation a ae Weinman Brothers 276 General Fireproofing GO .'s 00 + wediew dé mua 126 

Calculating Machines. Desk Trays. Globe-Wernicke Co;, The....233,' 30; sees 
Bree CMNOOT OO. civ ccncccdocecds Barbee Wire & Iron Works 152 140, 15 160, 178, 183, 193, 195, 201, 208 
Felt & Tarrant Mfg¢. Co Chandler Service Corp’ n. 276 Invincible | Metal Furn. O0......sscecassdes 175 
Meilicke Calenlator ¢ = hn eee Fox, George E.. & Co. 169 Macey Co., The......cccccccesecvscvncs ..114 
Monroe Calculating Machine Co..... Imperial Methods Co.. 18: Medart, Fred. Mie. OO. .6<04 faoveccecccssse 199 
Morschhauser, W. A...... ; Macey Co., The.... 114 Metal Office Furniture Co........+... 157, 207 
Times-Into Co The TOC AA ee 277 Shaw-Walker (Co... ee a. ..159 Safe-Cabinet Co., The....ccescccessees ...133 

Cash Registers. Wabash Cabinet Co., The.. 134 Shaw-Walker OO, « vcsesccdcncscsascedsucen 159 
National Cash Register Co., The 29 Yawman & Erbe Mfg. Co... 150, 151 Steel Equipment COPP Bac ccccccccececie ..-146 

Catalogs, Stationers Stock, Desks. Terrell’s Equipment Co..........-seeeeeees 144 
Buxton & Skinner Prtge. & Sta. Co. 63 Art Metal Construction Co...... 164 Van Dorn Iron Works Co., The...... 154, 155 

Chrir Irons, Bentley & Gerwig Furniture ( 113 Yawman & Erbe Mfg. Co..........+++ 150, 151 
‘ollier-Keyworth Co. ............ és 170 Bieneman, W. C., & Co 1x14 Filing Cabinets, Wood. 

Chair Pads and Cushions. Clemadtaes Ga 3... .......... 196 Automatic File & Index Co........... 206, 207 
Economy Seat Co ae 214 Cleveland Cal ulating Co 117 Zoston Index Card ©0.....c.esscccccees --129 
Felt Products Mfe. Co........ eS 276 Dietz, The J. a Se wis 194 Browne-Moree OO. .cccccccescececesss xe 
Fox, Geo. E.. & Ce ae BE 149 Dornette, J & Bro. Co.. The 181 Globe-Wernicke Co., The..111, 135, * 137. 
Polar Mf&. Co is keene RTS, Englewood Desk Co....... 122 140. 152, 160, 178, 183, 193, 195, 201, 208 
Widney Co rhe os 243 Excello Products Corp’n.. 178 Imperial Methods Co.........-seereseceses 183 

Chairs, Franklin Mfg. Co., The i 277 Macey ©0., BBOi.cccriccdooseotsvaseeeseven 114 
Conrades Mfg. (¢ 124 Gunn Furniture Co., The.... 205 Manual Arts Furniture Co............+. --271 
Cook. C. A., ¢ 21 Imperial Desk Co........... 105 Shaw-Walker O00, <icccovesceses ped begun bee 
Crocker, Chair Co ; ‘ 4 Jamestown Metal Desk Co 158 Wabash —— GOicocs cddbnd sy. dane dae 134 
Grand Rapids Office Chair Co... 208 Jasper Manufacturing Co.... 149 Wels Wile. Gis scivan'scevensencks sue 106, 107 
Gunlocke, W. H. Chair Co...... 273 Macey Co., The x, ee 114 Yawman & Erbe Mfg. Co............. 150, 151 
Karpen, &., & Bro....cccces 172 Metai Office Furniture Co. 157, 207 Filing Specialties. 

Murphy Chair Co Sate foro. F 165 National Desk (Co........ . .200 Advance Paper Box Co.....cccossecocsese 267 
SonOee Gn) ne GO. cawecscevcasecs 127 Olsen Company, O. C. S . .200 Bushaell, Alvah & GO..ccccoccvcsccacsdsesnen 283 
Sikes Co., The Wer abewne 187 Orpin Desk Co.....ccccccs ‘ .1438 Diemer, John F., Co é 
Sepeee Geer Oo., BBOcccccccccccccec 127 Quigley Furniture Co.. ESP 5 ace Bs 118, 119 Hano-Weinkrantz Co., oeos 
Toledo Metal Furniture Co., The 112 Rishel. J. K., Furn. Co... .1638 Hohnebeen Mie. O6,.06060c0ddensiesvesine 
Van Dorn Iron Works. The....... 154, 155 Shaw-Walker Co. 159 Imperial Methods Co 

Check Protectors and Writers. Steel Equipment Corp’r Re vcicys eas exeuanes 146 Macey Co., TRO. .occccccccccccsccssesesess 
Check Writer Mfrn..........scceee: 277 Tell City Desk Co 206 Security Bnvelope Co......sccocceccscccees 232 
eee wee OO, TMB cscs sdsstcseue Valley City Desk Co , . .208 Shaw-Walker Oe, .5¢s0ce00ncssd es dues ebune 159 
Todd Protectograph Co............ Van Dorn Iron Works Co... The 154, 155 Smead Manufacturing Co., The....... 248, 252 

Check Sorters. Western Furniture Co....... 182 Ulrich Planfiling Equipment Co........ -- -190 
SY A, SN 5 cs oom pak akd Womhee s 234 Winnebago Furn. Mfg. Co 189 Welle DEG Gd. .icccccustsakaasudcueee 106, 107 

Coin Bags and Wrapvers. Wright Desk Co............. ‘ .141 Work-Organizer Specialties Co............ 249 
Oe a Oe ee 241 Yawman & Erbe Mfg. Co.... .150, 151 Yawman & Erbe Mfg. Co......... ---- 150, 151 
ee ke ee Oe. errr eer 270 Display Fixtures. Filing Supplies. 

Convholders. Universal Fixture Corp’n 282 Boston Index Card Co..........-+se+8% o-6<eneee 
American Flectric ©0.......ccccecees 241 > Machines and Supplies. Srowne-Morse CO. ....scececesscescsece - 128 
Doherty Mfg. Co., The.......... 213 er Se Sa ee 93 Elsinore Paper Co,......ceseeees cedeeasene 2356 
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Globe-Wernicke Co., The..111, 135, 137, 
140, 152, 160, 178, 183, 198, 195, 201, 208 
Goodline Mfg. 2 
Hamilton Card & Paper Co 
Hano-Weinkrantz Co., Inc 











Imperial Methods Co.......... 

a WUs wo sccescdcces 

rn en re. Oe Om. Be... ccccccce . % 

Oxford Fiiing Supply Co, onecestececcne 

i OE | tke cescces 

Simonson, R. A., oo. Reatversé wie 

Steel Equipment Corp'n..... on cnthededce 146 

United Business i? a. 2.455 conan 171 

Wabash Cabinet Co., The................. 134 

is cocecabnierees .. «+. 106, 107 

Yawman & Erbe Mfg. Co............. 150, 151 
Finger Pads 

Davol Rubber Co...... Jit wsenade caeae 206 
Floor Coverings, Office. 

SED GING Gece cecces saGeonvebucnwaeel 138 


Fountain Pens. 
B. B. Stylo Co., Inc...... 
Beaume!, D. W., & Co., 





ORE ETI Eee 2 

peewee Fem Oa., The... ccccccess 

Salz Brothers ........... 

Sheaffer, W. A.. Pen Co. cubenes 5804 ae 

Waterman, L. E., Co.... cann¥ecsuaeute 204 
Furniture —_ Solution. 

EE is, Wind 6 604 cua csaasecesceeee 206 


Glass Desk _¥. 
Chicago Mirror & Art Glass Co.. 


Fox, Geo, E., & Co...... 
re re i Css dvecacncecceceuus 
NE eee 





Ravenswood Office Spee jalties Co.. 


Gold Pens. 





Acme Gold Pen Co.......... 
Gaydoul Gold Pen Co 
Index Tabs. 
ie i. we ee  sueees 
Inks, Adhesive, Etc. 
I eS gas tn cawag ed eee adh 298 






Commercial Paste Co., Ine., 
Davids, Thaddeus, Ink Co., Ine. 


General Eclipse Co...........c0000. 

Higgins, Chas. M., Co...... 

EE a ie ot cee aenees va 

Cri” Cine on6b6ncec scons vadicenll 295) 
Ink Pads. 

I Od on peewee nvedans 272 

Peerless Carbon & Ribbon Mfg. Co........ 217 

i SP vind wane wake 276 
Inkstands. 

General Eclipse Co........... 

Kimpton-Haupt & Co...... 


Knickerbocker Inkstand Co........ 


New Martinsville Glass Mfg. Co.. rb 
Sengbusch S-C Inkstand (o............... 289 
Key Purses and Rings. 
BGame, Henry T., Mfg. Co.......0ccccscc oR 
MOG, TP. ccccccss Gb ce 
Letter Distributors. 
Bristow, Stanley R.......... 


Imperial Methods Co......... 
i. Us ¢sacvsvcess 
Letter Openers. 








I cans cleleieten 9 
Kimpton. Haupt & Co. 3 
ee Ce Gis BO ccivccés 

Lockers. 
ee ee Ce. oe cemedeoewens 199 
EE SEINE GOON 6c co ccnwcccctencece 144 
Van Dora Iron Works Co............. 14, 155 


Loose Leaf. 
Accounting Devices Co.... 
Adams, Henry T., Mfg. Co.. 
Anderson & Priggie, Inc... 
Barrett Bindery Co. 
Boorum & Pease Co..... 
Chicago Binder & File Co. 
. B. Manufacturing Co. 
Hano-Weinkrantz (Co..... 
Irving-Pitt Mfg. Co...... 
MeMillan Book Co......... 
National Blank Book Co.. 
Plew & Motter Co....... 
Proudfit Loose Leaf Co... 
Sheppard, C. E., Co.. Pies deen 
Stationers Loose Leaf Co..............2 
Steel Back File & Ledger Co. 
Tatum, Samuel C., Co 
Tenacity Mfg. Co., Ine., 
EE BE, Giiss wesc veccecs i+ss deen 
Wilson-Jones Loose Leaf Co...............216 
Mail Canceling Machines. 
Columbia Postal Supply Co. sedconae 
Map and Tack Systems. 
Educational Exhibition Co . un's 2 ee 
Memo Devices. ...... : 
Dresner The J. Co.. : 
Galantiere, D. A., & Co.. 
Hallomax Co., Ine..... 
Pe MC os esscceccses 
Moisteners. 
Argus Mfg. Co......... (4c neduabiooknl 244 
Kimpton-Haupt & Co. 26 
Rivet-O Mfg. Co...... ae 
Sengbusch S-C Inkstand “Co 
Mucilage Bottles, 
Kimpton-Haupt & Co. 
Seattergood, H. W., Co. 
Multigraphs. 
American Multigraph Sales Co., The....74, 75 
Numbering Machines. 























American Numbering Machine Co......... 68 
Zremt @& Hime Mig. Co... ccccsccccccvccDee 
aper. 


Biglow, L. H., & Co.. Ine 
Brown, L. L., Paper Co. 
Crane, Z & W. M.. . 
Dexter, C. H.. & Sons, Ine. 
Eaton, Crane & Pike Co.. 
Elsinore Paper Co., Ine. 
Empire Paper Co..... 
Esleeck Mfg. Co...... 
Hampshire Paper (Co..... 
Hano-Weinkrantz (Co.... 
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Weston, Byron Co.......... 
Paper Fasteners and Clips. 
American Clip Co........ 
Argus Manufacturing Co 

Bump Paper Fastener Co... 
Defiance Manufacturing Co..... 
Eveready Mfg. o............ 
i ges cece 
2 OM cc cceccecce 
Machine Appliance Corp 
Midland Steel Products Co. 
oO. K. Mfg. Co., The 
ee, aan 
eg O Manufacturing Co. 






2 Ts csce ass 
Patents. 
tne ng age poh tiga ke 6 6 &oe deh 271 
Pen and Pencil Clips. 
c_  —) ff: eae wise: db ues ore 
EE ee errs 247 


Pencils, Cedar. 
American Lead Pencil Co. 
Dixon, Joseph, Crucible Co.. 





OE errr .. 228, 28 

Pencil Exchange, Inc., The................ 276 
Pencils, Paper. 

American Crayon Co., The................284 
Pencils, Thin Lead Magazine. 

EE os on 6666 cc eccocnecsedsos 21h 

i So occ neeues 23% 

DP ciundeisddasces nes 


Sheaffer, W. A., Pen Co 
Stickney, C. A., & Co..... 
Pencil Printing Presses. 





United Pencil Co., Inc., The ocsceedeean 
Pencil Sharpeners. 

Automatic Pencil Sharpener Co.......... 250 

i ee Ce Coe cccseeescccees O4 
Penholders. 

Dixon, Joseph, Crucible Co... occcscccecmee 

Ph DEE scecceccccccoes covsda See 

eee dene saakeeecasepe dens 270 
Pens 


Esterbrook Pen Mfg. Co. 
Hunt, C., Howard Pen Co 
National Supply Co...... 





Turner & Harrison Pen Mfg. Co.. sae ce 
Pins. 

Crescent Brass & Pin Co............ oe 
Platens, Typewriter. 

EE Sec cccrcccsccccccces 18}, 280 

American Writing Machine Co.........94, 218 

i rene h etwas ¢ 60606000008 bans 274 
Portfolios. 

Century Leather Crafts (Co............... 261 

Cleveland Leather Goods Co............ ~02ta 

Yawman & Erbe Mfg. Co............. 150, 151 
Postal Scales. 

in dcrésentcantocsssedeekes 265 

Shuttle Machine Co.......... _ 

tt Pe Mi ckeesbcccenacces 

Triner Scale & Mfg. Co.......... 
Publications, 

SN ere 286 

ee en cake. 6 yk k:s6.0600'0.0med ane 290 
Punches. 


Defiance Mfg. Co. 
Machine Appliance Cor rp. ; 
Nelson, C. R., & W. A.. 








Rivet-O Manufacturing Co.............. 
Push-Pins. 
Moore Push-Pin Co............ eee 
Ribbons and Carbons. 
teenies hones 04 ees aeneueh sone 
Ci. ca wes ccecengcaesees 276 
American Manifold Products Corp'n....... 248 
Ault & Wiborg Co......... sd. newer 67 
ech eevenekhes conssecesv ese cenen 277 
Buckeye Ribbon & Carbon Co., The........ 286 
Carrib Mfg. Corp.... Liphewetne neh eee 244 
Carter's Ink Co., The... Teer TTS 
Columbia Ribbon & C arbon Mrz RS 71 
EE na an 6 6600.0460006060000-466 274 
Crown Ribbon & Carbon Mfg. Co. 
Du-Ra-Bul Carbon & Ribbon Co. ree. 
Iron Clad Ribbon & Carbon Co............ 247 
re Tis cece ccocscenee<awd 51 
Milo Ribbon & Carbon Corp’n.............. 245 
i cnc gbeseneseicepwenet 49 
Neidich Process Co. Pre re 
Old Town Ribbon & Carbon ims gsgiliee A. 240 
Peerless Carbon & Ribbon Mfg. Co.........217 


Phillips Ribbon & Carbon Co. 
Snelling & Son............ ; 
Standard Carbon & Ribbon Co.. 
Union Ribbon & Carbon Co......... 
U. 8. Seaeuaee Ribbon Mfg. Co 
Webster, F. 8., Co....° talk ie tg 
Rubber Bands. 
I I nk wn owe ne saws snes 4:0-cey Gee 
Renniebut Rubber Co..... : 
Vuleo Rubber Fabrics Co.. 
Rubber Stamp Racks. 








CE rere 
Rubber Stamps. 
Fulton Specialty Co..... aenés oocemen 


Melind, Louis, Co 

Meyer & Wenthe 
Rulers. 

Adams, Henry T., Mfg. Co. 

American Mfg. Concern...... 

National Rule Co., The.... 
Safety Deposit Boxes. 








Barshal Co., The..... casvrenet ..108, 139 
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Safes. 

Cary Safe Co., The......... were 121 

Globe-Wernicke Co., The 111. 135, 137, 


140, 152, 160, 178, 183, "193, 195, 201, 208 
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Metal Office Furniture Co. 
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Van Dorn Iron Works (Co., The ... 154, 155 
Yawman & Erbe Mfg. (o.............150, 151 
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Seals, Notary and Gerpesnticn. 

Melind, Louis, Co..... ‘4 m 264 

Meyer & Wenthe......... ‘ 255 
Second-Hand Office Machinery. 

Adding Machine Corp'n.... 272 

Chicago Safe & Mdse. Co. 276 

Rebuilt Multigraph Exchange 251 

Times-Into Co., The.... oe 277 
Shelving. 

Terrell’s Equipment Co. - 144 
Sign Markers. 

Hellesoe, Hans H........ 274 
Signals 

Graff, Geo. B., Co..... ‘ 272 

Yawman & Erbe Mfg Co, 150, 151 
Sorting Devices. 

S| are 234 

Ross-Gould Co. ....... teens 256 
Stamp Affixers. 

Sealograph Co. ........ 251 

Standard Stamp Affixer Co. 251 
Stands, Metal, for Office Machines. 

Adjustable Table Co... 201 

Fowler-Manson-Sherman Cycle Mfg. (« 205 

Simplex Steel Stpg. & Mf. Co 207 
Stapling Machines. 

Acme Staple Co., Ltd..... 76 

Defiance Mfg. Co........ 250 

Hotchkiss Sales Co...... : 85 

Machine Appliance Corp..... tee 
Stationery, Embossed and Eng:aved. 

American Embossing Co. 277 

Kihn Brothers ..... : 260 

Wiggins, John B., Co... 244 
Stationery Cabinets. 

Imperial Methods Co.... ; 183 

Medart, Fred, Mfg. Co. os 199 

Terrell’'s Equipment Co..... 144 
Stenographers’ Note Books. 

Boorum & Pease Co......... , 57, 224 

Rockwell Barnes Co, ...... 263 
Tables. 

Furnas Office Furniture Co.. . .166 

Mutschler Bros. Co..... ley 145 

St. John’s Table Co.... ai ‘ .140 

Udell-Predock Mfg. Co. F 32 

Van Dorn Iron Works Co., The 14, 155 
Telephone Attachments. 

American Electric Co. ‘ : 241 

Cleveland Phon-Arm Co... : 277 

Colytt Laboratories ........ 265 

Kellogg Switchboard & Supply Co 266 

relephone Bookholder Co. 220) 
Time Stamps and Recorders. 

Automatic Time Stamp Co 275 

Melind, Louis, Co...... 204 
Type, Typewriter, 

Ames Supply Co......... . 180, 280 

Thorp & Martin Typewriter Co. 240 
Typewriter Cabinets. 

Bieneman, W. C., & Co...... .184 

Byron Typewriter Cabinet Co..... 176 

Celina Specialty Co...... ~ ; 194 

Toledo Metal Furniture Co., The 112 
Typewriter Specialties and Supnlies. 

Ames Supply Co..... 180, 280 


Azora Rubber Co. The. ‘ 
Clarotype Co. The caseue , 
Cleanall Type writer Brush Co 
Elsinore Paper Co.. 





Hano-Weinkrantz Co. - 205 
Morton Mfg. Co........ oe 276 
Munson Supply Co........... .. 90 
Nielson Supply Co, - . 276 
Peco Mfg. Co.... TT . wo 
Peerless Key Co., Ine...... 230 


Platen Shop 
Pierce Sales Co.. 





Speed Key Mf. Co........ 272 
Textile Cover C orp’ n 281 
Thorp & Martin Type writer Co 240 
Typewriter Pagesignal Co. 276 
Van Dyke Sales Co........ , 271 
Typewriters, New. 
American Writing Machine Co 94, 218 
Corona Typewriter Co.... 7 
Federal Adding Machine Corp 288 
Hammond Typewriter Co 1 
Molle Typewriter Co..... 201 
Noiseless Typewriter Co 6o 
Oliver Typewriter Co.. > Ba Cover 
Remington Typewriter Co.... 53 
koyat typewriter Co.. i 


Smith, L. C., & Bro., Typewriter ¢ 
Underwood Typewriter Co 
Vietor Typewriter . 
Woodstock Typewriter Co. 
Typewriters, Rebuilt. 
American Writing Machine Co 
General Typewriter Exchange, In 
Guarantee Typewriter Co. 
National Typewriter Exchange 
Smith Typewriter Sales Co. 
Typewriter Emporium 
United Typewriter Exchange ( 
Wholesale Typewriter Co 
Young Typewriter Co. 
Vault Doors. 
Sn Ce Ci scdvagsdéciecieece 121 
Ventilators, Office. 
Associated Sta. Supply Co. 
Chicago Mirror & Art Glass ¢ 
Prairie Metal Craftsman, In 








Wardrobes. 
Furnas Office Furniture Co.. 166 
Medart, Fred, Mfg. Co. 19% 
Terrell’s Equipment Co 144 

Waste Baskets. 
American Vulcanized Fibre Co 169 
Barbee Wire & Iron Works... 152 
Barshal Co., The... hors 108, 139 
Diamond State Fibre Co........ 195 
Erie Art Metal Co.... aman 111 
Massillon Wire Basket Co., The 273 
Metal Office Furniture Co ia 157, 207 
Midland Steel Products Co 260 
North Western Exvanded Metal ¢ 264 
Peerless Wire Goods Co... 270 
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SITUATIONS WANTED. 











XPERIENCED SALESMAN desires to make new connection. 





Will consider any proposition which involves calling upon 
office equipment dealers or sell direct to user for some well 
established house. College graduate with successful sales 
experience. Can take up new work on short notice Address 
0-34, care Office Appliances, Chicago. 

OMPETENT and experienced in general line Especial 


knowledge in buying and selling of furniture. filing cabinets 


and safe cabinets, also catalog experience. Brefer position 
with concern in South or West. Reference. Address H-35, 


care Office Appliances, Chicago. 





YPEWRITER repairman qualified to handle all makes of 

machines is looking for a new connection as repairman or 
combination repairman and salesman. Can give the best of 
references as to ability and character or any other information 
required. Address R-30, care Office Appliances, Chicago. 


HELP WANTED 











W ANTED -Experienced office furniture salesman; 
_ work within the city. Lowman & Hanford Co., 
Washington. 


outside 
Seattle, 





W D Salesmen to sell desk portable lamps. office appli- 
ance trade, on liberal commission Aladdin Manufacturing 
Company, Muncie, Indiana. 





ANTED- Advertising specialty salesman fitted to sell the 
Re binson Reminder and Robinson Readipad as advertising 
specialties. Robinson Mfg. Co. Westfield, Mass. 








W ANTED Salesmen calling on stationery trade to carry as 
YY a side line office specialty, liberal commission. Richards 
rag Company, Omaha, Nebr. 


(NTED—Cits 





salesmen in our commercial stationery and 

office furniture departments. Experience and references 
required. Blackwell-Wielandy B. & S. Company, 16th and Lo- 
cust streets, St. Louis, Mo. 


ALESMEN wanted in this district to sell our line of office 

appliances. Liberal commission. No investment. No sam- 
ples to carry. Every office factory and store a prospect. Gold- 
ing Mfg. Co., Franklin, Mass. 


ILING EQUIPMENT SALESMEN—Real opportunity for good 

men with experience in ours or allied lines. Retail or whole- 
sale, in various parts of the country. Shaw-Walker. Built 
Like a Skyscraper, Muskegon, Michigan. 








V ANTED—Experienced stationery specialty salesman calling 

on trade in middie western states to handle device adver- 
tised in this publication. 
selling Address Z-33, 


State territory covered and lines now 
care Office Appliances, Chicago 





W De want an active young man experienced in loose leaf and 

filing devices for outside sales. Good opportunity for the 
right man Give experience and Bruno Zoeckler, 
116 W. Second, Davenport, Iowa. 


reterences. 


S \LESMEN—For 


staple articles 





complete line of leather goods, including 
and nationally advertised patented specialties 
already introduced to the trade. Liberal commissions and un- 
usual contract offer. Detail previous experience. Address 
K-101, care Office Appliances, Chicago. 





BIG money-maker for typewriter men, carbon and ribbon sales- 
men and others calling on offices. New, fast selling spe- 

cilalty Immense demand, positive repeater. Don’t miss this! 

Perfection Mfg. Co., 121 So. 4th street, Philadelphia, Pa. 


ALESMAN wanted to represent manufacturer of a complete 

line of Loose Leaf Equipment, Blank Books of special de- 
sign, Accounting Forms, Machine Bookkeeping Equipment and 
Supplies, Bank Pass Books, etc., on a commission basis, sell- 
ing direct to banks and commercial firms. A-1l connection. 
Address C-29, care Office Appliances, Chicago. 


W \NTED—Salesmen to sell a line of metal name plates to 
' Stationers and office furniture dealers and manufacturers. 

Big profit No bulky samples. Commission paid on receipt of 

order. Can be handled in connection with any line. Write for 

= proposition today. Fogarty Manufacturing Co., Dayton, 
110 





WANTED- Typewriter and adding 
mechanics for membership in the 
Machine Mechanics’ Aid Ass'n, Inc., 
eral information bureau. Purpose, 
Address 8 Nevins street, Brookiyn, 
~ np Branches in Kansas 
ass. 


machine repairmen and 
Typewriter & Adding 
Employment Bureau, gen- 
Nation-wide organization. 
N. Y., at once, for detailed 
City, Mo., and in Boston, 


APPLIANCES 7 


ANTED—Salesmen calling on office furniture trade to sell 

complete line of patented typewriter desks. These desks 
have been on the market for five years, are nationally adver- 
tised, exceptionally good sellers and the best repeaters that ever 
crossed the floor of an office furniture dealer. Address C-28, 
care Office Appliances, Chicago. 





ANTED—Immediately, a manager for an office equipment 

store in Miami, Fla. Must be experienced and a first-class 
salesman. Big opportunity for right man, who is willing to 
prove his ability, and who is a business getter. Give references 
and full information first letter. State salary expected. Bond 
required. Write Manager P. O. Box 1853, Jacksonville, Fla. 
W ANTED—High-class local distributors and salesmen of rec- 

ognized ability to handle the best calculating machine 
known. We want men who can furnish bond. We wil! furnish 
the capital. Earnings will be large for men who can show re- 
sults. Our machine would make an excellent side line for add- 
ing machine salesmen. Strictly commission and profit-sharing 
basis. Address D-34, care Office Appliances, Chicago. 











IDELINE SALESMAN—For towns 10,000 and under, to sell 

Kleradesks to factories, stores, offices, etc. Kleradesk is a 
patented, steel, sectional desk device for sorting and routin 
mail, memos, orders and all important papers. For detail 
description note advertising in System magazine. Thousands 
in use, inquiries increasing each day. Start customer with two 
or three sections. Is so handy he constantly adds new sections 
for various departments, officials, ete. Big profitable repeat 
orders from each sale. Liberal commission. You get com- 
mission on mail orders from customers you start. onderful 
opportunity for producers, as we pick our branch managers 
from sales force. Several new branches to be started soon. 
Write for complete details to Kleradesk Dept., Ross-Gould Co., 
309 N. 10th St., St. Louis, Mo. 








FOR SALE. R 
OR SALE—Line-a-Time machines; closing out our stock 
less than one-half price. Onondaga Trading Co., Syracuse, 
ie 





LL makes of used. checkwriters for sale; guarantee good 
working order. Safe-Guard Sales Co., 127 North 8th street, 
Richmond, Va 





ete., ribbons re-inked black, 


ULTIGRAPH, Writerpress, 
Ajax Ink Company, 440 South 


blue, or purple, $6 per dozen. 
Dearborn street, Chicago, Il. 








DDRESSOGRAPHS, Multigraphs, duplicators, envelope seal- 

ers, letter folders, Mailometers, supplies. Less than half 
yrice, guaranteed one year. Pruitt Company, 112-H North 
La Salle, Chicago. 





EOSTYLE DUPLICATORS, new, at practically cost. Used 
machines haif price. Line A Times less than half price. 
R. W. Wales Company, 215 McCarthy building, Syracuse, N. ; 





UARANTEED Addressing Machines, Multigraphs, Multicolor 
Presses, Ditte and Mimeograph Duplicators, Letter Folders, 
Cheekwriters and Protectors, Typewriters, ets., rebuilt like 
new. Oftice Machinery Company, 22-X Quincy street, Chicagg. 





OR SALE—U. S. Patent 1,373,512, Reply Envelope, used twice 

for mailing or other purposes (sealed twice). Economical 
and efficicnt. For details write John Kuhhorn, 13 Chestnut 
street, Bradford, Pa. 








M CLTIGRAPHS, Dictaphones, Ediphones, Writerpresses, 
Mimeographs bought, sold and rebuilt like new. Multigraph 
and Multicolor ribbons, ink and platens. We save you money. 
Price, Inc., 440° South Dearborn street, Chicago. 





bank check protection, covers siz- 

nature, date, amount, payee. Can’t be counterfeited or 
changed without instant detection. Sale outfits for stores and 
agents Chesney Finger Print Protector, Atlanta, Ga. 


OR SALE—“Finger Print” 





M ULTIGRAPHS -Like new at one-third to one-half cost. 
Thoroughly rebuilt, including new type, platens, bearings, 
ete. Iron-clad two year guarantee, Will ship on approval. Rus- 
sell Earnest Baum. 33 South Broad street, Philadelphia. 








FOR SALE—One Model F1T Addressograph No. 22670, a.c., 110 
v., 60c; one Model Gl Hand Graphotype No. 4520; one BC 36 
Cabinet with drawers: 5,000 frames and plates. Never used. In 
perfect condition. Auditor Keystone Coal & Coke Company, 
Greensburg, Pa. 





LJ. MODELS Multigraphs, duplicators, folding, sealing, ad- 

dressing machines and supplies. Guaranteed serviceable as 
new. One year free service Chicago. Machines bought for 
cash, taken in trade and handled on consignment. Office De- 
vice Company, 162-H, North La Salle, Chicago. 





OR SALE—Well established office supply and equipment busi- 

ness in most prosperous city in California. Agency Dicta- 
plrune and Kardex. Unlimited opportunity for expansion. About 
$15,000 needed or will sell half interest to reliable party capable 
of a active management. Address X-32, care Office Appli- 
ances, Chicago. 











AGENCIES WANTED. 
6s WANT a low-priced line of office chairs to sell to the dealers 
in carload lots on a commission basis. F. W. Sinclair, 233 
Broadway, New York City. 
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Copies of any of the patents referred to below can be obtained by sending 25 cents in stamps to E. G. Siggers, 
patent lawyer, Suite 33, N. U. Building, Washington, D. C., and mentioning Office Appliances. 


1,375,667. Loose leaf binder. G. P. Baumann, 
and Raiph A. Fink, Oak Park, III. 

1,375,764. Typewriting machine. Oscar Woodward, 
Babylon, N. Y., assignor to Remington Typewriter Com- 
pany, Ilion, N. Y., a corporation of New York. 


Chicago, 


oo Pencil pointer. Ora R. Clough, Ladysmith, 
is. 

1,376,312. Typewriter desk. Marguerite E. Beard, 
Westhoff, Texas. 

1,376,322. Typewriter eraser. Howard M. Cutshaw, 


Greenville, Texas. 

1,375,772. Typewriting machine. Herbert L. Bridgwater, 
Syracuse, N. Y., assignor to Remington Typewriter Com- 
pany, Ilion, N. Y., a corporation of New York. 

1,375,789. Key lever tension device. Otto A. Hokan- 
son, Woodstock, IIl., assignor to Woodstock Typewriter 
Company, Woodstock, III., a corporation of Illinois. 


- 1,375,968. Safety envelope. G. Latanzio, New York, 
) A 

1,376,115. Attachment for pencils or pens. A. F. Record, 
Kokomo, Ind. 


1,376,518. Computing machine. Julius Duckstine, New 
York, N. Y., assignor to Underwood Computing Machine 
Company, New York, N. Y., a corporation of New York. 

1,376,611. Check protector. Walter M. Dwyer, Hills- 
dale, N. J. 

1,376,683. Card-positioning attachment for typewriters. 
Wm. P. De Saussure, Jr., Englewood Cliffs, N. J. 

1,376,850. Computing machine. George R. Wood, Mont- 
real, Quebec, Canada, assignor of one-half to William 
A. Wood, Sr., Montreal, Quebec, Canada. 

1,376,871. Herman L. Greve, New 
York; N. Y., Mailing Tube & 


Mailing wrapper. 
assignor 


to International 


Wrapper Company, a corporation of New York. 
1,376,872. Mailing wrapper. Herman L. Greve, New 
York, N. Y., assignor to International Mailing Tube & 
Wrapper Company, a corporation of New York. 
1,376,879. Typewriting machine. Joseph B. Holden, 
Syracuse, N. Y., assignor to Remington Typewriter Com- 


pany, Ilion, N. Y., a corporation of New York. 

1,376,922. Typewriting machine. Thomas M. Cope- 
land, Edendale, Auckland, New Zealand. 

1,377,040. Check printing and scarifying machine. John 


Penna., assignor to Safeguard Check- 
Penna., a corporation of New 


Whittaken, Lansdale, 
writer Company, Lansdale, 


York. 

1,377,097. Pencil container. William G. Seaton, Knox- 
ville, Tenn. 

1,377,182. Crayon holder. Philip M. Blondo, Brooklyn, 
N. Y., assignor of one-third to Jose Messina and one-third 


to Charles Ciravola, Brooklyn, N. Y. 
1,377,269. Transfer mechanism of calculating machines. 


Valentine J. Odhner, Stockholm, Sweden. 

1,377,230. Book support and writing table. Henry S. 
Taylor, Dallas, Texas. 

1,377,446. Typewriting machine. Jesse A. B. Smith, 
Stamford, Conn., assignor to Underwood Typewriter Com- 


a corporation of Delaware. 


pany, New York, N. Y., 
1,377,588. Ink bottle. Mary L. Kayser, Tyler, Texas. 
1,377,620. Lapsed time calculating machine. Clyde P. 
Evans, St. Louis, Mo. 
1,377,270. Calculating machine. Valentine J. Odhner, 


Gottenberg, Sweden. 
1,377,805. Envelope opener. 
1,377,947. Penholder. W. 

Mich. 


A. B. Clear, Nashua, N. H. 
Van Korlaar, Grand Rapids, 
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No. hae’: .764.—Typewriting machine; patented April 26, 1921, br pet Company, Rochester, New York. 
by Oscar Woodward, of Babylon, New York, assignor to No. 2,562 encil sharpener; patented March 22, 1921, by 
ry Typewriter Company, Ilion, New York. Maicolm Sccugale of Weatherford, Texas. 
No. 1,372, —Check-protector; patented March 22, 1921, by No. 1,376,322.—Typewriter eraser; patented April 26, 1921, by 


Charlies G. Tiefel of Fairport. New York, assignor to Todd 


Howard M. Cutshaw of Greeneville, Tennessee. 





The Service Bureau of Office Appliances Is fox 


the Exclusive Use of Subscribers 
and Advertisers 


For subscribers it answers by personal letters all inquiries upon matters germane to the field, it furnishes special reports upon 
articles of office equipment, supplies names of manufacturers of any article wanted, puts man and job together, 
aids foreign dealers in securing U.S. A. lines, and in many other ways performs useful service, all 
without charge. For advertisers it maintains a competent copy department, furnishes lists 
of desirable agents and dealers in nearly every country, sends actual leads for 
business in a weekly bulletin which goes to advertisers only and in other 
ways supplements the value of the advertising space. Subscribers 
in every corner of the globe make good use of this bureau; 
manufacturers in every section of the field have 
evidence of the value of the service. 
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The Man Who Gets Things Done 


By Dr. Frank Crane 


66 HE LORD certainly shows his low 


opinion of money by the kind of 
folks He gives it to,” said the pale 
young man at the formal dinner. “Look 
at Hiram Perkins over there—ignorant, 
no manners, no grammar, no anything 
but money.” The pale young man was 
a Harvard graduate, and inclined to 
Socialism and poetry and the Future. 
“Well,” said his Uncle Tom, who sat 
next to him, “I’m not so sure the Lord 
missed it on Perkins. To my mind he 
comes nearer earning his millions than 


” 


most of us. 
“Why, what can he do?” 


“Nothing. That’s the idea. He doesn’t 
do. He gets things done.” 


“Humph!” grunted the youth. 


“Yes,” went on his uncle, “there’s a 
small but lively tribe of fellows who get 
things done. They toil not, neither do 
they spin. They couldn’t qualify for a 
labor union. They are not educated, not 
many of ’em. They can’t read Greek and 
Latin nor do stunts in Mathematics. 
They are short on Art and Literature. 
They are not Socialists. They are not 
Philosophers. When you meet them you 
think they are about as common as 
prunes. 


“And yet they are the biggest men in 
these United States. Because they get 
things done.” 


“What things?” asked the young man. 


“Oh, any old thing you want,” replied 
his uncle. 

“There’s Hi Perkins for instance. He 
came from a little town out in Illinois. 


He was a foundling. A poor grocer’s 
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wife adopted him. He worked in the 
store. By the time he was seventeen he 
had changed his foster father’s store 
from a piddling affair to the biggest 
mercantile enterprise in town. When he 
was twenty-one he had a chain of stores 
in the surrounding towns. At thirty he 
owned the street railway and the water- 
works and the electric plant. At thirty- 
eight he owned public utilities in a dozen 
towns. And it wasn’t graft, nor the 
power of unlimited capital, nor anything 
like that. It was because, somehow, he 
got things done when everybody else 


failed. 


“There are plenty of people that can do 
things if you tell them how. Hi Per- 
kins is one of the kind that do things 
when nobody can tell them how. 


“Loyalty, honesty, perseverance, train- 
ing, education, and all those things are 
good. But there’s something rarer, 
something that the Creator gives only to 
the hundredth man. It is the ability to 
accomplish the impossible. It is the 
genius for finding a way. And the Lord 


gave that to Perkins. 


“All you need to tell him is that a cer- 
tain thing ought to be done. He goes and 
does it. It isn’t mentality nor suavity 
nor talent. I don’t know what it is. He 
doesn’t know. But when he puts his 
shoulder to a wheel it moves. When he 
faces obstacles they vanish.” 


“T see,” said the young man, “a sort of 
typical American, crude but efficient.” 

“Yep,” replied his uncle. “You've said it. 
Still, he doesn’t do things, you know. He 
gets things done. There’s a_ differ- 


ence.” 


By Dr. FRANK CRANE. 





This is No. 3 of a series written by Dr. Crane 


espec 


ially for trade papers, and published monthly 















































OUBTLESS more than most 
iD. of us realize the commercial 

stationery trade is benefited 
by the activities of the National As 
sociation. Not only is the trade 
benefited, but the public as well re- 
ceives its meed of advantage be- 
cause the extensive and persistent 
educational work of the Association 
creates on the part of the trade a 
greater power for service and builds 
a strong foundation for a large and 
important industry. 

During the last year the work of 
the association has advanced with 
greater rapidity than ever before. 

The scope of the work is indi- 
cated by the fact that no less than 
nine regional associations, affiliated 
with the anization have been 
formed since the present plans went 
into effect; furthermore, the work 
of the parent organization is some- 
what indicated by the many confer- 
ences which are being held in differ- 
ent parts of the country at which 
the general manager is always pres- 
ent and sometimes presides, and by 
the interest which is being shown 
by the manufacturers affiliated with 
the organization, who for the sake 
of its advancement have organized 
themselves into groups for the pur- 
pose of putting their houses in order 
and advancing to the best of their 
ability their own interests and the 
interests of the trade which are 
realized to be identical. 

General Manager Gibbs on Tues- 
day, June 7, attended a meeting of 
mantifacturers in New York City, 
called by the vice-president of the 
association, Eberhard Faber. This 
meeting was held with the object of 
discussing plans for the national 
convention at Atlantic City next 
fall and to take up certain subjects 
along informative lines of advan- 
tage to the daily affairs of dealers. 

\t the next convention a confer- 
ence of local association executives, 
regional, city and state will be held 
as a part of the business building 
effort of the association, the idea 
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National Association 


fice 
Appliances 





Activities of Organization Extending 
Into Practically All the Different 
Lines Connected With the Commer- 
cial Stationery Industry Through- 
out the United States. 


being to attempt to co-ordinate the 
efforts of local associations and to 


‘make the National Association more 


than ever a clearing house for 
progressive ideas. Men of experi- 
ence and vision will be present to 
give their views on modern business 
problems and practices. It is ex- 
pected that ideas will result from 
this conference which will advance 
the interests of the stationery trade 
as a whole and make for the stabil- 
ization of the industry. This con- 
ference will take place at the Hotel 
Traymore, Atlantic City, next Oc- 
tober. 

A hint of the subsidiary associa- 
tion activities in which the National 
Association is interested is found in 
the names of the regional or- 
ganizations. They are Mid-\est 
Stationers’ Association, CC. L. 
Mitchell, Topeka, president; 
South-Eastern Stationers’ Asso- 
ciation, John R. Dewberry, presi- 
dent; Pacific-Northwest Station- 
ers’ Association, John W. Gra- 
ham, president ; Southern California 
Stationers’ Association, J. L. Gar- 
ner, secretary; Connecticut Valley 
Stationers’ Association, D. D. Mac- 
donald, president, and Northwestern 
Stationers’ Association, E. D. L. 
Sperry, chairman. 

A second regional meeting of the 
stationers of the Pacific Coast is 
soon to be held at San Francisco 
under the auspices of the Southern 
California Association. 

Through all these agencies the 
National Association keeps in touch 
with everything that is going on in 
the office equipment business. In 
addition to the foregoing, there are 
numerous manufacturers’ associa- 
tions affiliated with the National or- 
anization. These are at all times 


Co 
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in touch with the activities of the 
main office in Chicago. 





Keenly 





Alive 


The National executive commit- 
tee meets frequently. The next 
meeting will be held at the Toledo 
Club, Toledo, Ohio, on Thursday, 
Friday and Saturday, June 16, 17 
and 18 for the purpose of arranging 
a program for the annual conven- 
tion at Atlantic City October io to 
13 inclusive. 

One of the recent activities of the 
central office of the association is a 
membership drive, intensively put 
forth. Five special folders pre- 
pared by Chas. M. Estey, advertis- 
ing counsel of the association, are 
being mailed to prospective mem- 
bers. These folders are tastefully 
printed in colors with appropriate 
cartoons on the address leaf. The 
titles include the following, “Buck- 
ing [t Alone,” “Conference Value,” 
“Let the Buyer Know Your Stand- 
ing,’ ““Hoo’s Hoo,” “Where are the 
Others.” All these titles suggest 
the character of the little talks 
which are to be found in the 
different folders in which the ad- 
vantages of association member- 
ship are clearly and concisely set 
forth. A postcard for return is in- 
cluded in each folder. 

Two of the principal events which 
have happened in association affairs 
during the year are the conference 
between the commercial furniture 
division of the National Association 
and the Associated Office Furniture 
Manufacturers, the National Asso- 
ciation of Chair Manufacturers, the 
National Association of Steel Fur- 
niture Manufacturers and the Na- 
tional Association of Wood Filing 
Devices and Supplies Manufactur- 
ers, held in the Old Colony Club, 
la Salle hotel, February 16, and the 
conference between the National 
Association of Loose Leaf Manu- 
facturers and the joint committees 
on loose leaf of the National Asso- 
ciation. This meeting was held at 
the Old Colony Club, in the Hotel 
Gibson, Cincinnati, Ohio, February 
23. At both of these conferences 
important work was done. 
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Advertising Matter for Export Customers 


chinery, specialties, etc., usual- 

ly is very liberal with printed 
matter to his agents and dealers 
abroad. A goodly supply of book- 
lets, electros and various kinds of 
advertising matter is sent on in the 
hope that the customers abroad will 
be able to use it, or at least to read 
and understand it. 

Talking about Europe, it is a fact, 
often lost sight of, that few Euro- 
peans understand the English lan- 
guage sufficiently to enable them to 
get a clear and correct idea from 
the advertising matter about the 
goods offered and their advantages. 
This is especially true when tech- 
nicalities are involved. 

Conditions, customs and habits in 
Europe are in many respects very 
different from what they are in U. 
S. A., and in planning advertising 
matter to be used in European coun- 
tries it is important to consider this, 
or else the foreign reader will get 
an impression therefrom that is 
quite different from what is ex- 
pected. 

In planning printed matter for 
export it is especially important to 
select the illustrations to be used 
with much care. It is now quite 
common to see otherwise admirable 
advertising matter arousing the 
wrong kind of curiosity, because so 
many “funny” and unfamiliar things 
are depicted. 

As to illustrations the following 
pointers may prove helpful: 

1. When picturing scenes from 
offices, stores, etc., never show 
salesmen or clerks working in the 
shirtsleeves, especially when the 
“boss” also is shown in the picture. 
Salesmen entering the “chief's” pri- 
vate office with the hat on, will like- 
wise be considered in “bad form.” 
Clerks with eye-shades are an un- 
familiar sight. Cuspidors in offices 
are taboo in Europe. Pictures of 
the “boss” himself, or a caller, pos- 
ing with the feet on top of the desk, 
create astonishment, to say the least. 
The American type of telephone is 
unfamiliar to Europeans, and 
should be avoided in illustrations. 
Smoking in offices is not nearly as 
usual here, and it is safer to picture 
salesmen, buyers, etc., without a 
“big cigar.” 

2. Letterboxes seem to be a 
favorite illustration when soliciting 
mail orders, or when selling devices 
used by mail order firms. The 


‘| SHE American exporter of ma- 


American types of letterboxes, es- 
pecially the R. F. D. type, are quite 


Written for Office Appliances by 
a Man in Scandinavia Who 
Has Had a Wide Experience 
in the Office Equipment Busi- 
ness and Has Made a Careful 
Study of the Business Situa- 
tion Abroad and the Customs, 
etc.. Which Have Grown Up 
Through the Centuries in the 
Handling of Business Abroad. 
Note.-—On another page is the 

text of an address on “Unity in Ex- 
port Advertising,” delivered by 
Tim Thrift, advertising manager 
of The American Multigraph Sales 
Company, before the Conference of 
Export Managers held in New 
York last spring. In his address 
Mr. Thrift presented the viewpoint 
of the advertiser on this side, and 
presented in a general way some 
capital suggestions not dissimilar in 
spirit and intention from the advice 
our Scandinavian friend gives be- 
low. The latter goes into detail and 
tells us of the mistakes we too fre- 
quently make when trying to attract 
the favor of the people. We com- 
mend both articles to the attention 
of readers. 


unfamiliar, and may not be recog- 
nized for what they are. 

3. When trains and _ railroad 
scenes are pictured, it is well to re- 
member that railroad conditions are, 
indeed, very different in Europe. 
In many countries trains run “to 
the left,” and the trains in the pic- 
tures thus seem to run on the 
“wrong track.” Signals are of dif- 
ferent types, or the indications 
have different meanings. (bserva- 
tion-platforms at the rear of a train 
are never found. 

4. “Niggers’’ are a curiosity in 
Europe, and their presence in pic- 
tures, as for instance, Pullman- 
porters, boot-blacks, etc., will thus 
arouse considerable curiosity. 

5. English words on signs, etc., 
shown in pictures should be avoided 
as, “Receiving Teller,” “Auditor,” 
“Shipping Room,” etc. 

6. The symbols for dollars and 
cents ($, c), especially on coins 
shown, should be avoided. 

7. The American “cop,” with 
his cap and stick is a rather strange 
sight. Cops in Europe usually have 
big helmets, and sabres. 

8. Left side driving being the 
rule in many European countries, 
pictures with automobiles driving 
on ‘the “wrong side” will arouse 
comment. 

9. The pictures of bank-checks 





from well known American firms 
usually fail to impress people over 
in Europe, as the use of bank-checks 
is as yet very limited. 

These are only a few cases of 
unsuitable illustrations, and the ad- 
vertiser has constantly to be on his 
guard, so that the advertising mat- 
ter may not make a vague or wrong 
impression, or even, as has unfor- 
tunately many times been the case, 
arouse antagonism. 

Enterprising firms already send 
their agents in Europe booklets or 
sheets containing imprints of all 
available electros, half-tones as well 
as line-cuts. 

However, many of the electros or- 
dered and sent over never can be 
used because the width of columns 
in the newspapers is different. It 
ought to be possble to supply cuts, 
borders, etc., of a width exactly 
suited to the needs, but few people 
think of this when ordering or send- 
ing. 

Another thing to remember when 
making electros of display adver- 
tisements as used in the U. S. A., 
is to separate, if possible, such 
words in the head-line, text-matter 
or address as are English or which 
have to be altered to suit the par- 
ticular conditions. The advertising 
designer can in many cases accom- 
plish this, if he only tries to, and 
thus make the same design usable 
in all countries. Small extra cuts 
for head-lines, etc., to suit the gen- 
eral lay-out can easily be made on 
the spot. 

The American advertising matter, 
barring the extreme and sensational 
kind, is universally acknowledged 
to be superior as to tastefulness and 
“punch.” Very few European 
printers are capable of bringing out 
anything that equals the designs of 
the American advertising expert. 
The weakness of most European- 
made advertising matter is the 
“tame” layout. 

In such cases, where the Euro- 
pean agent must print advertising 
matter in his native language he 
ought thus always to be furnished 
with dummies with the color-im- 
print. He has thus only to print 
the text-matter proper, and as to 
this “taste” can not play’ much 
havoc. Supplying agents with “half- 
ready” printed matter will not only 
insure tasteful and effective adver- 
tising, but will many times stimu- 
late the agent to provide a supply 
in the native language, which he 
otherwise on account of the cost 
and the difficulty of getting effec- 
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tive printing, is likely to postpone 
as long as possible. 


Some firms “surprise” their 
agents and foreign dealers with 
printed matter in their native 
tongues, bit, generally speaking, 


this is bad policy. The agent ought 
always to have an opportunity to 
cooperate and “proof-read.” Al- 
though the advertiser may have had 
help of a person with perfect com- 
mand of the language in question, 
it is often amusing to find how 
many unusual words and wonder- 
fully “correct” phrases are used, 
which are likely to detract consid- 
erably from the value of such ad- 
vertising matter. 

In the case of machinery and the 
like, where a book of instructions is 
needed, an issue in the native tongue 
is one of the most necessary things 
for success. The illustrations used 

ften have a lot of English words, 
designating parts, etc., on the illus- 
tration. On account of the trouble 
and high cost, new illustrations are 
seldom made, and the presence of 
English words in the illustrations 
thus often make the instructions un- 
clear. Advertisers should, if pos- 
sible, always use numbers for refer- 
ences on illustrations, so that a list 
of the parts can be printed in any 
language as a supplement tc the il- 
lustration. 

A few remarks as to the “style 


The Five 


IRST of all, friends, I want to 

introduce a red-headed friend 

of mine, Patrick by name. Pat- 
rick was one of those chaps who 
was either a sergeant or a_ buck- 
private, according to his behavior. 
The last time I saw him, he was 
neck deep in a dirty, muddy, bone- 
chilling river, just north of Verdun, 
one cold, drizzly September morn- 
ing. He was down there in the 
mud and muck assisting in the con- 
struction of a temporary bridge. 
And only two days before he had 
been in charge of a platoon! But 
the “vin blanc” had mastered him 
and for the ’steenth time he had lost 
his stripes and was again a lowly 
private. 

Finding Patrick in this condition, 
shivering and blue with the cold, 
| called: “Ho, Pat! How’s tricks ?” 
Patrick looked up, recognized me 
and yelled: “Sure—Oim cold and 
wet to the skin—Oim dirty and 
lousy—Oijim ten towsand miles from 
home and lonely—Oim near froze 
to death and Oim a buck-private! 
Now what’n’ll more could a man 


ask: 





OFFICE APPLIANCES 
of language” may not be amiss. 
Generally speaking ‘“‘slangy” or 


“clever” language is seldom appre- 
ciated, even if it is understood. 
“Saving time” and “saving money” 
has not the same strong appeal to 
the average European as it has over 
here. 

Abbreviations should be avoided 
as much as possible, for the chances 
are that they will not be understood 
properly. Most foreign diction- 
aries are very incomplete as to the 
meaning of abbreviations. 

When a conversation between the 
and an employe is related 
in some pieces of advertising mat- 
ter, the American custom of using 
the first names is bound to astonish 
people in Europe, as formality is 
usual there. 

Last but not least, as the effort 
to read English is usually consid- 
erable, everything should be made 
to make the printed matter seem 
easy to read. Big, well-leaded type, 
broad margins and short paragraphs 
help a lot in this respect. 


“boss” 


Very few agents and dealers use 
wisely the advertising matter sup- 
plied them gratis. Most of it is 
often put away in some corner, only 
to collect dust and become unusable 
or obsolete. 

It is, indeed, very important to 
show the average agent how to use 
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Adapted From a Speech by O. N 
Caward Before the Execu- 
tive’s Club, Chicago—By 
Russell B. Wililams. 

Now I haven't introduced Patrick 
for amusement only. I want to 
point ‘out that valuable asset—the 
ability of making the best of every 


situation. Pat was a chap who 
could turn his Irish wit and grin 


on any circumstance and give you 
the impression that he was glad 


things were no worse. And you'll 
agree, probably, that this spirit is 
sadly needed in commercial circles 
today. With our businesses neck 
deep in depression, cold with can- 
cellations and “dirty” with busi- 
ness barnacles, we can certainly 
harm nothing by being glad condi- 
tions are not worse and by saying 
optimistically “What more can a 
man ask,” rather than mournfully 
remarking: “Why speak disrespect- 
fully of the dead,” when asked 
“How’s business ?” 
Point One—Will-Power 
Look at your hand. You there 
have four fingers and a thumb. 
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to the best advantage all the printed 
matter supplied him, often at con- 
siderable cost. However, quite 
some diplomacy has to be used in 
doing this, so that the ever-present 
resentment of ‘being “shown how” 
is not aroused. 

It is a good plan for the adver- 
tiser to follow up this matter from 
time to time, and ask the agent how 
and when he has used the printed 
matter sent him, also to request sam- 
ples, of advertisements he has been 
running. At the same time it is 
opportune to ask him what results 
he has achieved. 


If an agent prints some advertis- 
ing matter of his own accord, he 
ought to be asked always to send a 
few copies to the firm. Sometimes 
it is quite necessary to check up the 
statements made by over-enthusias- 
tic dealers, especially when compe- 
tition is keen. 

When a representative of the firm 
visits the agent or dealer, he should 
always try to find out how the 
printed matter is being used, and 
check up on the unused stock at 
hand. 


Making advertising matter for 
export customers effective is a big 
problem, and it pays to study it 
thoroughly. Good enough is, in- 
deed, not good enough in this re- 
spect. 


t Sucteae 


Without using the thumb try to 
pick up an article from the floor. 
You'll find it difficult. The thumb 
was put on your hand to enable you 
to grasp things or to complete a de- 
sired action. That thumb. repre- 
sents the will of the hand. With- 
out it your hand would be nearly 
useless—and without  will—you 
would be as nearly useless. You 
can do nothing, say nothing, be noth- 
ing, without will. But with will, 
you can say, do or be the opposite 
of nothing. 

Will, to put it briefly, is stub- 
bornness. And you know better 
than anyone else, that you are stub- 
born at times. Go to the woman 
who knows you best, your mother, 
wife or sweetheart, and she will tell 
you of incidents when you set your 
front feet before, your reason be- 
hind and your hat fell to the ground 
because of the length of your ears. 
Every man has a streak of the mule 
in him. Now—instead of exercis- 
ing that mulish trait on your un- 
offending wife or mother or chil- 
dren, practice it on yourself. Sic 
it on your desk and your business 
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and when a problem presents itself, 
set your feet, let your ears grow 
and say either “I Will” or “lI 
Won’t” according to your problem. 
Do that and you'll find your busi- 
ness prospering and yourself devel- 
oping. 

Point Two—Police Your Mind. 

If the stenographer, office boy, 
janitor or someone should leave as 
much dirt on your desk as you 
carry every day in your mind, you 
would fire the negligent one on the 
spot. Do you know what dirt is? 
Dirt—is matter out of place. And 
matter out of place misrepresents 
you. Not long ago | was talking 
to a man, influential and respected 
in his field, who, in a moment of 
emphasis laid his hand on my shoul- 
der and gave utterance to four 
burning, scorching, red-hot words 
of profanity—simultaneously with 
which his wife laid her hand on his 
arm by way of attracting his at- 
tention to her wants. You should 
have seen that man’s face when he 
recognized the fact that his wife 
had heard him swear! It would 
have made a good death-mask for 
Dante! When his wife had disap- 
peared he turned to me and said: 
“Williams—don't it beat h——, how 
this d profanity misrepresents 
one.” 

Now I'm not going to discourse 
on the detrimental effects of pro- 
fanity or vulgarity. You have more 
intelligence than I and J know that 
if you keep that sort of filth about 
you it will surely misrepresent you 
at just the moment you don’t want 
to be misrepresented. But I do want 
to say that fear, anger, worry and 
distress are mental dirt and should 
be cleared away with the assiduous- 
ness you display in sweeping your 
flat-top of dust or accumulated 
“matter out of place.” 

Point Three—Physical Fitness 

Chicago recently lost a man who 
is mourned by unnumbered thou- 
sands. A man of keen wit and per- 
ception, Bert Leston Taylor, com- 
monly known as “B. L. T.” It 
was he, I believe, who once said 
that of all the habits endured or 
enjoyed by man the worst was “the 
deadly sitting habit.” He was 
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right. Hooch, tobacco, opium or 
profanity do not compare with “the 
deadly sitting habit” in calculating 
the effects on business or on the 
mind. Go to any club, pool room or 
hotel lobby and you will there find 
men who have placed their feet on 
top of the five foot radiator and 
their shoulder blades on the thirty 
inch leather cushion back of a chair 
—that their ideas might run down. 
Laziness does not breed ambition, 
stick-to-it-ive-ness or efficiency and 
“the deadly sitting habit” is nothing 
but unadulterated laziness. When 
you go home tonight—don't take 
off your shoes and put on slippers 
and hibernate in the over-stuffed all 
evening—nor yet go to a movie with 
its carefully curved seats, but get 
one of the kiddies and get out and 
play ball, marbles, pompom-pull- 
away, or something else equally 
fatiguing—and you'll sleep better 
for it. “The deadly sitting habit” 
develops grouches and grouches de- 
velop indigestion. Which will you 
have—indigestion or sound sleep? 
Point Four—Self Abandonment. 
Your life is the most important 
life ever lived—so far as you are 
concerned. But it is well to keep 
in mind that there are others in this 
universe and that they have equal 
rights to all its pleasures. The man 
with the self-satisfied sense of be- 
ing the only one in the world usual- 
ly has a lot of trouble in life. He 
continually runs amuck with men 
who do not think his way and who 
are not hesitant about saying so. 
In one of the remote crevices of 
the beautiful Green Mountains of 
New England you'll find a little 
cottage, half hidden by great over- 
hanging trees, the way marked only 
by a narrow, winding path. At the 
entrance of the pathway there’s a 
sign lettered in a style that be- 
speaks 1844. This sign bears the 
legend: “There’s a cool drink up 
here. Stop in and refresh your- 
self.” Following the crude finger 
of the sign you at last are ushered 
into a little clearing beside the 
tumble-down cottage. In the center 
of this clearing is a deep well of 
cool, clear water. At the side of it, 
seated on a bench, is a bushel basket 


SANE 
OF HS ZL) 
















June, 1921. 


heapingly filled with ripe red apples. 
The basket also bears a sign: “Help 
Yourself.” The two old people who 
occupy this little cottage are too 
poor to give to organized charity 
and take this means of “living by 
the side of the road and being a 
friend to man.” Indeed, this is a 
true story and the gentle old couple 
living there inspired the poet to pen 
his immortal lines, “The House by 
the Side of the Road.” 

Point Five—Admitting the 

Glad Things. 

During the training days of the 
late war I once met a chap who 
continually wore a face drawn with 
pessimism, doubt, and fear. He 
was the worst grouch in the Ameri- 
can Army. Just before embarking 
for parts unknown he fell into a 
net of rough-necks and the next 
thing he knew he was under heavy 
charges from the provost marshal. 
He was released, however, under 
penalty of joining another outfit, 
which prevented me from seeing 
him until after the Armistice, some- 
where near Souilly. I happened to 
be bumping along in a truck when 
I heard a yip from one side and 
looking about I saw the ex-grouch 
among a gang of fellows repairing 
a road-bed. I stopped and shook 
hands with him. He was round, 
rosy and solid and his face was 
wreathed in a thousand smiles. | 
instantly attributed the transition to 
his health, thinking that in the 
States he had enjoyed poor health. 
I found this assumption to be er- 
roneous, however, for in his par- 
lance he had “‘canned the frown and 
convoyed a smile, and found it a 
h—— of a lot better.” 

And you will find the same. There 
is a vast difference in a smile and 
a frown—not only in yourself but in 
the attitude of your fellow beirgs. 
No one responds to a frown, yet 
everyone to a smile. “Loose now 
and then a scattered smile, and that 
I will live upon,” is what Shake- 
speare advises. 


Exercise your will to police your 
mind and become physically fit and 
the self-abandonment and_= glad 
things will come easily. 
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Bacon and Beans 





Text and Illustrations Reprinted by 


From 


the Boorum @& Pease Standard. 


Copyrighted by George Wilder Cartwright 


USED to believe, and many 
people still believe, if we could 
prevent one man _ becoming 
wealthy, the rest would be bet- 
ter off—that we would all have a better 
chance. Most of us have agitated 
against the rich because we thought that 
the best way to help the poor. 

I used to believe it would help every- 
body if we divided the rich man’s 
wealth, and made many speeches against 
Rockefeller and other wealthy men. I 
believed their enormous accumulations 
impoverished the masses. One day a 
great fundamental truth dawned on me. 
From that time, I have realized you can- 
10t help the poor by hurting the success- 
ful. When you try, you only destroy 
the poor man’s opportunity. 

When Rockefeller made his first 
$1,000, God did not stretch his neck so 
he might wear a higher collar. He can 
only wear a collar reaching to his chin. 
So can you and I. We are as rich in 
collars as Rockefeller. 

When he made another $1,000, God 
did not enable him to wear two suits at 
a time. If he has fifty suits, he can 
wear but one at a time. 

When he made another $1,000, 
$10,000, or a million, God did not 
stretch his stomach so he could eat more 
bacon and beans. He can eat only one 
slice of bacon and one pound of beans. 
So can you and I. We are as rich in 
bacon and beans as the richest man. 

God made us greedy, selfish, covetous 

rather, let us say, ambitious. It mat- 
ters not how much we get, we want 
more. We want to succeed in larger 
measure. Greed, selfishness, ambition 
was given for a purpose—a wise pur- 
pose. It was given so we would con- 
tinue to serve with our talents, our 
abilities. 


When the rich man makes an extra 
$1,000, or $10,000, he cannot wear a 
higher collar, nor more than one suit at 
a time, nor eat more bacon and beans, 
but his ambition and greed make him 
want to succeed in still greater measure, 
so he puts the extra $1,000, or $10,000, 
or million right back into industry. 
Thus, he gives employment and oppor- 
tunity to thousands in business for 
themselves. From his very greed comes 
opportunity for thousands less gifted. 

Rockefeller started as a farmer boy 
at nine dollars a month. He saved and 
strove, and built a great fortune, but 
God, in His wisdom, will not permit 
him to use it personally. He must serve 
the world with it. If he were foolish 
enough to drink champagne, labor 
makes the champagne and gets the 
money for it. If he acquires a yacht, 
labor makes the yacht and gets the 
money for it. If he lives in too fine a 
house, labor builds the house and gets 
the money for it. There would be a 
slight economic loss, but insignificant to 
loss of liberty from over-regulation and 
restraint. 

Suppose we divide his wealth among 
the people of the United States. What 
results? If it will do more good than 
harm, I am for it. Let us figure. 

Rockefeller is supposed to be worth 
one billion dollars. He is not, but let it 
go at that. There are over one hundred 
milfion people in the United States. If 
we divide a billion dollars among them, 
each gets $10.00. 

This money is not in cash, It is in- 
vested in thousands of enterprises, giv- 
ing employment to hundreds of thou- 
sands of men and women at good wages. 
It would take many politicians years to 
get this wealth into divisible form. And 


(Continued on Page 67.) 
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The Pueblo Disaster. 

HE DETAILS of the flood disaster at Pueblo are 

shocking in the extreme and the misfortune of 
the 60,000 people who compose that city justly demand 
the aid and sympathy of the entire country. Of course, 
the actual number of people who require aid is com- 
paratively few and before this reaches our readers, 
everything will be done for their comfort that is pos- 
sible. No one who has not seen the effects of a cloud- 
burst in the mountains or foot-hills can picture the 
irresistible force of the waters. Such a catastrophe is, 
comparable only to a tidal wave. One can not under- 
stand how the clouds can hold water enough to trans- 
form a shallow river bed in an hour into a raging 
torrent more than a mile wide, but the writer has more 
than once observed this phenomenon. 

Practically the entire business section of Pueblo 
which was located on the lower ground of the river 
bottem was either destroyed or badly damaged, but it 
is characteristic of Americans to recuperate quickly 
and hardly had the waters begun to subside before 
Pueblo business men had started to restore their build- 
ings and renew their stocks. Several stationery con- 
cerns were in the path of the flood and we extend to 
them our sincere sympathy and commend them to the 
good will of the manufacturing fraternity who will 
beyond any doubt extend to them every opportunity to 
make up their losses and restore their stocks to a pre- 
flood basis. Among the stores we recall at the present 
moment as having been damaged are the Franklin 
Press Company at 112-114 West Third:+street, and the 
Winch-Slayden Stationery Company. The latter was 
destroyed by fire, as was the big department store 
known as the Crews-Beggs Dry Goods Company. We 
recall the names of two other stationery houses in 
Pueblo—Broome Bros. and Walter H. Haines—and 
think it likely they too suffered damage, if not the 
entire loss of their stocks. Several furniture houses 
were destroyed by the flood, including the Dean-Creel 
Furniture Company, the Prior Furniture Company and 
the Hawkins-White Furniture Company. The Frank- 
lin Press was submerged in deep water. Concerns, of 
course, in other lines in great numbers suffered the 
total loss of their stocks either by fire or water. 

<> 


The Business Situation. 

HAT we are undergoing a process of orderly defla- 

tion is the view taken by the National City Bank 
of Chicago in its monthly letter issued on June 1. 
“The country,” says the bank, “is doing a conservative 
business with its buying power much restricted. In 
the west there has been a moderate gain, but the 
volume is not impressive judged for this season in 
other years. However, the cost of doing business is 
declining, and the price structure is materially sounder 
than it was a year ago or even six months ago. 

“This is an important achievement and shows,that 
orderly deflation is eliminating many of the evils from 
which the country suffered so seriously during the in- 
flation period. The chief problem still has to do with 


bringing about such a reduction of retail prices as shall 
secure for the consuming public the benefits growing 
out of the drastic cuts in wholesale commodity prices. 
This readjustment is progressing, and will receive 
greater impetus in the future, as the public is deter- 


mined to force down the average merchandise level by 
refraining from doing business at the quotations of war 
days. Concessions in steel prices have not attracted 
much buying yet, as consumers believe that lower quo- 
tations are inevitable for an industry which is now 
operating at scarcely 40 per cent of capacity. It has 
been estimated that general business throughout the 
country is just about half what it might be with the 
industrial machinery fully employed. This is by no 
means true of all industries, however, for increased 
activity is being shown in leather and a few other lines. 

“The reduced buying power of the country districts 
contrasts sharply with the larger sales reported by 
retail stores of the cities, as a result of the strong 
efforts being made to reduce high priced merchandise 
stocks and pay off, or to reduce long standing indebt- 
edness. There are signs of improvement in the foreign 
demand for pork, flour, wheat, cotton seed oil, and 
other products and with the abandonment of war-time 
food regulations abroad, it is-probable tliat this buying 
will enlarge with ultimately heavily increased sales to 
German markets. This will be a great help, since 
Germany before the war made large provision pur- 
chases in the United States and a resumption of large 
scale buying of this character would be of material 
benefit to the Southwest. Sustained movement in the 
German demand for low-grade cotton would be of 
great benefit to various related industries and with 
the settlement of the indemnity dispute, it is fair to 
expect increased orders from that quarter. 

“The tremendous over-subscription to the United 
States Treasury’s recent $200,000,000 offering of short 
term certificates of indebtedness shows that there is 
an abundance of funds awaiting temporary investment 
at 51% per cent if offered by a borrower of the highest 
credit. The gain in the country’s banking position has 
been progressive so that the increases in the reserve 
ratio of the combined system on May 18th last exceed 
[4 per cent compared with a year ago. The ratio of 
gold reserve to Federal Reserve notes in circulation, 
after setting aside 35 per cent against deposit liabilities 
was 70.4 per cent as compared with 47.2 per cent last 
year. These increases are very striking and emphasize 
the steady improvement in the banking situation, which 
is fortunate, in view of our constantly increasing in- 
vestment in Europe’s restoration and salvage under- 
takings. The gold inflow, great as it is, would be much 
larger were it not for the export embargoes still in 
force in various Europen countries. One of the most 
interesting problems of the moment has to do with a 
proper utilization of our enormous gold reserve. Con- 
stant efforts are being made to get the Federal Re- 
serve Board to let down the bars and through extend- 
ing the time for certain obligations to lengthen the 
life of paper rediscounted by the reserve banks. These 
entreaties are natural under the circumstances, but the 
situation calls for strong handling, for all nations are 
looking to this country to rally to the support of the 
gold standard and to preserve it for the rest of the 
world. 

“W. P. G. Harding, governor of the Federal Reserve 
Board, in his St. Louis address the other day, said 
that: ‘We are heading toward recuperation, but we 
should not expect normal conditions until there is 
further progress towards restoring the wealth de- 
stroyed by the war.’ The attitude of the administra- 
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tion towards the movement to place additional credit 
facilities at the command of the foreign customers of 
American manufacturers and producers. is suggestive 
of the strong effort being made to extend our foreign 
commerce. 

“The move undertaken by the Pennsylvania Rail- 
road to establish a harmonious relationship between 
the officers and their men by offering a plan which will 
enable the employes to select, by secret ballot, repre- 
sentatives who shall be empowered to deal with the 
railroad in the name of the whole body of employes is 
highly significant at this juncture of railroad history. 
The men selected will be formed into a permanent com- 
mittee to meet with the managers of the Pennsylvania 
system whenever an important question must be de- 
cided. It is stipulated that the men selected may or 
may not be members of organized labor, but that the 
scheme must result in efficient and economical service, 
that the officers and employes must receive good wages 
and that the railroad must earn a reasonable return on 
the capital invested. 

“Reductions of wages announced by the United 
States Steel Corporation, together with the news that 
the Railroad Labor Board had concluded to revise 
wages downward from July 1, next, reflected the ir- 
resistible trend towards reduced operating expenses 
and effort by industry to readjust the pay of workers 
in accordance with the changed conditions since the 
armistice was signed. The ship-workers’ strike which 
time threatened serious disturbance has lost 
power on the Atlantic seaboard, although it has been 
disturbing on the Pacific Coast. In other industries, 
where wages are being readjusted, the attitude of labor 
has been for the most part conciliatory, and in numer- 
ous instances the men have agreed to accept the reduced 
pay. 


at one 


“The crop forecast on the whole is more promising 
than it often is at this season and while some damage 
has been reported in winter wheat territory the con- 
sensus of opinion is that the general situation, for this 
date, is reassuring. A world-wide demand for capital 
is pressing upon the American markets, so that it is 
clear that whatever credit is released through the de- 
pression of business will be quickly absorbed by bor- 
rowers in other parts of the world.” 

<> 


One New Member Enrolls for the S. P. E. B. 
NE reader has signified his intention of joining 
Mr. Backes’ proposed organization described in 

the May issue of Office Appliances as the Society for 
the Prevention of Epistolatory Banalities. The new 
member goes somewhat farther than the founder of 
the society, as it perhaps the habit of the neophyte. 
His enthusiasm really carries. him to considerable 
lengths. The fact that he is our friend Theodore Fiske 
Peirce, head of The Pacific Desk Company, Los An- 
geles, and known the country over as a “Pike’s-Peak- 
or-bust” sort of individual who throws himself entirely 
into any undertaking, is proof that one need not be 
surprised at the wide swath he has cut in the customary 
amenities. Here is his letter: 

“I wish to enroll as an enthusiastic member of the 
> P. Be &. 

“I herewith firmly resolve that I will omit all bunk 
such as ‘Dear Sir —‘Gentlemen’—and such closings as 
‘Yours truly —‘Cordially yours’—‘A ffectionately thine.’ 
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“] will further omit all such salutations in my inter- 
course with the human race as ‘Good morning’—Good 
evening.’ 

“T shall painstakingly refrain from inquiry into the 
state of one’s health and that of one’s family. 

“T shall be an absolute stickler for the elimination of 
any such bunk as removing my hat in the presence of 
a lady. And should I, perchance, step upon a lady’s 
skirt, or upon her big toe in the midst of a jazz dance, 
[ shall avoid all superfluities such as ‘Sorry’—‘I beg 
your pardon.’ 

‘Any osculatory demonstration shall henceforth be 
banished from my family; and I shall strive my best 
to avoid same with my friend’s family. 

‘Since it is a well-known fact in the scientific world 
that a smile is an absolute waste of efficiency, I shall 
therefore avoid smiling. And, further, the genial 
handclasp of friendship will be avoided; so that I may 
be a loyal, enthusiastic and earnest member of the S. 
P. E. B. 

“Further, as my Scotch blood always brings out . 
cautiousness, I shall have one copy of this epistle filed 
in my safe deposit box; and this letter is further being 
dictated in the presence of our mutual friend, Carl 
Leopold; so that at the post mortem of my remains 
the world will know who is responsible for my early 
demise. 

“T trust that your conscience will not too deeply 
trouble you, and that possibly as the flowers of youth 
wither into mellow age, you will relent from your pres- 
ent-day heartlessness, and that possibly once more we 
will become human; and that little things which we 
banished under the heading of ‘Efficiency’ will once 
more come to life; and that the time wasted in the 
little human courtesies and kindnesses will not be in 
vain.” 

There, Backes, what did we tell you? 

<2> 


Loose Leaf Man on Business Conditions. 


A PROMINENT loose leaf manufacturer recently 
stated that all manufacturers have experienced 
a falling off in current business. Discussing the mat- 
ter, he said: 

“This is unquestionably due to the natural drop in 
demand following the careful reorganization of busi- 
ness in general. After several days’ study we have 
discovered that while costs of raw materials have in 
many instances receded, labor rates are still on a war 
basis and the increase in overhead and general business 
expenses, due to reduction in demand of production, 
make present day costs as high and in some instances 
higher than those of ninety days ago. One of the chief 
causes of sustained manufacturer’s costs is due to the 
fact that the dealer, in his ‘desire to reduce his inven- 
tory to the lowest point consistent with efficiency,’ has 
brought his orders down to a lower average than ever 
known before in the industry. An investigation has 
shown that the average order received by manufac- 
turers from dealers during the past months amounts 
to only $13.03 (almost a retailer’s average). This 
entails a greater cost of handling the merchandise. 
Furthermore, the burden and expense of carrying. 
stocks has been shifted to the manufacturer. From 
all indications business shows very slight improvement 
and we can not consistently look forward to any 
marked increased in demand until early fall.” 
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Open Letter to Mr. Friederich von Schack, Berlin 


Being a Reply to an Open Letter Addressed to the Writer in 
‘“Buro-Bedarf Rundschau’’, Berlin, the Leading Office Appliance 
Journal in Germany 


EAR SIR:—This is a reply to the open letter, ad- 
dressed to the writer over your signature in the 
journal, “Biiro-Bedarf-Rundschau,” of February, 1921. 

The special point of your criticism, it would appear, 
centers in the disinclination of the publishers of Office 
Appliances to enter German subscriptions to the journal 
from the time of opening the mails, after the armistice. 
To the reasons given for that in the writer’s letter of 
December the 8th that—THE UNITED STATES AND 
GERMANY ARE AT WAR —nothing can be added. 
Words cannot change that fact. 

It is true that a considerable number of United States 
citizens hurried to Germany when a way was open for the 
establishment of business relations there. Whether the 
motive was to take advantage of favorable circumstances, 
or whether it was done in a spirit of co-operation with 
Germany, is immaterial. The gentlemen were within their 
rights, but any relations established before the ending 
of the state of war between the two countries carry with 
them a hazard that those entering into engagements must 
assume. 

A recent action of the War Trade Board Section of the 
State Department, removing restrictions imposed on trade 
and communication with enemy countries, reduces the 
ha‘ard of business transactions. This decision of the 
Board is interpreted to “amount to a licensing of Ameri- 
cans to trade with Germans,” but is has no effect whatever 
upon the technical state of war existing between the two 
countries and the publishers of Office Appliances believe 
that the time to resume trading is when that technical 
state of war no longer exists. 

To the opinion held by you that a -trade paper should 
represent purely manufacturing and commercial interests, 
the writer is strongly opposed. To report and portray the 
activities of the industry it is designed to serve is the 
special mission of a trade paper, but that service is to per- 
sons; one does not deal with manufacturing and commerce. 
One deals with men engaged in these pursuits and the 
journal, Office Appliances, while serving an industry 
represents men and principles and, therefore, does not 
“leave its province” in the position it takes regarding the 
war. Its publishers no more have inclination to “make 
political capital out of the circumstances of the times” 


today than they had inclination to “make political capital 
out of the circumstances of the times” in 1918. Their 
interest in the rehabilitation of industry in all lands is as 
great as that of any men, but they adhere to the opinion 
that this is only to be accomplished when the state of war 
between the countries no longer exists. 

There is no department in the work of Office Appliances 
that is a source of greater satisfaction to the publishers 
than that of foreign service. There is a high appreciation 
of the international obligation on the part of all who 
share in that work. They understand that the value 
they create in other lands for the industry at home is 
in precise ratio to the value of the service they perform 
for dealers abroad. From these friends in other coun- 
tries comes nothing to indicate a failure of the journal 
to function advantageously for them. Prior to the war 
the publishers enjoyed the co-operation of many friends 
in Germany. To its readers abroad the journal takes 
the message of every division of the industry in the United 
States. For information of articles manufactured 
where than the United States, it has consistently recom- 
mended the excellent publications, amongst which “Biuiro- 
3edarf-Rundschau” has stood so conspicuous an example 
for many years, of other countries. 

There are none in any country who more than the 
publishers of Office Appliances desire the removal of the 
conditions which retard the development of prosperity 
and the promotaion of amity between nations. But 
the treatment of symptoms cures no ils. The one suc- 
cessful process is to remove the cause. Germany in 1917 
by her acts created a state of war between the two coun- 
tries. This state of war the United States officially rec- 
ognized and took the only action compatible with the 
security of national and individual rights. While the pub- 
lishers of Office Appliances have no criticism of fellow 
countrymen whose point of view is diffeernt from ours, 
it appears to the publishers that the ordinary business 
relations between citizens of Germany and citizens of the 
United States could with propriety await the official termi- 
nation of the state of war. We did not declare war as 
individuals, but as a nation, nor as individuals should we 
assume by our acts to declare its termination. 

Your truly, 


EVAN JOHNSON. 


else 


Mr. von Schack’s Letter to Which the Above Is a Reply 


Translated From the German Text in ‘‘Buro-Bedarf Rundschan’”’ 


Mr. Johnson:—One of our readers intended to order 
a subscription to your excellent American trade journal, 
Office Appliances, often mentioned by me, and asked the 
management of your paper for the advertising rates at the 
same time, in that it was intended to run an advertising 
campaign. However, I informed our business friend that 
it was hardly probable he could place either a subscription 
or an advertising order and, therefore, with this idea in 
mind, he wrote you at Chicago. The answer of Office 
Appliances dated December 8, 1920, and signed by you 
runs as follows: 

“Mr. E. Graband, 
Yorkstr. 48, 

Berlin, W. 57, Germany. 
My dear Sir: 

You have been correctly informed about Office 
pliances declining subscriptions and advertisements. 


Ap- 
Your 


informant was in error in the statement that no “plausible 
reasons were given.” 
The advertising pages of Office Appliances have been 
devoted exclusively to American products for many years. 
The reason no subscriptions are being booked is, basicly, 


the same reason that the crew of the German freighter 
did not land at the port of New York upon the arrival 
of the vessel a few days ago. The reason is that the 
United States and Germany are at war. To be sure, it is 
only a technical state of warfare, but no treaty 
between the two countries and there is no secure founda- 
tion for any business relations. 

The matter has engaged the attention of eminent men 
in Germany and in this country. There is at this very 
time a plan under consideration by which German credit 
can be established in the United States and the practically 
impossible rate of exchange done away with. 

As for the advertisements, you will find in the 
of “Biiro-Bedarf-Rundschau,” of eight or ten years ago, 
some favorable comment upon us because the columns of 
Office Appliances were open only to American manufac- 
turers. That has been a feature of the policy of the 
journal for many years. 


exists 


files 


It not only declined the adver- 
tisements of German manufacturers, but advertisements of 
friends in France, England and Austria as well For 
mediums to reach the clientele who are interested in pur 
chasing German goods, Office Appliances always cordially 
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recommended the excellent trad published in 
Germany 

The conditions 
some effect on our 


stop to set forth. 


papers 


war have had 
shall not now 


the 
reasons we 


about by 


The 


brought 
policy. 


Appliances, but 
Exporter. 
printed 


There is no export edition of Office 
year we publish The Office Appliance 
a journal of two hundred and forty pages, 
English and Spanish. 


twice a 
This is 
in French, 
Yours truly, 
APPLIANCE COMPANY.’ 
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| van Johnson 

ago in Buro- 
gard to the 
place German 
regret that 


at one time, now many 
took an attitude 


years 
with re 


It is true that 
Bedarf-Rundschau, I 
stand of your trade journal in declining to 
advertisements in its columns, and I sincerely 
you, Mr. Johnson, whose ability I have held such high 
esteem for all these years, should still represent a stand- 
point that in the interests or international trade is by no 
means tenable. You are a patriot and an idealist and from 
this viewpoint the position you take must be regarded 
objectively in that you desire through the strict applica> 
tion of y idea as you have expressed it to serve the 
interests of American manufacturers and also your fellow 
countrymen; I think, however, that a trade journal of the 
great importance of Office Appliances with its large inter 
national circle of readers has international obliga- 
tions, the more because an unbearable condition would 
prevail if the German trade journals and the trade 
journals of other European countries should refuse in the 
advertisements of American manufacturers. 
efforts of American as German 


your 


also 


also 


future to take 


The fact that the well as 
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manufacturers are directed to an international market, 
has, of course, long been established. But what strikes 
one as exceedingly strange in your reply quoted above is 
the refusal to enter German subscriptions. It is at all 


times a bad thing for a trade paper which should represent 
purely manufacturing and commercial interests to leave 
its province to make political capital out of circumstances 
of the times and the reference brought out in your letter 
to the refusal to let the crew of a German freight ship 
land in the harbor of New York indicates nothing further 
than that you are dealing with the political aspect. 

May I, however, refer you to the fact that for several 
months a large number of American trades people have 
sought out the office equipment industry of Germany and 
my various detailed conversations with these gentlemen 
show that these men are stopping in Germany exclusively 


for the resumption of the relations which were. broken off 
by the war. Various of these Americans have in this re- 
gard placed advertisements in Biiro-Bedarf-Rundschau 


and this fact 
manufacturers 
tion 

I have 
Office 


shows that objectively-thinking American 
f our trade cannot agree with your posi- 


above conceded unreservedly that I regard your 
Appliances as a weighty factor in the spreading 
of information upon the international market and that I 
hold it in the same high regard as the respect which you, 
Mr. Johnson, have expressed for the German trade papers. 


In all the world -efforts are being made at this time to 
tread the way of understanding in all fields. May it be 
that with respect to the theme treated above there may 
also follow in the course of time an understanding to the 


industry. 
Very respectfully yours, 
FRIEDRICH VON 


benefit of the 


SCHACK. 
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Perfect Installation Transcends the Sale. 


From Interview With John C. Nevins, Gen- 

eral Sales Manager, the Felt & Tarrant Manu- 

facturing Company, on How It Trains Its 

Salesmen in This Policy. By Mary G. Hoche, 
in The Sales Manager. 


NOTE by the Editor of the Sales‘Manager: Can you teach 
a man to sell? Whether you say “yes” or “no” to this query, 
it is a big factor in the formation of your selling force. An- 
swered negatively, you can choose only from the available sup- 
ply of “born salesmen,” who may have to be weaned away from 
some other line before they become of value to you. Answered 
afirmatively, your organisation problems may be increased, 
but the possibilities of developing and molding a sales force 
to your own ideas and requirements are vast—almost limitless. 

When the Felt & Tarrant Manufacturing Company estab- 
lished the first school for Comptometer salesmen back in 1906, 
the affirmative idea was new. /t was even revolutionary. The 
machine itself demanded special merchandising methods, 
which presupposed a certain amount of training in order to 
sell it, but to require salesmen actually to go to school was a 
project to be undertaken almost with fear and trembling. 

This pioneer sales school was a success; so much of a suc- 
cess, in fact, that today the instruction course is the founda- 
tion upon which the entire Comptometer sales structure rests. 
The story of the reasons behind this instruction course, and 
the results which have been attained thereby, is of vital inter- 
est and value to every man who handles a sales force. 

N MANY lines, there is a certain element of instruction 

by demonstration connected with the installation of a 

new device. For instance, in the typewriter field, the 
salesman usually has only to explain the individual features 
of his particular machine. There his responsibility ends, 
as it is assumed that the operator understands the funda- 
mentals and mechanics of typing, also the application of 
the machine to the work in hand. : 

Where a machine meets many and diversified require- 
ments, the salesman must be prepared to employ more 
complex selling methods. He must not only be familiar 
with what his machine will de and how it will do it, he 
must understand its different applications to different busi- 
ness requirements. 

Salesmen Are Also Teachers. 

To sell such a machine on a basis of permanency, sales- 
men should thoroughly understand its every operation and 
application. In addition to this, they should be able to 
teach the customer how to use the machine so that it would 
best serve his individual requirements. 

The two foregoing principles would seem to bear little 
close relation, but, as a matter of fact, last year’s record 
was the direct result of the methods which the Company 
employs to meet the situation above described. The busi- 
ness coming from oid customers meant that new uses were 
found for the machine, new applications were made to 
other departmental requirements. Reorders spell “satis- 
factory service.” In the case of a calculating machine, 
they mean perfect installation, which 
is directly traceable to the methods 
used in the initial sale. 

This brings us to the merchandising 
policies of the Company, which are 
based on such thorough training of 
the salesman that he may, in turn, 
train his customers or their clerks in 
the uses of the machine. 

It is evident, that, in order faithfully 
to discharge his obligations to the cus- 
tomer, the salesman must be possessed 
of extraordinary qualifications. He 
must, in short, be a_ salesman-plus. 
Here, then, is the indispensable value 
of the training given in school. The 
thoroughness with which every phase 
delineated; 


of the salesman’s work is 

in fact, the very intensiveness of the 
course, make it noteworthy in the 
training field. The management 1s 


thoroughly sold on the idea, and, in- 
stead of paying less and less attention 
to the training feature, every year ma- 
terially increases the interest shown in 
the work. 

“We do not,” said Mr. Nevins, “be- 
lieve in giving a man a sample in one 
hand and a catalog in the other and 


saying, ‘Well, Bill, go out and sell.’ JOHN 
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Instead, we bring Bill to Chicago—after he has been se- 
lected by the outside soliciting agents, and the tests ap- 
plied at this stage of the game are pretty rigid—and put 
him through a course of training which is intended not 
only to teach him what he should know about the ma- 
chine, but to teach him to teach others what he knows 
about it.” 

“Our idea was based, of course, on the assumption that 
a salesman is not necessarily ‘born,’ but may also be made. 
Give me a man of ordinary intelligence, the willingness to 
study, the ability to remember, and the courage to put in 
eight hours a day canvassing with a sample in his hand, 
and I'll guarantee to make a salesman out of him. The 
man who has some inventive faculty and resourcefulness, 
coupled with a retentive memory is, of course, the best 
sales material. These qualities enable him to handle every 
situation as it comes up without using stereotyped argu- 
ments; they enable him to adapt what he knows so that he 
may meet squarely the counter arguments of the customer.” 

School Has No Vacations. 

Our sales classes for men are held at various p'aces the 
year round. There are six regular classes, each class cov- 
ering eight weeks of intensive instruction. The course was 
evolved from the experience of several of the most suc- 
cessful machine salesmen, and the teachers in the school 
are themselves successful salesmen who have had extensive 
experience in the field. 

During the entire training period, every hour between 
eight in the morning and five in the afternoon is devoted 
to some phase of the work—either the operation of the 
machine itself, its application to the various lines of trade, 
or in teaching the art of instruction. 

Should a salesman experienced in other lines enter this 
course he must go through it as thoroughly as the tyro. 
In this case, however, the “trial by fire’ in the field is 
usually shortened. Mr, Nevins found that a man may be 
too much a salesman to be suited to this work. Sales 
may come so easy to him that he doesn’t bother to spend 
the time to see that the customer and his clerks are prop- 
erly instructed in the operation and application of the 
machine. He can get plenty of new business, but few 
re-orders. That kind of business is not wanted. It breeds 
complaints, dissatisfaction and loss of prestige. Such a 
man would soon find himself without the fold. 

“Demonstration of what the machine will do is only one 
step in the sale. The clerks who would use it must be 
interested as well as the customer. Time must be spent 
in instruction before the sale, as, frequently, the sale is 
consummated only when it is shown that the one who is 
to use the machine can operate it with facility and under- 
standing. This fact further emphasizes the need of the 
salesman being fully fortified by instruction before he goes 
out on territory, as the instruction before the sale is as 
important a factor in securing perfect installation as the 
work of the demonstrator who follows the delivery of the 
machine. It is a wise salesman who leaves the demonstra- 


tor little to do except put on the finishing touches, as it 
were. 


That is why the training period receives so much 
attention here.” 
First Year Demonstrates Ability. 


The instruction course, then, is the 
foundation on which the new sales- 
man’s success as a salesman is built. 


The first experience out on territory, 
where he makes practical application 
of what he has learned, is the test both 
of his salesmanship and his ability as 
an instructor. 

Ot almost equal importance to 
knowledge of the machine, salesman- 
ship, and ultimate instructorship, is the 
fact that, throughout this period of 
training, the men are sold the ideas 
and policies, the history and traditions 
of the Company so thoroughly that 
they are willing to work hard and stick 
through the first few months that 
everybody knows are discouraging. 
Thus, the training course serves also 
materially to reduce sales force mor- 





tality, which is a result of value to 
every selling organization. 

This plan develops “service” of the 
first magnitude. Whether the service 


is rendered by the salesman, or by a 
service man, depends on policy. Some 
manufacturers feel that the salesman’s 


NEVINS. time is best spent creatively. 
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Unity in Export Advertising. 
Tim Thrift, Advertising Manager of The American 
Multigraph Sales Company, Spoke on Advertising 
Campaigns to Help the Dealer Abroad Before the 
Conference of Export Managers Held in New 
York March 7, under the Auspices of The Export 
Managers’ Club of New York. 

When you have reached that stage in business where 
you must find more people to whom you can sell your 
goods than those reached individually by you, your per- 
sonal representatives or your agents or dealers, you 
advertise. 

Such advertising, when it takes the form of a personal 
communication from you to a single individual, directed 
to him, by name, through the mails, is known as direct- 
mail advertising. 

Such advertising, when it takes the form of a general 
communication from you to individuals in the mass, in 
order to develop a larger number of persons who can be 
dealt with with some one .or all of the forms of personal 
salesmanship or with direct-mail advertising, is known as 
publicity advertising. 

What “Real” Advertising Is. : 

These are the two great, and fundamental, kinds of 
advertising. They will not serve as our understanding of 
what is comprehended when we speak of advertising in 
connection with our subject, however: no more than if | 
stated that advertising was big type, pictures, signs, 
painted displays, magazines, newspapers, trade journals, 
booklets, catalogues, letters, and so on, when it is easy to 
see that these are merely media of advertising. 

No, advertising—real advertising—is deeper. It is doing 
the same old things that built up the business, only doing 
them on a larger scale, more scientifically, more efficiently, 
niore economically. 

Advertising means doing these things: 

Finding out who buys and who ought to buy your goods. 

Dealing with buyer and prospective buyer, first of all, 
as individuals. 

Increasing the efficiency of your salesmen. 

Preserving intimate relations with dealers, and showing 
them how to make more money for themselves by doing 
it for you. 

Covering territory with a fine tooth comb. 

Keeping out of territory that you cannot take care of 
properly. 

Making no promises that you cannot keep. 

Reducing selling cost, by better selling, and reducing 
nianufacturing cost by increasing your output. 

Doing nothing without a preliminary investigation. 

Using the mediums and methods that bring results at 
lowest cost, in the shortest time, with the least friction. 

This, then, is my understanding of what advertising 
means, whether we are discussing advertising in this 
country or advertising throughout the world. 

Joint Council Decides. 

And with this as our starting point of common under- 
standing, it is easy to perceive that your so-called “adver- 
tising man’ must know a lot of things other than the 
pure mechanics of advertising. He must know consider- 
able about markets, merchandising, selling and manufac- 
turing. 

Is any one man omnipotent in all of these fields in any 
concern, whether it does a national or an international 
business? 

I think not. 

And here is where we get down to cases on our subject. 

Take the matter of the advertising policy in domestic 
advertising. Who controls it? 

In the case of any well-organized concern—nobody. 

It is a matter of joint council. The advertising manager, 
in cooperation with the sales manager, both of whom 
should be merchandising specialists, lays out well-defined 
advertising plans—based on the analysis I have just given 
-and these plans are passed upon in conference by the 
officials in the business who are responsible for the suc 
cess of the various departments of that business together 
with such expert outside counsel as it may be advisable 
to call in. 

So, you see, no one man controls or decides. 

How Each Contributes. 

In the case of the determination of the export adver- 
tising policy, I see no reason why any different course 
should be pursued. 

Bear in mind that my assumption in making this state- 
ment is that the advertising manager and the foreign sales 
manager are men who understand their business and the 
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business where they are applying the principles of their 
business. 

lf these two cannot get together in a broad-minded way 
and work out definite plans for foreign advertising, one 
or the other (perhaps both) is to blame. Where that 
blame lies will be quickly manifest when the whole 
program comes before a joint council. 

The chances are that the advertising manager, unless 
he has had exceptional opportunities to travel and observe 
conditions in foreign fields, will know far less about mar- 
kets abroad than in this country. This is a fact which he 
will be quick to acknowledge*if he is broad-minded, and, 
as a consequence, he will not hesitate to make use of the 
fund of such information which every good foreign sales 
manager should possess. 

On the other hand, the foreign sales manager unless he 
has either made an intensive study of advertising or has 
had at some time definite advertising experience, will 
know little about the technique or the mechanics of 
advertising. He may not even know what advertising is, 
as we have analyzed it here. He, too, however, will be 
quick to acknowledge these facts if he is broad-minded, 
and he will gladly make use of the fund of such informa- 
tion which every good advertising manager should possess. 

Each Needs Special Training. 

Having stripped these two men, then, to what they 
should know or are presumed to know as a part of their 
business, and what they do not know and it is scarcely 
tc be expected they should know, we are down to a work- 
ing basis. 

The matter of determining export advertising and export 
advertising policies comes up. 

To the problem the advertising manager brings his 
practical knowledge of what advertising is fundamentally 
—again, as I have previously explained it—to which he 
adds his technical knowledge, which, for the sake of illus- 
tration, we might translate into the terms of copy, illus- 
tration, cuts, type, etc. 

In connection with foreign advertising, he keeps this 
practical knowledge in balance with the appreciation that 
humans and the reactions of humans, are the same the 
world over. He knows that the tried and tested experience 
he has acquired in domestic advertising can be applied in 
foreign advertising, after certain governing conditions 
abroad have been taken into consideration. 

These certain governing conditions abroad are the crux 
of the whole matter. 

The Foreign Manager’s Part. 

Here is where the foreign sales manager comes in, and 
comes in to an even greater extent than the domestic 
sales manager under similar circumstances. 

For to the problem the foreign sales manager brings his 
practical knowledge of local conditions in foreign coun- 
tries—conditions which he has discovered through actual 
experience, observation, or reports of trusted lieutenants. 
And these conditions may not always have to do with 
markets. They may even extend to media, copy or illus- 
tration. 

Let these two men, working in hearty cooperation, with- 
cut thought of who should control the export advertising 
policy, pool their specialized knowledge with the single 
thought in mind of accomplishing the best result for the 
business they serve, and our question will vanish in thin 
air. 

That, in my opinion, is where it belongs anyway. 

Now, even at the risk of being accused of advertising 
my company, permit me to give you a few side-lights on 
how we handle the matter of export advertising and export 
advertising policies. : 

The policy that is established by our company in foreign 
advertising is worked out by our foreign sales manager, 
in cooperation with me. The same thing holds true in 
connection with the actual advertising plans. 

The program is worked out in conference at the home 
office, but its execution, to a large extent, is left to the 
managers of. our offices abroad, and to our established 
agencies. 

The one exception to this is in the case of London. 
There the work is largely in the hands of an English 
advertising agency, which takes care of art work, copy 
and placing, but only with the closest cooperation of the 
London manager and the home office, and all plans sug- 
gested by them must first have the okay of the foreign 
department of the company. 

A Five Per Cent Appropriation. 

In our foreign advertising, as well as our domestic 
advertising, we use both kinds of advertising—direct-mail 
and general publicity. Perhaps we stress direct-mail work 
more than most concerns, on account of the nature of our 
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product, but our experience shows that we cash in on our 
general publicity to a much more satisfactory extent with 
a direct-mail tie-up, and this is particularly true in the 
case of foreign advertising. 

We use, as a general basis for estimating our advertis- 
ing expenditure abroad, five per cent of our export sales. 

In the matter of copy, whether for printed matter, such 
as catalogues, folders, instruction books, etc., or for 
advertisements appearing in a periodical, we believe that 
the thought should be expressed as we might express it 
in this country, but put jnto terms that the particular 
market we are appealing to will understand. 

In the case of translations, we feel that there are few 
concerns or individuals in this country that could properly 
translate our material, for such would require not only a 
thorough understanding of English, in addition to the lan- 
guage of translation, but a practical understanding of the 
operation of our equipment. 

Consequently, of all the printed matter in many lan- 
guages that we get out in this country, fully ninety per 
cent of it is translations which we have secured abroad, 
through our connections. 

In the matter of general publicity, with the exception 
of England, as noted, we prepare and handle this adver- 
tising ourselves. That is, our agencies are furnished with 
the necessary copy, cuts and layout. The agencies are 
instructed to have the advertisements set up, according to 
specifications, by a local printer, and to furnish the news- 
paper or publication selected with an electrotype of the 
complete advertisement. 

Details and Savings. 

Not only have we found this much more satisfactory 
from a typographical standpoint, but in some instances 
we have been enabled to save as much as 125 per cent on 
the cost. 

You might query why we do not prepare these com- 
plete electrotypes in this country. An instance will suf- 
fice. An advertisement, in electrotype form, ready for 
insertion, was prepared here for an advertisement in the 
London Daily Mail. It was refused because the type face 
we used was heavier than the Daily Mail would accept. 

The selection of suitable media abroad is highly impor- 


tant. In common with many others, we have paid for 
what we know in this line. 

The matter of the size space to use has also been 
determined only after experience. In our case we have 
learned the lesson of domination in space. While we use 
full pages only in exceptional cases in magazines, we 
endeavor to dominate the page when we use smaller space. 

In the case of newspapers we have found that an adver- 
tisement three columns by eleven inches is a dominant 
space in many of the larger dailies abroad and is the size 
space that best suits our requirements. 


Foreign Inquiries Valuable. 


We follow up all foreign advertising carefully. While 
we find that fewer inquiries come from foreign advertising 
than from domestic advertising, a larger percentage of 
these inquiries develop into sales than is the case in this 
country. 

Exhibitions abroad seem to develop a better class of 
inquiries than they develop here and to result in a larger 
percentage of business. 

Let me say, in conclusion, that there will never be any 
argument in our company between the foreign sales 
iianager and myself over this question of who should 
control the export advertising policy. 

Credit generally goes where credit belongs, sooner or 
later, and if we have been successful in our foreign adver- 
tising, it has been because the foreign sales manager of 
our company has put his valuable experience and his best 
thought into it. 

lf I, as advertising manager, have contributed anything 
there is no unusual credit attached to the fact. It is my 
business to contribute to the best of my ability to any 
department of our business, where such contribution may 
be of assistance in accomplishing the common purpose of 
all of us—the forwarding of the interests of the business 
itself. 

If the time ever comes that the foreign sales manager 
and I ever start such a fruitless argument as to whom 
should go the control of the export advertising policy, 
then some kind and clear-thinking friend should crack our 
heads together. 


**Kay-Bee,” a Successful Advertising Character 


Written for Office Appliances by John T. Bartlett, Boulder, Colo. 


office equipment, humanize them, throw a social atmos- 

phere which warms about each advertisement. 

Next, talk one article at a time. Far, far better to talk 
one small item and talk it well, so it “gets over,” than to 
clutter up an advertisment with a whole family of items, 
none of which do. 

These are the principles the Kendrick-Bellamy Co., of 
Denver, practices in its advertising, and which are respon- 
sible for a “stationery store” campaign which the writer 
believes at present leads the field in the country. Kendrick- 
Bellamy has originated a newspaper character, “Kay-Bee,” 
a whimsical, smiling, alert young men, a retail salesman, 
who is successively sketched in newspaper ads in the 
act of displaying some particular item. The sketch is 
followed by a “selling talk”—in direct, yet half whimsical 
language, about the illustrated article. 

The company uses Denver newspaper space at regular 
intervals, and dozens of different items have thus been 
advertised. A current message, six inches by two columns, 
sketches an office chair. Beside it is “Kay-Bee,” as big as 
life, smilingly holding up a seat pad for examination. 

“Your For Comfort—” he says. This is the advertise- 
ment head. 

Then he continues— 

“Until you use a ‘Miss Comfort Widney 
haven’t realized office chair comfort. 

“The only seatpad that scientifically prevents shine and 


|: YOU want to “get over” advertising messages about 


’ 


Seatpad, you 


» 


ta 


reduces wear, because the patented sliding slot allows 
the pad to ‘move as you move, but never leave the chair.’ 

“The ‘Miss Comfort Widney Seatpad is fastened to the 
chair with a patented anchor, without straps or strings, 
and is guaranteed to outlast any old style strap pad at least 
four to ten times.” 

Sometimes the advertisements are signed “Kay-Bee,” 
sometimes not, but always the smiling alert newspaper 
character dominates them. He has become so popular 
with store patrons that sometimes writing to the store 
they begin their letters, “Dear Kay-Bee.” The advertise- 
ments were temporarily discontinued the latter part of last 
year, but the clamor from customers and newspaper 
readers in general was so great that they couldn’t be kept 
long out of sight. They were re-instituted. 

I believe that other stores handling office goods could 
well heed in their advertising the principles that Kendrick- 
Bellamy observes. The whimsical newspaper character 
is excellent, because it personalizes the advertisements. 
It throws a congenial, social atmosphere over them which 
people like. The messages harmonize with the general 
idea. They are informal, sensible, just what a tip-top retail 
salesman would say. All these things account for the ad- 
vertising’s success, and also that spirit of moderation 
which confines each advertisement to one article, or arti- 
cles very closely related. The quantity of retail advertis- 
ting which “gets over” little because it tries to “get over” 
far too much is common. 
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A VIEW OF CHICAGO’S FAMOUS MUNICIPAL PIER PHOTOGRAPHED FROM LAKE MICHIGAN.—This pier is said to con- 


tain throughout its length the largest exposition space unde r roof in the world. Here will be held July 30 to August 13 the 
Pageant of Progress—an industrial exposition which will in clude practically every industry in this section of the state. An 
Office Appliance Section will be featured. Of this section T. J. Wright, advertising manager of the Felt & Tarrant Manu- 


facturing Company, is chairman 


The chairman of the industrial committee of office ap- 
pliances for Chicago’s coming “Pageant of Progress” is 
T. J. Wright of the Felt & Tarrant Manufacturing Com- 
pany, Chicago, and the chairman of the educational com- 
mittee is Professor W. S. Clark, dean of the College of 
Commerce, DePaul University. 

The Pageant of Progress will be held at the Municipal 
Pier from July 30 to August 13 inclusive. It will be a 
magnificent show, taking in every industry in this section 
and including health and sanitation, a baby show and many 
races and entertainments, together with musical and other 
features of a high order. 

On May 20 a meeting of all office appliance exhibitors 
was held at the office of the Mayor to confer regarding 
the plan and arrangement of the exhibits, to develop plans 
of uniformity and to bring out the central idea of progress. 

The Felt & Tarrant Manufacturing Company, for in- 
stance, in the decoration of its booth will show a picture 
of the prehistoric mathematician of the stone age, making 
his computations by means of ten flint arrow heads. The 
development of the art of computation will be brought 
down step by step to the present age. Some of the promi- 
nent men who have contributed to the art of calculating 
machine invention will be featured by 
pictures, sketches, etc., and successive 
models of calculating machines will be 
either in illustration or other- 


shown 
wise. 
Other exhibitors where possible will 
follow out the same general plan. The 
Oliver Typewriter Company will show 
the original Oliver machine, will pre- 


sent a brief history of the invention 
and will show successive models. 
Those companies which have taken 
space for the Pageant of Progress in- 
clude the following: Felt & Tarrant 
Manufacturing Company, Meilicke 
Calculator Company, Sundstrand Add- 
ing Machine Company, Oliver Type- 
writer Company, The Addressograph 
Company, Dalton Adding Machine 
Company, The Rand Company, The 
Globe-Wernicke Company, The Wahl 
Company,- Gregg School and The 


makers of a 
tor commer- 


Company, 
machine 


Pathescope 
moving picture 
cial purposes. Office Appliances is 
also informed that the American Writ- 
ing Paper Company will likewise take 
space. 

The will be a 


Pageant of Progress 





an important thing. It is intended to express the faith 
of Chicago in its own destiny and to prove a herald of 
the nation’s industrial re-awakening.” So says Thomas 
E. Wilson, first vice president of the Pageant of Progress 
exposition. Mr. Wilson expresses the hope that this 
event in Chicago will inspire other cities with confidence 
in their own economic soundness through this exposition. 

“Rarely has an exposition, national in character and of 
such great proportions, been attempted under similar con- 
ditions,” says Mr. Wilson. “From the ordinary viewpoint 
the time may appear unfavorable, yet I feel a study of 
the situation will reveal that just such an enterprise is 
needed to stir up a municipal consciousness. Generally, 
expositions are held in a time of plenty when a comfortable 
atmosphere of economic soundness has settled down upon 
a community. Then in a burst of pride over their achieve- 
ments, the citizens decide to welcome visitors that they 
may view together their prosperity—the fruits derived 
from a shrewd development of native resources. Such a 
type of exposition is paid for out of the profits of the 
preceding year of business. Usually there follows an 
unfavorable reaction, if not actual depression. 

“The Pageant of Progress has for its support, however, 
not the profits of a bumper year, but 
a belief in the ability of the city of Chi- 
cago to make good. This is shown 
in the attitude of the Mayor, the orig- 
inator of the plan, and the enthusiastic 
response of a constantly widening 
circle of representative business men. 
Moreover, it will not be subjected to 
any succeeding slump, as the plan to 
make it a permanent annual exposition, 
will obviate any such possible danger. 

“Chicago’s coming exposition breaks 
through the after-the-war gloom of 
unemnloyment difficulties and uncer- 
tain industrial conditions as a gigantic 
gesture of confidence and courage 
which can not help but awaken new 
self-reliance and strengthen all eco- 
nomic forces so that we will see a 
reopening of greater business enter- 
prise, especiaily throughout the Mis- 
sissippi Valley. 

“While the immediate effects un- 
doubtedly will be noted first in Chi- 
cago, yet it is fair to assume that our 
city will be as a pioneer to the nation, 
leading the more uncertain and timid 
communities to greater faith in them- 
selves, through which medium they 
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meaning clear. To the outsider, our city is recognized 
for its size but here, at last, is a striking opportunity to 
portray its true nature, showing the character of its 
varied industries and the miraculous development of 
those industries. The Pageant of Progress, including as 
it does practically every conceivable industry and edu- 
cational and civic group will visualize and dramatize 
Chicago’s history most effectively to the lasting bene- 
fit of our city. Surely the message of modernism which 
this pageant will proclaim will be a substantial impetus 
to business everywhere. 

“I believe also that the solution of the problem of un- 
employment wili be facilitated through the stimulation of 
industry which can not help but result from the exposi- 
tion. While Chicago has suffered less from unemployment 
than any of the other large cities, yet there is a problem 
which must be met here. 

“We have the necessary materials for success right at 
hand. All we need is a reanimation of confidence. In- 
stead of dwelling on thoughts of instability and possible 
failure, we should remember we still possess all the fac- 
tors which have combined to make Chicago the city it is 
today. We need only to believe implicitly in our ability 
as a municipal unit. 

“More than 100,000 transients can be accommodated in 
Chicago’s hotels daily and, as manufacturers in all parts 
of the country have been invited to exhibit their products, 
the exposition is expected to draw thousands of visitors 
and sightseers from seaboard to seaboard.” 

One of the interesting features in the office appliance 
section will be a miniature Fourdrinier machine, which 
has been purchased by the American Writing Paper Com- 
pany and will be displayed at the pier in actual operation. 

Joseph A. Borden, Chicago representative of the com- 
pany, has taken four hundred square feet of space at the 
exposition. The machine makes a web of paper 414 inches 
wide. It is 8 feet 6 inches long, 22 inches wide and 15 
inches high and actually produces paper, being complete 
with wire felts, dryers, calendar stack, reel, table rolls, 
suction boxes, presses, screen flat and deckle. 

Contrasted with this miniature machine is a monster 
machine at the Gill division of the American Writing 
Paper Company, which turns out a sheet 12 feet wide at 
the rate of 400 feet a minute. The machine is 262 feet long. 
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Talking It Over With Our Salesmen 


Your idea may be in the rough and you want us to 
work up the detail, get up a finished dummy and de- 
tailed layout or maybe your copy is exactly as you want 
it and‘you have copy, dummy and cuts: Well, we work 
anywhere between the two extremes giving you just the 
< brand of service you desire, from a quality reprint to 
‘ In order that you may under- 
stand our plan we are illustrating just how it works. 


Follow the arrows and phone Grant 4460 for salesman. 





June, 1921. 


A Stationer’s Creed. 

At a little meeting of stationers in Atlanta, Georgia, a 
month or so ago, J. T. Swann of the Lester Book & Sta- 
tionery Company read the following creed for stationers 

“We believe that the stationery or office supply business 
is necessary to social order and advancing civilization. 

“Therefore, all persons employed and employing in this 
field should feel they are rendering a real service to man- 


kind. 


“Inasmuch as our service should be and is to and tor 
the public, we should govern ourselves accordingly and 
exert every possible effort to tender that service in the 


best and most thoughtful way. 

“Therefore, it is our duty to study and learn all the 
phases of our business so that we may better serve the 
public and meet the increasing complexities of business 
methods and social readjustments. 

“Realizing that the people are the ones whom we serve, 
we should always be ready to support and advance any 
movement that will uplift and better our country, state, 
county, town, business or ourselves and be as ready to 
aid in overthrowing any movement that will tend to lower 


social standards in any form. 
“We believe in justice, in being just and in truth and 
honesty. The public believes in justice. We, therefore, 


and differences be- 


believe that through justice all disputes 
easily adjusted 


tween ourselves and the public may be 


Field of Stainless Steel Extending. 

Commerce Reports of May 24 contained a contribution 
from Vice Consul Rice K. Evans, Sheffield, England, re- 
garding increasing uses for stainless steel. This is an al- 
loy of ordinary carbon steel, with approximately thirteen 
per cent of chromium. It is impervious to oxidation in air, 
water, or gases ordinarily met with. Stainless steel was 
originally developed for cutlery manufacture. It is diffi- 
cult to forge. Automobile parts have been made from this 
material, and it might be applied in typewriters and other 
where the high 


office machines destined for the tropics, 
humidity favors the corrosion of ordinary steel. It has 
been cast successfully for rough purposes, such as stove 


grates, fire irons and stair rods. 
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Office Appliances in Great Britain. 





Regular Correspondence to Office Appliances. 
London, England, May 18, 1921. 

T WOULD indeed be a very pleasant thing if your cor- 
| respondent got a chance once in a way now a days to 

start off his article in a vein of cheery optimism. The 
combination of economic and commercial circumstances 
however is too much to admit of this yet. Depression 
that grows deeper and deeper has settled upon the trade 
of this country and although the newspapers do not make 
much noise about it things are very serious indeed. As 
readers of Office Appliances will be aware we have had 
superimposed upon the ordinary trade depression a na- 
tional coal strike. This has been in complete operation 
since the Ist of April. No coal is being dug in Great 
Britain and the shortage of fuel is now getting to be acute. 

<--> 

Factories, mills, workshops, etc., which were not being 
closed down by want of business, are now being forced 
to shut their doors because they have no coal to carry on 
with. 

<-> 

[rain services all over the country have been ruthlessly 
Where a dozen trains in normal times run 
daily between two towns, now at the outside a couple 
have to be made sufficient. Along with the railways all 
the other transport services involving the use of coal, gas 
or electricity too had to submit to smaller reductions. 


cut to pieces. 


The effect of all this upon the already large amount of 
unemployment is easy to see. At the present time there 
are over 2,000,000 persons in this country who are in re- 
ceipt of the Government out-of-work pay of 4 dollars per 
week for men, and 3 dollars 20 cents per week for women. 
Beyond these there is another crowd of more than a mil- 
lion people who, through working on such extremely 
short time that they cannot earn a living wage, are in re- 
ceipt of partial out-of-work pay from the state. Again 
we have another lot who, although unemployed, do not, 
or have ceased to, qualify for any Government aid what- 
ever. Finally, to top all these things off, they have 1,200,- 
000 coal miners on strike or as they have it a lock-out. 
Adding all these figures together we get something more 
than half our total industrial population without any prop- 
er means of livelihood and this still further increases in the 
atea of unemployment through the medium of a heavily 
decreased consumption of commodities. Higher grade 
workers in the technical, administrative and supervisory 
branches suffer in their turn and the employer himself 
feels the pinch in an absolute cessation of profits. It is 
not surprising therefore to learn that typewriters at the 
present time, do not sell at all readily. This also applies 
to every other branch of the office aid and furniture busi- 
ness. 

<-> 

The slump in sales is undeniable and the trade now re- 
gards it as an unavoidable temporary suspension of busi- 
When once the trade settles down to this view 
there is no more worrying. Business was recognized to 
be down and out for the time being and there was no good 
saying any more about it. This slackness is strongly 
evidenced in the figures just published with regard to 
Britain’s overseas trade. Not only are the great massed 
figures reduced enormously and suddenly as compared 
with last month, but the particulars with regard to our own 
business are quite sufficiently damning. The imports of 
typewriters into this country in the month of April dropped 
to 3,497 machines. This number compares with 5,265 
in March, 7,560 in February, and 6,395 in January. A\l- 
though April imports are so small it is only perhaps fair 
to point out as the imports of the month of April 1913, 
the last complete pre war peace year, was 4,941 machines, 
still against this the imports of April last year amounted 
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Therefore upon the whole no one can perhaps 
charge your correspondent with éxaggeration in talking 


- 079 
to 4,039/. 


of the April slump. The total number of machines !m- 
ported for the four months of this year is 22,717 which is 
already seventy thousand) machines below the total for the 
first four months of last year. 
<---> 
It is the imports of typewriters that provides the most 
interesting figures always. A word or two might be said 
here with regard to our exports of machines whether made 
in this country or re-exported. Taking first of all the ex- 
ports of the United Kingdom products, we shipped away 
in April 343 typewriters as against only 210 in March. 
These were made in this country. Furthermore we ex- 
ported in April 398 typewriters of foreign or colonial man- 
ufacture as against 856 in March. 
<-> 
It is perhaps of interest to once in a way take a glance 
at our stationery imports. Just exactly what these cover 
is not clear, but these imports do not include writing paper 
in large sheets. Stationery imports in this country seem 
on the whole to be growing during the last few months. 
In January we imported 143 tons; in February 133 tons; 
in March just on 200 tons; and in April 186 tons. 
<-> 
These are of course tons of 2,240 Ibs. each. Business in 
the small accessories of the trade is also very quiet. Even 
fountain pens are a drug on the market. In a review of 
Professor Weekly’s Etymological Dictionary of Modern 
English surprise is expressed that the Professor should 
be able to quote a reference to fountain-pens in an adver- 
tisement published so far back as 1788. As a matter of 
fact, this form of writing implement must have been 
known nearly two centuries before this date, for E. S. 
Bate, in his “Touring in 1600,” shows that travellers wrote 
with them at that time. By the middle of the 18th cen- 
tury they had come to be called by their present name. 
A Dictionary of Arts and Sciences published 1754 defines 
“fountain-pen” as “a pen made of silver, brass, etc., con- 
trived to contain a considerable quantity of ink and let 
it flow out by gentle degrees. To use the pen the cover 
must be taken oft, and the pen a little shaken, to make 
the ink run more freely.” British patents were obtained 
for fountain-pens in 1809, one being granted to Joseph 
Bramah, of lock fame, and another to F. B. Folsch for a 
stylographic as well as a fountain pen. Apparently it was 
not until the seventies of last century that fountain-pens 
came into anything approaching general use. 
<-> 


Recently we have had a great rush at the British public 
by promoters of new and re-organized companies. Some 
of these flotations have been of interest to readers of 
this journal. One of the most important of these was the 
issue by the Lamson Paragon Supply Company, Ltd., of 
250,006 10% Cumulative Preference Shares of £1 (4 dol- 
lars) each at par. The company has nominal capital alto- 
gether of 4,000,000 dollars. The directors include Charles 
Frederick Clark of the Caribonum Works and John Meath 
Evans, of the Paragon Works. Other directors are Alan 
M’Lean (chairman), Robert Bain, and Stephen Herring. 

<-> 

The company was formed in 1902 to take over the busi- 
ness originally established in 1886 of manufacturing by 
special machinery the consecutively numbered duplicating 
and triplicating books known as Paragon Check Books, 
used to check cash and sales in retail stores and shops. 
The company also manufactures or deals in every kind 
of commercial stationery and labour-saving office equip- 
ment. It has also an extensive department devoted ex- 
clusively to the manufacture and sale of paper bags and 
wrappings, and is now one of the largest manufacturing 
stationery businesses in this’ country if not in the world. 
Quoting the prospectus the company has a large and well- 
organized staff of salesmen, and its customers number 
over 60,000. It also sells certain of its products through 
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its own stationery shops in London, Birmingham, Bristol, 
Cardiff, Liverpool, and Manchester. Through its own 
representatives, agents, subsidiary companies or licensees 
the company operates in South Africa, India, Egypt, South 
America, France, Belgium, Switzerland, Holland, Den- 
mark, Sweden, Norway, Finland, and Austria, whilst the 
United States of America, Canada, Australasia and Ger- 
many are covered by associated companies. 
<-> 

The company also owns modern freehold factories at 
Canning Town (floor space, 240,000 sq. feet); Henden (70,- 
000 sq. feet) Birkenhead (60,000 sq. feet); each with ample 
land for extension. The valuable plant and machinery 
are maintained in a high state of efficiency. At Paragon 
Works Canning Town, there is an up-to-date welfare de- 
partment, including large dining hall, library, reading 
and recreation rooms, and Savings Bank. The company 
prides itself on the conditions under which its employees 
work. The employees there number over 1500, many of 
them having spent their whole working lives in the ser- 
vice of the company. 

<---> 

The company’s investments (with the exception of small 
investments in associated companies in Canada and Aus- 
tralia) are all in companies which it controls, or whose 
productions it uses largely. The principal investment is 
in the Caribonum Company, Ltd. (manufacturers of the 
well-known Caribonum Typewriter Ribbons, Carbon Pap- 
ers, and Field’s Inks), which is paying 15 per cent dividend 
on its Ordinary Shares and has over 40,000 customers. 


The companies’ profits have risen from 100,000 dollars 
in 1915 to 330,000 dollars in 1921. The issue appears to 
have gone off very successfully for although there is very 
little money for ordinary trade or business there appears 
to be still large sums knocking about for investments, es- 
pecially where an investment has a litile touch of trade 
speculation. 


First French Tabulating Machine Contest. 
Report of an Interesting Competition Recently Held in 
France. 


Office Appliances, through the courtesy of Mr. Albert 
Navarre, general secretary of the Chambre Syndicale 
d’Organisation Commerciale and editor of the Revue du 
Bureau is able to give the following account of what Mr. 
Navarre states to be the first contest of operators of cal- 
culating machines and bookkeeping machines held not only 
in France but in all of Europe. In Mr. Navarre’s account 
in the original French several paragraphs are written di- 
rectly for accountants and are particularly interesting be- 
cause the object of these paragraphs is to convince book- 
keepers and accountants that the calculating machine and 
bookkeeping machine rather than being their enemies are 
their friends in that they not only promote accuracy, but 
obviate the fatigue of constant mental calculations. 

The promoters of the contest endeavored to have every 
type of machine represented. The results were corrected 
by a jury of 25 members. The contest lasted for three 
hours and involved the production of specimens of every 
kind of accounting forms which can be produced on a 
machine. 

The contest was held on Sunday, April 24th, and began 
at 9 a. m. The place at which it was held is the Palais 
Persan at Magic City. 

There were eighty contestants taking part in the con- 
test and fifty different makes of calculating and book- 
keeping machines were represented. So that the opera- 
tors might be entirely at ease, they were placed in the cen- 
tral hall of the Palais Persan while the public occupied the 
circular galary. Another thoughtful provision for the 
comfort of the contestants was that from time to time at 
the sound of the whistle of the president of the jury, all 
contestants paused for several minutes during which they 
were provided with refreshments kindly supplied by the 
organizers of the contest. During the contest a flashlight 
photograph was taken. The promoters of the contest, 
however, recognized that the shock of the flash of light 
and the detonation of the flash were responsible for a num- 
ber of errors and did not have a very salutary effect upon 
the nerves of the contestants. 

Various calculations were made in a very short time; 
for example, 60 additions in ten minutes, each addition 
comprising twenty numbers of from 10 to 12 figures. 


There were among the operators, young operators from 
large banks, polytechnicians, and specialists from abroad. 
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Five thousand spectators were present. Among them were 
Mr. Aupetit, general secretary of the Bank of France; Mr. 
Berthelot, a member of the Institute; Mr. d’Ocagne, a 
professor at the Ecole Polytechnique; representatives of 
the large banks and railroad companies; presidents of for 
eign Chambers of Commerce at Paris, and various persons 
prominent in the industry of Paris and the provinces. 
Office Appliances regrets that it cannot give the names 
of the individual winning operators. However, the classes 
of work and the machine on which the winning operators 
performed were as follows: Calculating machines. Un 
der this head were included adding machines. Addition 
with non-listing adding machines, first and second prizes, 
Comptometer; addition on listing machines, first prize 
Burroughs, second prize divided equally between a Bur- 
roughs operator and an Ellis operator. The winner of 
the first prize made in twenty minutes, forty additions of 
twenty numbers averaging 6 to 8 figures. Subtraction 
Non-listing machines, first prize, Comptometer, 
prize divided equally between Comptometer and Calcula- 
second 


second 


tor B. Listing machines, first prize, Burroughs, 

prize, Ellis. Multiplication, non-listing, first and second 
prizes, Comptometer. Listing, first prize, Barrett, second 
prize Burroughs. Division, non-listing machine, first 


prize, Madas, second prize divided equally between Comp- 
tometer and Madas operators. Listing, first prize won by 
Barrett operator. Invoices. Non-listing machines, first 
prize Comptometer, second prize, Millionaire. Inven 
tories, non-listing machines, first prize, Comptometer. In- 
terest calculations. Non-listing machines, first prize 
Comptometer, second prize divided equally between Madas 
and Comptometer operators. Percentage, non-listing ma- 
chines, first prize Madas, second prize, Millionaire. Mon 
etary conversion and exchange, non-listing machine, first 
prize Madas, second prize Calculator B. Various appli 
cations of calculation, non-listing, first prize Calculator B, 
second prize Monroe. 


Bookkeeping machines. Under this heading one general 


prize was given for each special type of work. The win 
ners used the following machines: Burroughs Account- 
ing Machine, prize for general accounting work. Ellis 


Adding Typewriter for large store accounts. Smith-Pre- 
mier Wahl, inventory balances. Ellis, bank and statistica! 
work. Burroughs accounting, bank work. Smith-Premier 
Wahl, accounts of consumers of electricity. Ellis, railroad 
accounts. Burroughs, ledger posting. Ellis, invoices in 
duplicate. Ellis, sales journal. Smith-Premier-Wahl, en- 
tering in ledger. Smith-Premier-Wahl, cash book. Smith- 
Premier-Wahl, belances. Ellis, balances. Burroughs, cou- 
pons (1690 coupons in an hour). Burroughs, checks and 
coupons. Burroughs, paysheets. Yost Accounting, invoice 
work. Elliott-Fisher, combined accounting work and 
books, special prize. The Journee Industrielle prize was 
awarded to an Ellis operator for general excellence of 
work. Another Journee Industrielle prize was awarded 
to a Burroughs Calculating machine operator for paysheet 
work. The Usine prize was awarded to a Madas operator 
for invoices. The Revue du Bureau prize awarded to the 
youngest operator who was eleven years and used a Ma- 
das. The Chambre Syndicale de la Mecanographie prize 
was awarded to a Comptometer operator. 


Brazil Offers Splendid Future for Our Traders. 

O. E. Braitmayer, of the Computing-Tabulating-Record- 
ing Company, returned in May from a business trip to 
South America. Mr. Braitmayer was interviewed by the 
Wall Street Journal on the business situation in Brazil. 
Mr. Braitmayer indicated that although at present Brazil 
is in the throes of the same industrial depression which is 
affecting the United States, she is making every effort to 
recover and will succeed in regaining her prosperity. Then 
again will the United States have a wonderful trading 
opportunity with Brazil. Even though large amounts of 
American products are still held up in Brazilian ports and 
even though in some instances in the past our business 
dealings with Brazilian buyers have not been of the highest 
order, Mr. Braitmayer says that United States products 
are regarded in Brazil as far superior to those of our 
European competitors, particularly in the case of type- 
writers, automobiles and dry goods. 

All that American traders have to do to 
maintain excellent business relations with Brazil is to take 
advantage of the lesson taught us in the past year. In 
the first place, the American exporter must be sure that 
his goods are shipped equal in standard and quality to the 
samples. Secondly, he must make sure that his South 
American salesmen are the best type of American busi- 
ness men. In the third place, the American exporter must 


secure and 
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HE ABOVE ILLUSTRATION 


DON, ENGLAND, AT THE DAILY MAIL EFFICIENCY 


success. Blonde girls were selected as attendants at the booth. 


blue to correspond with the Woodstock show card. The machine 


to many thousands of people during the exhibition. 


be certain that his goods are packed properly to with- 
stand rigors of long transportation and the handling at 
the custom houses. 

Mr. Braitmayer feels sure that in the near future Brazil 
will be financially sound. The present unfavorable rate of 
exchange is partly due to the amount of fuel she is com- 
pelled to import. The country is now planning, however, 
to make use of abundant water power to electrify her rail- 
roads. This will mean that her fuel imports will be cut 
approximately in half and that will benefit her exchange 
position greatly. Brazil also hopes in the near future to 
integrate some of her industries. The indication is that 
in a few years instead of shipping only raw rubber, Brazil 
will be making and shipping manufactured rubber prod- 
ucts. The Brazilian Government is at present working 
on a survey of its agricultural resources, including a 
complete census. This will follow closely in plan the 
census of the United States. For this purpose a number 
of tabulating machines will be used, 
the order for which has been placed 
with Mr. Braitmayer. In all lines 
of business, Brazilians are anxious 
to secure labor saving devices, and 
he sees a good market for such 
products in several other of the 
South American countries. 


A Word on New Zealand Con- 
ditions. 

In a recent letter from Havelock 
Green of the Office Equipment & 
Import Company, Ltd.,  Christ- 
church, New Zealand, the following 
paragraph covers present conditions 
in that country: 

“For some years New Zealand has 
enjoyed a condition of unexampled 
prosperity. Many importers, think- 
ing this condition would last for- 
ever, have over imported, and the 
result is that in certain lines there 
are considerably more goods in this 
country than there is a market for. 
The banks at this stage have some- 
what curtailed their assistance to 
business men, their object being to 
bring conditions back to normal as 
soon as possible Considering that 
New Zealand is a young country it 
is remarkably progressive. Finan- 
clally it is as sound as a bell of 
brass, but just for the time 
there is a slight financial stringency, 











scribes wrote 


= WAS REPRODUCED FROM 
OF THE BOOTH OF THE WOODSTOCK TYPEWRITER COMPANY. LTD.. 
EXPOSITION 
LONDON LATE LAST WINTER.—The company regards this exposition as a great 
Their blouses were of 


write the public scribe is a blessing 
“pe ag with pen and ink, but of late years they have used the typewriter 
peng as a more speedy and vastly more legible instrument.—Photograph by International 
Film Service, Inc. 
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which beyond all question will 
speedily right itself.. There is a 
good market in New Zealand for 


office machinery and office furni- 
ture, but you good folk in America . 
cannot look for extensive business 
from this quarter until you get your 
rate of exchange back to normal, 
which is $4.80 to the pound sterling. 
This doubtless will happen before 
very long and then American manu- 
facturers may look for increased 
business with this country.” 


Second Brussels Commercial 
Fair. 
The second Annual_ Brussels 


Commercial Fair was held April 4- 
21. An approximate total of 1,000,- 
000 visitors attended. There were 
but twenty-three American firms 
represented, largely through Bel- 
gium and English agencies. The 
number is small, due to the fluctu- 
ating exchange rate. The total of 
exhibitors was 2,327, contrasted wit 
1,602 last year. . 


Egyptian Permanent Trade Ex- 
hibition. 

The Egyptian Bureau of Com- 
merce and Industry, attached to the 
Ministry of Finance, has established 
a permanent exhibition of Egyptian 
products, with some 4,000 samples on display. Plans are 
afoot for a large exhibition at Cairo this fall, or in the 
early spring of 1922. 


A PHOTOGRAPH 
LON- 
HELD IN 


was demonstrated 


Trade Conditions in Wales. 


Word comes from Cardiff that owing to local unrest and 
business disarrangement, trade in office equipment is dull 
and is expected to remain so until general business condi- 
tions improve. Notwithstanding this there is ample need 
for the most up-to-date office equipment because many of 
the firms founded during the war have not yet organized 
in an efficient manner. 

Office equipment men of Cardiff look forward with san-_ 
guine expectations to an active business in their particular 
line as soon as labor troubles shall have been settled. Un- 
rest is crippling business in many parts of the world. 
May it end soon. 





PUBLIC SCRIBES AT WORK IN MEXICO CITY.—For Mexicans who cannot 


His office is in the open air. Formeérly these 
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A Note From Switzerland. 

A recent issue of “Results,” the house organ of the 
Monroe Calculating Machine Company, contained an in- 
teresting article by W. Egli-Kaeser of Berne, Switzerland, 
agent for the Monroe in that country. 

Among other things Mr. Kaeser said: 

“Though a great many widely-traveled men maintain 
the Swiss to be of a conservative spirit in all his enter- 
prises, we are of the opinion that on the contrary our 
own Switzerland is rather open to any good novelty worth 
consideration. and once a new thing has succeeded in get- 
ting through, it is received here with all the more enthus- 
iasm. 
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“IT have divided the whole country of Switzerland into 
nine districts, each of them being in charge of a special 
man. 

“Every fortnight, the salesmen assemble at Berne for 
mutual conference and discussion. Each salesman has to 
write a report about each of his calls, these reports being 
sent to Berne regularly every day where they are used to 
follow prospects up by correspondence, a system which 
has proved very useful in furthering sales. 

“The salesmen have no other duty than to secure inter- 
views, make demonstrations, arrange trials and close sales. 

“As a rule, each salesman is meant to sell a stated num- 
ber of machines a month. During the first year, three of 


DEPARTMENT 





A GROUP OF EGLI KAESER’S STAFF, sh owing the way 
Gy courtesy of 


ing machines in Switzerland. 


“It is a special feature. with the Swiss buyer that he 
prefers good quality to any cheap article of lesser value. 

“Who would have thought, say ten years ago, that the 
typewriter would become so widely used in Switzerland as 
to be considered almost indispensable even for private 
use. Certainly no one. It seems to me that the cal- 
culating machine is on the way to conquer the field as 
well, 

“It will no doubt interest readers to learn something 
about our sales organization in Switzerland, that is, its 
present status and the plans we have in mind for the 
future. 

“For your better understanding, I beg to state that 
Switzerland is a small country where, however, railroads 
are developed to a high degree. Thus it is possible for 
anyone to reach a central point like Berne, stop there for 
some hours to do his business, and to be back the same 
day at his home. Excluded from this possibility are only 
a few outlying districts. 


in which they carry calculat- 


the Monroe Calculating Machine Company 

the five salesmen have kept up to their quota, this being 
all the same, a satisfactory result, if you take into consid- 
eration that the Monroe was not known here at all and 
had to be introduced first, 

“A great help to our salesmen, we find, is the advertising 
in the newspapers, the correspondence, and sending ad- 
vertising literature. This is a point of no small import 
ance, as all this advertising material is being provided 
for at considerable cost. However, these expenses were 


indispensable, else I should never have reached the result 
of over 250 machines sold in the year 1920.” 


The Hungarian Financial Syndicate has been organized 
by nine banking organizations to specialize on matters 
of major importance connected with foreign financial re 


lations. It is a reorganization of the American Hungarian 
Financial Syndicate. While not an official body, the new 
syndicate is said to be in close touch with the Hungarian 
government. 
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First Los Angeles Business Show a Success. 
Exhibitors Gratified with Splendid Results and Unexpect- 
edly Large Attendance.—By Albert A. Scheg. 


HE first Los Angeles Business Show, held the final 
‘i week in April, proved a decisive success both as to 
attendance and display feature. Each of the one hun- 
dred and thirty-five booths was taken, and in some cases 
two exhibits were crowded into one booth. Being the 
first show of this kind ever held in Los Angeles, it was im- 
possible to estimate accurately the amount of space re- 
quired much before the opening date, as the business con- 
cerns were making applications up to the last minute and 
several exhibitors even entered after the show was in pro- 
gress. The commercial organizations, such as the Los 
Angeles Chamber of Commerce, the Merchants and Man- 
ufacturers Association, the Advertising Club of Los An- 
geles and others were constant boosters and interested ob- 
servers, as the idea of'a business exposition for Los An- 
geles had not been given attention heretofore and they 
were ready to see the advertising value of a show devoted 
to business in general and business methods in particular. 
The show opened at Praeger Park on April 25 and con- 
tinued until April 30, serving a daily attendance averag- 
ing upwards of 6,000 visitors. This attendance was com- 
posed of business executives, bankers, purchasing agents, 
managers, superintendents, students and men and women 
of the business world who were interested in efficient 
business systems and methods. 

The show was housed in an immense ,tent sufficiently 
large to accommodate a five ring circus, but after entering 
all “circusy” effect was eliminated, as a board flooring 
covered the entire lot, built up to about one foot above the 
ground with specially partitioned and braced structures 
for each booth, the construction creating the impression 
of an entire open floor in one of the largest office build- 
Upon entering each booth it required no great im- 
agination to feel that one was entering a succession of 
modernly equipped offices. Each was completely furnished 
even to the carpets or rugs on the floor, and many of the 
exhibitors were handling their regular work at the booths 
throughout the week. Advertising men were preparing 
the copy for the next day’s papers, accountants and book- 
keepers were making preparations for the monthly state- 
ments, printers were turning out special jobs, administra- 
tive officials were organizing campaigns, sales managers 
were working their salesmen from their exhibit offices, 
several accounting and billing exhibitors took 


ings. 


machine 
over the entire pay rolls of some of the local factories and 
turned them back in a few days made up, checked and 
thoroughly audited. The paramount idea of nearly all ex- 
hibitors was to make practical rather than theoretical 
demonstrations, and the impression generally created was 
that about two hundred various business executives had 
moved their offices and plants to Praeger Park for one 
week. Add to all this a convention spirit and the reader 
will have the true picture of a most successful and satis- 
factory show. 

This show was the result of several months of effort on 
the part of Nathan W. Tupper and Waldo T. Tupper, 
president and _ secretary-treasurer, respectively, of the 
Business Exposition Company, a California corporation, 
organized for the purpose of conducting similar business 
expositions in the principal cities 
of the West. 

The exhibits at the Los Angeles 
Show embraced every new and 
modern appliance adaptable to the 
efficient operation of any business 
institution, whether it be a one- 
man office or the largest commer- 
cial, financial or industrial institu- 
tion. 

Further proof of the success of 
the first Los Angeles Business 
Show was demonstrated by the 
floor sales made each day, and the 


great number of follow-up sales 
made to interested visitors who 
registered at various booths. 

The first Pacific Coast Business 
Show was opened in San Fran- 
cisco in March, 1920. This was 
followed by the Seattle show in 


September, 1920. It is planned to 
operate in Los Angeles and San 
Francisco every other Spring, and 


WALDO T. TUPPER. 
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in Los Angeles and San Francisco every other Spring, and 
in Portland and Seattle every other Fall, which will mean 
two Pacific Coast expositions each year. 

The Los Angeles show is the first to obtain a banking 
and an insurance exhibit, these being the Citizens’ Trust 
and Savings Bank of Los Angeles and the Phoenix Mut- 
ual Life Insurance Company. 

Nathan W. Tupper, after disposing of his interests in 
Office Appliances, joined his brother, Frank E. Tupper, of 
the Annual Business Show Company, operating business 
shows in eastern cities. In September, 1917, he sold his 
interest in his brother's company, the Annual Business 
Show Company and later came to Los Angeles, having in 
mind the idea of organizing and operating business shows 
on the Pacific Coast. He proposed to Waido T. Tupper 
that he should join him in that enterprise, and arranged 
with him to that end. The latter has been a Pacific Coast 
resident for many years. 

Los Angeles Business Show Exhibits Described. 
LIST COMPANY, Los Angeles, California, 


ACCURATE MAILING 


Mrs. I. Lawrence in charge.—Exhibit consisted of “Accurate Brand” 
carbon paper and “Accurate Brand” typewriter ribbons, classified 
mailing lists, personalized letters and printing. Mrs. Lawrence 
was assisted by two chic young ladies attired in messenger boy 
uniforms. 

ACME GLASS & DISPLAY CASE COMPANY, Los Angeles, Cali- 
fornia, F,. R. Rutledge and I. C. Becktel in charge.—Exhibit con- 
sisted of full line of glass display cases, large and small, desk fix- 
tures, folder holders, letter trays, desk tops, table tops, display 
windows and window backs. The main feature, however, was the 
Acme “glass cement making a solid cement joint that is prac- 
tically as solid as the glass itself 


ADDRESSOGRAPH COMPANY, H. 8. Crocker Company, Dis- 


tributers, Los Angeles, California. Lee Wheeler in charge.—Ex- 
hibited the Addressograph, comprising power and hand machines 
for embossing plates; also a large assortment’of addressing ma- 
chines ranging from the hand machine, whieh addresses envelopes, 
shipping tags, etc., fills in cireular letters, heads and dates state- 
ments and handles payroll! work at the rate of nine hundred to 
two thousand per hour, to motor-driven machines handling several 


thousand literature per hour, all of which were continually 
in action, 

A special and attractive feature was the demonstration of the 
Automatic Addressograph, which automatically fed and addressed 
seven thousand pieces per hour. 

AMERICAN LETTER COMPANY, William R. Marshall in charge; 
Los Angeles, California.—Demonstrated fac-simile typewritten letters 


pieces of 


and specialized in writing, printing, addressing and mailing adver- 
tising literature \dvertising counsel and merchandising display 
of American Letter Company “famous for its superiority’’ was also 
incorporated in this exhibit. 


THE AMERICAN MULTIGRAPH SALES COMPANY, Los Angeles, 
California.—The Multigraph equipment ,on demonstration showed 
the complete equipment which printed 10¢,000 impres- 
which in respect was the egual of 


automatik 


sions during the show every 
printers’ work. Another equipment had the new card and envelope 
feed which fed more than 100,000 envelopes during the show. The 
Junior Multigraph Printer and Flexotype was shown, for the pro- 
duction of perfect typewriting. A printers’ ink attachment can be 
added for printing office forms. The Universal and Multigraph 
letter folders were also shown which will fold letters and folders 
at a speed of 5,000 per hour. 

The booths were in charge of O. C. Haney, division manager; R. 


Parish, Frank Miller, Vernon Keyes, 
H. F. Lasiter, C. Tinney, Ed Kent and Ed. Neu, all salesmen at 
the Los Angeles office of The American Multigraph Sales Company. 

AMERICAN SIGN WRITING MACHINE COMPANY, Los Angeles, 
California J. F. Moore in charge.—Displayed thé American sign 
writing machine, which is strictly a Los Angeles product, patented 
and manufactured in Los Angeles. It is a simple and effective 
sign, price and display card maker. It operates quickly, and its 
satisfactory operation is exceedingly simple. The results are 
positive. 

ARROW PRESS, 
charge, assisted by F. J 


¢. Haney 4. T. Tarbell, H. E. 


Angeles, California. R. E, Rose, Manager in 
Johnston.—Exhibited commercial printing, 


Los 


engraving and art work Their display of catalogues, booklets, 
pamphlets and envelope enclosures complete from art work to 
finished product, office forms, business 
stationery and advertising literature 
demonstrated their slogan, “With a 


Punch.” 


AULT & WIBORG COMPANY, Cincin- 
nati, Ohio; Los Angeles branch; H. A 
Hitcheock, Caiifornia representative.— 
Exhibit displayed their new Reflex foun- 
tain pen ink: also carbon paper and silk 
typewriter ribbons. This was the first 
time the ink was shown on the 


coast. 


BARKER BROTHERS, Los Angeles, 
California. . TT. Colby, department 
manager, in charge.—This exhibit spe- 
cialized in Shaw-Walker files, ledger 
desks, sectional filing desks, filing safes 
and other office equipment. In the back- 
ground was a painting of the Woolworth 
building, following out their slogan of 
the Shaw-Walker line, “Built like a sky- 
scraper.” No bolts, nuts or rivets are 
used in the construction of files; they 
are electrically spot welded throughout. 


H. G. BITTLESTON LAW AND COL- 
LECTION AGENCY, Los Angeles, Cali- 
fornia. H. G. Bittleston in charge.—Ex- 
hibited a complete collection service and 


Reflex 


special attention was given to change 
of location. They have just opened 
extensive offices in the Citizens’ 


NATHAN W 


TUPPER. 


(Continued on page 217.) 
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Portable Adding Machine Included in Wales Line. 


Two new models of the Waies adding machine have been 
placed on the market by the Wales Adding Machine Com- 
pany, Wilkes-Barre, Penna. There is a six column add- 
ing and listing machine and a seven column model. The 
design has been laid out to afford portability, the machine 
weighing thirty pounds equipped with a full roll of paper. 
It is sold without a stand. In reducing the weight the ov- 
erall size has also been diminished. The new Wales port- 
able is 14% inches long and 9 inches wide on the base. It 
includes all the regular Wales features such as visible 
printing and total wheels, removable ribbon mechanism to 
facilitate quickly changing ribbon, the Wales paper roll 
holder, the Wales mechanical governor and the flexible 
utomatic correcting keyboard. It is furnished with but 
one style of carriage—the 5-inch stationary type suitable 
narrow forms such as deposit slips, state- 
variation from the regular Wales line is 


for roll paper or 
etc. \ 


ments, 





WALES PORTABLE ADDING MACHINE 
that the machine is almost entirely a right-hand operated 
device The total, sub-total, non-add, correction and re- 
peat key are all on the right hand side where they may 
be reached with the least possible effort. The keyboard is 
rather low. The machine was designed for use on the 
desk and the numeral wheels have been so placed that they 


come at just the proper angle for easy vision when in a 
sitting position at the desk. The seven column Wales 
portable sells for $175.00; the six column machine sells for 
$150.00. 


Sheaffer’s Newly Perfected Pencil. 
The W. A. Sheaffer Pen Company, Fort Madison, 
, has developed an innovation in the automatic pencil 
eld. It is known as the “Propel-Repel-Expel” pencil. In 
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lead. A few turns of the top suffices to push the lead en- 
tirely from the barrel so that every bit of lead is used. 
It fills from the tip in fifteen seconds. The leads are held 
firmly; they cannot slip, twist, clog, break or jam. 

slight pull, instead of the customary unscrewing, releases 
an eraser. The cap holds nineteen leads. There is a 
specially designed clip which enables the pencil to fit deep 
into the pocket. It is built into the pencil so that it cannot 
become loose. Short pieces of lead can be used as well 
as full length pieces because of the new clutch action of — 
the pencil. This enables the user to employ broken pieces. 





O. K. Even Print Cover. 


The O. K. Multigraphing Company, Lincoln Building, 
Philadelphia, Penna., has placed on the market its O. K. 
even print cover for use on multigraph machines. The de- 
vice makes it possible to get impressions on short lines of 
type through the ribbon equal in tone to those of full 
length lines 











COLUMBIA PERMIT IMPRINTING MACHINE FOR HAND- 
LING LETTERS MAILED UNDER POSTAL “PERMIT.”’— 
This machine, described on page 168 of the May issue, is made 
by the Columbia Postal Supply Company, Silver Creek, Chau- 
tauqua County, N. Y. It facilitates the despatch of mail by 
saving the time necessary to stamp envelopes and run them 
through the post office cancelling machine. 








Lewis Ball Bearing Ink Well. 


The Lewis Ball Bearing Ink Well Company, Kinsman, 
Ohio, makes an ink well with a hollow float which seals 
the ink against evaporation, yet is easily displaced when 
dipping with the pen. The well is glass, with rubber fit- 








SHEAFFER’S “PROPEL-REPEL-EXCEL” 


perfecting this device the objects aimed at were light- 
weight, more attractive design, hand-fitting, no complicat- 
ed mechanism, no tedious screwing—a quarter turn of the 
top and the friction pushes forward and withdraws the 











PENCIL. 


tings. In addition to preventing evaporation and the 
entrance of dust, the ball serves to remove excess ink from 
the pen, thus preventing blotting. The device is readily 
cleaned by removing the cover. 
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Cuspidor of Novel Construction. 


The Diamond Sanitary Cuspidor Company, 3117 North 
Washington Avenue, Minneapolis, Minn., has patented the 
Diamond sanitary cuspidor. This is a radical departure 
from ordinary construction. It comprises a metal top 
and base in which is supported a cup or filler made of pulp. 
The metal parts are made from a special alloy of non-cor- 
rosive metal which is durable. It can be furnished in 
nickel plated or brass polished finish. Size No. 1 is 7 
inches diameter by 3% inches deep. Size No. 2 is 9 inches 
diameter by 4 inches. 

The fillers used in the Diamond Sanitary Cuspidor are 
manufactured by a new process from chemically treated 
substance of about the thickness of cardboard. The in- 
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of sorting letters into pigeon holes, which necessarily re 
quire considerable room for a sorting device of any ca- 


pacity. The tie rod holds the guide and assembles the 
sorter. The sorter can be knocked down by withdrawing 
the rod. 


The Ulrich flexible check sorter is used on the same 
principle as the letter sorter. As many as 500 checks can 
be placed under one index letter if necessary. The con- 
tents are held in slight compression so that a sudden draft 
can not displace the checks. When not in use the Ulrich 
check sorter hangs over the edge of a desk, table or shelf, 
occupying almost no working space. It is instantly made 
ready to handle any number of checks. The tie rod not 
only holds the guides, but assembles the sorter. It can 





DETAIL OF DIAMOND SANITARY CUSPIDOR. 


side of the filler is treated with a fire-resisting chemical, 
capable of withstanding cigar and cigarette stubs or 
matches. The whole filler and contents will burn readily 
in a furnace or stove. The fillers are odorless and neat. 
Instead of spending the time and effort as well as requir- 
ing hot water to clean cuspidors, the filler is removed 
as frequently as necessary and burned. The new filler. is 
readily inserted in its place. 





Unique Line of Sorters and Distributor. 


A novel feature is embodied in sorters and mail dis- 
tributors manufactured by the Ulrich Planfiling Equipment 
Company, Jamestown, N. Y. It employs thumb guides 
which comprise folders with helical springs inside. 
Normally they are extended the full capacity of the springs. 
As the files are filled the springs compress into flat spirals, 
occupying no more space in the drawer than the old style 
compressor. 

The Ulrich flexible letter sorter is a collapsible tray in 
which are Ulrich compression guides which fill the entire 
depth of the tray. Letters, memoranda, documents and 
all sorts of miscellaneous papers of size within the capacity 
of the sorter can be slipped into the proper place behind 
the index guide and allowed to project at the right. 
Sorters may be indexed in from 20 to 160 sub-divisions by 
using one or more trays. They are indexed alphabetically, 
numerically, by departments, branches, Or any other ar- 
rangement required by the customer’s peculiar needs. The 
upper edges of the Ulrich guide form a wide funnel to 
direct each document into its proper position. The sorting 
may be made as fast as the documents can be handled. 
Such a device condenses the work of letter sorting into 
small compass and saves much of the space and the fatigue 
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be knocked down by withdrawing the rod. Any combina- 
tion of labels may be used. The number of compression 
guides and main guides is determined by the purpose and 
the number of index divisions required. 

The Ulrich flexible mail distributor is a tray with han- 
dies including Ulrich compression guides and plain guides 
having metal label holders. These holders are marked 
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with the necessary designation for departments and indi- 
viduals. The office messenger places the office mail for 
each station in its proper compartment in the Ulrich Flex- 
ible mail distributor. The matter projects on one 
(Continued on Page 56.) 


side 
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News .* Miscellany 


Presenting the Important News of the Month, With an 
Interesting Report of the Notable Activities 
in Every Section of the Field 





Change in Loose Leaf Association. 


National Association of Loose Leaf Manu- 
facturers Henceforth to Include in Its Mem- 
bership Only Those Manufacturers Who Sell 
Exclusively to the Trade. 


> 


\t a meeting of the National Association of Loose 
Leaf Manufacturers, held late last month at the Drake 
hotel in Chicago, notice of a change in the by-laws was 
given, the effect of which will be to limit the membership 


manufacturers only who sell their product at 
through dealers. 


the association 


to those 


wholesale 
The membership of 


now includes the 


Irving-Pitt Manufacturing Company of Kansas City, 
Missouri; Wilson-Jones Loose Leaf Company, Chicago 
and New York; Boorum & Pease Company, New York, 
New York; National Blank Book Company, Holyoke, 
Massachusetts; the Samuel C. Tatum Company, Cincin- 
nati, Ohio; Stationers Loose Leaf Company, Milwaukee, 
Wisconsin, and Anderson & Prigge, Inc., New York, New 


policy of 
jobbers 


York, all of whom adhere to their announced 
selling their products exclusively to dealers and 
in the trade. 

The change in the 
logical and 
members who sold direct. 
bers in an association groups 
metrically opposed is illogical and 
best interests of the trade at large. 

Che National Loose Leaf Association will 5 
advance the loose leaf industry 


outlined 
former 


policy of the association 
thoroughly understood by 
It is felt that to have as mem- 
whose interests are dia- 
cannot make for the 


. ° 
above 1S 


go forth with 


strong efforts to through 


the recognized channels. Its work will be along edu- 
tional lines and Office Appliances will not be surprised 

if the plans of the organization shall bring about results 

which will merit approval by the trade and the public. 


Receiver for Fox Typewriter Company. 


W. A. Papworth has been appointed receiver of the 
Fox Typewriter Company, Grand Rapids, Mich. The 
United States District Court acted on the petition of 
-reditors May 14. There were insufficient funds to meet 


and certain creditors threatened ac- 
involved undue sacrifice of the 
company. Mr. Papworth, 
was directed by 


pressing obligations, 
tion which might have 
assets and business of the 
formerly secretary and general manager, 
the court to continue the business in the usual way, and 
to carry out the contracts of the company. It is expected 
that the receivership will be temporary, until a readjust- 
ment of the business and finances of the corporation can 
be effected. 


New Stationery House in Appleton. 


E. W. Shannon has recently purchased one of the best 
corner store properties in y see Wisconsin—a two- 
story brick building 25x64 feet at 708 College Avenue. 


Here Mr. Shannon will install about July Ist an up-to-date 
typewriter, adding machine and equipment store. 
Mr. Shannon represents in addition to his other line a 
leading steel furniture manufacturer. 

Mr. Shannon will move into the new store 
691 College Avenue, where he has been in the 
ness for some time 


office 


from 687- 
Same bus i- 
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Association Offers Aid to Flood Damaged 
Members. 

Mortimer W. Byers, secretary of the National Associa- 
tion of Stationers and Manufacturers, on receipt of the 
news concerning the destructive flood at Pueblo, immedi- 
ately wired the Franklin Press Company of that city an 
offer of assistance in case help should be needed. We 
have not learned at the present moment whether Mr. 
Byers has been called upon to furnish the aid offered on 
behalf of the association. For some days there was difh- 
culty in getting news from the outside world into Pueblo, 
but conditions are now rapidly improving. 


Office Appliances Managers’ ‘Association for Phil- 
adelphia. 


Quaker City Office Managers Mount the Band Wagon 
and Get Into Line. 

At a meeting held at the Adelphia Hotel on June 2, the 

Office Appliance Managers’ Association at Philadelphia 

was permanently organized. The following gentlemen con- 





stitute the charter members of the organization: W. T. 
Abell, American Sales Book Company, Ltd., R. J. Henry, 
Keelox Manufacturing Company, R. D. MacGuffin, Elliott- 


Fisher Company, R. F. Porter, Addressograph Company, 
J. R. Ramsey, Monroe Calculating Machine Company, L. 
L. Schroedel, Yawman & Erbe Manufacturing Company, 
J. R. Shepard, Remington Typewriter Company, C. 
Smith, Ditto Sales ( es of Philadelphia, P. A. Swartz, 
Rand Company, In« . Thomas, Philadelphhia Metal 
Furniture Company, * and J. R. Wilson, Computing- 
Tabulating-Recording Company. 

P. A. Swartz of the Rand Company, Inc., was elected 
president, C. E. Smith of the Ditto Sales Company of 
Philadelphia, vice president, and W. T. Abell of the Amer- 
ican Sales Book Company, Ltd., secretary and treasurer. 

The aims and objects of this association may be sum- 
marized as follows: 

A—To further any and all fair methods of securing busi- 
ness, service to customers being the basis. 

B—lInterchange of ideas. 

C—Intimate acquaintanceship. 

D—A brotherly and helpful interest in each other’s busi- 
ness. 

Business.—Office appliances solely not necessarily non- 
competitive, but with distinct understanding that applica- 
tions for membership be not objectionable to any compet- 
itor. Second-hand dealers not eligible to membership. 

Membership.—Application by invitation only. Sales 
manager or branch manager preferred or if engaged partly 
in promotion of sales, also eligible general manager, officer 
of company, member of firm, proprietor. An objection to 
any application from any member will reject without dis- 
cussion. 

Obligation.—Attendance and interest. Those who can- 
not or do not attend more than 50% of the time are re- 
quested to resign without being asked to do so. 


George Ed. Smith on Bank Board. 


At a meeting of the board of directors of the Italian 
Discount and Trust Company of New York, in May, 
George Ed. Smith, president of the Royal Typewriter 


Company, Inc., was elected one of the directors. 
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Abernethy Joins Bircher Company. 


Well Known Mail Room Equipment Expert Takes 
Responsible Post With Rochester Concern. 


A. J. Abernethy of Chicago who for some time has con- 
ducted a mail room equipment business in that city has 
recently consolidated his business with that of the Bircher 
Company of Rochester, New York, who have assumed 
complete supervision of the manufacture and distribution 
of the Abernethy mail room equipment and systems. Mr. 














A. J. ABERNETHY. 


Abernethy continues his connection with the unique busi- 
ness which he conceived and brought before the public. 

The history of Mr. Abernethy’s business acitivities il- 
lustrates the success which awaits a man who brings out 
a sound idea of benefit to other men and puts it to work 
in the right way. He entered the office of the C. L. S. & 
E. Railroad in 1895 as clerk in the car service department. 
Two years later he became car accountant and shortly 
afterward was appointed chief clerk, holding the latter 
position until 1900, in which year he entered the selling 
field as a member of the force of the Library Bureau but 
in 1901 gave up this position and formed a partnership 
with Roger A. Simonson under the name of Roger A. 
Simonson & Company and began a jobbing business in 
filing cabinets and office supplies. 

In 1907 Mr. Abernethy became general sales manager 
of the General Fireproofing Company of Youngstown, 
Ohio, and until 1911 he traveled throughout the United 
States, pioneering for steel furniture among stationers 
particularly. In 1911 he entered the mail room equipment 
business on his own account. He describes the beginnings 
of the idea and the manner in which he started to put 
it into execution in the following words:— 

“About twelve years ago a gentleman came into a sta- 
tionery store way down in Texas, and said to the pro- 
prietor, ‘Say, isn’t there any system or device made to 
consolidate outgoing mail to save the loss of postage? 
We have an invoice, two or three letters, and sometimes 
a statement or receipted bill, all going to the same cus- 
tomer in the same day and our mailing department can’t 
get it all together without an awful lot of work.’ The an- 
swer came quickly, ‘No; there is not, but there will be, 
and when it is perfected I'll let you know.’ 

“This live stationer At once set himself to work out 
this problem. To consolidate a small mail was not diffi- 
cult, but to handle a large mail with several employees 
was quite another thing. 

“It was fully two years before our stationer friend was 
ready to talk. One day the writer received a telegram to 
come to St. Louis. In a sick room with a patient writhing 
in pain, was formed the American Mailing System Com- 
pany, with the late George D. Barnard, then president of 
the Art Metal Construction Company of Jamestown, New 
York, as president. The writer was chosen sales manager 
and was the only active man in the company. 

“T remember very distinctly my return to Chicago. I 
was so full of enthusiasm over the possibilities that I 
could hardly wait to get after the first victim. After 
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my resignation had been sent to the General Fireproofing 
Company, refused and then made to stick, I was ready to 
organize. First there were dies to order, stock to secure 
and all that—but, I wanted some orders.” 

Mr. Abernethy secured his first order on the first call 
he made from the National City Bank of Chicago, and 
he has been securing orders ever since until today his 
system and equipment is installed in offices of many of 
the largest concerns throughout the United States. 


His reputation has become such in this particular field 
that he is constantly being called upon from points all 
over the United States tor consultation as an engineer in 


the solution ot the mail room problems of big concerns 





Coast Oliver Men to Picnic. 


As the day of the annual outing of the employees of the 
Oliver Typewriter Company draws near, the entire force 
is anticipating a repetition of last year’s enjoyable affair 
The invitations announce a picnic by the sea with hot 
coffee, “hot dogs,” and other good things that go to make 
a good time. Arrangements have been made for dancing 
in the evening. 

J. E. Geissinger, who is directing the efforts of the 
Pacific Coast organization, has just returned from a trip 
to the southern part of the State and comes home full of 
Los Angeles enthusiasm. 


The San Francisco distributors do not seem to meet 
with any resistance in keeping up to their quotas, even 
though an additional man, Henry King, has been added 
to the territory. Mr. King was quick to get the Oliver 


spirit. 


Griffiths to Attend Big Rotary Convention in 
Scotland. 

G. H. Griffiths, general manager of the Noesting Pin 
Ticket Company of New York, New York, left June 1 
to attend the Rotary convention at Edinburgh, Scotland 
The Rotarians have chartered two liners to accommodate 
the delegatcs from the United States. 

Mr. Griffiths expects to be gone about seven weeks 
and before his return will attend to business matters in 
England, Ireland and Wales. He expects to come back on 
the Olympic. 


Wilson Takes Mid-West Te-ritory for Fiberstok. 


A recent addition to the sales organization of the Na- 
tional Fiberstok Envelope Company of Philadelphia, is 





WILLIAM R. WILSON. 


Wm. R. Wilson. 
a native of Virginia. 
in the Middle West. 


Mr. Wilson comes from the South, being 
He is calling on the trade at present 


Engineers Visit New Clemetsen Plant. 

During the Spring meeting of the American Society of 
Mechanical Engineers in Chicago May 23-26, the members 
made inspection tours of various manufacturing plants 
which were of special interest because of their arrange- 
ment and methods. The new factory of the Clemetsen 
Company, 3401-6 West Division street, was studied by 
a number of the visitors. 


Porter Now With Globe-Wernicke. 


George A. Porter, a well known furniture man, has 
taken a position with the new Cleveland branch of the 
Globe-Wernicke Company. Mr. Porter has made an 
enviable record in the office furniture business and his 
many friends will be glad to learn of his new connection. 
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GROUP TAKEN AT 
TURERS’ ASSOCIATION, 


MBETING OF NATI 
COUNTRY 


National Association of Office Appliance 
Manufacturers Meets. 

\ regular meeting of the National Association of Office 
Appliance Manufacturers was held at the Dayton Country 
Club, Dayton, Ohio, May 12th and 13th, 1921, and the 
sessions were most instructive and interesting. 

The arrangements in connection with the holding of the 
meeting were carried out by G. W. Spahr, general manager 
of the Computing Scale Company of America and also a 
member of the association. The program of the meeting 
follows: 

1—What is the 
factors in meeting 
vertising; B—direct 
by telephone, etc.; 
ject was handled 


was as 
economical combination of sales 
present market? A—national ad- 
mail; C—business exhibits; D—sales 
E—use of junior salesmen. This sub- 
by G. W. Spahr, general manager of the 
Computing Scale Company of America. 

2—Do prospects with corresponding need 
equipment present the same selling resistance in 
parts of the country? If selling resistance varies, 
the variation? F. H. Dodge, vice president 
Adding Machine Company. 

3—How are the following 
organization: A—articles to be manufactured; improve- 
ments; B—complaints; C—stocks to be carried. J. W. 
Dozier, assistant sales manager of the National Cash Reg- 
ister Company handled this subject in the absence of R. 
D. Jackson, sales manager of the Safe Cabinet Company, 
who was unable to be present. 

4—What are the high lights in the office appliance field 
at present and how can we develop new high lights? 
George W. Lee, general sales manager Todd Protecto- 
graph Company. 

5—What can we do to create a 
part of the educators of the country in teaching 


appliances in our schools’ First as an 


most 
the 


for office 
different 
what 
causes Bur- 
roughs 


problems handled in your 


greater interest on the 
the use of 


othce association, 


second as individuals. This subject was handled by G. 
E. Hancock, assistant sales manager Remington Type- 
writer Company in the absence of James L. Dalton, presi- 
dent of the Dalton Adding Machine Company, who was 
inable to be present. 

The program was concluded on Thursday, May 12th, the 
first day and on the following day the members made a 
trip through the plants of the Computing Scale Company 


National Cash Register factory ending 
National Cash Reg- 
rooms on the tenth 


of America and the 
with a luncheon as the guests of the 
ister Company in their officers’ club 
floor of the office building. 
Those present at the meeting 
gentlemen: H. I. Gillogly, 
Company, Benton Harbor, 


the following 
Baker-Vawter 
Gookin., 


included 
sales manager 


Michigan; W. C. 


sales 


AF? iJ 
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R. K. Russell, G. W. 
Spahr, G. E. Han- 
cock, A. M. Smith. 
Top row, left to 
right: H. I. Gillogly, 
G. C. Kingsley, R. P. 
Evans, H. E. Ingram, 
Cc. Ehret. 
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Adding Machine Company, who ea 
Pennsylvania; F. H. Dodge, vice president pane 

ing Machine Company, Detroit, Michigan; wee Maen of 
general manager Computing Scale rey ‘of America, 
Dayton, Ohio; R. P. Evans, general sales manager Com- 
puting Scale Company of America, Dayton Ohio; C. K. 
Woodbridge, sales manager The Dictaphone Company, 
New York, N. Y.; R. K. Russell, general sales manager 
Duplicator Manufacturing Company, Chicago, Illinois; F, 
P. McCarthy, industrial engineer Duplicator Manufactur- 
ing Company, Chicago, Illinois; M. S. Eylar, vice president 
and director of sales Elliott-Fisher Company, New York, 
New York; A. M. Smith, assistant to president Kalamazoo 
Loose Leaf Binder Company, Kalamazoo, Michigan; G. 
C. Kingsley, assistant sales manager Library Bureau, Chi- 
cago, Illinois; J. W. Dozier, assistant sales manager Na+ 
tional Cash Register Company, Dayton, Ohio; H. E. 
Ingram, sales sa ay Rand Company, Inc., North Tona- 
wanda, New York; G. E. Hancock, assistant sales manager 
Remington Typew sites Company, New York, New York; 
Clement Ehret, assistant to general manager Tabulating 
Machine Company, New York, New York; G. W. Lee 
general ianager Todd Protectograph Company, 


manager Barrett 


1 
Saies ii 


Rochester, New York and A. N. Smith, general manager 
Wales Adding Machine Company, Wilkes Barre, Pennsyl- 
Vania. 


Europe Viewed by Frederick B. Patterson. 


Frederick B. Patterson, third vice president of The 
National Cash Register Company, returned to Dayton, 
Ohio, in May after three months in Europe. In his tour 
he traveled over 13,000 miles, visited fifteen courtries, 
holding ten conventions. Three weeks were spent in 
Germany, The National Cash Register Company being 
the only American concern yet permitted to manufacture 
its product in Germany. The company is producing in a 
new five-story building in Berlin, working with American 
tools. Mr. Patterson says that conditions in Europe are 
still very unsettled. He indicates that five things are 
necessary to improve matters: Peace between Germany 
and the United States; the indemnity which Germany 
must pay should be determined; the United States should 
extend financial help and long-time credits to Europe; 
the exchange situation must be stabilized: Europe must 
resume productive work of every kind 

Mr. Patterson reports that there is a spirit of optimism 
among the company’s representatives in Europe. He 
summed up the situation: “While Europe is very unsettled, 
the future looks bright. Now that Germany has accepted 
the Allies’ terms, one of the gieatest handicaps to better 
business has been removed. We may look forward to 
better conditions everrwhere.” 
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Business Show Scheduled for New Orleans. 


The following description of a business show to be held 

October 3 to 8 inclusive at New Orleans, is taken from 
the New Orleans Times-Picayune. It is a well written 
report showing that the reporter had a grasp of the funda- 
mentals of a business show and that he well understood 
the plans of the promoters. Office Appliances extends its 
heartiest good wishes to the friends in New Orleans, whose 
enterprise is backing this event. The report is as fol- 
lows: 
_ Plans for a,comprehensive presentation and demonstra- 
tion of time and labor-saving devices and systems designed 
to meet the needs of the modern business office to be 
held in New Orleans the week commencing Monday, 
October 3, were announced Saturday. 

The event, to be known as the “New Orleans Business 
Show” will be staged under the direction of Robert Hayne 
Tarrant. 

The idea underlying the exposition is one of genuine 
helpfulness to the New Orleans business world, and to 
further this purpose The Times-Picayune tendered the use 
of the entire third floor of its new building on Lafayette 
Square. It is here that the exposition will be held in a 
modern business building, with light and space that should 
lend themselves to providing an appropriate setting for the 
show. 

The show will provide New Orleans employers and em- 
ployes with the opportunity of seeing a comprehensive ex- 
hibit of modern office devices and systems. 

There will be features of unusual interest and helpful- 
ness; new devices and new ideas in business equipment. 
The special mission of the exhibit is to bring Eastern man- 
ufacturers and Southern dealers and distributors in touch 
with the users of such equipment, for a better comprehen- 
sion of mutual needs and problems. 

The entire third floor of The Times-Picayune building 
will be given over to the exhibition which opens its doors 
Monday, October 3, at 2 p. m. Sale of floor space will 
begin. Monday, May 23. 

Staging of the exhibit under the direction of Mr. Tar- 
rant will be complete in every detail. The construction 
equipment will be of the finest in the market. An orches- 
tra will contribute appropriate musical selections, and up- 
to-date methods of business practice will be presented to 
the business public in attractive surroundings. 

On the evening of the opening day a typewriting contest 
open to office employes, stenographers, commercial schools, 
and teachers, will draw scores of contestants. During the 
week there will be two “star” days for business executives, 
to which admission is to be by special tickets. Men who 
direct business organizations, and are most concerned in 
the efficient operation of their offices, will receive invita- 
tions for these days. 

Admission on other days will be by ticket, distributed 
by the exhibitor to business people and others interested 
in office efficiency. The exhibitors will have expert dem- 
onstrators in attendance at the booths, to demonstrate of- 
fice equipment and systems. 

It is expected that executives of a number of Eastern 
manufacturers dealing in office appliances will attend the 
New Orleans Business Show. They will be brought into 
contact with the New Orleans business world, to the mu- 
tual advantage of manufacturers and customer. 

Under the stress of increased pressure for greater pro- 
duction and economies, business men are turning more 
and more to the mechanical aids that facilitate the handling 
of routine affairs. There are a surprisingly large number 
of these appliances, and they have been developed to the 
point where they do almost everything except think. 

At the New Orleans Business Show there will be ma- 
chines for bookkeeping, for making up payrolls, for record- 
ing and reproducing the human voice at will; devices that 
protect against the machinations of the cheat and forger; 
systems which lead to valuable correspondence filed 
months before, with a minimum of delay. 


Typewriters for the office correspondence; adding and 
calculating machines equal to the most exacting statistical 
work; multi-letter machines and methods for “follow-up” 
correspondence and sales; time-recording systems will be 
completely represented at the Business Show. Then there 
are loose leaf devices, office furniture, filing equipment, 
safes of all sizes, printing and embossing and engraving 
forms and processes, banking methods, office supp'ies. ad- 
vertising exhibits, office and factory management, business 
service—in fact, a host of appliances and methods to light- 
en the office routine. 

These will make the Business Show a school of instruc- 
tion for people of business from the chief executive to the 
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office boy. The machines and appliances at the show will 
demonstrate that the manufacturers not only are in touch 
with the practical necessities of everyday business, but that 
they are anticipating new requirements and are prepared 
to meet them when the need arises. 


Chicago Change in Numbering Machine Branch. 


The Chicago branch of the American Numbering Ma- 
chine Company, C. O. Lindgren, manager, has been moved 
to 123 West Madison Street—telephone number, State 
7412. The change in telephone number inconvenienced 
customers slightly, but they will now be able to reach the 
Chicago branch promptly at the telephone number given. 
The new location affords larger quarters. There is in 
stock a full line of hand and typographic numbering ma- 
chines. The branch is fully equipped to give good service 
in repairing all makes of numbering machines. 


Murphy Heads Barshal Company’s Gotham Office. 

W. J. Murphy, who was recently placed in charge of 
the New York sales office of the Barshal Steel Equipment 
Company of Cleveland, has been sales manager for the 
Edward B. Stimpson Company at Brooklyn for a number 
of years. The latter company are manufacturers of 
stamped steel specialties. He was connected with that con- 





WM. J. MURPHY. 


cern in various capacities for eleven years to be exact. 
He is well acquainted with the industrial trade throughout 
the Manhattan district and has a number of friends in 
banking circles. 

The new offices are at 1270 
Building. 


Broadway in the Wilson 





New Tatum Chicago Branch. 


The new branch of the Sam’] Tatum Company, 24 South 
Clark street, Chicago, IIl., is now operating at full efh- 
ciency in taking care of the requirements of local dealers. 
W. W. Matthews, the manager, has every reason to feel 
proud of his new offices. There is a handsome display 
room in which sample binders are shown in sectional book 
cases. A folding display stand shows the company’s stand- 
ard lines of printed sheets. 








Art Metal Dealers’ Convention. 


The Art Metal Construction Company, Jamestown, N. 
Y., invited all of its agents in the United States to a get- 
together gathering at Jamestown, June 8-10. The meet- 
ing was designed to demonstrate to the company’s dealers 
that the new plant and buildings are fully equipped to 
handle promptly all of their orders and to have an op- 
portunity of meeting the field representatives and discuss 
mutual interests at first hand. 


Stationers’ Loose Leaf in New Quarters. 


The Stationers’ Loose Leaf Company has moved to 23 
North Franklin street, Chicago, Ill. The old location at 
25 South Market Street proved inadequate to meet the re- 
quirements of the trade. In his new location. Mr. W. O. 
Ferguson, the Chicago manager has ample facilities for 
storing increased stocks of binders, metals, sheets, in- 
dexes, etc. He is equipped to take care of a large volume 
of special work, having a manufacturing department which 
enables him to give quick attention to special orders. 
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Sheaffer Pen Company Builds New Factory. 


Rapid expansion of its automatic pencil business has 
forced the W. A. Sheaffer Pen Company of Fort Madison, 
Iowa, to build a modern new factory—45’ x 140’ long, 
three stories, to be used for the manufacture of their new 
“Propel-Repel-Expel” pencil. 

This concern has had a remarkable growth. Eight years 
ago W. A. Sheaffer started to manufacture fountain pens 
in the back room of his jewelry store. The popularity ot 
the pens compelled him to increase his output from year 
to year, and three years ago the Sheaffer Pen Company 
purchased a large tract of land, beautifully situated on 
the Mississippi, and built the factory which the company 
now occupies. 

Even this large space did not suffice, for today the com- 
pany is cramped for room and eagerly awaiting the open- 
ing of the new addition, to take place about June 15. The 
new factory will cost approximately $30,000.00, exclusive 
of equipment. It will have three stories, each filled with 
automatic and labor-saving machinery. This large, airy 
factory will be modern in every way—sanitation, safety, 
light, air and comfort for the employees. 

A suction system is being installed to take all dust from 
the air—this dust is refined to reclaim particles of gold 
and silver. 

4 thoroughly modern tool room with modern tool mak- 
ing machines is an unusual feature of the new factory. 

The Sheaffer Pen Company has been experimenting with 
the manufacture of mechanical pencils for several years, 


> 
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but has not gone very heavily into the market. Last year 
the new Sheaffer “Propel-Repel-Expel” pencil was per- 
fected and samples of these new pencils were submitted to 
dealers all over the world. The mechanism of the pencil 
is extremely simple. There are no springs and no parts 
to get out of order. It will project, withdraw and expel 
the lead with a few turns of the cap, eliminating waste by 
using the last particle of lead. 

This new pencil will be produced in large quantities in 
the new factory and it is the desire of the management 
to double the production within the next year. It will be 
necessary to employ a great many more experienced 
mechanics in order to handle this increased production. 


Irving-Pitt Enlarges Chicago Facilities. 

The Irving-Pitt Manufacturing Company has moved its 
Chicago branch from 24-26 South Clark street to 3629-3635 
South Ashland avenue, in the central manufacturing dis- 
trict on the Chicago junction tracks. The new location 
enables the company to ship quickly by freight, express 
or parcel post to its customers in Alabama, Georgia, 
Tennessee, Mississippi, West Virginia, Louisiana, Illinois, 
Indiana, Iowa, Ohio, Kentucky, Michigan and Wisconsin. 
Sales in the territory within a radius of 100 miles of 
Chicago are under the charge of H. L. Murdoch. M. S. 
Dimmitt will travel Ohio and points south; his head- 
quarters will be at Cincinnati. Irving C. Merkley has 
been transferred from the sales department at Kansas 
City to act as manager at Chicago. Enlarging of the 
Chicago branch permits: meeting the requirements of the 
trade tributary to that city with celerity, and will effect a 
material saving to customers. It is the intention to serve 
customers most quickly and economically in the Chicago 
territory by making all quotations and furnishing informa- 
tion and merchandise required from Chicago. Local cus- 
tomers are being given motor delivery twice daily. Ex- 
perience shows that they can be as well served or better 
by the new trucks than when deliveries were being made 
from the old offices in the loop. A carload of merchandise 
from the factory has been placed on the new steel shelves 
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in the building on South Ashland avenue and additional 
shipments are under way. The Chicago branch of the 
Irving-Pitt Manufacturing Company is making immediate 
deliveries and building up a complete reserve stock in 
order to insure quick shipment on orders from customers. j 


Mosher Heads Fergus Argus. 


The Argus Publishing Company of Lewistown, Mon- 
tana, publishers of the Fergus County Argus, one of the 
oldest Republican newspapers in Montana, has been pur- 
chased from J. A. Gilluly by E. M. Mosher and associates. 
Mr. Mosher resides in Great Falls, Montana, and for a 
number of years has been with the Tribune Printing & 
Supply Company. He will be general manager of the Ar- 
gus Publishing Company, and A. A. Franzke, former su- 
perintendent of the Lewistown public schools, a well-known 
speaker and writer, will be editor. 

The Argus Publishing Company operated in addition to 
its newspaper plant a job printing and bookbinding plant 
and office supply department. 

Contractors are at work arranging new quarters for the 
company in the Masonic Temple building at Lewistown. 
The newspaper, jobbing, printing and binding plants will 
be located in the basement and the offices of the com- 
pany, the office supply and office equipment store will be 
on the first floor. 

Mr. Mosher came to Montana from Illinois in 1910. He 
left Great Falls June lst to take over the management of 
the Argus business. Mrs. Mosher and their daughter, 
Jeannette M., will follow as soon as suitable housing ar- 
rangements can be made. 

Mr. Franzke, the new editor of the Argus, came to Mon- 


tana in 1912. He was born in Wisconsin and educated in 
Illinois. He has for many years been active in school 
work. He has also been prominent as a speaker opposing 


the non-partisan league and socialism. 

C. D. Royce, who has been identified with the Argus 
for several years, will be retained by the new management 
as superintendent. 


New Office System Store in Peoria. 

The Office Specialty Company has been organized at 
Peoria, Ill., with capital stock of $20,000. It will open for 
business this month at 143-45 South Jefferson street. R. G. 
Minimum, the president, formerly held an executive posi- 
tion with Sears, Roebuck & Company, Chicago. . & 
Castle, vice-president, and general manager, has been with 
the Yawman and Erbe Manufacturing Company the past 
seven years; prior to this connection he was connected 
with The Globe-Wernicke Company and the Wabash Cabi- 
net Company. J. R. Coleman, secretary, has been with 
The Upson-Walton Company, Cleveland. 

The sales staff of the Office Specialty Company is com- 
posed almost entirely of system men, the policy being to 
sell on system rather than ordinary merchandising. An 
important feature is that the store will handle only na- 
tionally advertised goods, so that everything sold will 
carry not only the prestige of the manufacturer, but that 
of the Office Specialty Company as well. Every item is 
to be one with a recognized trade name. 

A departure in retail store methods is a corps of in- 
stallation girls. When a sale is made one or more of them 
will go to the office where filing cabinets are to be in- 
stalled and show the employees the correct way to handle 
the filing system, insuring best results. Free classes in 
filing, conducted at the store, will be open to anyone who 
desires to attend 

The Office Specialty Company has the agency for the 
“Y and E” line of filing cabinets and everything else 
necessary to form a complete line of office stationery and 
furniture. 


Diamond Point Pen Company Reorganized. 


The new Diamond Point Pen Company of New York, 
New York, was reorganized on May 23. Charles Flawn 
was elected president, M. Kolber, secretary, and M. Neu- 
lander, treasurer. J. W. Wilkinson retains the position 
of general manager. Additional capital has been put inte 
the business, which will be carried on with greater energy 
than ever. 

A. L. Ogden, the former president of the company, has 
retired from the fountain pen business. His plans have 
not yet been announced. , 
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Business Show to Be Held in Paris. 

July 15 to 31 inclusive are the dates of an exposition of 
modern office equipment and methods pertaining to com- 
mercial and industrial organization to be held at the 
. Grand-Palais, Champs-Elysées, Paris, France. 


The exposition will embrace the following sections. 
ection 1-——Office Machines and Devices. 
Typewriters, bookkeeping machines, calculating and 
adding machines, tabulating machines, shorthand ma- 
chines, dictating machines, duplicators, addressing ma- 


chines, folding machines, stamping machines, etc. 

Time clocks, in and out boards, coin handling machines, 
dating time stamps, cash registers, coin paying machines, 
coin sorters and counters, etc. 

Section 2—Furniture of the Modern .Office. 

Flat top desks, roll top desks, swivel chairs, office chairs, 
chairs for typists, filing furniture, card files, bookcases of 
all kinds, furniture in wood and metal; safes, etc. Equip- 
ment complete, of offices and stores. 

Section 3—Commercial Organ- 
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Section 12—Patents or Trademarks. 

Patent agencies. Designs and trade marks. 
and trade mark protection. 

This exposition is under the direction of the Syndical 
Chamber of Commercial Organization and the industries 
and professions allied therewith at 10, Rue de Lancry, 
Paris (Xe). 

On July 24 a typewriting contest will be held when it is 
hoped that the best American typists will avail themselves 
of the invitation to meet and compete with the French 
champions. 


Patent 


Guest Bock. 

The following gentlemen recently visited this office and 
inscribed their names in Office Appliances’ Guest Book. 

A. W. (Al) WILLIAMS, sales manager of Eberhard 
Faber, New York, paid us a visit. May 24. 

PROFESSOR J. N. KIMBALL of New York was a 
caller May 17 on his way home from the Los Angeles 
business show where he con- 
ducted the typewriter contest. 





ization. 





Methods and systems for per- 
fecting commercial routine; fil- 
ing methods. General account- 
ing and industrial accounting, 
stenography, typewriting, busi- 
ness education, “modern lang- 
guages, etc. 

Methods and processes in the 
organization of the _ various 
branches of a commercial house; 
purchasing, sales, store, corre- 
spondence, accounting, etc. 

Section 4—Office Supplies. 

Carbon paper, typewriter rib- 
bons, loose leaf books and 
binders, ledger binders, pocket 


memorandum books and ring 
hooks, box files, small card at Grand-Palais 
files, filing cards, guides, ete. ' mit. 


Paper fastening devices, mail 


An Invitation to 


SPEED TYPISTS Tr, 


Cpe eden 

cordially invited to cope 
with the French champions 
in the speed contest at the 
susiness Show to 
July 15th to 31st, inclusive, 


Elysées, Paris. 


COLONEL JACK W. MES- 
SIMORE of The National Safe 
Company, Toledo, Ohio, breezed 
into the office June 1 for a 
pleasant chat. 

R. YATES of the 


furni- 


ture department of Norton 
‘ Brothers, Inc., El Paso, Texas 
typists are was with us June 2. He was 


on a business trip which was 
to take him to the east and to 
wind up with a brief visit to his 
old home in Ohio. 

HALVAR A. BERGGREN, 
be held of Stockholm, Sweden, called 
on Office Appliances the latter 
part of iast month. Mr. Berg- 
gren has spent a number of 
vears in the office equipment 
business, although not now ac- 


Champs- 
The invita- 


s onve PS 2 | y . - tively engaged in the line. He 
ge ogame He tion comes by cable from GS Geen a taste extended 
graphic pens and fountain pens, Syndicate Chamber of Com- visit to this country and spoke 


rules, etc. 

Section 5—General Information 
—Propaganda Instftutions. 
The trade press, institutions 

of propaganda for the develop- 
ment of French commerce in 
foreign countries, technical 
books pertaining to commerce 
and industry. 

Section 6—Advertising, the arts 
applied to commerce and 

industry. 


can be 








interestingly of conditions in 


mercial Organization, 10 Rue his home /and. 
de Lancry, Paris (Xe.), or- 
ganizers of the exposition, 
from whom full information 
obtained. 
contest, July 24th. 


C. C. COBB, of The Conklin 
Pen Manufacturing Company, 
Toledo, Ohio, called Mav 17. 

MARSHALL BREEDEN, of 
Los Angeles, Calif., spent an 
hour in this of ce May 25. Mr. 
Breeden is on the way east- 
ward and stopped off in Chicago 
on business and to renew old 
acquaintance. He is known to 


Date of 














Advertising in all its forms, 
organization of sales campaigns, 
teaching of advertising, advertising councils. 

The art of advertising illustration, photo engraving, 
printing, the artisans of advertising. 

Posters, catalogs, papers. 

Section 7—Office hygiene, light’ng, heating, modern aid to 


comfort. 
Central heating, lighting and heating by gas or elec- 
tricity. 
Section 8— 


Public telephone systems, intercommunicating systems, 
call and signal systems, etc. Electric clock systems, 
chronometers, freight elevators, letter chutes, passenger 
elevators, scales and weighing machines, etc. 

Section 9—Measures of social foresight. 
Insurance in favor of the employer and the employe. 
Measures to protect against accidents. General pre- 

ventative measures. Profit sharing plans, plans to provide 
for large families, etc. 
Section 10—Commercial Transportation—Customs. 

Customs houses. Railroads, ocean and river transporta- 
tion. Transportation by automobile. 

The functioning of transport vehicles; automobiles, de- 
livery wagons; package carrying bicycles, ordinary bi- 
cycles; electric vehicles, etc. 

Section 11—Packing—Advertising by means of the 
package. 
paper containers. Other means of 
Advertising 


Metal containers; 


guaranteeing the condition of merchandise. 
by means of the package. 


many stationers in the country, 
having been at one time in the 
stationery business in Salt Lake City. 

H. S. McCORMACK, Harbor View Beach, South Nor- 
walk, Conn., registered among those present June 3. 
Mr. McCormack accompanied by Mrs. McCormack is on 
the way East from a somewhat extended stay in Califor- 
nia. The McCormacks expect to spend the Summer at 
their Summer home at the address above given. 

WALDEMAR EKVALL, of Stockholm, Sweden, spent 


an hour or so in our office early last month. He has been 


in the United States for some months and his head- 
quarters are at the American-Scandinavian Foundation, 
25 West Forty-fifth street, New York. Mr. Ekvall is 


connected with a leading bank in Sweden. His work 
has to do with the office and systematizing affairs of the 
bank’s clients and he has been traveling in the United 
States with a view to posting himself on all the up-to-date 
office systems and appliances. 

CHARLES H. HUNTER. 
Motor Car Company, Harrisburg, 
Appliances June 9. Mr. Hunter was for many years 
connected with the E'liott-Fisher Company of Harris- 
burg. His many friends in the office equipment industry 
will rejoice to know that he grows vounger instead of 
older and never appeared to better advantage in his life 
than now. 


Hunter 


president of the 
Office 


Penna., visited 


The Dennison Manufacturing Company, Framingham, 
Mass., will erect a four-story addition to its factory. The 
building will be 70x100 feet, of brick and concrete con- 
struction. 
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Kansas Book Dealers Meet. 


The Kansas Book Dealers Association held one of its 
most successful annual meetings at Winfield, Kansas, on 
May 9. The officers tor the preceding year were re- 
elected for another year. They are as follows: Phil M. 


Anderson, Newton, president; A. S. Allen, Wichita, vice- 
president, and F. G. Orr, 
Wichita, secretary and treas- 
urert 


The Kansas Book Dea'ers 
always meet one day ahead 
of the Kansas Pharmaceuti- 


cal Association because many 
of th drug- 
gist S 


dealers are 


Next year’s meet:ng will be 
held at Kansas City, Kansas, 
and will be a two-day affair— 


Monday and Tuesday about 
the middle of May. 
The dealers discussed price 





reductions, future buying, 

associate buying, price cut- 

ting of well known lines by 

department stores, all with a 

great deal of interest. The 

PHIL M. ANDERSON. general feeling was that mer- 
chants should buy very close 

and keep from accumulating any overstocks Future 


orders are to be passed up for the present and the asso- 
ciation went on record protesting against placing of well 


known lines in the hands of price cutters, especially in 
stationery. 
Chas. L. Mitchell of Crane & Company, Topeka, made 


the association a fine talk and urged the book dealers to 
go right ahead, and stick together as cooperation was 
he most important part of business these days. He be- 
that the government recognizes the prosperous 
a greater asset than the fly-by-night who is 
gone tomorrow. He believes that the 
government has aroused business men to analyze their 
own business and know more about it than they ever 
knew in the old haphazard days. Mr. Mitche!l a!so spoke 
to the combined meeting of the Winfield Commercial Club 
and the members at a noon-day lunch 

Isaac Goldsmith of Wichita warned the dealers against 
getting cold feet even if business conditions are not quite 
as profitable as a year ago. He thinks this year should be 
better than last and sees no reason why the holiday trade 
should not be good. As Mr. Goldsmith has been in the 
harness for over thirty years 
his talk was a great inspira- | 
tion. 

W. J. Maiden of A. C. Mc- 
Clurg & Company, Chicago, 
gave a fine talk at the evening 
banquet. He urged closer 
cooperation between the book 
dealers for solving the many 
problems now _ confronting 
the trade. Mr. Maiden is a 
believer in the convention for 
getting dealers together and 
offered many practical point- 
rs to make conventions more 
popular. 

T. Geo. Wald of the South- 
west News Company, Kansas 
ity. Mo., gave the association 
a talk on profitable handling 
of new and popular copy- 
rights. He believes that every 
publisher’s list should be A. Ss 
losely scanned and the plugs 
steered clear of. By doing this and buying closely there 
is a possibility of the dealers making a profit on the selling 
of books. He advises buying of the jobber in preference 
to direct as the jobber has an expert book buyer while the 
merchant has to buy a thousand different lines and has no 
time to go into the merits of books like the regular book 
buver. 

Eighteen wholesale firms had representatives who ad- 
dressed the meeting during the afternoon. The meeting 
was adjourned at 6:30 for a banquet at the Winfield Com- 
mercial! Club which was very tastily served and done full 
justice to by the hungry book sellers. 

The Kansas Book Dealers Association 
bock sellers from 210 of the best towns in 


ierchant as 


t 
lieves 
n 
here today and 





ALLEN 


consists of 225 


Kansas. The 
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organization is just five years old, but has accomplished 
much in this time. They have fought freak legislation 
through three legislatures and been successful in every 
case. They have an associate buying bureau at- Newton 
and last year used over $100,000 worth of copyrighted 
tablets. They carry a large stock of pencils, inks, erasers 
and hundreds of stationery items at Newton, which are 
sold to the members at a very close margin. The pur- 
chasing committee cons:sts of Edward Dorsey, Ottawa; 
Mason McCarty, Emporia, and W. S. Wilson, Burlington. 


Illinois Stationers’ and Booksellers’ Meet. 


Stationers’ and Booksellers’ Association 
convention at Rock Island, Ill., May 
: he Iowa Stationers and Booksellers joined in the 
meeting. A well-balanced program was presented. The 
ineetings were addressed by Fletcher B. Gibbs, general 
manager, and W. H. Greenleaf, field secretary, of the 
National Association of Stationers and Manufacturers. 
The officers chosen to govern the Illinois Stationers’ and 
Booksellers’ the coming year are: C. W. Follett (J. 


The Illinois 
held its sixth annual 
5. : 


W. Wilcox & Follett, Chicago), president; George C. 
Erockman (Brockman & Son, Mt. Sterling, IIl.), vice 


president; Fred Greenwood (Woodworth’s Book Store, 
Chicago), secretary and treasurer. E. B. Wilder (Wilder 
& Wilder, Decatur, lll.), was added to the executive com- 
mittee 

The formal program included “Training of Our Sales 
Force,” by Morris Sanford (president Morris Sanford 
Company, Cedar Rapids, Iowa); “The Dealer’s Oppor- 
tunity in Loose Leaf Business,” by Charles R. Fargo (vice 
president Wilson-Jones Loose-Leaf Company, Chicago, 
Ill.); “Co-operation Between Publisher and Bookseller,” 
by Frank K. Reilly (president The Riley & Lee Company, 
Chicago); “The American Booksellers’ Association,” by 
Eugene L. Herr; “Buy a Book a Week,” by Will H. John- 
son (W. B. Read & Company, Bloomington, I'l); “Greet- 
ing Cards,” by J. P. McEvoy (editor P. F. Volland Com- 
pany, Chicago), representing the Greeting Card Asso- 
ciation. 

Informal discussions covered the range of stationers’ 
activities including: “With Reductions in Prices Coming 
Rapidly, How Can We Co-operate to Increase the De- 
mand for Stationery and Books During This Period?” 
led by H. H. Chumley (Wilder & Wilder, Decatur, IIl.); 
“Co-operative Buying,” led by Frank R. Simmons (Spring- 
field, Ill.); “Stock Taking, or How Should Goods Be In- 


ventoried?” led by D. R. Holden (Hansen-Holden Com- 
pany, Cedar Rapids, lowa). 
Nashville Stationers’ Form Club. 
The Nashville Stationers’ Club has been organized at 


Nashville, 


ciation of 


Tenn., by local members of the National Asso- 
Stationers and Manufacturers. Meetings are 
held each Tuesday, and special effort will be made to 
have them of an educational character. The officers: J. 
Victor Barr (Brandon Printing Company), president; John 
Ambrose (Davies Printing House), secretary and treasurer. 
The roster comprises the Brandon Printing Company, 
Davies Printing Company, Foster & Parkes Company, 
Marshall & Bruce Company, McQuiddy Printing Com- 
pany, Remy-Nance-Connell Company and Williams Print- 
ing Company. 


Annual Dinner of Richmond Stationers. 


The Richmond Stationers’ Association held its annual 
dinner May 25 at the Richmond Hotel. Forty-seven gath- 
ered at the table, entertained by a native Hawaiian or- 
chestra 

Ralph S. Bauer, president of the National Association 
of Stationers and Manufacturers was the principal speak- 
er. L. S. McGargee, of the Dennison Manufacturing Com- 
pany, was a guest, and narrated the history of his concern. 
Captain Jack English, the oldest and blythest stationer of 
Richmond, reminisced on the business of sixty years ago. 
The dinner was in charge of Samuel Iseman, president of 
the Richmond Stationers’ Association; the dinner arrange- 
ments were in charge of A. A. Schwartz. 


Philadelphia Stationers’ June Meeting. 

A meeting devoted to salesmanship will be held June 16 
at the Bellevue-Stratford hotel by the Stationers’ Associa- 
tion of Philadelphia. The speaker will be J. W. Campbell 
district sales manager for the Wilson-Jones Loose Leaf 
Company 
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Cincinnati Furniture Exchange Directors Meet. 





NOTE—Furniture men will, perhaps, be interested in a 
bit of information concerning the owner of Ahlbrand’s 
where the Cincinnati Furniture Exchange held its meet- 
ings for so many years. The property was purchased by 
Mrs. Fred Alms, who died about two weeks after the com- 
pletion of the transaction. She was seventy-three years 
old, and two days before her death, she executed a will 
by the terms of which all her property amounting to more 
than two million dollars was bequeathed to various char- 
ities and public institutions. Mrs. Alms appointed as ex- 
ecutors under the will the president of the Alms & Doepke 
Company, who always votes her stock, and Probate Judge 
Lueders. Her relatives are now suing to break the will. 
The house where Fred Alms died was kept by her for 
twenty years just as he left it, Mrs. Alms herself since 
her widowhood having lived across the street in the Hotel 
Alms, which she owned. The city held up the boulevard 
improvement because of the Fred Alms home as long as 
his widow lived. It will now be torn down. 


Being now homeless, the board of directors of Cin- 
cinnati Furniture Exchange held a May meeting at Haef- 
ners’ Hall, at Liberty and Elm streets, which was well 
attended, the principal object being to make final ar- 
rangements for the annual outing at Bass Island. Rou- 
tine business was transacted. 

A letter was received from Robert Mitchell, acknow!l- 
edgine the receipt of a floral piece at the funeral of Al- 
bert Mitchell, of the Robert Mitchell. Furniture Com- 
pany, and expressing the appreciation of the Mitchell 
family. The Robert Mitchell Furniture Company is one 
of the largest and oldest furniture concerns in Cincin- 
nati, both in manufacturing and retailing. 

On motion of Frank B. Wersel, Jr., seconded by E. J. 
Kuhlmann, the secretary was instructed to mail an in- 
dividual letter to all dealers in Furniture in Greater 
Cincinnati inviting them to the outing. A motion was 
made and seconded that the Outing Committee be em- 
powered to sell the Liberty Bond, now in pessession of 
Fred Stille, treasurer. Carried. On motion of Louis 
W. Froelich, seconded by Clifford H. Dornette, Robert 
F. Becker was appointed by President Albert Schirmer 
as custodian, to have charge of the framed photographs 
of the Furniture Exchange which graced the walls of 
the former headquarters, as well as other property, and 
to execute a bond in the sum of one hundred dollars for 
their return in good condition on demand. Further busi- 
ness of the annual outing to be held at Bass Island on 
June 25th was discussed, and the meeting of the directors 
was then adjourned to meet at the call of the president. 








New Yorkers Listen to Travelers. 


The Stationers’ Association of New York met May 16, 
with E. E. Huber, of Eberhard Faber, in the chair. Henry 
Frank, the president, was unable to attend, as he was 
convalescing from an attack of pneumonia. The first 
speaker was William G. Whittemore, of the American 

ews Company, recently returned from a comprehensive 
tour of the United States. He found business varying, 
but in general, rather good. His conception is that stable 
business conditions here depend on the restoration of 
Europe on a sound foundation. Mr. Whittemore feels 
that some dealers have not readjusted prices in accord 
with the reductions offered by manufacturers and jobbers. 


A. L. Salomon spoke of his impressions during a trip 
through Europe. He agreed with Mr. Whittemore on the 
influence of Europe on conditions in the United States. 
France is making good strides in her recovery from war 
conditions, and hee merchants are alert to the value of 
American products. He found Germany sobered, and 
not given to the military swagger and bluster of pre-war 
days. When in England, Mr. Salomon encountered the 
miners’ strike, which was seriously hindering industry. 


Conditions in Mexico and Porto Rico were outlined by 
A. B. Shogren, of the United States Envelope Company. 
While Mexico has greater stability than at any time in 
recent years, there is still opportunity for improvement 
in the social and economic condition of the people. In 
Porto Rico Mr. Shogren found agitation for independence, 
but even the most ardent do not advocate complete break- 
ing off of relations with the United States. 
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Employees Clubs Hold Convention. 

On May 25th a conference was held in New York City 
to bring about the creation of an organization of an as- 
sociation of the employees’ clubs of America. About 75 
persons were in attendance at the sessions which were 
three in number. At the morning session, J. Marshall, 
staff secretary of the Alexander Hamilton Institute pre- 
sided. R. L. Harlow, executive secretary of F. C. A. of 
William Filene’s Sons Company, Boston and Roger Stef- 
fan, educational director of National City Bank of New 
York outlined the club activities of their respective com- 
panies. Open discussion followed. C. Lester Horn pre- 
sented an outline of the plan and purposes of the pro- 
posed association, answering questions put by various per- 
sons in attendance. During the luncheon session informal 
and unofficial talks were made by Dr. Lee Galloway, sec- 
retary of the National Association of Corporation Train- 
ing, E. A. Shay, executive secretary of Industrial Rela- 
tions Association of America, Dr. E. H. T. Foster of the 
industrial department of the Y. M. C. A. International 
Committee. 

At the afternoon session L. W. De Motte, director of 
personnel American Express Company presided as chair- 
man. This session was given over to open discussion of 
the proposed association resulting in the adoption of the 
following resolution, looking towards immediate organi- 
zation, and the election of an organization committee of 
nine persons, whose names are given below: 

The resolution follows: 

WHEREAS: It is the sense of this conference that 
many and various benefits may accrue to clubs, societies 
or associations of employees, to institutions having such 
organizations and to the general public, from an asso- 
ciation such as proposed, and 

WHEREAS, A sufficient, active and enthusiastic mem- 
bership is essential to the success of such an Association, 
and such membership cannot be requested of or pledged 
by any eligible member until definite plans for such or- 
ganization shall have been established. 

THEREFORE, Be it Resolved, that this conference ap- 
prove and direct the organization of the Association as 
proposed, and that the method of procedure shall be as 
follows: 

First: An organization committee of nine shall be 
elected by this conference to complete the details of or- 
ganization as contemplated in the general outline pre- 
sented to this conference, and build up the membership as 
contemplated therein. 

Secondly: All such actions shall be considered pre- 
liminary, and the whole to become effective and binding 
only when and provided applications for membership 
shall have been received from not less than fifty eligible 
clubs within thirty days from the date of this conference, 
and from not less than one hundred within sixty days; if 
such applications are so received, then the said organiza- 
tion committee shall notify such clubs of their election, 
but if such applications are not so received, then the said 
organization committee shall so notify such clubs and de- 
clare the proposal to organize the association inoperative 
and discontinued. 

Thirdly: That in the case of all applications received 
within the said period of fifty days, the affiliation fee shall 
be waived, and dues only shall be paid upon receipt of 
membership certificate and to be figured from the date the 
plan becomes effective. 

Fourthly: That the organization committee shall ar- 
range for the election of officers upon permanent organi- 
zation. 

BE IT FURTHER RESOLVED that it is understood 
that participation in the deliberations of this conference 
shall not be considered as binding upon any individual 
person in attendance or upon the organization which such 
person represents. 

Following are the names of the ones elected as an or- 
ganization committee:—C. Lester Horn, chairman; Roger 
Steffan, National City Bank, New York, New York, chair- 
man committee on arrangements; L. W. De Motte, Amer- 
ican Express Company, chairman committee on enter- 
tainment; D. A. Henderson, Knox Hat Company, chair- 
man committee on attendance;- J. Marshall, Alexander 
Hamilton Institute, chairman committee on publicity; 
George E. Morgan, Otis Elevator Company, chairman 
committee on ways and means; MacLean Libbey, Stanley 
Insulating Company, chairman committee on legal prepar- 
ation, constitution, by-laws, resolutions, etc; Roy L. Har- 
low, Wm. Filene’s Sons Company; Dr. L. Raymond Bur- 
nett, superintendent of recreation, Paterson, New Jersey. 
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Loose Leaf Man in Motor Specialties Field. 


Harry S. Jones, who with his father, Harvey P. Jones 
and his brother, W. Gifford Jones, organized the Jones 
Perpetual Loose Leaf Company about twenty-one years 
ago, has become the president of the Jones-Flaherty Sales 
Corporation, exclusive distributors in the Chicago territory 
for Westinghouse batteries and other motor devices. The 
Jones Perpetual Loose Leaf Company was founded in 
1899. About two years later the founders sold out and or- 
ganized the Jones Improved Loose Leaf Specialties Com- 
pany. They conducted this business for about ten years 
finally selling out in 1913 to the Chicago Shipping & Re- 
ceipt Book Company, which then became the Wilson- 
Jones Loose Leaf Company. Harvey S. Jones is the only 
surviving member of the original company, both his father 
and brother having died some time ago. 

The Jones-Flaherty Company was organized in April. 
Its vice-president is Frank J. Flaherty, who has been a 
moving picture sales manager with the Universal and the 
Unity Photo Play Company. The secretary of the com- 
pany is Thomas V. Cook, an experienced battery man who 
has been in the battery service business for some six or 
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more intensive campaign for domestic business. Several 
promotions are included in the policy of expansion. 

J. C. Deardorff has been advanced from a sales position 
in the Chicago branch to district manager for Colorado, 
with headquarters at 1719 Champa street, Denver. 


D. E. Machen has been given charge of an Arizona 
zone, making headquarters at San Diego, Calif. 


W. F. Herring, lately on the Chicago city sales staff, 
has been promoted to district manager of an important 
territory contiguous to Chicago. 

New territorial assignments have been made in Illinois 
and Indiana, in charge of R. O. Gaar, who operates from 
the Pontiac building in St. Louis. George B. Gunnison 
is district manager for lowa sales, with offices at 511 
Mulberry street, Des Moines. T. J. Maher has been made 
district manager for New England. New distribution has 
been arranged with G. W. Randolph, Baum building, 
Danville, Ill.; George F. Allen, 21 Elm street, Danbur 
Conn.; New England Typewriter Supply Company, 33 
Washington street, New London, Conn.; Superior Type- 
writer Exchange, 218 Pearl street, Hartford, Conn.; Haines 
& Essick, 217 North Water street, Decatur, Ill; Joliet 
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seven years. Mr. Cook acts as city salesman. R. F. Brana 
is the general outside man. The company is the agency 
for Westinghouse batteries and Westinghouse miniature 
lamps. Other automobile accessories will be taken on from 
time to time. 

It may seem as if it were a long jump from the loose 
leaf to the automobile business, but Mr. Jones has always 
been connected with machinery and believes that the new 
field offers fine opportunities for profit. 

Office Appliances extends the best of good wishes and 
trusts that the new company will realize its expectations 
to the full. 


William B. Hall Establishes New Business. 


William B. Hall, formerly president and general mana- 
ger of the Macey-Hall Company, Cincinnati, Ohio, has re- 
entered the office and bank furniture business. He has 
organized William B. Hall & Company, 312 Dixie Ter- 
minal Building, Cincinnati, Ohio. A warehouse is conduct- 
ed at 203 Vine street. The company carries a full line of 
Security steel safes, filing cabinets, factory and garage 
shelving, desks, tables, chairs etc. The business will spe- 
cialize in filing systems on a larger scale than heretofore. 


Frank D. Waterman in Europe. 


Frank D. Waterman, of the L. E. 
accompanied by Mrs. Waterman, 
month. 


Waterman Company, 
sailed for London last 


Woodstock Advances Men to Important Posts. 


The Woodstock Typewriter Company has added to its 
staff district managers and salesmen in connection with a 
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Office Supply Company, 118 North Chicago street, Joliet, 
Ill.; Acme Office Equipment Company, Bridgeport, Conn.; 
Hall-Scott Typewriter Service Company, 118 B Street, 
San Diego, Calif.; William H. Baird, Tulsa, Okla. 


Graff Visits Pacific Coast. 


George B. Graff, president of the George B. Graff Com- 
pany, Boston, accompanied by Mrs. Graff, is making a 
two months’ visit to the Pacific Coast and the Northwest, 
starting about June Ist and visiting Denver, Colorado 
Springs, Salt Lake City, Los Angeles, San Francisco, 
Portland, Seattle, Tacoma, Spokane, Victoria, and Van- 
couver, with a side trip to Alaska. Mr. Graft intends to 
visit the trade in these cities in order to get a little closer 
in touch with the stationery trade, finding out present 
business conditions, their wants as to stock and particularly 
as to how the George B. Graff Company can be of greater 
service to the trade. Mr. Graff reports a most excellent 
business in their many time saving devices, particularly 
in the Graffco pencil sharpener. Mr. Graff is sure to re- 
ceive a real welcome along the line and the trade will be 
glad to know that he is once more to visit the Pacific 
Coast and the Northwest. 

Walter Olson on Automobile Tour. 

Walter Olson, secretary and treasurer of the Englewood 
Desk Company, Chicago, IIL, started June 1 on a three- 
months’ automobile tour to the Pacific Coast. The 
itinerary includes Glacier National Park and the Yellow- 
stone National Park. There are four in the party, which 
is equipped with a camping outfit. The tour will take 
in the principal cities on the route, and dealers may 
expect a call from Mr. Olson as he passes through the 
country 
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National Chamber Resolutions. 


A Digest of Resolutions Adopted at Atlantic 

City in May by the Chamter of Commerce of 

the United States. This Supplements a Brief 
Report in the May Issue. 


Twenty-two resolutions were adopted at the Atlantic 
City convention of the Chamber of Commerce of the 
United States in May. They affirmed the attitude of 
American business in domestic and foreign affairs. 

I—Principles of American’ Enterprise: Individual 
initiative, strengthened by education, safeguarded by pub- 
licity, stimulated by active and free competition, is the 
guarantee of sound National progress. A whole- 
some standard of living is essential to general contentment. 
ahs The foundation of all enterprise is primarily that 
of service to the community, and this service is most 
effective under private initiative. The value of 
and the reward tor such service cannot safely be appor- 
tioned by the arbitrary decisions of Government agencies. 

—World Readjustment: The Chamber endorses the 
policy of President Harding, expressed in an address to 
Congress, reviewing the part of the United States in the 
world war, and our obligations in restoring the tranquillity 
of Europe. 

3—International Debts: This problem should be solved 
by our Government with least possible delay, with a view 
to restoring exchange and advancing our export trade. 

4—Railroad Transportation: Safe and adequate rail 
transportation, rates based on fair wages to employes with 


just compensation to owners . . . the Chamber re- 
iterated its opposition to Government ownership. or 
operation. Government regulation should not 


hamper opefation or cripple initiative. 

5—Waterways: Congress should provide for the im- 
provement and maintenance of commercially meritorious 
waterway projects, and should follow a policy of continuous 
development and maintenance. 


Primary Communcation. 

Development must adequately serve 
economic purposes local bonding should provide 
for permanent roadways Federal assistance only 
for state highways that are parts of interstate systems 

; given only to those states which adequately main- 
tain highways granted Federal aid. 

7—National Budget: A budget system for National 
expenditures is imperatively needed legislation 
should place upon the President the responsibility for 
initiating the program of expenditures and revenues placed 
before Congress 

8—Government Reorganization: The Chamber urged 
co-ordination and general efficiency in Government opera- 
tion adequate pay for officials elimina- 
tion of dup! licated effort “More business in Gov- 
ernment.’ 

9—Commercial Arbitration: The Chamber reaffirmed 
its advocacy of settling commercial disputes by arbitration 
of questions arising in the interpretation and fulfillment 
of contracts. 

10—Government Service to Business: The facilities of 
the Department of Commerce should be increased to gather 
and distribute vital commercial information . . . de- 
veloping commerc’al standards and specifications 
establishing more accurate and reliable bases of avai! lable 


6— Highways: 


facts bearing upon the entire business situation, both 
domestic and foreign. 

11—Communications Abroad: Our new position in in- 
ternational trade necessitates satisfactory facilities for 


prompt and reliable communication with foreign countries. 
Better Care for Disabled Veterans. 


12—Disabled Veterans: The Nation’s 
disabled veterans of the world war have not been met 
adequately. Centralization of bureaus and boards, and 
consistent program of hospital construction should be 
provided. 

13—Soldiers. Sailors, Marines: The Chamber approves 
such constructive measures as may enable ex-service men 
to cultivate the soil, build homes or obtain vocational 
education. . . . a general cash bonus is not favored, 
as it means a very heavy increase in the burden on the 
entire community. 

14—Anniversary of 
anniversary of the signing of the 
pendence comes in 1926. The Chamber urges 


obligations to 


American Independence: The 150th 
Declaration of Inde- 
a suitable 
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celebration in Philadelphia, participated in by the Nation 
and its several states. 
15—Brazilian Centennial: Participation of the United 


States Government in the hundredth anniversary of the 
independence of Brazil in 1922 was urged. 

16—Tariff Policies: The Chamber’s committee on tariff 
policy was requested to investigate the question as dis- 
cussed in group sessions, and report. 

17—Court of Tax Appeals: A court appointed by the 
a and independent of the Treasury Department, 
to adjudicate cases in dispute between taxpayer and the 
Bureau of Internal Revenue was urged by the Chamber. 

18—Taxation of Capital Assets: The Chamber asks 
a distinction in matters of Federal income tax, between 
the gains realized in the sale of capital assets and income 
received from business and other current activities. The 
present law tends to prevent the consumation of many 
transactions essential to the normal growth of the coun- 
try’s business. 

19—Taxation: Referendum No. 34 on the report of the 
special committee on taxation was inconclusive in the 
minds of some Chamber members. The Board of Directors 
was requested to resubmit the question to organization 
members to clarify the recommendations. 

20 and 21—Appreciation and Thanks to 
the Press. 

22—Resolutions: 


Speakers and 


Daylight saving, referred to committee 


for study: then to referendum. Anti-trust laws, referred 
to committee on trust legislation. Aid for merchant 
marine and naval reserve, docking facilities and cargo 
damage, referred to committee on ocean transportation. 
American chambers abroad, foreign service and foreign 
trade, referred to foreign commerce department. Aero 
nautical code, referred to transportation department 
Taxation of American citizens abroad; the Chamber is 
already committed to this policy through referendum 


Officers Elected. 


Joseph H. De Frees, Chicago, was re-elected president 
Vice-presidents: A. C. Bedford (chairman Standard Oil 
Company of New Jersey), New York, N. Y.; William 
Butterworth (president Deere & Company), Moline, IIL; 


Frederick J. waster (president California Barrel Company), 


San Francisco, Calif.; Philip S. Tuley, New York, N. Y. 
Honorary vice-presidents: Charles Nz agel, St. Louis, 
Mo.; A. B. Farquhar, York, Penna.; L. S. Gillette, Min- 


Minn. 


neapolis, 


Senior counsel: Harry A. Wheeler, Chicago, IIl.; John 
H. Fahey, Boston, Mass.; Homer L. Ferguson, Newport 
News, V Willis H. Booth, New York, N. Y. 

John Joy Edson, treasurer, Washington, D. C.; A. C. 
Bedford. chairman of the executive committee, New York, 
N. Y. The organization was completed with the election 
of directors, and appointment of committees on civic 
development, fabricated production, foreign commerce, 
finance, natural resources production. domestic distribu- 
tion, transportation and communication, insurancs 

Country-Wide Platen Service. 
Platen service stations have been established in sixteen 


cities by the American Writing Machine Company, 
449-55 Central avenue, Newark, N. J. These stations are 
operated in connection with the company’s bran 
Platens are on hand for all makes of machines at each 
station. The dealer merely sends in his cores, and gains 
immediate service. A saving in transportation charges is 
also effected. The platens are covered with high grade 
rubber, accurately ground and carefully inspected. The 
platen service stations of the American Writing Machine 
Company are located in the folowing cities: Atlanta, 
Ga., 135 Peachtree Arcade; Boston, Mass., 119 Franklin 


ch offices. 


street: Chicago, Ill, 329 South Dearborn street; Cincin 
nati, Ohio, 148 East Fourth street; Cleveland, Ohio, 34 
Euclid Arcade; Detroit, Mich., 1253 Griswold street Kan- 
sas City, Mo., 905 Grand avenue; Los Angeles, Calif., 
716 South Spring street; Milwaukee, Wis., 370 Ea ist Water 
street; New York City, 345 Broadway; New York City, 
10 Barclay street; Philadelphia, Penna., 802 Chestnut 
street; Pittsburgh, Penna., 630 Penn avenue; St. Louis, 


Calif., 909 Third street 


street. 


Mo., 807 


San Francisco, 


Pine street; San Diego, 
Calif., 506 Market 





Dennison on Profit Sharing. 


An address on profit sharing was made to groups from 
Yartmouth college and Tuck school by Henry 
R. Dennison, president of the Manufacturing 
Company. 


business 
Dennison 
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Ed. Lines Moves to Canton, O. 


Former Steel Furniture Man Joins Forces with a Leading 
Buckeye State Metal Concern. 


Edwin D. Lines, for the past three and a half years sales 
manager of the Dahistrom Metallic Door Company has 
resigned that position, his resignation having taken ef- 
fect June Ist, when he became general sales manager for 
the Central Metal Products Corporation, Canton, Ohio. 
In his new position Mr. Lines will not only have charge 
of selling the entire production from the company’s two 
plants, but will in addition become a member of its Board 
of Directors and also of its Executive Committee. While 
Mr. Lines has left Jamestown to take up his new duties, 
his family will remain in that city a few months or until his 
home there can be disposed of and a home for future resi- 
dence secured in the city of Canton. 

Mr. Lines has been a resident of Jamestown for twenty- 
five years. He began his active business career in that city, 
having charge of the business of the Lines Shoe Company, 
later assuming the management of several additional stores 
in nearby cities. In June, 1906, he was one of the three 
originators of what was then the Ohnstrand Metal Furni- 
ture Company, of which he was one of the incorporators. 
Acting as secretary and treasurer of the company, he filled 
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The news that Mr. Lines and his family are to remove 
from Jamestown permanently will bring deep regret to 
a very wide circle of friends in that city. Mrs. Lines has 
for several years served as a member of the Board of Edu- 
cation and in addition has been active in the work of the 
Mothers’ Clubs. Her necessary resignation will leave a 
vacancy to be filled by the Board of Education whenever 
it is formally presented. Under the Education Law, the 
board will appoint a successor to serve the unexpired 


time. Mrs. Lines was elected in 1919 for a term ending 
in 1924. 
Although the Central Metal Products Corporation is 


not in the office equipment field, it is said that in the near 
future it will approach this field by the manufacture of 
plain steel shelving and locker equipment. 


Argus Manufacturing Company in New Quarters. 


The Argus Manufacturing Company, heretofore located 
at 402-406 North Paulina street, Chicago, Ill, has moved 
to a large high-class factory and office building at Haddon 
and Kilbourn avenues. The building fronts on two streets 
and is located in one of the fastest growing industrial 
sections of Chicago. In the new location the company has 
four times the space it recently occupied. It is said to 
be the largest plant exclusively devoted to the products 
manufactured by this concern. These include the Argus 














NEW FACTORY 


same position when the Ohnstrand Company later be- 
ime the Jamestown Metal Furniture Company. When in 
1910 the latter concern became consolidated with the Art 
\Metal Construction Company, Mr. Lines joined the sales 
orce of the latter organization, which position he held for 


arly eight years, leaving the Art Metal Construction 
Company early in 1918 to become sales manager for the 
Dahlstrom Metallic Door Company. He was signally 
successful and under his administration of the sales de- 


rtment the 
esstul years 


company has experienced its three most suc- 
therefore carries to his new position 
experien this branch of the metal industry which 
akes him one of the best known men connected with the 
terior metal equipment business in America. Those who 
know his tireless energy and the ability he has shown in 
his chosen work will be assured that in the broader oppor- 
tunity awaiting him in Canton he looks forward to a still 
re successful career. 


He 


[he Centralt Metal Products Corporation of which he 
v becomes a member manufactures metal doors and in- 
terior metal trim. It operates two large plants, one at 
Canton, Ohio, and one at College Point, Long Island. Its 


erating force has recently been largely reorganized and 
strengthened by the addition of men of wide experience 
the industry and it is in line with this policy that Mr. 


d to become the head of its selling depart- 


Lines was invite 


nt 
nt. 





OF THE ARGUS MANUFACTURING COMPANY, HADDON AND KILBOURN AVES., CHICAGO, ILL. 


pen and pencil clips of various types, the ingenious Argus 
paper fasteners and the convenient envelope and postage 
stamp moisteners, as well as the new “Never-Lose” type- 
writer erasers. 

The Argus Manufacturing Company has anticipated a 
generous increase in business and has made due arrange- 
ments to provide for supplying a greatly widened market. 
The management is working out a national advertising 
campaign which will help to keep the plant operating at*® 
full capacity 


Warren Filing and Indexing Service Association. 

The Warren Filing and Indexing Service Association 
meets at 170 West Monroe street, Chicago. It is headed 
by Miss Irene Warren, director of the Chicago School of 
Filing and Indexing. Meetings are held monthly during 
the year with an intermission in July and August. The 
meetings are open to all interested in the betterment of 
hling and are held at a convenient time. The open meet- 
ings are inaugurated at 6:15 p.m. The program is care- 
fully arranged to give good conception of filing methods 
in various industries and institutions. Addresses are made 
by local filing executives and also by visitors from out 
of the city who may be in Chicago from time to time. 
Field trips are a feature of the activities of the Warren 
Filing and Indexine Service Association, taking the par- 
ticipants through leading institutions and business houses. 
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Dunleavy Heads New Filing Supply Company. 


A New Concern Organized to Produce Card Index and 
Filing Supplies. 


In the last two decades J. Frank Dunleavy has become 
known as an expert in the manufacture of card indexing, 
vertical filing and loose leaf supplies. His work as or- 

















J. FRANK DUNLEAVY. 


ganizer and manufacturer, and his constructive mechanical 
genius have been among the factors which, while pro- 
ducing supplies to meet changing requirements, at the 
same time have aided in the development of the industry 
and have broadened its field of usefulness. 

In the life of the well appointed offices of the present 
day, it is hard to realize that the origin of present method 
of filing papers vertically is within the memory of people 
of this generation. In a few years, so clearly has the 
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LESTER BE. THATCHER. 


business world adopted card indexing and vertical filing 
as the most efficient methods for the filing records and 
papers that one wonders how business was done without 
them. 





June, 


I9g2TI. 


Mr. Dunleavy is the guiding force behind the United 
Equipment Company of Boston recently organized to 
manufacture modern systems supplies. Surrounding Mr. 
Dunleavy, who is president of the new organization, is an 
efficient corps of able and highly trained executives, well 
versed in the details of manufacture, distribution and in- 
stallation of card index and vertical filing systems and 
supplies. 

Mr. Lester E. Thacher, sales manager of the new com- 
pany, is a wide-awake young American whose experience 
and knowledge of the merchandising end of the business 
will be of great value not only to his company but to 
dealers as well. 

The factory is located at Boston, Massachusetts, close 
to the great sources of raw material. This makes for a 
substantial saving the cost of freight hauls. Mr. Dunleavy 
has installed a complete modern equipment and has auto- 
matic machinery under construction. It is said that this 
machinery marks the highest point in years of mechanical 
achievement, giving to the new factory the latest and 
finest special machinery ever devised for manufacturing 
the lines above mentioned. The factory building is a new 
cement daylight structure located across the street from 
the freight sheds of the principal railroad terminals in 
New England. 

The United Business Equipment Company aside from 
the experience of its executive staff commences business 
at an auspicious time, escaping the perplexities and post- 
war losses, which it might have had to meet had it started 
before or during the war. The company is located at 113- 
121 Albany Street, Boston (11), Massachusetts, to which 
address mail should be directed 


Larson Starts Typewriter Rebuilding Plant. 
Alfred Larson, for about eighteen years associated with 
W. W. Ramer, former president of the Wholesale Type- 
writer Company, in his several enterprises, has established 








a business of his own at 123 Chambers street, New York. 
FRED LARSEN. 
Mr. Larson is rebuilding typewriters for the trade, which 


he also supplies with machines in the rough and ready to 
use. The equipment of the new factory affords ample 
facilities for the business. The policies that Mr. Larson 
is sure to establish assure his success. “Fred” Larson is 
all right. 


L. A. Faber Now Interested in Carrib Manufactur- 
ing Company. 

L. A. Faber, for many years associated with the Mani- 
fold Supplies Company of Brooklyn, New York, has just 
returned from his honeymoon,—the wedding having taken 
place at Brookline, Mass., on April 30, and has brought 
his bride, who was formerly Miss Ethel May Bonney, to 
Rochester, New York, where Mr. Faber is now located 
with the Carrib Manufacturing Corporation, manufacturers 
of carbon papers and typewriter ribbons. 

Mr. Faber has secured an interest in the 
is in charge of the sales end, but because of his varied 
experience and all-around knowledge he will also be of 
valuable service on the manufacturing end. One of the 
first changes made in the selling policy was to sell “through 
dealers only.” 


Pilcher in Charge for Parker in New York. 
W. F. Pilcher has been appointed Eastern sales man- 
ager of the Parker Pen Company, Janesville, Wis. He 
has charge of the “lucky curve” fountain pen retail store 
and Eastern wholesale office, Singer building, New York, 


business and 
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Reliability in Advertising 


Investigation of certain advertising that is being done at the present 
time reveals a lack of utter truth in the statements made, and it would 
be illuminating if it were permissible to mention specific cases. Reliance on state- 
ments made in an advertisement should prove to be its chief object if the public is 
to be persuaded through this medium of publicity to purchase an article, the quality 
of which should prove to be exactly as it is stated. We feel that we have always 
been very punctilious in this matter with the idea that we would be able to back 
up our statements by actual test of the goods. 


When we say that we conscientiously believe that we are making to- 
day the finest line of typewriter ribbons and carbon papers on the mar- 
ket it is because we have thoroughly convinced ourselves of that fact, and, further- 
more, that, considering the quality of our goods, that our prices are at least as rea- 
sonable as any goods of that character could be sold for. This is very noteworthy, 
considering the keen competition, or, rather, more properly speaking, the cut-price 
methods pursued by certain manufacturers who are quoting apparently very low 
prices, but on very inferior lines of goods, and today in the rush to buy at a less 
price on a downward market often there is not sufficient discrimination observed be- 
tween the much better class of goods that are being sold at reasonable prices and 
these cheaper lines which are distinctly cheap. 

As an example, several advertisements of a very popular household 
article all read the same way, “Fifty dollar value selling around twenty 
dollars.” Investigation showed that even $20.00 would be a very excellent price for 
that grade of goods. We are out seeking new business and believe that we are in 
the best position to command the attention of the users based on the reasonable 
prices that we are asking for the highest quality line on the market today. 


We invite the most critical investigation of our goods. 


We ask for comparisons in prices based on quality and service only. 


M. & V. Lines 
give the service 
that satisfies 


The trade-mark 
that makes ‘‘come 
back’ customers 


We suit every purpose We fill every requirement 





MITTAG#& VOLGER, Inc. 


PRINCIPAL OFFICE AND FACTORY 
PARK RIDGE, N. J., U.S.A. 


BRANCHES 
NEW YORK CHICAGO SAN FRANCISCO 
261 Broadway 205 W. Monroe Street 35 Montgomery Street 
CLEVELAND BOSTON ST. LOUIS 
326 Erie Building 160 Congress Street Merchants Laclede Building 
LONDON 


7 and 8 Dyers Building, Holborn, E. C. 
AGENCIES ALL OVER THE WORLD 
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ARRANGEMENTS OF FURNITURE AND STATIONERY DEPARTMENTS IN NEW BRANCH 








STORE OF THE MILLS COM- 


PANY, CASPER, WYO 


New Store at Casper, Wyoming. 

The Mills Company, printers, stationers and book- 
binders, with stores in Denver, Colorado, and Sheridan, 
Wyoming, on Tuesday, March 29th. opened another store 
at Casper, Wyoming, the center of the oil business of that 
state. The company has leased a corner of the main floor 
of the Chamberlain Furniture Company at Second and 
David streets for the use of their stationery and office sup- 
plies department, while on the third floor they are dis- 
playing a comprehensive line of office equipment and fix- 
tures including safes, desks, office tables, chairs, stands, 
etc., etc., not forgetting to mention filing cabinets. 

The Mills Company is well known throughout Wyoming. 
The business was started years ago in Sheridan as a small 
printing establishment and has grown steadily to its pres- 
ent dimensions. The original printing plant has been en- 
larged to include one of the most up-to-date book-binding 
establishments in the state. 

The printing department of this company supplies many 
of the legal blanks used in Wyoming and last year print- 
ed the revised statutes of the state The company in ad- 
dition to handling office supplies and office, bank, county, 
church and school furniture, is agent for one of the fore- 
most steel furniture manufacturers and for a well-known 
manufacturer of steel lockers and gymnasium apparatus. 
The company recently equipped the city hall at Cheyenne, 
the new court house at Lusk, the First National Bank of 
Lusk and the new home of the Wvoming National Bank 
in the Midwest building at Casper. 


New York Golfers Recruiting. 
The Stationers’ Golf Association of New York, A. W 
Williams, secretary, has been stirring up interest 


season on the links. Membership is open to men in the 
trade in New York and elsewhere. Stationers residing 
within the metropo itan area are eligible to active mem 


bership, which costs $5.00 a year. Associate members 
non-golfers and those enthusiasts who reside without 
environs. They pay $2.00 a year in dues, have the fri 


of the club gatherings but are not privileged to play for 
prizes. 

The first tournament of the Stationers’ Golf Association 
of New York was held at Bayside, L. I., N. Y., on the 
links of the Belleclaire Golf and Country Club Play 
began at ten in the morning; luncheon and dinner wer« 


served at the club. Among those who played were R. W 

Griffen, R. McNeil, D. H. Jonas, A. C. Bainbridge, R. F 

Allen, A. P. Jackson, E. Wench, Wm, R. Beaumel, Walter 

D. Beaumel, J. E. Neary, Harry Shipman, Morris Popper, 

R. H. Baxter, L. H. Tavenier, L. H. Isern, W. E. Ward, 

C. Kimpton; Messrs. Price, Brewer, Wynn and Tompkins 
Greeting Card Convention. 

The second annual exhibition of the Greeting Card As 
sociation was held at Philadelphia in May. One of the 
speakers at the open meeting was Ralph S. Bauer, pres- 
ident of the National Association of Stationers and Manu- 
facturers. A iarge number of exhibitors had their samples 
on view. 








GENERAL STATIONERY 


DEPARTMENT IN NEW BRANCH 





STORE OF THE MILLS COMPANY, CASPER, WYOMING. 
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We have been striving to produce distinctive 


lines for JOBBERS and DEALERS along the 
lines of ou WELL KNOWN PANAMA 
DISTINCTIVE LINE THAT CAN’T 
BE MATCHED. 


We are gladto announce we have created three dis- 


tinct lines, THAT CAN’T BE MATCHED, 
for DEALERS. 


We invite DEALERS who are sincerely in- 
terested in having a distinctive line of their own 


THAT CAN’T BE MATCHED, to 


request samples for comparison. 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of 


‘The Line that can’t be matched’’ 


BROOKLYN,N. Y. (Station L-2) U. S.A. 
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A Ribbon Winding Service. 

The Phillips Ribbon & Carbon Company of Rochester, 
New York has invented a ribbon winder which supplies 
a new type of service to typewriter and ribbon dealers. 
The company furnishes ribbons on reels of 144 yards each, 
each reel thus containing twelve average length typewriter 
ribbons. The spooling or winding machine rewinds from 
the 144 yard reel a sufficient length of ribbon to fill the 
typewriter spool. These ribbon winding machines are 
loaned without cost to dealers on an initial order of six 
reels of 144 yard ribbon. Operation of the spooling ma- 
chine is simple and it will handle ribbons and wind them on 
spools for all machines. For Underwood ribbons, a small 
hand tool is furnished at cost for fastening the necessary 
eyelets and hooks. 


Southern House Installs Social Engraving 
Department. 


The Dameron-Pierson Company, Ltd., of New Orleans, 
Louisiana, recently completed the installation of a well 
equipped social engraving department. It was decided to 
install this department in September, 1920, and prepara- 
tions were immediately begun to this end. They now have 
an elegant lay-out, some hint of which can be obtained 
from the photograph which is reproduced herewith. The 
company tell us that they are enjoying an excellent busi- 
ness in this particular line. 
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Company of Chicago, Amberg ‘File & Index Company, 
Chicago, Autographic Register Company, Hoboken, New 
Jersey, Automatic Time Stamp Company, Boston, Mass., 


Bates Machine Company, New York, Burroughs Adding 
Machine Company, Detroit, The Canton Art Metal Com- 
pany, Canton, Ohio, Columbia Phonograph Company, New 
York, Crouse-Hinds Company, Syracuse, New York, Cush- 
man & Denison Mfg. Company, New York, Daus Dupli- 
cator Company, New York, the lines of the C. S. & R. 
B. Company, now Wilson-Jones Loose Leaf Company, The 


Day Time Register Company, Syracuse, Elliott-Fisher 
Company, Harrisburg, Pennsylvania, A. B. Dick Com- 
pany, Chicago, the Elliott Company, Boston, Egry Auto- 


graphic Register Company, Dayton, Ohio, Felt & Tarrant 


Manufacturing Company, Chicago, The Hawkes-Jackson 
Company, New York, C. Howard Hunt Pen Company, 
Camden, New Jersey, International Time Recording Com- 
pany, Binghampton, New York, H. C. Miller Company, 
Milwaukee, John C. Moore Corporation, Rochester, New 
York, loose leaf devices, Mittag & Volger, Park Ridge, 
New Jersey, ribbons and carbons, W. A. Morschhauser, 
New York, calculating machines, The Plew-Motter Com- 


any, Chicago, se leaf devices, Perry Time Stamp Com- 
yany, Chicago, loose leaf d Perry T Stamp ( 


pany, Chicago, Rapid Addressing Machine Company, New 
York, Shapirograph Company, New York, copying de- 
vices, Sengbusch Self Closing Ink Stand Company, Mil- 


waukee, Standard Time Stamp Company, Binghampton 
New York, Simplex Time Recorder Company, Philadel- 
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NEW SOCIAL STATIONERY 


Social engraving is an art and the company has corre- 
lated art and efficiency in equipping and advertising this 
department. No expense has been spared in the promotion 
and publicity work and consequently they have put their 
proposition on a profitable basis in less time than would 
otherwise have been required. 


Business Show Returns to Old Home. 

It is interesting to know that the New York business 
show this year will, after having been absent from this lo- 
cation a number of years, return to Madison Square Gar- 
den next October. The first business show was held in 
the Garden on October 28 to November 4, inclusive, 1905. 
There were a large number of exhibitors and many of 
those who exhibited their goods at the first show at New 
York will be among the exhibitors this year. 

Among concerns familiar to this industry, whose ma- 
chines were exhibited at the show in 1905 are: The Adder 


Machine Company, now the Wales Adding Machine Com- 
pany of Wilkes-Barre, Pennsylvania, The Addressograph 





AND ENGRAVING 
PIERSON COMPANY, NEW 


DEPARTMENT OF THE DAMERON- 


ORLEANS, LA. 


phia, G. W. Todd & Company, now Todd Protectograph 
Company, check protectors, Rochester, New York, The L. 
E. Waterman Company, fountain pens, New York, Yaw- 
man & Erbe Manufacturing Company, Rochester, New 
York. 

The above list is only partial but it shows many names 
which are familiar which have appeared constantly at busi- 
ness shows since the first event of the kind. There are a 
few names, of course, which are now most prominent, but 
which were not included in the first show because their 
devices had not at that time been invented. 

There were not so many typewriters shown at the first 
exhibit as at most of the subsequent ones. The list of ex- 
hibits was quite a formidable affair, but the list at the pres- 
ent show will be equally large if not larger. 


John Ward & Son Extend Premises. 
The stationery and printing concern of John Ward & 
Son announce that they have extended their present store 
at 115 Cedar through to 112 Liberty street. 
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The Improved Self- Starting 


You are invited to 
call at the nearest 
Remington office 
and ask for a dem- 
onstration. 


Remington Typewriter Company 
374 Broadway New York 











‘The 
Touch 
That 
Pleases’ 


, 


Remington 


It is called “The Operator’s 
Typewriter” because it has the 
touch and all the other quali- 
ties desired by every typist to 
a degree never before attained 
in a writing machine. 


(Incorporated) 


Branches Everywhere 
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Speed and Accuracy Tests at Los Angeles Show. 

Frederick Cooper, a student of the Marysville, Cal. 
high school, won the accuracy contest in typewriting 
against both high school and business college competition 
at the California State Typewriting Contest on the open- 
ing night of the Los Angeles business show. The con- 
test was of fifteen minutes’ duration. Cooper made but 
writing at the rate of forty-one words a 
He is thirteen years old, and first used a 


two errors, 
minute 


net. 





GRACE RUTH BYERS, a ten- 
year-old typewriting speed 
marvel. 


FREDERICK COOPER, 
who won California 
State Typewriting Con- 
test at Los Angeles. 


typewriter on January 31, 1921, entering the contest with 
only twelve weeks’ training. 

Another little typist whose work interested the throngs 
was Miss Grace Ruth Byers of San Francisco, who dem- 
onstrated her proficiency at the booth of the L. C. Smith 
& Bros. Typewriter Company. Little Miss Byers is ten 
years old. Operating under International Contest rules, 
she did remarkable work. She has been studying type- 
writing four years under the instruction of her parents, 
who have, in the results achieved by their daughter, 
demonstrated the corectness of their ideas in the teach- 
ing of the typewriter. 

Change in Quigley Personnel. 

The Quigley Furniture Company of Whitesboro, New 
York have recently undergone some very important 
changes. 

L. W. Secoy, who has been with the Quigley Furniture 
Company for fourteen years and acting as sales agent for 
the Furnas lines in the east, has severed his connections 
with the Furnas people and has been made general man- 
ager and vice president of the Quigley Furniture Company. 

In addition to its complete desk line, the company is 
now making wardrobes, stationery supply cabinets, cos- 
tumers, umbrella racks, waste baskets and telephone tables. 
This line is being made in oak, mahogany, imitation ma- 
hogany, genuine walnut and imitation walnut. They are 
also making a line of 7% inch top tables, plain oak and 
quartered oak, from the 24x36 size up to the 8 foot size. 

The Quigley line of desks has been much improved in 
regard to workmanship and finish and an improved locking 
device has been added. 

The Quigley people are doing their best to build furni- 
ture that comes up to the ideals of the trade. They also 
believe that the packing of the goods is as important as 
turning them out in first class shape, and have therefore, 
installed modern machinery for packing their products, 
so that customers shall receive their goods in good order 
and ready for immediate delivery. 

George B. Wray, who has been in the retail end of the 
office equipment business for the past eighteen years, re- 
cently with the George A. Drake Company of Detroit, has 
come with the Quigley Furniture Company and will look 
after the sales end of the business and the dealers’ require- 
ments 

The Quigley people are fully equipped now to take care 
of their trade. Mr. Secoy is an experienced manufacturer 
and Mr. Wray is well versed in the requirements of the 
trade. A. G. Warner, who is secretary and treasurer of 
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the company has been connected with the Quigley people 
for the last twenty-three years. 


The Quigley plant has recently been overhauled, the 





latest machinery has been installed and a white stock room 
has been added. 
Whitesboro is situated at a central point of distribution 


—a tact which has a favorable influence upon freight rates 
and deliveries. 


Trafic Men to Meet This Month. 


Traffic representatives of manufacturing companies 
which distribute their products through public merchandise 
warehouses will meet in convention at the William Penn 
Hotel, Pittsburgh, on June 16 and 17. 

The convention will be held under the auspices of the 
Shippers’ Warehousing and _ Distributing Association, 


1 


which was organized at Chicago a year ago for the gen- 
eral purpose of effecting standardization and simplification 
of forms, documents, practices, rules and regulations in 





the business relationship between the manufacturers and 
the public warehouse industry. 

Manufacturing companies which route goods through 
warehouses are eligible to membership in the Shippers’ 
Warehousing & Distributing Association, and their repre- 
sentatives will be welcomed at the Pittsburgh convention 
regardiess of whether they join the organization. Details 


regarding the convention may be obtained by addr 
the secretary, Kent B. Stiles, 239 West 39th Street, New 
York. 

Members of the association include many leading 
pen-es whose names are wide-y known. 


ssing 


coln- 





GIRLS IN ONE OF THE CHICAGO HIGH SCHOOLS 
BECOMING PROFICIENT IN TYPEWRITER REPAIR- 
NG.—They are here <hown learning the mechanis: f 
the Underwood machine. 


Word comes from the Marchant Calculating 
Company of Oakland California to the effect that P. B 
Waldin has been transferred from the Chicago office of 


the company where he was general sales manager to the 
Oakland, California office of the company. Mr. Waldin 
still retains his position as general sales manager Chis 
removal means that the company’s principal sales offices 
will hereafter be on the Pacific Coast. 

Office equipment men in Chicago will regret the depar- 
ture of Mr. Waldin, but will extend him the best of good 


wishes in his new home. 
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UNDERWOOD 


TYPEWRITER 
Make YOUR Business Grow. 


HE Public is buying Underwood 
Typewriters in anticipation of better 
business. 


Make the Underwood a part of your 
business plan. : 


To fill the’demand for Underwood 
Typewriters two factories have become 
necessary. 


It’s Not Too Late — Start Now 


Speed — Accuracy — 
: urability — Serv j ce 


ce 
PEELE TE j 
EEFrEEEEC : 






A =f*> PLANT N21 
HARTFORD 








VORE Underwood Typewriters were sold in the 
United States in January, February and March, 
1921,than in thesame three months of any previous year. 
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(New Machines.—Continued from Page 36.) 

















Tough, MAYVILLE FOLDERS 


strong 
carry a maximum load of letters and pre- 
serve the good condition of their contents 
under conditions where other folders (made 
of weaker stock) would come to pieces, 
resulting in damage to the letters inside. 


By the use of 


Color Classification 
in Filing 
they shorten the distance between the file 
guide and the desk top, thereby facilitating 


reference and speeding up the work of the 
correspondent. 


A short explanation of their merits will 
close the sale for you every time. There’s 
another good reason for selling MAYVILLE 
FOLDERS,— ask us about it on your 
letterhead. It will pay you to carry them 
n stock in the different sizes and colors: 
the quality builds up your prestige, the 
profits justify your faith. Pack them to 
the limit— 


They'll Stand It! 
Geo. W. Millar & Co., Inc. 


284-290 Lafayette St., New York, N. Y. 


Also makers of standard quality 


SRA? 12 tea 
Die Wiping Paper, Adding 
Machine Rolls and 
“MAYVILLE” 
Treated Tympan 
and Offset 
Papers 





The compression guides hold the papers firmly preventing 
loss in carrying or because of drafts. As the boy delivers, 
he collects the outgoing mail from each station, allowing 
it to project from the other side. At the sorting desk the 
contents are arranged for the next pick-up trip. This dis- 
tributor handles papers of every size, from scraps of paper 
and card index records to letters, etc. The contents can not 
be lost or hidden, as they are always in sight 


Comptometer Desk with Stowing Feature. 

The Cleveland Calculating Company, 704 The Arcade, 
Cleveland, Ohio, has completed the “Acme” comptometer 
desk. This was especially designed to enable the comptom- 
eter operator to work continuously with minimum ex- 
ertion. The machine is placed at the correct angle. There 

















“ACME” AUTOMATIC COMPTOMETER DESK. 


Every feature conduces to the 
convenience and comfort of the operator. This decreases 
the effort necessary to assure speed and accuracy. The 
Acme desk also provides a substantial and dust proof re- 
ceptacle for the machine when not in use. It automatical- 
ly positions and stows away the machine by the simple 
act of opening and closing the cover. When closed, the 
“Acme” desk is the equivalent of a standard flat top desk, 
ready for any work. The men who designed and devel- 
oped the “Acme” have been using calculating machines 

both personally and through the employment of operators 
—for years and fully understand the requirements of this 


kind of desk. 


is an adjustment for pitch. 


“Electrip” Control From Typewriter Keyboard. 
A recent improvement in the Ediphone is the substitu- 
tion of the “Electrip” for the foot trip heretofore used by 


Pry. me, 1) 
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“ELECTRIP” REPLACES FOOT TRIP FOR EDIPHONE 


OPERATORS. 


Ediphone transcribers in starting and stopping the cyl- 

















inder. The foot trip required a somewhat strained posi- 
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Announcement 
to the Trade 


The undersigned announce that 
they are manufacturers of LOOSE 
LEAF DEVICES exclusively to jobbers 


and dealers in the trade. 


IRVING-PITT MFG. CO. WILSON-JONES LOOSE LEAF CO. 
Kansas City, Mo. Chicago, Ill. 
BOORUM & PEASE CO. NATIONAL BLANK BOOK CO. 
Brooklyn, N. Y. Holyoke, Mass. 


THE SAMUEL C. TATUM CO. STATIONERS LOOSE LEAF CO. 


Cincinnati, O. Milwaukee, Wis. 


ANDERSON & PRIGGIE, Inc. 


New York, N. Y. 
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from July 15 to 31, 


AT THE CHAMPS ELYSEES GRAND PALAIS 
1921, will be held an 


EXPOSITION 


of Modern Office Equipment and Methods Pertaining 


to Commercial and Industrial Organization 
THE EXPOSITION WILL EMBRACE THE FOLLOWING SECTIONS 


SECTION |—OFFICE MACHINES AND DEVICES 


Typewriters, bookkeeping machines, calculating and adding machines, tabu- 
lating machines, shorthand machines, dictating machines, duplicators, addressing 
machines, folding machines. stamping machines. etc. 

Time-clocks, in-and out-boards, coin handling machines. dating time stamps, 
cash registers, coin paying machines, coin sorters and counters, etc 


SECTION 2—OFFICE FURNITURE 


Flat top desks, roll top desks, swivel chairs, office chairs, chairs for typists, 
filing cabinets, card files, bookcases of all kinds, furniture in wood and meta!; 
safes, etc. Complete equipment for offices and stores. 


SECTION 3—COMMERCIAL ORGANIZATION 


Methods and systems for per/ecting commercial routine; filing methods. Gen- 
eral accounting and industrial accounting, stenography. typewriting. business 
education, ern languages, etc. 

Methods and processes in the o-ganization of the various branches of a com 
mercial house: purchasing. sales, store. correspondence, accounting, etc. 


SECTION 4—OFFICE STATIONERY AND SUPPLIES 


Carbon paper. typewriter ribbons, loose leaf boos and binders, ledger binders 
pocket memorandum books and ring boos, box files, small card files, filing 
cards, guides, etc. 

Paper fastening devices. mail sorters, envelopes and window envelopes, meta! 
pens, stylographic pens and fountain pens, rulers, etc. 


SECTION 5—General Information, Propaganda Institutions 


The trade press institutions of propaganda for the development of French com- 
merce in foreign countries, technical boo«s pertaining to commerce and industry. 


SECTION 6—Advertising, the Arts Applied to Commerce 
and Industry 


Advertising in all its forms, organization of sales campaigns, 
advertising, advertising councils. 

The art of advertising illustration, photo engraving, printing, the artisans of 
advertising. 

Posters, catalogs, papers. 

SECTION 7—Ofice: Hygiene, Lighting. Hzating Modern Aid to Comfort 


Central heating, lighting and heating by gas or electricity 


SECTION 8—TELEPHONES, ELEVATORS, SCALES 


Public telephone systems, intercommunicating systems, call and signal sys 
tems, etc. Electric cloc’s systems, chrononeters, freight elevators, letter chutes, 
passenger elevators, scales and weighing machines. etc. 


SECTION 9—MEASURES OF SOCIAL FORESIGHT 


Insurance in favor of the employer and the employee. 
Measures to protect against acc idents. General preventive measures 
Profit sharing plans, plans to provide for large ‘amilies. etc 


SECTION 19—Commercial Transportation. 


Customs houses. Railroads. ocean and river transportation 
by auto nobile. 

The functioning of transport vehic les. automobiles, delivery wag ns 
carrying bicycles, ordinary bicycles, electric vehicles, etc. 


SECTION !1—Packing. Advertising by Means of the Package 


Metal containers. paper containers. Other means of guaranteeing the con 
dition of merchandise. Advertising by means of the package 


SECTION 12—PATENTS AND TRADEMARKS 


Patent agencies. Designs and trademarks. Patent and trademark protection 


tea hing ot 


Customs 


Transp rtation 


package 


CHAMBRE SYNDICALE DE L’ORGANISATION COMMERCIALE 
ET DES INDUSTRIES ET PROFESSIONS QUIS'Y RATTACHMENT 


(Syndicale Chamber of Commercial Organization and the Industries and Professions Allied Therewith) 


10, RUE DE LANCRY, PARIS (Xe) 
COMMISSARIAT GENERAL: 52, RUE DES SAINTS-PERES, PARIS (VIle) 
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tion on the part of the operator keeping the foot in place 
on the trip. Relaxation was not possible, owing to the 
frequent need of starting and stopping the cylinder. The 
Electrip operates from the keyboard, and is governed en- 
tirely by the operator’s fingers. It consists of a starting 
attachment at the left of the keyboard, and a repeat attach- 
ment at the right of the typewriter keyboard. The opera- 
tor manipulates it just as she does the keys in the lowest 
part of the typewriter keyboard. The Electrip operates 
as easily as a shift key or the space bar. The new device 
brings the entire operation of both typewriter and Transo- 
phone to the typewriter keyboard. The operator’s at- 
tention is concentrated on a single action, and she is free 
to place her feet in any natural position and to change that 
position whenever desired. The Electrip operates by < 
stroke of the finger. 

Elimination of the foot trip from the Transophone de- 
vice removes the mechanism from the floor and thus 
simplifies keeping the floor clean. It now necessary 
to move the trip about while c’eaning at night. 


single 


is not 





Electric Service Station for Dull Pencils. 

for customers is invaluable as a means 
The Farnham Printing & Sta- 
Hennepin avenue, Minneapolis, 


\ccommodation 
of building up good will. 
tionery Company, 417-31 
Minn., 


sharpe ner 


has devised an electric motor drive for a pencil 
advertising 


which makes an effective device. 





ELECTRICALLY-DRIVEN PENCIL SHARPENER 

counter, or outside the door, its 
The machine consists of a seventieth 
driving a special Dexter pencil sharp- 
gear. A knife switch on the 
and sharpener starts and stops the 
rsal type of motor is used, operating from 


Stationers place it on a 
free to all 
power motor 
ener through a worm 
the combined 
motor \ unive 


sery ices 
hor S¢ 
base of 


motor 


either direct or alternating current circuits. No starting 
device is needed on this type of motor, the switch throw- 
ing the motor on the line. 


The Farnham electric pencil sharpener is furnished com- 
plete with six-foot cord and plug; it is mounted on a birch- 


mahogany base, six inches square. All parts are highly 
nickel plated; the weight is less than six pounds 
Kohlhaas Makes Work Distributor. 

The Kohlhaas Company, 183 North Dearborn street, 

Chicago, Ill., and 480 Lexington avenue, New York, N. Y., 


has marketed a work distributor modeled on the familiar 





WORK DISTRIBUTOR OF KOHLHAAS TYPE 


1 


Kohlhaas filing and indexing. An unusual 
is the position and legibility of the tabs. These are 
making them easy to read at a distance. 
distributor is made of first quality 


system for 
featur 
placed at an angle 
[The Kohlhaas work 
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You have no idea 
how often poor qual- 
ity business papers 
slow up office work. 
Ask your stenogra- 
pher or bookkeeper. 





pers 


make for efficiency 


Eaton, Crane & Pike Co. 


Sponsors for Correctness 
in Correspondence 


225 Fifth Avenue, New York 
Pittsfield, Mass. 


PHILADELPHIA, PA. 
1024 Filbert Street 


SAN FRANCISCO, CAL. 
770 Mission Street 


BOSTON, MASS. 
633 Washington Street 


CHICAGO, ILL. 
100 S. Michigan Avenue 
TORONTO, CANADA 
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Banks and Business Houses 
Use the Pearl Cutter 


For cutting the margins from monthly 
statements in quantity. Several hun- 
dred sheets ledger paper 
clipped at one stroke. 








—Zip! It is done in an 
instant and the edge is 
clean and straight. 


Also cuts card- 
board, leather, 
cloth, quicker 
and better than 
knife or scis- 
sors. 


A saver of labor 
and gets the 
work out on 


Has spring 
time. 


balanced 
handle. 







Sells readily to 
Banks, Multi- 
taph Users, 
hotographers, 
Offices, Facto- 
ries, Stores. 


The base is a 
waste receptacle 


for 


conventence ici aa as 
ade in sizes 
n 
. d 13” and 19”. 
cleanliness. 


The BOSTON and OFFICIAL 
CUTTER 


Every office of every kind can 
use a Cutter in every depart- 
ment. The Bookkeeper, Mail 
Clerk, File Clerk, Price Clerk, 
Production Clerk, for a great 
variety of 
trimming. 
The Sales 
Department 
for cutting 
samples, illus- 
trations, en- 
closures. The Advertising De- 
partment for cutting out illus- 
trations, exhibits, dummys, etc. 
The Draftsman for blueprints 
and drawings. 









Invaluable in a hundred ways in 
every office, store and factory. 


Several thousand have been sold. 
Made in a variety of sizes. 

We make also a line of Power Cutters, 
Printing Presses, Tableting Presses. 
DEALERS WANTED 


Golding Manufacturing Co. 
FRANKLIN, MASS. 
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material throughout. The rods are nickle-plated. Guides 
are made of extra strength press-board with non-rust metal 
tabs and metal inserts. All distributors are indexed as de- 
sired by the customer without additional charge. All 
points of contact are protected by rubber “feet” so that 
the Kohlhaas work distributor may be used on the most 
highly polished desk without danger of scratching. 

The file is securely locked by pushing the front plate 
against the guides. This secures them against intrusion, 
draft, and affords convenience in carrying into the vault 
or other place of safety at night. The file is made on 
the sectional system, permitting of almost indefinite ex- 
pansion through the use of additional guides and additional 
sectional posts. There are three sizes—No. A-912, taking 
papers up to 8%4x12 inches, with fifteen guides; No. A-1012, 
taking papers up to 10x12, fifteen guides; No. A-914, tak- 
ing papers up to 84x14, fifteen guides. 


Typewriter Cabinet with Roll Curtain. 


The Celina Specialty Company, Celina, Ohio, is produc- 
ing the “Mita Handa” (trademark registered) typewriter 
cabinet to meet the demand for compact cabinet which 
will accommodate typewriters with carriages up to 18-inch 
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“MITA HANDA”’ TYPEWRITER CABINET 


width. The illustration shows the “Mita Handa” desk 
open ready to receive the typewriter, with stationery sup- 
plies-in place. When closed the side wings fold down, 
the roll curtain is pulled over the typewriter and locked 
When open, there is a working surface of 15 by 15% 
inches. 

The cabinet is built in quartered oak or genuine ma- 
hogany and supplied with or without casters as desired. 

Some of the features indicated by the numbered arrows 
in the picture are as follows: 1—Legs equipped with 
“Domes of Silence.” Casters can be furnished as an ex- 
tra. 2—A roller curtain made cf carefully packed wood 
with closely woven canvas, affords an absolutely dust 
proof curtain. It works easily without any friction. 3— 
Lock for protecting typewriter and contents of cabinet 
when closed. 4—Drawer for carbon paper attached to 
drop leaf. This gives additional filing space without tak- 
ing additional office space. 5—Working space is level 
with machine. 6-14—Pockets and compartments for en- 
velopes, letterheads, invoice sheets and other stationery 
supplies. 15—Pencil tray holding four pencils. 16—Pock 
et for unfinished work. 17—Drawer for stenographer’s 
book, telegraph blanks or unfinished work 18—Floor 
space required is 22x23 inches. 19—The cabinet is shipped 
set up ready for use. If desired it can be shipped knocked 
down, a screw driver being the only tool required for 
assembling. 


Typewriter with Braille and Roman Characters. 


A patent has been granted to Paul Steineraus, New York, 
N. Y., on a typewriter for the blind. It embosses the 
3raille characters, and also prints beneath them the trans 
lation in Roman. This makes communications written on 
the machine legible to both the blind and favored mortals 
having vision. 

The keys have the Braille character embossed on them 
as well as the corresponding Roman letter or figure. Thus 
the machine can be used interchangeably by the blind 
writing for those with sight, and vice versa. 

The type bar has the Braille character in intaglio, to- 








All 
Alt 
Ala 


Bal 
Bos 
Bui 
Bui 
Chi 
Cin 











How Much You Sell This Year 
Depends on How You Sell! 


Nor all people are buying as usual 
but certain people are! Not all localities 
are enjoying average prosperity—just certain districts! 


So why not concentrate your sales effort where 
Pick the people, territories, lines of 
This $57.50 Addressograph 
‘over-night”’ selling oppor- 
to good business 


buyers can be won? 
business you can sell now! 
enables you to capitalize on ‘ 
tunities—and to concentrate according 
localities, buying power, goods wanted and other vital 
factors. Duplicate files unnecessary. Addressograph 
prints all names on list or skips certain names if desired. 
Ten times faster than hands, it “‘fills in’’ lett TS better than typists 
—addresses circulars exactly like typewriting! Errors impossible. 


Seeing is believing]! Find out thru actual trial 


how hundreds of Addressograph users are keeping sales 
Mail coupon. 


a high tide. 





General Offices: 903 Van Buren St., Chicago Factories: Chicago, Brooklyn, London 


Sales Offices and Service Stations 
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Complete Parker Service 
The Parker Repair Kit 
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This repair kit is designed to take 
care of 90% of the ordinary re- 
pairs on Parker Pens. The 
promptness of your local service 
is bound to make an excellent im- 
pression on your customer as he 
is loath to part with his Parker 
even for two or three days. 








Such complete instructions are 
furnished that the work can be 
assigned by the merchant to any 
one of his assistants. 


THE PARKER REPAIR KIT 


includes the following material: 
18 Ink Sacs, 9 Pressure Bars, 6 
Clips, 7 Outer Caps, 2 Slip Capa, 
41 Blind Caps, 2 Inner Caps, 2 
Feeds, 2 Sections, 1 Sac Spreader 
and Shellac. And the “‘Service’’ 
Display Card. 


PRICE $6.00 








CSAFETY—SEALED ) 


Fountain Pens 


WRITE NOW 














The Parker Pen Company 


JANESVILLE sag WISCONSIN 
Distributing Branches at 


SPOKANE SAN FRANCISCO CHICAGO 


NEW YORK 
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gether with the Roman characters. When the key is de- 
pressed, the Braille character integrates with a block con- 
taining six plungers, at spring tension. The plungers en- 
ter appropriate holes in the type bar character, embossing 





























the letter. Meanwhile, the Roman character prints 
through a ribbon in the customary manner. In the Braille 
alphabet an arbitrary arrangement rf embossed projec- 
tions is founded on a group of six such projections. Let- 
siale 
o | Jeo ed , 
wt 
o7 ye oo ride 4 | 
~ 
PATENT OFFICE DRAWING OF TYPEWRITER WRITING 
BRAILLE AND ROMAN CHARACTERS.—The type ars at 


the left show Braille, caps and lower case of Roman 


two or more points embossed in 
sum- 


formed from 
permutations of these six’ points are 
blind reader an alphabet 


Casting and Composing Machine for Chinese. 

In January, 1919, Office Appliances printed a description 
of a typewriter for writing in Chinese and Japanese. Our 
information and illustrations came from S. Suganuma, of 


ters are 
the paper. The 
cient to give the 























ORIENTAL TYPE COM- 
POSING MACHINE 


Typewriter Company, Shiba, Tokio, Japan. 
We are now indebted to Mr. Suganuma for a description 
fF a composing and type casting machine for setting 
Chinese and Japanese characters. 

The Nippon machine casts type from a matrix case con- 
taining 2,749 characters. This supported before 
the casting device. The case is free to move horizontally 
or vertically at the will of the operator, who presents the 
desired matrix before the casting spout. A lever actuates 


Nippon 


case 1S 


the metal pot mechanism, and fills the matrix. The jet 
or gate at the foot of the type character is broken off 
ind the type delivered into the composing stick 


Great savings of time are made by the use of this ma- 
chine as the font of type in use is concentrated before the 


ynpositor. Ordinarily in oriental print shop practice 
he compositors are obliged to select characters from a 
ont scattered in several thousand cases. This involves 
limbing up and down ladders for type. The orientals 


have an advantage over printers using Roman characters, 
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Your Catalog — 


and he gives his business to 
the concern that furnishes him 
with an up-to-date one. 


Do you want to give your pros- 
pective buyer an excuse when he 
asks for a catalog? 


No excuses are reasonable with the 


TANDARDIZED Pl 
TATIONERS' CATALO 


The Standardized Plan offers 
you a specific catalog, or, if you 
desire, is comprehensive enough to 
allow revision and enlargement to 
take care of your individual needs. 


The Standardized Plan will give 
you a complete catalog at a cost 
considerably below the cost of pro-. 
duction the usual way and save 





you the wearisome hours of 
preparation. 

This catalog working for you 

: in the next few months will 

Give your make you smile with satisfaction 


as you see your shelves being 
cleared of high cost goods and 
low cost profit bearing goods 
occupying the space. 


customers 
the 


you have 


catalog 


been promis- 

Write for the details of this 
money saving and labor sav- 
ing plan. 


ing them. 

















BUXTON & SKINNER 


Printing and Stationery Co. 
SAINT LOUIS 
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ELECTRIC 
PENCIL 
SHARPENER 





Unusual in its simplicity and compact 
completeness and exclusive in its idea, The Electric 
Pencil Sharpener invites your consideration both 
from a merchandising and advertising standpoint. 


We have proven by thorough trial, that 
one of our Electric Pencil Sharpeners conveniently 
placed in your Retail Stationery Store (or just 
outside the entrance) will draw dozens of new cus- 
tomers to you every day. 


The machine consists of a seventieth 
horse-power electric motor which engages a special 
model Dexter Sharpener. The power is trans- 
mitted by a special worm gear, which forms a very 
positive connection between the motor and cutter. 
The motor is started by pressing a button and 
stops when pressure is released. 


In order that the machine may be oper- 
ated from an electric current, a universal type 
motor is used which runs from a connection on 
either alternating or direct current. 


Each machine is equipped with a six- 
foot cord and plug. All parts are highly nickel 
plated and are mounted on birch mahogany base, 
6” square. Weight less than 6 pounds, price $50.00. 
Write for Dealer's discount. 


Manufactured exclusively by 


Farnham Printing & Stationery Co. 


417-421 Hennepin Avenue 
Minneapolis, Minnesota 
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as their type is all uniform in width as well as body. The 
characters are square, thus requiring no justifying. This 
has its analogy in the setting of typewriter type, which 
is uniform in width. In the Nippon caster it is neces- 
sary to change the mould with changes in type body. 


Chair Irons of Pressed and Drawn Steel. 


The Collier-Keyworth Company, Gardner, Mass., is man- 
ufacturing and marketing a new chair iron made of press- 
ed and drawn steel. The patents are owned by this com- 
pany. The chair irons are made in various sizes and for 





COLLIER-KEYWORTH CHAIR IRONS 


both office and typewriter chairs. Conspicuous features 
are the pressed steel spider and body. These are light 
and strong. The shaft is of solid drawn steel throughout. 
unbreakable and rigid. The device includes an extra long 
adjuster screw bearing which will not wear loose in long 
service. The hub is of pressed steel and the makers point 
out that it is indestructible. There is a fibre bearing which 
is noiseless and frictionless. 


Hohnsbeen Aluminum Files. 

The Hohnsbeen Manufacturing Company, Minneapolis, 
Minn., makes a line of arch files and clips with aluminum 
backs. The aluminum “Lock Slot” clip board is light, 
simple and strong. It is made in three sizes, note, letter 





HOHNSBEEN ALUMINUM ARCH FILE AND 
MEMO SIZE CLIP. 


and cap. Aluminum “Lock Slot” memo size clips are 
made to hold sheets 4x6 in. The aluminum “Lock Slot” 
railroad special clip board is made with a rib on the left 
hand side to reinforce the clip. This also facilitates the 
squaring of sheets. Aluminum rust proof clip boards are 
made with standard spring clips. They are made in three 
sizes, note, letter and cap. “Hohnsbeen” aluminum arch 
files are simple, durable and rust-proof. They are made 
in three standard sizes, note, letter and cap. Special sizes 
of these various items are made to order. 

(Continued on Page 71.) 
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-of enduring quality 


HE roller-trip escapement of 

the Royal Typewriter is pat- 

terned after the escapement of a 

finely built watch. The end achieved in 
both cases is the same—accuracy. 


This essential device, in the timepiece, gauges every 
fraction of a second with such exactness that no 
appreciable variation is apparent for many months, 
often years. In the Royal Typewriter, throughout 
its long life, the escapement makes possible the per- 
fect spacing of clean type face impressions—spe 
with no sacrifice of accuracy—consummate ease of 
operation—a quietly flowing carriage. 

The infinite care of the old watchmaker is emu- 
lated today by the “Royal” artisan. The ideal of 
utmost perfection, constantly followed, always in- 
sures fine workmanship, excellent service and 


enduring quality. 


ROYAL TYPEWRITER COMPANY, Inc. 
Royal Typewriter Building, 364-366 Broadway, New York 
Branches and Agencies the World Over 


UY, 


YPEWRITEBRS 
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Profit Tips 





A Page of Ideas for Enterprising Fountain Pen Dealers 


PREPARED BY THE W. A. SHEAFFER PEN COMPANY 








Dealer Co-operation 


FORT MADISON, IOWA, | JUNE, 192] 





Dealer Protection 








— ean a" - neem eimai ae - <ee 











(ieee ANEW SH FAFF Roger ee 











Two of these Handsome Eight Color Posters Furnished FREE with each Order 


Order for 1 dozen “LIFETIMES” 
brings you all this— 


An order for 1 dozen “Lifetimes” assorted 
as follows: 


1—-89c (@$15.00 $15.00 
3— 8i4c @ 10.00 30.00 
&— 8c @ 8.75 70.00 
CR Sonat esterases $115.00 
Less 40%....<:.. 69 00 
Beene VOU PROPLS sccdccéccccccs $ 46.00 


Handsome Sample Case 


This beautiful velvet-lined sample case 
comes with the above order. Enables you 
to carry a dozen handily, and, opened up, 





makes an impressive display. You can’t 
overestimate the value of this case—par- 





ticularly when you want to turn dull store 
moments to profit by visiting a few busi- 
ness offices. 


Plenty of Advertising 


In addition to profit and sample case, you 
are supplied with two of these striking 
eight color window posters. They are 
proving their effectiveness in attracting 
buying power everywhere. 

This is supplementary to our big advertis- 
ing campaign in national periodicals—those 
handsome color advertisements from orig- 
inals of Coles Phillips, done specially for 
the W. A. Sheaffer Pen Co. 


This Instructive Booklet, Too 


Of importance to you, and included with 
the above, is our booklet ‘“‘How to Double 
Fountain Pen Sales.” Points out many 
new methods unknown to the average 
dealer—full of helpful, profitable hints. 
This, together with the features cited, 
makes concentration on “Lifetime” Pens 
the most profitable move you can make. 


ao 








By pressing a little 
firmer on the pen point, | 
SHEAFFER'S‘ Life- 
time’’ will make fve 
clear carbons as easily 
as a hard pencil. 


Almost double the 
amount of ink—more 
/ words from a filling— 





less bother—more 
sattsfaction 























Address communications to Sales Department V Ww. A. SHEAFFER PEN CO., Fort Madison, lowa 
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(Bacon znd Beans—Continued from Page 15. 
let me suggest, as one with experience in politics, that if 
politicians do the dividing, there will be nothing to divide 
But, suppose it could be divided without losing a cent You 

ld get ten dollars and I would get ten dollars Then 

would happen 

This great fortune would be scattered to the winds [he 
great industries supported by it would be destroyed. 

Hundreds of thousands of men and women drawing good 
wages, would be out of a job. They would be tramping the 
streets, hunting work. They would compete with you and 
me for our jobs 

In my judgment, such division would do infinitely more 
harm than good 

I do not envy any man his wealth. With increase of wealth 
comes increased responsibility. As a man grows richer he 
merely becomes superintendent of a bigger job. One slice of 
bacon and one pound of beans is all any man can eat. God 
will not allow him more. He merely becomes bread-ticket, 
servant and slave to toiling men and women given employ- 
ment and opportunity by his ability. 

I no longer worry about Rockefeller’s wealth. I do not care 
how rich he becomes. The richer he grows, the more people 
he employs. If I cannot be as rich as he, neither do I have 
his worries and responsibilities, yet I can eat as much bacon 
and beans. 

But I do want to preserve for all time, the American liberty 
that permits you and me and all of us 

To work, save and grow rich if we want, ay to loaf and 
spend and remain poor if we prefer; 

The right of self determination for each man and each 
woman in America. 

The remedy for poverty will be found when each man and 
woman is taught to strive and save and accumulate. It will 
not come by tearing down and discouraging those who have 

The progress of the world is brought about by building, not 
by tearing down. 


Add-Mi-Too Association Election. 


The Add-Mi-Too Association, made up of employees of 
the Sundstrand Adding Machine Company and affiliated 
industries, Rockford, Ill., held its annual election a short 
time ago. The meeting included entertainment and re- 
ireshments. The officers elected: Lawrence Koberg, 
president; Al Frederickson, vice president; M. M. Shaver, 
financial secretary; Maynard Johnson, recording secre- 
tary; Miss Violet Anderson, treasurer 

The Add-Mi-Too Association is composed of employees 
of the Sundstrand Adding Machine Company, the Rock- 
ford Milling Machine Company, and the Rockford Tool 


Company—afhliated organizations. The association is 
conducted entirely independently of the corporations, 
electing its officers, and governing its activities. [These 


include athletics, social functions, and mutual benefit priv- 
ile 8eSs 


Stationer’s Golden Anniversary. 


George Bamford, a stationer of Fall River, Mass., re- 
cently celebrated the fiftieth anniversary of his entry into 
the stationery business. As a boy he started to work for 
3enjamin Earl, 7 Granite block. In the course of time 
Mr. Bamford became a partner. In 1889 Mr. Bamford 
purchased the business, and has conducted it since. The 
business is eighty-seven years old. 





Murphy’s 509 Club Dinner. 

The 509 Club of the William F. Murphy’s Sons Com 
pany, Philadelphia, Penna., held a smoker late in April. 
There were more than fifty present, who were well enter- 
tained by talent from within the organization. A buffet 
luncheon was served. The entertainment was arranged 
by Ralph Edgar Prickett (chairman), James L. Hainnes 
and William Artz 


Social Session at Philadelphia. 

The May meeting of the Philadelphia Stationers’ Asso- 
ciation, held the twelfth, was a social get-together meet- 
ings. Routine business was transacted. After the dinner 
the party enjoyed a vaudeville program at Keith’s. Morti- 
mer W. Byers, secretary of the National Association of 
Stationers and Manufacturers, was the honor guest. 





























High Grade 
Carbons and Ribbons 
do not 
“Just Happen” 





They are built only by expe- 
rienced workmen, having at their 
disposal well selected, high grade 
raw material, and suitable me- 
chanical equipment. 


Ault & Wiborg Carbons and 
Ribbons are manufactured under 
practically ideal conditions, to 
secure at all times most satis- 
factory results. We are alive al- 
ways to the necessity of keeping 
our products up to the highest 
notch of perfection, and are con- 
tinually working in our labora- 
tories to develop articles which 
may prove superior to those used 
in the past. 





A quick action service depart- 
ment is maintained for our deal- 
ers, and this means that they se- 
cure from us practically perfect 
service in the filling of orders. 


The Ault & Wiborg Line—su- 
perior Carbons, fine Cotton Rib- 
bons and the famous Typewriter 
Ribbon—of Silk. 


C Othe AULT & 
WIBORG (Company 


CINCINNATI, OHIO. U.S.A. 























67 











68 OFFICE 


VISIBLE 


GUARANTEED 
ACCURATE 









apeere 
to 


999999 
Price $15.00 


123456 


Impression of Figures 








AMERICAN VISIBLE 
MODEL No. 41 


VISIBLE numbering means that the next num- 
ber to be stamped is in plain sight of the 
operator BEFORE it is stamped. 

More SPEED, ABSOLUTE ACCURACY and 
elimination of WASTE. 





Construction: Steel throughout, tool steel wearing 
parts. Engraved figures on steel wheels. 


Testing: Each machine is tested to its full ca- 
pacity before it leaves our factory at 
the rate of ten thousand impressions 
per hour. 

Guarantee: Each machine carries our individual 


GUARANTEE TAG numbered the 
same as the machine itself. This gives 
each machine a separate warranty. 


You take no chance when ordering an 
AMERICAN VISIBLE. If you don’t like 
it, return It. 


The design, construction and finish of this machine 
have set new standards in the numbering machine 
field. 
CARRIED IN STOCK BY ALL STATIONERS AND 
STENCIL MANUFACTURERS 
Folders imprinted, electrotypes and other advertising matter 


furnished free to dealers. Special machines for all purposes 
built to order 


AMERICAN NUMBERING MACHINE CO. 


General Office and Factory: 


220-228 Shepherd Ave., Brooklyn, N. Y. 


DEALERS: There is a ready sale for this machine. Its 
VISIBLE feature alone makes a strong appeal. In addition, 
its sturdy looks and beautiful finish, together with the wide 
advertising it is getting in such magazines as SYSTEM, BUSI- 
NESS and many other top-notch mediums, makes it a profit- 
abie machine for you to handle, 


Made in the Largest Numbering Machine Factory in the World 
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British Printer Visits United States. 

George Eaton Hart sailed on the Mauritania on April 
30 for the United States. Mr. Hart expects to spend 
months in this country and while here will visit various 
iarge factories and discuss English agencies for Ameri 
office appliances. Mr. Hart’s New York address is in cart 
of the T. W. & C. B. Sheridan Company, 401 Broadway 
New York. 

St. Clements Press, Ltd., are newspaper, commercial and 
color printers, located at Portugal street, Kingsway, Lon 
don, W. C. 2, England. George Eaton Hart, referred t 
above, is managing director of the company. Fred G 
Hart is director and sales manager. The members of this 
company believe that while conditions are not exactly 
favorable in Great Britain at the present moment, there 
will be before long a great opportunity for the sale of 
American office devices in the British Isles. 

Educative Window Display. 

The W. H. Kistler Stationery Company of Denver 
Colo., recently featured Eberhard Faber’s exhibit illustrat 
ing the manufacture of rubber bands, erasers, pencils, et¢ 
This represented a striking display of educational valu 
It featured the raw materials of which pencils and erasers 
are made and showed the various processes of manu 
facture. 





A DEMONSTRATION WINDOW—Arranged by the House 
E. Fat 


aper 


Displays of this kind attract greater attention than the 
ordinary run of exhibits, inasmuch as all human beings, 
possess a certain amount of curiosity as to the processes 
to which materials must be subjected before they are finally 
turned into completed articles. 

The same spirit that causes a boy to break apart his 
toys and see what the inside looks like remains with men 
to their later years and although it does not take so 
destructive a form, nevertheless persists in that curiosity 
which is one of the springs of education. 

In a relatively simple article, such as a pencil, the manu 
facturing can be easily illustrated in a clear and compre 
hensive way. It is remarkable to see the groups that 
gather around windows of this sort and to note the theory 
of human curiosity confirmed by actual test 


Lowman & Hanford Club Organized. 


More than two hundred have joined the Lowman & 
Hanford Club, formed of officers and employees 
Seattle firm. The officers: Doc Matthews, president; E 
C. McKinstry, vice president; A. C. Gfeller, secretary 
Miss Elsie Ogilivie, treasurer; Miss Olive Clemson, as 
sistant treasurer; Mrs. E. Taylor, trustee; R. J. Williams 
trustee. 


Remodeling at the Whiting Store. 


Considerable remodeling work has recently been done in 
the store of the Whiting Stationery Company at Buffalo 
New York. A number of interesting improvements have 
been accomplished. 
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OME DAY YOU WILL ASK 
YOURSELF THESE QUESTIONS 


“Am I really fair to myself in trying 
to think in competition with a noisy 
typewriter P” 

“Can I ever do my best work if my 
thoughts are continually interrupted by 
unnecessary typewriter noise?” 


“If I can purchase a quiet typewriter 
without loss of typewriter efficiency, 
should I not make the change as soon 
as possible P” 


“Have I not everything to gain and 
nothing to lose by requesting a demon- 
stration of The Noiseless Typewriter 
in my own ofliceP” 

THE NOISELESS TYPEWRITER COMPANY 


253 Broadway, New York 
Offices in leading cities throughout the United States and Canada 


%% NIOISELESS 


TYPEWRITER 








Write today for descriptive 
booklet, “‘The T ypewriter Plus.” 
Free on request. 








WHAT STENOGRAPHERS SAY 
ABOUT THE NOISELESS 
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General Manager - 
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JOHN W. OGREN 
Chairman Blue Print 
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Let’s Go! 


To the 1921 Convention 


of the National Association of Stationers and Manufacturers of the U.S. A. 


The most important business event in the Stationers’ World, together with an oppor- 
tunity for four days of real health-giving pleasure—you cannot afford to miss it. 


Hundreds of the most successful men in our industry will be there. They will discuss 
your every-day problems—they will find solutions for and give helpful consideration 
to the things that harass and fuss you. Such close contact with wide-awake men, 
met together for the interchange of thoughts, ideas, and experiences, is bound to make 
this a splendid investment for you. 


And it’s a vacation too—in the “Playground of the World.” Details will be announced later. But 

don’t delay your decision to be there! Make up your mind NOW to go and start to plan accord- 
yy PY 2 p4an 

ingly. Take your vacation in October—bring your wife. She 

Mark Your will have a wonderful vacation with you. Very special arrange- 

Calendar-- Now ments are being made for the comfort and entertainment of ladies. 


Everything points to a big time—everybody is with you—let’s go! 





Atlantic 
veround CGAty wore 














Playground 
This is the Emblem of the Association. It stands 
Jor Integrity, Square Dealing and Progress 
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(New Machines—Continued from Page 64.) 
A New Stand for Small Office Machines. 
Condon & Company, Inc., manufacturers agents, 200 
Fifth avenue, New York, New York, are sole selling 
agents for the Handi-Stand, a recent invention which 
serves the general purpose of holding articles such as type- 
writers, comptometers, small adding machines, Dun and 
Bradstreet commercial books, filing devices, etc. This 
article is so made that it can be shipped knocked down 
in a convenient carton made of corrugated board and can 
be readily assembled in a few minutes without tools. Pat- 
ent protection has been applied for on this feature. The 
stand can be as readily disassembled likewise without the 
use of tools. Its weight is kept within the parcel post 
limit, so that it can be shipped by parcel post, express or 
freight. The wood top is finished in oak or mahogany as 
desired and the metal parts are japanned. The design has 
been carefully considered. The legs are of the tri-pod 
variety so made as to provide a comfortable foot rest for 
the user. The device is rigid and portable. One of the 
features of the stand is its low handling cost on account 

of the compactness with which it may be packed 





Kuhhorn’s Reply Envelopes. 


John Kuhhorn, 13 Chestnut Street, Bradford, Penna., has 
patented a reply envelope which possesses unique features. 
It is covered by patent 1,373,512. The envelope is made 
with two flaps on the back of the envelope. It is perfor- 
ated near the top and also near the bottom af the flap so 
that by pulling on its rounded edge the envelope can be 
opened without the use of a knife or other device. After 
the envelope is opened and is ready for use a second time, 
the auxiliary flap is brought into position. This folds 
from the back over the face in such a manner as to seal 
the envelope and at the same time completely cover the 
stamp and cancellation mark used when the letter was or- 
iginally posted. 

The envelope is made practical through the use of a 
window device, thereby enabling the writer to fold his 
letter so that the address on the letter shows through the 
window in the envelope. The device should appeal to 
those who desire to facilitate the return of replies to let- 
ters and circulars without including the weight of a self 
addressed return envelope. 


A New Clip. 

J. F. Ryan & Company, Lexington avenue and forty- 
first street, New York, N. Y., are manufacturing a new 
paper clip called the Victory. This clip is made of a high- 
grade wire so that it will not readily bend out of shape 
Its construction is such that there are no prongs with 
rough points to tear the edges of the paper. The clip is 
applied to the papers to be fastened in a single operation 
and will hold a quantity of paper without being deformed 

The Victory clip is being sold outside of New York City 
through selected representatives who are given specific 
territory and who receive full sales co-operation from the 
company. Although a considerable number of representa- 
tives have been appointed, there are still several good 
openings. 

J. F. Ryan & Company, it will be recalled, manufacture 
other specialties such as the Ryco tape moistener, Bankers 
sanitary moistener and Ryco sealing tape. 


“Klutch” Clip Board and Binder. 


The Cushman & Denison Manufacturing Company, 120- 
126 Eleventh Avenue, New York, N. Y., is making “Klutch”’ 
clip boards and binders employing a principle as old as 
mechanics. It comprises an upper and lower jaw, tele- 
scopically arranged one within the other and operated by 
a slide. The slide opens and closes the clip at will and 
locks it at whatever point tension developes. The tension 
is graduated to suit requirements and is uniform through- 
out the entire length of the jaws. The “Klutch” clip is 
made of tempered steel, nickel plated and polished. The 
jaws are five inches long and open to 9/16 inches capacity. 
[hey are fitted in binders and on clip board in all standard 
sizes. Special sizes are made to order. 


“Kosmos” Sharpener Again on Market. 
_ The American News Company, New York, N. Y., has 
imported a large quantity of the “Kosmos” pencil sharpen- 
er, a fifteen cent seller well known in the school supply 
trade 
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as the original! 


PERFECT original inpression 
through a Columbia Typewrit- 
er Ribbon—and a perféct duplicate 
through a sheet of Columbia Car- 


bon Paper. 


That is the goal we set out to 
seventeen years ago. 

and testimonials such as the 
one above coming to us continually 
that nearing our 


reach 


prove we are 


goal! 

An interesting pamphlet, “Where 
the Golden Rule Keeps Faith,” tells 
vou more about Columbia qualities. 


Send for a copy. 





we 
ot 


Columbia Ribbon & Carbon Mfg. Co. 


—_———DIXON, HOLMES & DIXON. 
69-71 Wooster Street, New York, N. Y. 


“‘Where the GOLDEN RWLE Keeps Faith” 
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The name of ‘‘Crown”’ as applied to 
Typewriter Ribbons and Carbon 
Papers, stands for the best and highest 
grade of goods made. 


The material used in their manufac- 
ture is the finest obtainable; the 
colors strong and brilliant; both 
ribbons and carbon paper are non- 
drying and non-fading, and capable 
of sharp, clean work from beginning 
to end. 


*‘Crown’’ ribbons and carbon papers 
are made in a completely equipped 
and up-to-date factory, by men 
whose experience covering many years 
ensures a product of perfect and 
uniform quality. Neat and attrac- 
tive boxes and packing assist in the 
ready sale of Crown goods by the 
dealer. 


Dealers wishing a line of Typewriter 
Ribbons and Carbon Paper that is 
COMPLETE and of irreproachable 
quality are invited to write for sam- 
ples, prices and terms. 


CROWN 
Ribbon & Carbon Mfg. Co. 


782-90 St. Paul Street 
Rochester, N. Y., U.S. A. 
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Barshal’s “Wasteket.” 

The Barshal Company, Cleveland, Ohio, has produced a 
new improved type of waste paper or office basket and has 
christened it with the copyrighted name “Wasteket.” This 
is built entirely of cold rolled steel (all patent leveled) with 
pressed corner reinforcements and specially designed legs. 
There is a full-fold top which is absolutely smooth and 
made from one piece. The “Wasteket” is entirely free 
from any rough edges or corners. It is built for use in the 
home, office or library and is a dignified unit finished to 
match any high-grade furniture. The standard finish is 
olive green which matches the equipment of the average 
office. Special finishes can be provided, all of which are 


hand grained. The graining process was developed so that 
the “‘Wasteket” will harmonize with the character of the 
office in which it is used. Two sizes are now being in 
cluded in the line. Other sizes will be brought to meet 
the demand. 

A special feature of the “Wasteket” is the specially 
formed reinforced leg which is a part of th sket and 
designed to withstand rough usage to which this equi 


prove 


ment is usually subjected. Tests have been 1 | 
that the “Wasteket” will bear all the strain of severe wear 


and tear without any damage to its fine nish and ap 
pearance. “Wastekets” are shipped in fiber packages con 
taining six each. Shipments can be made imn lately « 


orders for “Wastekets.”’ 


Additions and Re-instatements in Dixon Line. 


The Joseph Dixon Crucible Company has announced 
several new members and re-instatements of existing items, 
Embassy No. 1016 is a round, tapering pencil with a 
rubber end finished in blue. It is packed one dozen in a 


box; six dozen in a carton. This is a ten-cent pencil 

Rambler No. 700—round, maroon, nickel tip with rub 
ber, No. 2 lead. Packed in dozens, half gross in a box 

Wonder No. 275—a round pencil with nickel tip and rub 
ber, finished in red. Packed in dozens, half gross in a box 

Wonder No. 276—hexagon. In every other respect the 
same as No. 275. 

Tip-Top No. 315-Y (round) and Tip-Top No. 319-\ 
(hexagon)—nickel tips and rubbers. Packed in dozen 
bundles, half gross in a box. 

The re-instatements include No. 431—flat assortment 
box containing one-half gross round and hexagon rubber 
tipped pencils; Artisan No. 269, red finish; Artisan No 
271, black finish; Giant No. 2005-C—7-16" diameter, gilt 
tip, red rubber. One dozen on card, assorted yellow, black, 
green and light blue finishes. 

New Constructicn for Barshal Transfer Cases. 

The Barshal Company, Cleveland, Ohio, has made a new 
departure in equipping all transfer cases with the new pat 
ented “Barshal” roller. The rollers are built into the cass 
and are guaranteed for its life. They are made of a spe 
cial grade of steel and so placed that the drawer will run 
smoothly in any position. Many of these cases have been 
sold as regular active filing units on account of the easy 


running drawers. For convenience in stacking an ap- 
proved clip is attached to each case so that transfer cases 
are easily fastened together and built up to any height de 
sired. Additional new features are a brass label or card 


holder and a new pull of generous size 


“C. & D.” Library Sets. 
The Cushman & Denison Manufacturing Company, New 
York, N. Y., has recently shown novel features in its 
“Capitol” Desk Sets. The pin cup is an integral part of 


the base. moulded in the glass. This dispenses th sep 
arate pin or clip cup which is so readily misplaced or up 
set. The design is pleasing. Bases are made with both 


3-inch openings and 34-inch openings. 
Parcel Post Package Fasteners. 

The Claspall Company, 210 Olive Street, St. Louis, Mo., 
makes fasteners for parcel post packages. They are mad 
of strong paper, gummed, and attached like sealing tape 
The fastener conforms to the postal regulations requiring 
that shipments are available for inspection The manu 
facturer claims that the fastener will save several f 
twine. 


eet oft 


The Wahl Company has placed a new model on the 
market. The latest Eversharp is about 3 inches long, 


and appeals especially to golfers, sportsmen and athletes 


to 


Its diminutive form makes the new model attractive 
women, for carrying in the handbag. 
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Now you will understand 





the reason why Corona folds 


OU wouldn’t carry a jack-knife 
open; nor a book, nor a travel- 
ing bag, nor a fountain pen. When 
you want to use them they’re open, 
when you carry them they’re closed. 


Merely as a contributor to your 
convenience Corona’s patented 
folding feature would be tremend- 
But there is 
fundamental 


ously worth while. 
another and more 
reason why it is of so much im- 


portance to you. 


In no other way could you have 
all of the advantages of a normal, 
practical typewriter without the 
weight and bulk of a “standard” 
machine. 


Take the type-bar as a specific in- 
stance. It is the same length as the 


** Fold it up—take it with you—typewrite anywhere’ 


type-bar of “standard” machines 
and it travels through the same 90 
degree arc. Hence the same speed 
as a bulky machine, and the same 
lightness of touch. 


The Corona dealer can show you 
a half dozen advantages of the same 
character. 


Ask him to show them. Open 
the case, unfold Corona and write— 
how responsive its action, how easy 
its touch. Fold it up, slip it back in 
its case and close the cover—now 
you'll understand the reason why 
Corona folds. 


The price of abrand new Corona, 
including the handsome case, is only 
$50.00. You can rent a Corona for 
a small monthly sum, or you can 
buy one on easy payments. 


, 


CoronA 


The Personal Writing Machine 


TRADE MARK 


Builtby CORONA TYPEWRITER COMPANY, Inc., Groton, N. Y. 


There are more than 1000 Corona Dealers and Service Stations in the U. S. 
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August, because a great number of people seem 
to think that the whole country sleeps soundly during 
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this month. A lot of business that someone else would —S ——————— = 
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working sales-force. 
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Print it on the Multigraph 


The Multigraph is a small, compact, rapid rotary 
printing press. It prints from real type, or from 
curved electrotypes, with real printer’s ink, Colors 
if desired. And you can use illustrations. Electri- 
cally driven or hand operated. 


It is also a multiple typewriter. Reproduces highest 
grade typewritten letters in quantities, through a 
ribbon or direct from type. 


The equipment includes an easily operated type- 
setter, which sets typewriter and other type faces. 


Equipments to Fit Every Business 


Thereis such a wide variety of equipments and 
attachments to choose from, so many different 
combinations that can be made to meet the peculiar 
needs of any business, that it is impossible to set 
up hard and fast standard equipments. 


The simplest way to find out exactly how the 


Multigraph will se!l and save and earn for you, and 
just what sort of equipment your business needs is 
to check the list on the opposite page, fi!l in the 
coupon and mail to us at once. 


Sales and Advertising Portfolio 


With every Multigraph Equipment for Retailers we 
furnish, FREE, a portfolio containing valuable 
business-building suggestions and 50 sales letters 
written by Frank Farrington, the well-known 
authority on retailing. 


THE AMERICAN MULTIGRAPH SALES CO., Cleveland, Ohio, Offices in Principal Cities 
THE INTERNATIONAL MULTIGRAPH CO., (Britain) Ltd., 15-16 Holborn Viaduct, London, E. C. 1 
THE INTERNATIONAL MULTIGRAPH CO., Paris, 24 Boulevard des Capucines 
THE MULTIGRAPH SALES CO., Ltd., 84-88 Bay St., Toronto, Canada, Offices in Principal Canadian Cities 
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Look back over the six months 
that are gone. 


Recall the instances where you 


did get the order. You will discover that 
you started out fighting, and that you never 
stopped. Study the cases that were not so good. You 
will realize that you lost heart before you lost out. 


The businesses that are full of 
activity today are that way because they 
are also full of fight. The two are inseparable, 
in all kinds of times, except those of crazy over-production. 
In 1921, as in any normal year, fighters will reward them- 
selves. And 1921 is but half gone. 


Well, how about the last six 
months?r 
The Multigraph is no cure-all 


for the things that may be the matter with 
you, but it is the first thing that a fighting business 
needs, next to fighting people. With it, retailers, as well 
as wholesalers and manufacturers, can go into the market 
and get attention, build up interest, actually develop 
orders. And all by methods that are sound and construc- 
tive and, please observe, economical. (We are thinking of 
other things besides Multigraphed letters. Do you know 


that the Multigraph does printing, real printing, that is 
speedy, cheap, meen? 
Send in the coupon below. Even 


if you know you don’t want a Multigraph. 


You will put yourself in the way of business- 
building suggestions that we will be glad to have you get, 
regardless of the consequences. 


THE AMERICAN MULTIGRAPH SALES CO. 
Cleveland, Ohio 
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Aeward [hemselves 


October 


Fall business has the center of the 
stage. You can certainly figure that you 
have some interested prospects. Who are the 
people who must buy now, and who are in shape to 
do so? Concentrate on these prospects with all the 
strength of your selling organization, but don’t neglect 
to keep after the rest of your market by mail. No one 
likes to be ignored, least of all a buyer. Go after the 
small orders by mail. Lots of people prefer to buy 
that way. 


Work as hard with your sales-force as 
they are working with their prospects. 


November 


[f you can do anything special for 


the holidays, plan for it early. Don’t wait 


until the week before Christmas to urge your 
prospects to do their shopping. If your goods are not 
adapted to a seasonal drive at Christmas, you will find 
that it won’t hurt to put on a drive just the same. There 
is a buying mood at this time of the year that develops 
a lot of sales, if you fight for them. 


More sales-bulletins, of course. If 


you haven’t tried the Multigraph on your 
factory and office forms, stationery, etc., do it 
now and learn something. 


December 


Business doesn’t stop for the cal- 
endar. New Year’s day is the very next 
day after December 31. Start right in to keep 
ahead of your competition with preparatory work for 
next year. Put on campaigns to clean out odd lots. 


Dollars make up a better inventory than old stock. 
Tell the world about it through the mails. 


Give the sales-force the story of 
the year’s work. Slip them the facts. 


Suggest that in the coming year, fighters will 
reward themselves. 








MULITLRAFIT 








FILL IN AND MAIL THIS COUPON NOW! 


The Multigraph, 1830 E. 40th St., Cleveland, Ohio—Send me, without obligation, the free booklet, ‘“How to Sell in a Buyers’ Market,”’ 


and full information about the Multigraph. I am interested in the Multigraph for printing the various items checked below. 











Manufacturing Department ——Form Letters ——Price Lists F ; 

Shop Forms Bulletins ——Citculars __Imprinting Firm oe: FT 
—__Time Cards Sti —____Bulletins ____ Post Cards 

Delivery Slips : — —__—Order Blanks Sales Letters 

Shipping Notices a Wrappers Name ‘ Official Position 
——Shipping No fs = ss . 
—_ Special Notices — parr stone rans. a 

___Office Forms 
Sales Department am Post Cards. Street Address 

——House Organs —— Dodgers Invoices ___ Memo Pads 

Mailing Cards __ Booklets Statements Blotters 











Envelope Enclosures Folders ___Collection Letters Notices 








Town 2 an State Off. Apn.-Iure 
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in Acme Staplers. They are sim- 

ple, and of few parts; amply strong | 3 
for any work within their range. HAH 
We guarantee both our Stapling ; 
Machines and Staples. HAH 


Acme Staplers 


bring a continual stream of busi- 
ness to the stationer who sells them. 
Not only for staples, but for all 
other items in stock. Folks get 
the habit of coming to the store for 
all their office supply requirements. 
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There are four sizes of Acme Staplers: 
Acme No. /, for heavy duty; capac- 
ity, 100 staples. Acme No. 2, for 
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eg general utility; capacity, 50 staples. 
est Sure Shot, for every office job; ca- 
eg pacity, 100 staples. Midget Binder, 
Ket for individual desk equipment, with 
Hei¢ wide range of usefulness; capacity, 
mt 100 staples. 

Se DEALERS—You can make good money 
Seed handling Acme Staplers. Write for par- 

Xe —ticulars. 
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Acme Staple Co., Ltd. 


1643-47 Haddon Ave. Camden, N. J. 


London Agents: Kado Company 
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et Canadian Representa- Agents for Scandinavia 
nr: tives: and Finland: 
e723 Ernest J. Scott & Co., Foreign Trade & Ex- 








port Company, 
206 Broadway, New York 


59 St. Peter St., 
Montrea' 
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Making a Friend of Your Chair. 


One of the little folders distributed at the Boston Bus 
ness Show was entitled “Make Your Chair a Real Pal 


It was issued by the C. A. Cook Company, Cambridge, 


Massachusetts, and contained several interesting sugges 
tions. It led off with a statement that one-third of your 


life is spent in sleep, one-third in rest and recreation and 


the other third, if you are lucky, is spent at work, quit 


likely in a chair. What your chair does to you then, has 
mighty influence on one’s average mental and physical 
condition throughout life. 

To sit on a spring back chair instead of in it, to ignore 


the simple yet efficient fatigue-preventing adjustable fea 
tures, means that the user is not getting out of his chair 
the good that the makers put into it. The company con 
tends that their chairs when correctly adjusted are forn 
fitting and that users should see that the chairs are fitted 
to them and that the spring tension is adjusted to provide 
the correct reactions. Place the chair in front of the desk 
and at working distance from it, establish the correct 
height of seat by turning the wheel just above the bass 
which will raise or lower it. The seat should be just high 
enough so that with both heels squarely on the floor the 


knees will be slightly raised. This promises free circula 
tion and prevents any tendency towards stooping. Then 
loosen the small knob on the right hand side of the wood 
upright near where it joins the seat and push it back to 


the rear as far as it will go. Then sit well back in the 
seat, and lean forward assuming the natural working posi 
tion. Bring the back forward until it meets this position 
and the user becomes conscious of a slight bracing pres 
sure. The knob is then firmly screwed up as tightly as 
possible. The back rest is raised or lowered by loosening 
the knob at the upper part of the wood upright and the 
tension of the spring is adjusted by means of a small 
knob that is attached to the front part of the under-side 
of the seat. Users are warned not to put too much ten 
sion on the spring, but only enough so that they are 
conscious of a slight muscular effort in order to cause 
to react. 


Stationers Listed with Leading Bodies. 

The standardization of paper and printing is the subje 
of a folder in two colors issued by the American Writing 
Paper Company. It cites the membership of the National 
Association of Stationers and Manufacturers as the second 
largest dealers in paper, crediting them with an annual 
volume of $250,000,000. The United Typothetae of Amer 
ica shows an annual volume of $500,000,000 

The folder shows the portraits of the presidents of th 
associations active in the campaign for standardization, 
with resolutions adopted by these bodies. The portrait 
of Ralph S. Bauer, president, accompanies the resolutions 
by the National Association of Stationers and Manu- 
facturers. 


Letterhead Competition in South Africa. 

The South African Printer and Stationer has concluded 
a letterhead competition, showing the prize winners in 
the April issue. The samples are tipped on cover stock 
The letterheads are tastefully done, several in colors, and 
show that the printing craft in South Africa understands 
good typography. and has the material with which to 
dress ideas of display appropriately. 


J. J. Flannery Incorporates. 
The J. J. Flannery Company has incorporated in New 


York to manufacture filing supplies. A modern factory 
has been established at 124 White street. Mr. Flannery 
has been engaged in the filing supplies line for a number 
of years, having been connected with the Record Card 
Company and William T. Willmann. He embarked into 
business in 1917. Mr. Flannery is president of the com 
pany. The other officers are J. J. Kilcoyne, vice president 
and treasurer; Robert V. Kilcoyne, secretary 


Attendance Charts Boost Map Tack Sales. 


The Moore Push Pin Company, Philadelphia, Penna., 
has found that the free distribution of attendance charts 
promotes the sale of map tacks. The charts, which ar 
sent to clubs and Sunday schools, provide spaces in which 
map tacks can be inserted as a record. These tacks art 
purchased from the local stationer. 
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RINGS OF % INCH WIRE 
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A BIG BROTHER 
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Most Popular Ring Book 
The New 0711 Ring Binder 


A large Ring Book equipped with 
Rings of Small Gauge Wire 


Specifications 


Sheet Size—|1 x 83 inches. 


; Binding—Olive colored canvas over heavy weight 
binders boards 


Rings—3-1}” rings—4}” centers—small gauge wise 
to fit price book and ring binder sheets of 
regular 3/16” solid hole punching. 


Stock No.—071/1. 


Irving-Pitt Manufacturing Co. 
KANSAS CITY 


CHICAGO NEW YORK 2A 
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SS Empire Ledger 
For Brokers 





stationery. They require a good, substantial, enduring grade of paper. 
time-saver in the rushed accounting rooms of the financial world. 


and Empire Hinge Ledger for every office need. Samples upon request. 


EMPIRE PAPER CO. 
L 725 S. Wells St. Chicago Illinois 
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Brokers, bond and investment security houses are large users ot stock certificates, bond 
certificates, selling agreements, forms, ledger sheets, blank books and every form of office 


Empire Ledger fills every need for stationery in the brokerage business. Empire Hinge Ledger is a 


Stationers will save time, worry and money and increase their business by specifying Empire Ledger 
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“Kneedeep in June.” 


Some of the Things Which Interested Readers of Office 
Appliances in 1906. 

“The Birth of Typewriter Fraternalism” told of a dinner 
given F. E. Van Buskirk, formerly Chicago manager for 
the Remington Typewriter Company, on the eve of his 
departure to a position in the executive offices. Repre- 
sentatives of competing companies joined in the dinner. 

An address on “The History and Development of the 
Lead Pencil” by J. A. Walker, vice-president, Joseph Dixon 
Crucible Company, was reprinted under copyright. It had 
been presented at a meeting of the “Boost Club” in New 
York. 

\ call was issued by the National Association of Sta 
tioners and Manufacturers for the annual election at Hotel 
Astor, New York, N. Y., June 19. 

News from San Francisco indicated the shtfts made by 
office machine men to re-establish themselves after the 
catastrophe. It was narrated that “Joe” Gottlieb had 
to pay $60.00 to have his trunk moved from the hotel to 
the ferry. 

The American Multigraph Company established a house 
organ, called The Multigraph Chronicle. 

Frank D. Waterman was the subject of the frontispiece 
and a brief descriptive sketch. 

A correspondent inquired why manufacturers of steel 
desks and files concentrated on large users, and over- 
looked the small buyer. The editor suggested that the 
office equipment dealer could go after business, large and 
small, by having samples on display. 

“The Rogues’ Gallery” was established, as a central 
bulletin board where the typewriter and office machine 
trade could list stolen machines, to enable dealers to be 
on the lookout for thieves. 

\ picnic was scheduled by the Chicago Shipping & 
Receipt Book Company, at Druce Lake, Wis., June 28. 

The Kalamazoo Loose Leaf Binder Company was 
organized by the transfer of the business of the Loose Leaf 
Ledger Company. 

A line engraving of a passenger train and locomotive 
done on an Oliver typewriter showed considerable ingenuity 
in forming outlines with type characters. 


Correcting an April Mistake. 

An item in. the April issue of Office Appliances regard- 
ing the “Pretty Soft” chair cushion, tended to give the 
impression that this device was distributed exclusively by 
Stevens, Maloney & Company, Chicago. The manufac 
turers, the Ottawa Cushion Company, Ottawa, III., advise 
that “Pretty Soft” is but one of five separate lines of 
cushions, sold through jobbers and dealers. The com- 
pany’s lines are so large that no one firm could handle 
them to advantage. 


Paper Prices Follow Tendencies in Skirts. 

“Wimmen is the cause of the high cost of paper,” an- 
nounced the rag picker to his friend. 

“Yes?” 

“Yep. Times ain’t like they used to be. In them 
days a woman would throw away a couple o’ dresses and 
it would mean five or six pounds o’ rags for paper. Now- 
days they throw away a couple an’ it means about three 
ounces.—Copco Facts. 


An Error of a Word. 

On page 73 of the May issue of Office Appliances in a 
little story regarding Allen & Company the statement is 
made that the RoVan Corporation had previously bought 
the company. The word “company” in that sentence 
should have been property and the clause should have read 
the RoVan Corporation having previously bought the 
property on which their plant is located. 








STICKNEY 
PENCIL 


Hard Rubber Like Your Fountain Pen 
The Stickney Pencil represents the very latest 
development of the mechanical pencil using thin ever 
pointed leads. The following exclusive Stickney 
Features lift this type of pencil from a piece of 
jewelry to a practical every day useful tool which 
everyone can use to advantage. 


Exclusive 
Stickney Features 


Hard Rubber Stem 


Hard rubber being a non-conductor 
of heat, never feels cold and clammy 
to the touch, hence can be used con- 
tinuously without fatigue to the op- 
erator. The polished finish is the solid, 
pure hard rubber itself and the longer 
it is carried the better it looks. Hard 
rubber will not tarnish nor corrode 
and always feels warm and velvety. 


Exposed Eraser, Pinned into 
Place 


An exposed eraser, always ready 
for use and cannot be rubbed out of 
Bits socket because it is pinned into 
place. The use of a pencil rather 
than a fountain pen, indicates that 
the writing is of a temporary nature 
and erasive changes may be desired, 
hence a firn exposed eraser is pro- 
vided. 


Visible Lead Magazine 


The number of leads in the maga- 
zine as well as the amount of unused 
lead in the writing chamber can be 
instantly determined by the single, 
simple motion of withdrawing the 
crown as far as it will go. No part 
of the pencil need be taken apart. 


Steel Spring Tip 


A perfect operating tip in a pencil 
is as important as a good spark in 
the cylinder of an automobile. The 
lead at the writing point of the 
Stickney Pencil is firmly held by two 
steel spring fingers, yet the lead is 
free to be expelled as required by a 
slight turn of the crown. The com- 
mon trouble in the solid rifled tip, of 
the lead’s clogging and having to be 
drilled out, is entirely eliminated. 


Lead Refill 


A meta! refill case containing seven 
thin leads, the cap of the refill case 
being a new Stickney Eraser, pinned 
into a new crown. The cap of the 
lead case goes onto the pencil, thus 
providing a new eraser and the old 
crown with the worn eraser covers 
the refill case. This refill case makes 
a handy vest pocket eraser for users 
of any mechanical pencil. 








The Stickney Pencil is sold exclusively by the best 
dealers. Price of pencil $1.00 in the United States, 
$1.25 in Canada. Refill cases 25 cents each in the 
United States, 35 cents in Canada. 


C. A. STICKNEY & CO., St. Paul, Minn. 


New York Office: Chicago Display: Assecciated 
225 Fifth Avenue Stationers Supply Company, 
201-215 No. Franklin Street 














80 OFFICE 




















VICTOR 











There is nothing 


surprising about 
the success of the 


Victor Adding Machines 


They simply have 
everything the cus- 
tomer wants-—-and 
so the customer Buys. 


Pric of listing model $135.00 


Write for our illustrated 
catalogue 


Victor Adding Machine Co. 


817-825 West Washington Blvd., CHICAGO, U. S. A. 
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The Airedale Alibi. 


Harry Weis, of the Weis Manufacturing Company, tells 
a story about an Airedale dog which made an effective 
alibi for a traveling man. It is another instance proving 
that a dog is one of man’s best friends. 


Chicago Treats ’em Rough. 


rn. H. Baxter, of the Defiance Manufacturing Company, 
New York, N. Y., was the innocent victim of an over 
zealous Chicago policeman recently. We have an ordi 
nance against expectorating on the sidewalk, which is 
enforced spasmodically. Mr. Baxter was crossing the new 
Michigan boulevard bridge. He was annoyed by some 
phlegm in his throat, and coughed it up. Unfortunately it 
flew out of his mouth, and lit on the new bridge, which 
is our mayor’s pride. A policeman took him in charg« 
Mr. Baxter plead not guilty in court, telling the circum 
stances. The judge inflicted a fine of $2.00. Others caught 
in the anti-expectorating crusade pled guilty, and escaped 
with a fine of $1.00. 




















“AFRICAN GOLF” BY A VETERAN CHICAGO STA 
TIONER.—George E. Cole Found Diversion While on a Florida 
vacation at St. Petersburg. He Is Prominent in the Citizens 
Association of Chicago. His Opponent Is Also a Chicagoan, W 
Cc. Shurtleff, Former President of the Association 





This is Not an Advertisement. 


H. C. Winchell of Chicago is an advertising agent who 
advocates common sense in advertising. Last month he 
wrote a letter to Office Appliances in a facetious vein. Of 
course, he did not intend to have his letter published, but 
we suspect that to see the private and privileged commu 
nication in print will not make him mad. We leave the 
reader one guess as to one of the advertising accounts 
which he handles. His letter follows:— 

“Gentlemen:—In the ‘colyums’ conducted by one ot 
the bright lights of today’s literary world, | find this 
statement—‘The pen is mightier than the sword when it 
is aided and abetted by the inkwell.’ I have seen the pen 
a mighty producer of profanity when dipped into an ink- 
well with about %” black gum in the bottom instead of 
the nice fresh ink which the user expected to find. The 
fellow who wrote that squib evidently knows no inkstand 
except the Sengbusch self-closing, or he would have qual 
ified his statement. The Sengbusch does aid and abet the 
pen. It does not require an efficient office boy acting as 
valet to the inkwell, to keep it properly washed and fill 

“T am glad to observe that at least one man whose pe! 
is making him famous is so thoroughly converted to the 
‘Sengbusch’ that he knows no other kind.” 


Yet American Self-Fillers Are on Sale. 


nt + 


“Some of the greatest discoveries,” said the scient! 
norously, “have been the result of accidents.” 

“I can readily believe that,” replied his fair companion 
“T once made one that way myself.” 

“May I ask what it was?” 


“Certainly,” replied the fair one. “I found that by keep- 


ing a bottle of ink handy you can use a fountain pen just 


like any other pen—without all the trouble of filling it. — 
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Put Some Energy in the Bank 


Nerve force saved by operating an 
L. C. Smith & Bros. typewriter is like reserve 
energy in the bank. 


The skillful mechanical construc- 
tion, including ball bearings at all points of friction, 
and the quietness of operation conserve the mental 
and physical strength of the typist. This means 
energy stored up for time of need. 


Just how it 1s accomplished 1s told 
in a booklet entitled “The Silent Smith.” Send for it. 


L. C. SMITH & BROS. TYPEWRITER CO. 


Factory and Home Office 


Syracuse, N. Y. 


Branches in all principal cities 
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“Yes, I want the grade that 


gives twenty copies” 


You know, of course, that there are many 
grades and finishes of MultiKopy Carbon Paper. 
But there are thousands of users who don’t 
know it. 


That’s why our advertising this year is put- 
ting over the “kind for every purpose” idea— 


telling carbon paper users of the kind of work 
for which each grade of MultiKopy is intended. 


You can easily see how this advertising 
is going to work to your advantage. More 
MultiKopy sales. More complete satisfaction 
on the part of users. 


The two advertisements shown on this page 
are typical of the advertising that will appear 
during 1921 in the Saturday Evening Post, 
Collier’s, Literary Digest, Everybody’s, and 
Gregg Writer. 


Help put across the “kind for every purpose”’ 
idea. It means considerably more sales for you. 


Write for literature and full information on 
the F. S. Webster Selling Plan. 


F. S. WEBSTER COMPANY 
338 Congress Street, Boston, Mass. 


Carbon Paper 


Ta sGuelem ross 
Every Purpose 
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Price Maintenance Before Supreme Court. 


The Supreme Court of the United States has affirmed 
the decree of the Supreme Court of Appeals for the Fourth 
Circuit in a case alleging conspiracy to maintain 
prices. The action was brought by Frey & Son against 
Cudahy Packing Company and alleged a conspiracy to 
maintain retail prices on Old Dutch Cleanser. The case 
bas been pending 1917. The jury in the District 
Court at Baltimore gave judgment to Frey & Son for 
$2,139. Later the Circuit Court of Appeals reversed the 
verdict, and the ruling was affirmed by the Supreme Court 
with Justices Pitney, Day and Clarke dissenting. 

\ paragraph from the district judge’s charge to the jury 
on the original trial was the chief point at before 
the Supreme Court: 

“IT can only say to you that if you shall find that the 
defendant indicated a sales plan to the wholesalers and 
jobbers, which plan fixed a price below which wholesalers 
and jobbers were not to sell to retailers, and you find 
defendant called this particular feature of this plan to 
their attention on very many different occasions, and you 
find the great majority of them not only expressing no 
dissent from such plan, but actually co-operating in carry- 
ing it out by themselves selling at the prices named, you 
find from such that there 


retail 


since 


issue 


may reasonably fact was an 
agreement or combination forbidden by the Sherman Anti- 
Trust Act.” The majority of the Supreme bench held 


that these facts, standing alone, do not suffice to establish 
an agreement or combination expressly forbidden by the 
Sherman Act. ‘ 

The dissenting 
Pitney: 

“Reading the criticised instruction in the light of the 
other part of the charge, it amounted to no more than 
telling the jury that upon finding many persons, 
actuated by a common motive, exchanging communica- 
tions between themselves respecting a plan of conduct 
and acting in concert in precise accordance with the plan, 
the jury might find that they had agreed or combined to 
act as in fact they did act: that their simultaneous pursuit 
of an identical program was not a miraculous coincidence, 
but was the result of an agreement or combination to act 
together for a common end.” 


by Mr. Justice 


opinion was written 


New York House Adds Envelopes. 


The Hamilton Card & Paper House, 27 Greene street, 
New York, New York, has just issued a new price list 
covering a full line of envelopes of all grades and sizes; 
together with this price list the company supplies a set 
cf envelopes as samples combining the different styles 
which they carry, so that they can be shown at a glance. 
The sample set consists of 75 envelopes of various sizes. 

Typewriter paper samples are also supplied together 
with the catalogue. 

Mr. Landsberg of the Hamilton Card & Paper House 
has recently taken his son, Aaron C. Landsberg, into the 
business and the company, having secured the lease for 
the entire building at the address above given, are now 
better equipped than ever to carry a complete stock and 
to fulfill the requirements of their customers promptly. 


J. B. Barry on Coast Trip. 

J. B. Barry, sales manager of The Barshall Company, 
Cleveland, Ohio, is on an extended business tour of the 
Pacific coast states. He will visit Barshall offices at Salt 
Lake City, Utah; Denver, Colo.; Kansas City, Mo. At 
Portland he will visit the Oregon representatives—the 
J. K. Gill Company; at Seattle the Oregon representatives 
—Collins-Ferguson Company; at San Francisco the Ed- 
ward Barry Company; at Los Angeles the Southern Cali- 
fornia Safe Company. 


Dr. Ralph E. Rindfusz, assistant to the president of the 
American Writing Paper Company, has been made secre- 
tary, succeeding Michael N. Slotnick, who has resigned. 
Dr. Rindfusz will combine the duties of secretary and as- 
sistant to the president. Dr. Rindfusz is widely known 
in the paper field as a technician and his studies in the 
chemistry of paper making have been a very important 
factor in the company’s department of chemical research. 


The Vail Manufacturing Company is the new name of 
the Midland Steel Products Company, 1752 East Seventy- 
fifth street, Chicago, Ill. The change affects the 


rate title only. The personnel and holdings are unaltered. 
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CADE eS 
BALL LOCK BINDER 


With Our Posting Bar Posts 


AUNAVUTEAUU AO 


for use with the Elliott-Fisher Bookkeeping 
Machine. A tapered post binder. 

The most successful device because of its 
strong construction, ease and rapidity of op- 


eration 
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Ten Reasons Why We Recommend The 


“C” For Elliott-Fisher: 


DC 


1. Holds leaves securely and in best alignment. 
Not necessary to place cover over Posting Bar. 
Remove top cover and place on table. 

4. Posting Bar locks securely in top cover. 


5. No sharp edges to mark the desk or 
wear out, 


corners or 


6. Rounded surfaces and curves that make it uniform in 
appearance. 

7. Locks automatically down on the leaves. 

8. Clamping tubes heavily nickeied and 
polished. 

9. No binding to 
mechanism. 
10. Practically indestructible, effi- 

cient, a money saver. 


members or 


wear off the 





MECHANISM :—The locking mechanism encased 
in the top tube is individual and positive, and by 


unlocks in- 
by pressing 


pressing the releasing buttons it 
stantly, and locks automatically 
cover on leaves. 


Accounting Devices Company 
564 West Monroe Street 
CHICAGO, U. S. A. 
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American 
Combination 
Register 


is a combined Adding Machine 
and Cash Register— 








TWO MACHINES IN ONE 
AT THE COST OF ONE 








It completely provides any informa- 
tion or detail of sales or expenses, and 
it is flexible and easily adapted to any 
business. 


Either or both machines instantly 
available. 


CASH REGISTER CAPACITY: 

One Cent to One Thousand Dollars. 
Provides a permanent record of each 
transaction, classifying the sales of 
nine clerks and nine departments, and 
showing each item as Cash, Charged, 
Paid-Out or Received on Account. 


ADDING MACHINE CAPACITY: 
One Cent to One Million Dollars, and 
preduces beautiful machine made 
monly statements. 

For Europe, address all correspond- 

ence to our European Director of 

Sales: M. Piero Castelli della Vinca 


Avenue de Villas 46 Bruxelles, 
Belgium. 


American Can Company 
Typewriter and Adding Machine Division 
1230 Monroe Bldg. Chicago, Ill. 
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The Pace That Kills. 


Recently the Cosmopolitan Magazine published an arti- 
cle by Dr. Woods Hutchinson, in which the author showed 
by vital statistics that the active workers live longer than 
the drones. The article was reprinted by permission of 
the Medical Review of Reviews of New York and the direc- 
tor of research, A. L. Goldwater, M. D., favored us with a 
copy of the reprint, including replies received to his letter 
requesting views of business men on the subject covered 
by Dr. Hutchinson. These opinions come from men in ev 
ery department of industry, and who are prominent as 
workers. Among those in the office equipment industry 
who have expressed opinions, we find B. A. Franklin, vice 
president of the Strathmore Paper Company, Mittineague, 
Massachusetts, suggested that the mind works freely pro 
viding a sufficient variation is supplied and if it can work 
without worry. He recommended reasonableness in all 
things. 

C. H. Hunter, president of the Hunter Motor Car Com 
pany, Harrisburg, Pennsylvania, formerly vice president of 
the Elliott-Fisher Company of that city, confesses to 47 
years and says that he has been active ever since he can 
remember and never was laid up for more than a week 
Study and work are his hobbies. 

J. K. Wise, manager of industrial relations The Amer- 
ican Multigraph Sales Company, Cleveland, Ohio, says that 
the lesson taught by Dr. Hutchinson’s article is well worth 
heeding. Articles giving interest to facts and figures are 
much needed especially on important topics such as med- 
icine and hygiene. 

Edward S. Wood, treasurer of the Esterbrook Steel Pen 
Manufacturing Company, Camden, New Jersey, takes issue 
to some extent with Dr. Hutchinson's views. He recom- 
mends standard and continuous exercise in the open air 
whenever possible. 

W. L. Harris, president of the New England Furniture 
and Carpet Company, Minneapolis, Minnesota, says that 
it is not the pace that kills but failure to keep one’s self in 
condition. 

Sidney Frohman, president of the Hinde & Dauch Paper 
Company, Sandusky, Ohio, has been impressed with the 
migration from farms to cities and regrets the tendency. 

R. I. Innis, manager of plants E. H. Stafford Manufac 
turing Company, Chicago, believes that men who live 
clean lives and who are busy every minute six days a week 
for about fifteen hours live longer than those who travel 
at more leisurely pace. 

H. B. Hudnut of the General Fireproofing Company, 
Youngstown, Ohio, agrees with Dr. Hutchinson unquali 
hedly. 


Standardization in Paper Making. 


The recommendations of Secretary Hoover looking for 
standardization of products in ali industries were antici- 
pated by the researches of the American Writing Paper 
Company in that direction. It is said that when Depart 
ment of Commerce representatives looked into the stand- 
ardization plan of the American Writing Paper Company, 
they were delighted with the advances already made. The 
department specialists are John F. Williams, of the print 
ing and paper department, and Robert B. Wolfe, of the 
pulp and paper department. 

The American Writing Paper Company has standardized 
the manufacture and distribution of its products so that 
stationers and printers in all parts of the country are 
able to meet the needs of their customers promptly, and 
with the added advantage of quick turnover of stock 
Through the elimination many brands, which frequently 
overlapped in grade and application, the American Writing 
Paper Company has condensed its lines to the following 


ranges: Seven bond papers of rag content; two bonds of 
wood fiber; five ledgers, four writing papers; four linen 
papers; five cover papers; nine book papers; four offset 


papers; five bristol boards; three drawing papers: two 
mimeograph papers; three blue print base papers; five 
weddings and papeteries; six basic specialties; one com 
plete announcement line; one complete line of hand-fash 
ioned specialties. 


Max Weil Handles “Kwikstick” on Coast. 

Max L. Weil has succeeded Van Grove Bros. & Weil 
as Pacific Coast distributor of “Kwikstik” sanitary mu- 
cilage. Mr. Weil, having his own car, keeps in personal 
touch with all the dealers in Southern California. His 
office is at 208 San Francisco building, Los Angeles. 
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Below: Imitation staples not in line with 
Hotchkiss feeder 
side, staple is uncontrolled, and CLOGS. At 
least one staple of each strip is wasted because 
there is no blank end for feeder to grasp. 
Staples are of tin, dull, easily bent, not 
uniform — entirely 


Center line slips to one 


unfit for Hotchkiss 















With genuine Hotchkiss Staples the 
spring guide and feeder always falls in the 


1 hove: 


spaces between the staples. Center is in per- 
fect alignment, staples are nickel steel, 
straight, sharp, strong. Hotchkiss Staples 
have blank ends. none are lost, they WIL! 
NOT CLOG These are the ONLY staples to 
use in Hot hkiss machines. 
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“Unintentionally you a 


| be misleading yoursel 


ENUINE Hotchkiss Staples 
will not “clog” Hotchkiss Paper 
Fasteners. 





j 
Lae 
Imitation staples will clog in Hotch- 


kiss machines. 
These are facts—indisputable. 


Every complaint of the faulty opera- 
tion of Hotchkiss Fasteners, when 





a investigated, has been found due to 
the use of imitation staples. 
, 
J When another manufacturer wrongly claims 
2 his staples can be used with Hotchkiss ma- 
et chines—when the retail stationer sells them 


for this purpose, an injury is done not only 
to the makers of the genuine Hotchkiss 









~ . ate et 


and your customers — 


staples, but also to the Hotchkiss Paper Fast- 
ener, to the retailer, and to his customers. 


Beware of imitation Hotchkiss staples. 
Know and recommend the genuine. 


You can tell them, first by our trade mark 
in red on every box, second by the blank 
ends of each strip of staples. 


These are genuine Hotchkiss Staples—of 
rustless, non-tarnishable nickle steel. They 
will not clog. They will not break. They 
are the only staples to use with Hotchkiss 
Paper Fasteners—proved so by over 25 years 
of good service. 


If you have unintentionally been misleading 
your customers and yourself learn these facts 
now—and start building a bigger business 
by stocking—and selling—only genuine 
HOTCHKISS staples. 





HOTCHKISS SALES COMPANY, NORWALK, CONN. 
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PAPER FASTENERS & TACKING MACHINES 
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The High Grade Business Paper 
DVANCE BOND is made by the L. L. 


Brown Paper Company who have been 
making quality papers at Adams, Mass., for 
about three quarters of a century. 


You know the L. L. Brown Paper Company. 
You know their reputation; you know their 
ledgers, linens and bonds. You know that the 
Brown Company make only quality papers. You 
know that their watermark ‘‘B’’is sponsor for 
invariable quality. And you know that their 
product — Advance Bond—is a paper you will 
be proud to recommend to customers who 
appreciate the better sort of business stationery. 


Write us for sample book—and note the color, 
test the strength and listen to the crackle 
of this new sheet. It speaks for itself. 


L. L. BROWN PAPER CO. 
ADAMS, MASS. 
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Richard T. Erwin 


Announcement of the death of Richard T. Irwin, 3316 
\ldrich avenue, South, Minneapolis, Minnesota, reached 
Office Appliances early last month. Mr. Irwin passed 
iway on Tuesday, May 3rd, from heart trouble at the age 
of 49 years. He had been a district manager for the Gen- 
eral Fireproofing Company about five years and had a 
large number of friends in the organization. He is sur- 
vived by a widow and two sons, who will take up their 
residence in Philadelphia. 

Mr. Irwin was a Mason, a member of F & A M Minne- 
apolis Lodge number 49. The funeral services were held 

1 Friday, May 6, at 3 P. M., in Lee’s Mortuary under the 
auspices of the Masons and interment was at Lake View 
Cemetery, Minneapolis. 

Mr. Irwin’s brother died twelve hours before his death 
in Philadelphia from the same trouble. Mr. Richard Irwin 


had just moved into a new home the day before he died. 


E. S. Yeazell. 

E. S. Yeazell passed away last month at Berkley, Calif. 
His son, Walter T. Yeazell, Coast manager for The 
Conklin Pen Manufacturing Company, has the sympathy 

1 wide circle of friends. 


= 
Louis L. Reinecke. 
Louis L. Reinecke, head of Winters & Reinecke, 822 


\rch street, Philadelphia, Penna., died suddenly following 
a seizure of heart disease. Mr. Reinecke was widely known 
in the stationery and toy trades. He had returned a short 
time previously from an extended tour of Europe, and 
seemed to be in excellent health. 

* 


Charles Stewart Braisted. 

May 9 Charles Stewart Braisted, secretary of the Eagle 
Pencil Company, passed away. Mr. Braisted was seventy 
nine years old. He entered the employ of the Eagle 
Pencil Company as a boy fifty-five years ago, and won 
his way through various departments until made secretary. 
Illness necessitated his retirement abount three years ago. 

x 
Harry E. Bowman. 

Harry E. Bowman passed away April 17 at Philadelphia, 
Pa. He was a veteran Philadelphia printer, and had been 
with the Stephen Green Company since 1910 Prior to 
that connection he was with the Allen, Lane & Scott Com- 
pany for many years. Mr. Bowman was the eldest son 
of Col. John M. Bowman, born in Johnstown, and going to 
Philadelphia in 1885. 


x oe % 
William Joseph Krouse. 


William Joseph Krouse died May 18 at Washington, D. 
( He was a stationer of many years’ standing at 908 G 
street. Mr. Krouse was born near Smithsburg, Md., in 
1869. He moved to Washington as a young man, and 
‘ontinued his residence there until his demise. He was a 
frater in Centennial Lodge, F. & A. M. Mrs. Laura E. 
Krouse, his widow, survives him. 


os 
Edward J. Holmes. 


Edward J. Holmes of Philadelphia, Penna., passed away 
1 May at the age of fifty-four. He had been elected pres- 
ident of the McCausland Stationery Company, 4426 Frank- 
fort avenue, shortly before his demise. Prior to his con- 
nection he had been with the Wm. H. Hoskins Company 
and the Gubler Stationery Stores, Fourth and Sansom 
streets. The widow and two small children survive. 

x # & 
John Richard Tatum. 


John Richard Tatum died May 13 at Cleveland, Ohio, 
aged sixty-seven. He was a valued member of the staff 
of The Burrows Brothers Company. He spent ten years 


in that connection. 





The man who is always demanding all that he earns is 
nly too likely to forget to earn it.—Globe-Wernicke 
Doings. 
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Netdich Process 


Carbon Papers 
Typewriter Ribbons 


‘©The Line of Lowest 
Ultimate Cost’’ 





The greater economy and profu 
that you desire at this time 1s 
insured by the unusually sat- 
isfactory combination that we 
offer, viz: 


Highly efficient, uniform and 
dependable qualities for every 
purpose; prices lowest constst- 
ent with such qualities and keen 
appreciation of your interests; 
and attentive service. 


This, together with the conse- 
quent essential good will of 
your customers, wlustrates the 
law of cause and effect; 1. e., 
that our Carbons and Ribbons 
are of the ‘‘Lowest Ultimate 
Cost’’ when you strike a final 
balance. 


Your best interests will unques- 
tionably be served by writing 
us today. 


Netdich Process Company 


Manufacturers 
Established 1898 


Burlington, N. J. 
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SENINCORPORATED WSSecLA TION 
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The Goes Loose-Leaf 


Common Law 
Record Book 


No. 8 
} (Compiled by a member of the Chicago Bar) 
A text-book and a reference-book containing an instructive 
treatise and many helpful sugcestions and forms essential during 
the organization, and, later, in keeping the records of an Un- 
incorporated Association (Common-Law Trust). Forms similar 
to those contained in The Goes Corporation Record Books, 


- — 


/ but made to fit the needs of < Common-Law Trust, are provided. 
| Just Published Write for descriptive matter 





The Goes ‘Printers’ H. elps 


also include 


\ Common-Law Certificates Bond Blanks 


i) Stock Certificates Diplomas 
Bordered Blanks Certificates of Award 
Bound and Loose-Leaf Corporation Record Books 


and 
Art Advertising Blotters 
Art Advertising Mailing Cards 
Art Advertising Calendar Cards 
Lithographed Calendar Pads 





\ 


\ 


et ae | 
will be sent when requested | 

_ Goes om) / 
Lithographing | + a / 
49 West glee seroct 
Chicago 
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Young Woman Heads Office Equipment House. 

Office Appliances takes pleasure in presenting herewith 
an excellent likeness of Miss Roa D. Shedd, head of the 
Roa D. Shedd Company, which began business on January 
27, 1920, at 615 Ohio building, Toledo, Ohio, specializing on 
typewriter ribbons and carbon papers. The new company 
was appointed exclusive agent for the D. H. & D. type- 
writer ribbons and carbon papers and in the face of keen 
competition, business began to grow rapidly under the 
impetus of a sincere desire to serve all customers to the 
very best of the company’s ability. The company has 
adopted the policy of estimating the number of ribbons and 





MISS ROA D. SHEDD 


ie) 
= ONS 


—, 





carbons that their customers will use in a year, taking a 
blanket order for this amount and billing them as required, 
giving customers the advantage of the auantity price. Re 
cently it became necessary for the company to add other 
lines in order to give customers a fuller scope of service. 
Accordingly, about eight months ago the company became 
the agent for Keller’s inks and also added a line of second 
sheets and pencils. Their success with these lines was so 
satisfactory that a full line of office supplies was later 
added, omitting, however, office furniture. The company 
has been appointed agent for certain lines of the Weis 
Manufacturing Company and for the Munson Interna- 
tional cushion keys. The company employs three repre 
sentatives who travel the state of Ohio, while the local 
business in Toledo is taken care of by Miss Shedd herself 

Readers wil! no doubt be interested in something of the 
personal history of Miss Shedd, head of the Roa D. Shedd 
Company. Three years ago she became associated with a 
local concern who dealt only in carbon papers and type- 
writer ribbons. In a short time Miss Shedd decided that 
she could improve upon the methods of her employers, 
having already had experience in selling automobiles and 
traveling for a New York fur house. She remained with 
the company for one year and then accepted a position 
with one of the largest creameries in Detroit as sales man 
ager. After a little whi'e the Columbia Carbon & Ribbon 
Manufacturing Company offered her the old territory in 
Toledo, having discontinued their agency there. She, there 
fore, returned to Toledo, opening offices in the same loca 
tion as those which her former employers had occupied 
During her work in Detroit Miss Shedd opened offices in 
the Burns building where she sold carbons and ribbons of 
the Columbia D. H. & D. lines 
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When Bookkeepers 
“Ruled Their Own” 


ACK in the days when quill pens scratched and 
spluttered, it was not possible to buy journals, 
ledgers, and day-books with ruled pages. When 
columns were needed, bookkeepers had to “rule 
their own.” 


The bookkeeper of today writes with smoothly 
flowing pen upon pages ruled by machinery, and 
most of the drudgery has been taken from his 
ancient and honorable calling by Loose- Leaf meth- 
ods and Loose- Leaf books. 

National Loose-Leaf Books are used in the 
accounting departments of such institutions as the 
Delaware, Lackawanna & Western Railroad, 
United Fruit Co., and Henry L. Doherty & Co. 


Show your customer our Royal Loose-Leaf 
Ledger, Series 8100. Its chassis is the strongest 
made; its mechanical features include hinge lugs, 
bridge plates, bronze bearings, and the National 
flat key. Cowhide and corduroy binding, ruled 
sheets of Yorkshire Ledger paper. 


(| NATIONAL /} 





Loose-Leaf and Bound Books 


NATIONAL BLANK~ BOOK COMPANY 


113 RIVERSIDE HOLYOKE, MASSACHUSETTS 


SS Gee 0 es 










Have you copies of our free book, 
“Ready Records for Accounting,”’ 
to give to your customers? If not, 
write us today for a supply. 


Ledgers 

Ledger Sheets 

Post Binders ° 
Sheet Holders 

Bank Forms 

Price Books 

Ring Binders 
Columnar Sheets 
Commercial Forms 
Memorandum Books 
Students’ Note-Books 


Royal 
Loose-Leaf 
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i TYPEWRITER 


“CUSHION KEYS 
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Thousands 
of possible sales for 

International typewriter 
keys right at your door. 


VERY customer who buys typewriter supplies of any kind is a prospect 

for a set or sets of International Keys. Sell them on the thought that 

they increase operator’s speed, quiet machine noises, and take the glare out 
of the keyboard (the great reducer of all-day efficiency). Then again they may 
have some other keys already installed. Keys wear out—sell them replace- 
ments. There’s profit in sales suggestion—and selling International Keys. 


International Keys are quality goods—as plied in boxes bearing your name and address. 





good as the best——You know the Munson rep- 
utation for square dealing and quality—we 
stand back of every set—they must make good. 
Stock International Keys and make a liberal 
profit. 


International Typewriter Cushion Keys are sup- 























MUNSON SUPPLY COMPANY 


++ Owning and Operating the International Mfg. Co. 
23 CITY HALL PLACE 


They advertise your store not only as the 
place to buy rubber keys but as the place to go 
for supplies of all kinds. 


Keys come in green, black and white rubber 
in all languages. 


Ask about our dealer co-operative plan. 


NEW YORK, U.S.A. 
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California House Enlarges Quarters. 

Che Controllograph Company of Los Angeles and San 
Francisco, California, have enlarged their quarters in Los 
\ngeles where an up-to-date service department has been 
nstalled together with all modern conveniences necessary 
to take care of the trade in southern California. 

In the story of the Los Angeles business show is a 
brief description of the company’s exhibit at that event. 
Their display created no little interest, the line never hav- 
ing been exhibited before, except in world expositions. 

[he company manufactures and distributes the Control 
lograph printing and issuing machine used in modern thea- 
tres, concession places and other amusement enterprises. 














ATTRACTIVE ARRANGEMENT OF THE OFFICES OF THE 
CONTROLLOGRAPH COMPANY. 


Besides this they distribute the Automatic ticket selling 
machine, the Hoefer coin changer, various counting and 
testing devices, turn stiles, ticket choppers, ticket mutilat- 
ing devices, distance indicators and ticket handling de- 
vices. The only devices which come properly under the 




















M. E. FIMMIN, General P. W. RICH, District Man- 
Manager, Controllograph, ager, Controllograph, San 
San Francisco. Francisco. 


classification of office equipment are the coin changers and 
the coin counting and testing devices. 

However, the company is now preparing advertising 
matter, folders, etc., for a selling campaign on a new add- 
ing and computing machine which they import from Eu- 
rope. 

The Los Angeles office is in charge of M. E. Fimmin, 
general manager, and P. W. Rich, sales manager of the 
company. The San Francisco office is located at 117 Gol- 
den Gate Avenue. 


New York Stationers’ Smoker. 
A smoker will be held by the Stationers’ Association of 
New York at the Drug & Chemical Club, June 20. Dinner 
will be served at 6:30. 
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“THE EIGHTH WONDER OF THE WORLD” 






Selling what your 
customer needs is 
GOOD Merchan- 
dising. 


tr. Deater 

We submit the Lottowing bornte 
of MULTIPLEX HAMMOND eonotruction 
and versatility. 


You may forum 
you own conclusions asd to the 
mobortton of your batrons who 
would require qust ouch equibment= 
it they anew 14 woo avattabte. 


EXCLUSIVE MULTIPLEX FEATURES 


Instantly changeable type of many styles. 
Two type-sets always on the machine. 
Any other type or languages selected substituted in a few 
seconds. 
Automatically uniform type impression. 
Exceptionally beautiful work. 
Condensed construction—compact and light. 
Various sciences represented by respective symbols. 
Velvety key touch—light and agreeable. 
Universal key-board, shift keys right and left side 
Cultivated touch unnecessary. 
Alignmen: never varies. 
Stencil cutting—at its best. 
Unlimited width of paper accommodated. 
Splendid carbons (manifolding). 
Large and small type on the same machine. 
Aesthetic appearance. 
Durability supreme. 
Especially economic ribbon system. 
Writes Index Cards flat—no bending. 
180 (and over) characters on each machine. 
STANDARD, scientific, keyboard. 
Quick ribbon replacement—simplified. 
Check writing—perforating—type. 
Special literary characters. 


SPECIAL MODELS 
Variable letter spacing.— 
Condensing of writing to 4% usual space. 
Mathematical-Engineering with Special Char- 
acters and Symbols. 
Addressing machine stencils. 
Technical special characters — Engineering, 
Chemistry, Astrology, Int. Phonetic. 





Reversible for,—Oriental and Occidental lan- Portable Aluminum 
guages on same machine. Light Weight 
Oriental languages only. —11 Pounds 


Special wide carriages. 


Will do everything that any other typewriter will do and 
many things that no other typewriter can do. 


BUSINESS SCIENCES LANGUAGES 
LITERATURE ENGINEERING CHEMISTRY 
MEDICINE MATHEMATICS SURVEYING 


All on ONE machine 





“Many Typewriters in one.” 


Type-sets in many styles and many languages. 
Two type-sets, or languages, always on one machine. 
“JUST TURN THE KNOB” and change from one to another. 


“DEALERS” 


Many oaluable territories open. 


The Hammond Typewriter Company 
535 E. 69th Street, New York, N. Y. 


Representatives for British Isles: 


THE HAMMOND TYPEWRITER COMPANY, Ltd. 
75 Queen Victoria Street, LONDON, E 1(413/D 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Association of Stationers and Manufacturers from Month to Month 
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Bauer Addressed Boston Stationers. 

The Boston Stationers’ Association was addressed May 
2 by Ralph S. Bauer, president of the National Associa- 
tion of Stationers and Manufacturers. He narrated some 
of his experiences and impressions while on the journey 
to the Pacific coast and back. Mr. Bauer is very opti- 
mistic about the future. Walter F. Wyman, export man- 
ager of The Carter’s Ink Company, predicted an early 
return to “normalcy.” Frank J. Merrill, president of the 
Boston Stationers’ Association had charge of the meeting. 

Boston stationers gather every Tuesday from 12:30 to 
2:00 at the City Club for a weekly luncheon. Visiting sta- 
tioners and traveling men are invited to attend. An ex- 
ceilent luncheon is served for $1.00. 

The June meeting was held June 2. 

Boston's annual outing will be held June 28, at Pember- 
ton. President Merrill has appointed a committee to 
arrange for the outing, comprising H. B. Van Dorn 
(chairman), Harrie E. Copeland, Clarence P. Davis and 
James T. Towhill. 

Bauer Addresses Bostcn St2tloncr-. 

Frequent bulletins are being sent to local associations 
by the office of the General Manager of the National As- 
sociation of Stationers and Manufacturers, over the sig- 
nature of William H. Greenleaf, Field Secretary. The 
bulletins present matters of common interest to the local 
organizations of stationers. 

Under date of May 20th, 1921, the following bulletin 
was mailed: 

Business will be better when we make it better. 

* * #* 

Some local associations publish a list of the overstocks 
in their members’ stores, serving as a clearing house for 
an exchange of goods. 

k * * 

A lecture course for salesmen and store clerks is given 
under the auspices of the local association in some cities. 
There are great possibilities for increased efficiency 


through a thorough discuss‘on of “Ink,” “Fountain Pens.” 


“Loose Leaf,” etc. The selling points of the various items 
offer one avenue of approach; the manufacture and qual- 
ities of the goods offer another. 

x * 


Some associations provide for an exchange of credit 


information among their members. 
* * * 

Has your association ever questioned the cash discount 
to consumers? In some sections, stationers have largely 
eliminated the practice. The subject is worth discussing. 

eS 

Have you any questions that we can answer? We are 
here to serve you. Use us. 

x * * 

Many associations condemn the practice of some dealers 
in assuming express and mail charges on shipments sent 
to out of town customers. 


Los Angeles Regional Meeting. 
A regional meeting of members of the National Asso- 
ciation of Stationers and Manufacturers will be held in 


Los Angeles, June 28-30. Arrangements are in charge of 
Henry P. Dimond, manager of the Stationers’ Associa- 
tion of California, who looks forward to a very large at- 
tendance. Ralph S. Bauer, president of the National As 
sociation, will preside. The place of meeting will prob 
ably be at the Alexandria hotel. 


Pacific Northwest Association Annual. 


The Pacific Northwest Stationers’ Association will hold 
its twelfth annual meeting at Seattle, July 12-14. It is ex 
pected that this will be one of the largest meetings held by 
the Association. It functions, and draws membership 
from Washington, Oregon, Idaho and Montana The 
Seattle gathering wiil include business sessions, the a1 
nual dinner and an outing. The guests of the Associatio1 
include Fletcher B. Gibbs, general moanraver. and W Ilia 
B. Greenleaf, field secretary of the National Association 
of Stationers and Manufacturers. 





Accounting Discussed by Valley Dealers. 
The May meeting of the Connecticut Valley Stationers’ 
Association at Springfield was addressed by F. E. Frost, 
of the Frost Stationery & Office Supply Company, Wor 
He discussed “Proper Accounting Systems 
a simple system which 
idea of how he 1 


cester, Mass 
for Retail Stationers,” 
will give the dealer: a 
every month. 

C. R. Kilborn, New Haven, has been obliged to relin 
quish his office as secretary, owing to the demands of 
his business. E. W. Pope, of New Britain, Conn., was 
elected to succeed Mr. Kilborn. 

The annual outing of the Connecticut Valley Stationers’ 
Association was held June 8 at New Haven. 


suggesting 


graphic 


Stands 


Stamp Manufacturers Meet at Boston. 


The tenth annual convention of the International Stamp 
Manufacturers’ Association is to be held at Boston, June 
14-16. Headquarters are at Hotel Brunswick. The an 
nual dinner wi'l be held Wednesday evening, June 15. An 
elaborate entertainment program has been provided, in 
cluding automobile trips covering Boston and its historic 
environs. Delegates who can remain until June 17 will 
be guests of the Boston Stamp and Stencil Club, which 
will celebrate Bunker Hill Day. A steamer will take the 
party down Massachusetts Bay to Plymouth. Luncheor 
will be served there, bringing the guests back to Bosto 
about 5:00 p. m. 


Planning for October Convention. 


The program of the annual convention of the National 
Association of Stationers and Manufacturers will be ar 
ranged at a meeting of the executive committee. This 
will be held at the Toledo Club, Toledo, Ohio, June 16-18 
Other Association affairs will be considered as required 





Monthly Meetings at St. Louis. 
The St. Louis Stationers’ Salesmen Club has scheduled 
a meeting every month this year. The meetings cover 
topics of interest to the trade in general. 
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eat bell is as 
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| ] One peal of a 
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much like another as is one print 


[| | 
of the Mimeograph like its original. The finest of 
rf workmanship is the Mimeograph’s habitual prod- 
| I] uct. But one can no more get neat work from a 
slovenly and badly aligned typewriter than one can 
get excellent duplicates from a dirty and mis-managed 
Mimeograph. No finer reproductions of letters, forms, 
blanks, charts, diagrams, etc., can be made than the 


Mimeograph will deliver under ordinary care. But trained 
skill is not an essential. Five thousand exact duplicates 


the Mimeograph delivers an hour—and at almost negli- 
gible cost. Every day it is saving huge sums for industrial 
and educational institutions throughout the world. Let 


Get booklet “T-6” 


us show you how it will save for you. 
from A. B. Dick Company, Chicago—and New York. 
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SOMETHING 





In order that our friends and customers may be saved the delay of sending their 
platen cores to either Newark or San Francisco we have constituted each of our 
Branch Offices a 


Platen Service Stati 
Each Office Service Station carries a stock of Recovered Platens for all makes of 
typwriters. Send your cores to the nearest Office Service Station and they will 
be exchanged and returned to you immediately, thus giving you 


The best platen service in the world 
No matter where you may be located you are only a few hours distant from one 


of these 


SERVICE STATIONS 


ATLANTA, GA., 135 Peachtree Arcade MILWAUKEE, WIS., 370 E. Water St 


BOSTON, MASS., 119 Franklin St. NEW YORK CITY, 345 Broadway 
CHICAGO, ILL., 329 S. Dearborn St. NEW YORK CITY, 10 Barclay St. 
CINCINNATI, OHIO, 148 E. 4th St. PHILADELPHIA, PA., 802 Chestnut St. 
CLEVELAND, OHIO, 34 Euclid Arcade PITTSBURGH, PA., 630 Penn Ave. 
DETROIT, MICH., 1253 Griswold St. ST. LOUIS, MO., 807 Pine St. 
KANSAS CITY, MO., 905 Grand Ave. SAN DIEGO, CAL., 909 Third St. 

LOS ANGELES, CAL., 716 S. Spring St. SAN FRANCISCO, CAL., 506 Market St. 


Not only do we use the best rubber obtainable and grind the covers with abso 
lute accuracy so there is no running out, but every platen is 


Carefully Inspected 


before leaving the Recovering Station, therefore it is ready for immediate use 
when received by you. 


SEND US YOUR PLATENS 


and save time, annoyance and transportation and get the Best Recovered Platen 
it is possible to obtain. 


AMERICAN WRITING MACHINE CO. 


HOME OFFICE and FACTORY 


449-455 Central Ave. a ee 
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New York Specialty Concern in New Quarters. 
The Stationers Specialty Corporation have moved from 
25 Beekman street to 211 Center street, New York. At 
the new address the company occupies an entire floor with 
about twice the space that was available at their former 
location. The premises run through from Center to La- 
fayette street, the freight elevator being on the Lafayette 
street side and the passenger elevator on the Center street 
side. They have doubled their factory force and made 
other improvements. 

[he corporation is now making black cloth covered 
cabinets in different sizes and types, but continue to manu- 
facture desk pads as previously 





Export and Import Trading Corporation for 
Chicago. 

[he George Schow Trading Corporation is the name of 
a new concern recently organized in Chicago with offices 
at 125 West Madison street. The president of the com- 
pany, George Schow, has been in the export and import 
business here for a number of years. The incorporation 
of the company bearing his name is, however, of recent 
date. The other directors and officers of the new company 
include A. O. Wilcox, vice president, and F. A. Gill, sec 
retary and treasurer. 

Mr. Wilcox was manager of the foreign department of 
the National Bank of the Republic for fourteen years and 
recently formed a partnership with a promment merchant 
and trader in Batavia Java, conducting a general export 
ind import business with that country under the name of 
the American Javanese Products Company. 

The George Schow Trading Corporation carries on a 
general export and import business with all countries and 
acts as the accredited export representative for American 
manufacturers. They are sole American agents for Ameri- 
can manufacturers and exporters and serve as purchasing 
agents for foreign accounts. Through their numerous 
agents and representatives abroad, they have acquired facilli- 
ties for exhibiting the goods of American manufacturers 
to advantage and to render efficient service in connection 
therewith. These exhibits can be arranged collectively 
or separately according to the lines shown. The company 
handles only lines which they control exclusively for 
export in the various territories in which they operate 
The service rendered includes publicity, selling, creation of 
new markets, appointment of agents and dealers, in fact, 
the company acts as manufacturers’ export department, 
performing all the duties in connection therewith 

[In many foreign countries syndicate buying and selling 
is carried on to some extent. The function of the buying 
syndicate organized by the George Schow Trading Corpo- 
ration will provide through foreign banks the necessary 
credit to the members of the syndicate to cover their import 
requirements The foreign banks take the paper of the 
members, thereby creating the means to pay spot cash in 
the United States, the foreign buyer obtaining thereby the 
necessary time in which to pay for his goods. 

Under this plan purchasing is pooled and purchasers are 
given the benefit of the quantity orders under this ar- 
rangement, the plan doing away with the expense of 
handling, shipping, insuring and financing a great many 
small shipments 


Winners in Security Steel Contest. 

The contest conducted by dealers of the Steel Equip- 
ment Corporation, Avenel, N. J., in April has been con- 
cluded. The first prize of $100.00 was awarded to Dr. H. 
H. Tallmadge (W. D. Campbell Company, Washington, 
D. C.); second prize, $50.00, L. H. Lappe (A. W. McCloy 
Company, Pittsburgh, Penna.); third prize, $25.00, C. V. 
Riley, Sioux City, Iowa. Honorable mention was made 
of the showings made by J. C. Kemmer (A. W. McCloy 
Company, Pittsburgh, Penna.); W. H. Whitlock (Whit- 
lock & Company, Raleigh, N. C.); Arthur H. Osmun 
(Howard W. Boise Company, Plainfield, N. J.); E. T 
Critchfield, Harrisburg, Penna.; Royal H. Eckert, Allen- 
town, Penna. 


Moore Selling Arrangement with Esterbrook. 

[In certain territory salesmen for the Esterbrook Steel 
Pen Manufacturing Company are taking orders for the 
product of the Moore Push-Pin Company. This has given 
currency to rumors of a consolidation of the two inter- 
ests. These rumors are unfounded. 












Lightning strikes out ineffi- 
ciency and sets fire to 
excessive mailing 

room costs 









ENVELOPE SEALER 
Lightning Model M—Motor Driven 
(Lightning Model K—-Hand operated) 


Every firm is compélled to maintain non-productive 
details known as “overhead”. With most concerns, 


mailing-room costs is a “runner-up” in the list of 
items constituting “overhead”. 


IGHTNING 


etter Openers Envelope Sealers 


will more nearly eliminate this particular item than 
any other known method. The employment of 
Lightning equipment means increased profits by 
reason of decreased expenses. 


Why continue to endure unnecessary costs? 
Why not investigate the Lightning 
way? Acard will do it. 


The Bircher Company 


(Inc.) 


Rochester, N. Y. 
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P&M 
METAL TIP GUIDES 





A Combination of ; 
Quality — Economy — Service 





QUALITY 


Genuine Red or Gray Pressboard which will 
not dog-ear. 


Tips made from Extra Heavy Nickeled Metal- 
oid that does not rust. 


Assembled with skill on especially devised 
machinery. 


ECONOMY 


Highest possible quality, therefore they 
outlast other makes. 


Need never be replaced, as new headings can 
be inserted as the index changes or grows. 


SER VICE 


Fifty Thousand Guides of assorted stock 
sizes on hand, ready for shipment, at a 
moment's notice. 


A battery of machines and a trained crew 
prepared to start immediately on your rush 
orders. 





We have facilities for making tab cut and celluliod 
tab guides, at profit making prices to dealers. 


The Plew & Motter Department of 


The Workman Manufacturing Co. 
Capital & Surplus Over $300,000.00 
Chicago, Ill. 


Racine Ave. and Monroe St. 
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Financing Foreign Business. 

Revival of America’s foreign business awaits only the 
setting up of machinery that will permit of the extension 
of long-term credits to foreign buyers and American ex 
porters, according to William C. Redfield, retiring 
dent of the American Manufacturers’ Export Association 
and former Secretary of Commerce. In a recent talk, Mr. 
Redfield said: 


presli- 


“Some years ago I went to a large factory hidden 
away in the rocky hills of Northern Lancashire to sell 
them what we called spindles. We had made them for 
American parties and thought we understood their pro- 
duction. After a courteous reception, samples were prt 
pared for my estimate numbered respectively from one 
to ten. Fo'lowing the trade custom, I then asked the 
quantity that would be bought on a single order if the 
price were right, suggesting that it would hardly be profit 
able to make less than 20,000 of a size on an orde They 
said, ‘Figure in the first instance on a quarter of illion 
each.’ When I had recovered frem the shock of a sug 
gestion that would have swamped our availabl lant, | 
suggested that the more modest quantity which I had in 


n 


mind would be sufficient as a trial. To have ac 
such order as that which was proposed would ive put 


us out of business, so far as regarded other omers 
for similar goods. We should, in short, have riously 
overtraded. We lacked the tools with which to do the 
trade on a sufficient scale to meet the market 

“If we transfer the thought from mechanics to finance, 
the above incident not unfairly represents the present 
condition of American business as it looks out upon the 
world. It has not the financial tools with which to do 


the work of the country as it needs to be done, both 


in location and volume and in the way it needs to be 
done as regards the necessary elements of credit Just 
as in our smaller way we were then unable even to con 
sider the large order that was suggested, so today busi 
ness is tendered to the United States from many lands and 
in many forms which it is quite out of our power to con 
sider taking for lack of financial equipment. Yet condi 
tions vary from the incident I have given in the respect 


that we badly need these orders that are now proposed 
to us. We have the men, the materials and machines 


all of them more or less idle, all of them more or less 


hungry to produce. Back of them lies a more serious 
problem than the economic one, namely, the human prob- 
lem There are fathers and sons, brothers and husbands, 
willing and eager to work but unable to secure it.” 

At this point Mr. Redfield referred to the fact that 


good business orders in excess of $50,000,000 are held up 
by the lack of such facilities as the Foreign Trade Finan 
ing Corporation will provide. He continued 

Don’t “Let George Do It.” 


“We are supposed to be a practical people and here ar 


conditions which test the truth of that supposition lf 
we treat it in the spirit of ‘Let George do it,’ the answer 
will be both quick and unpleasant for the export-wise 
financiers under George V. have no hesitation under 
taking that which we may overlook, America has with 


justice rather prided herself on her alertness of mind and 
present conditions afford another test as to how wide 
spread this alertness is. Can we see through a millstone 
when it has a hole in it, even if the hole be of a little 
different shape or size from that through which we have 
been accustomed to look, or is our vision so turned in 
ward, so parochially directed that we have lost the sight 
of opportunity when it comes to us in a form which is 
novel only to us? 

“Let us assume as a sound premise that factories art 
meant to operate, machines are meant to run, and that 
workmen, depending upon their toil, seek means of labor. 
Add to this the unquestioned fact, demonstrable many 
sides, that the world seeks hungrily for the goods we 
have the power to produce but lacks the present 
of paying promptly for them. Nay, it must have our 
products in order that by their use it may earn the 
means of paying for them. THen add-as a her fact 
that our great competitors, having had larger experience 
in world business than we and understanding better its 
intimate relation to their domestic life, have already 
equipped themselves with tools for the doing of t! 
ular job and have already advanced well upon the 
accomplish it. It is through the misfortune of so 
labor ideals and ill-considered strikes that they have 
withheld from going farther, and meanwhile America, 
practical, far-seeing, clear-headed, courageous America 
why mills 
employed 


means 


1S parti 
road to 
ialistic 


peen 


(for so we think ourselves), waits and wonders 
are idle and mines are closed and the list of wu 


zrows. 














It required this girl’s entire time every day to hand- 
address 800 envelopes in which a Boston broker 
mailed his daily market letter. 


Last week she stenciled the 800 addresses into Ad- 
dresserpress address cards. She did this with her 
regular typewriter in less than six hours, 








She filed the 800 address cards in alphabetical order 
in this special cabinet—filed them just like index 
cards. 


And now each day when the market letter is ready 
to be mailed— 











Addresserpress— 


5 —she puts the address cards into the hopper of the 





—and as fast as she can turn the hand crank the ad- 
dresses are printed on the envelopes at a speed of 800 
addresses in 30 minutes. 





AGENTS WANTED in Cities of 
from 25,000 to 125,000 population. 


SEND FOR OUR 
SPECIAL PROPOSITION 


sel 


THE ELLIOTT COMPANY, 140 ALBANY STREET, CAMBRIDGE, MASS. 
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A special section in which’is presented many capital ideas for 
securing the best results in the sale of office furniture. Contri- 
butions by the following gentlemen, all of whom have proven 
the value of their methods by the success of their office furniture 
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departments: 


C. A. Netzhammer, Milwaukee 


Northwestern Furniture Company 
M. Allen Greenbaum, Cleveland 
Ohio Desk Company 
Louis B. Busse, Toledo 
Franklin Prtg. & Engraving Company 
A. G. Roberts, Akron 
Foster Office Supply Company 
E. E. Roberts, Cleveland 
F. W. Roberts Company 
R. L. Cavanaugh, Youngstown 
Youngstown Office Supply Company 
Charles D. Hartman, Detroit 
Charles D. Hartman Company 
Geo. H. Thom, Detroit 
Gregory, Mayer & Thom 
F. P. Miller, Pittsburgh 
Baker Office Furniture Company 
Geo. M. Armstrong, Pittsburgh 
J. G. Marshall Company 
James Wallen, Jamestown 
The Office Economist 
Harry S. Randall, Rochester 
Scrantom-Wetmore Company 


D. D. Macdonald, New Haven 


Bradley & Scoville. Inc, 


W. L. Ives, Baltimore 
Kohn & Pollock, Inc. 

Robert L. Goodman, Atlanta 
Baylis Office Equipment Company 

R. H. Pogue, Birmingham 
Dewberry & Montgomery 

John D. Hanson, Jr., New Orleans 
Perry & Buckley Company 

J. H. Parkin, Little Rock 
Parkin-Longley Company 

Frank O. Denney, Kansas City 
Hugh Stephens Company 

Edwin S. Shortess, Cedar Rapids 
Morris Sanford Company 

F. R. Neumeister, St. Paul 
MeClain & Hedman Company 

Guy C. McKenzie, Omaha 
Corey & McKenzie 

Adrian B. Pembroke, Salt Lake City 
The Pembroke Company 

H. F. Chapin, Portland, Ore. 
Pacific Stationery & Prtg. Company 

Edw. A. Bigley, Los Angeles 


Los Angeles Desk Company 


C. W. Straubel, Green Bay 


Automatic File & Index Company 


To which excellent material is added the advertisements of 
practically all of the leading manufacturers in this important 
division of the field of office equipment. 


Office Furniture and the Commercial Stationer 
Being a few Thoughts upon the Logic of this Development and 


a Suggestion as to the Psychological 


Aspects 


of Good Furniture 


WT HAS not been many years since of- 





fice furniture was not considered a 
| logical part of the stock of the dealer 
}in commercial stationery and office 
equipment. Gradually, however, the idea has 
gained ground that the office equipment store 
should be a place so complete in every feature 
of service that business and professional men 
need not go elsewhere to outfit every part of 
their offices. 

Time was if one wanted to buy a desk, a 


bookcase or a filing cabinet, even a typewriter 
stand, he went to a furniture store to get it and 
found it displayed in the company of orna- 
mental suites of household furniture. Now, 
however, the business man goes either to the 
straight-out office furniture store or to his sta- 
tioner who has the stock to meet all his re- 
quirements and to make prompt deliveries. 
Office furniture in the commercial stationery 
field has grown until now it is one of the larg- 
est factors in this business and enjoys a 
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standing and respect in association circles such as 
few other single departments hold. 


Dealers have found that the office furniture busi- 
ness or department co-ordinates with all other de- 
partments—with the machines, devices and supplies 
of business—and that everything works so smoothly 
and admirably together that it is comparatively easy 
to handle office furniture once the problem of floor 
space has been solved. This development has been 
entirely logical, but has come about with a rapidity 
which has surprised and pleased the publishers of 
this journal as well as the trade at large, and this 
rapid development is due not so much to the in- 
dividual efforts of the dealers, of the manufacturers, 
or the trade press, as by reason of the fact that the 
growth is a logical development of co-ordinate inter- 
ests. The business has grown along the line of the 
true current of affairs. It has not sought to swim 
against the stream, but has gone with it and has 
been found to fit the actual conditions under which 
stationers operate. The old saying that “truth will 
prevail” applies everywhere, and once activities get 
started along true lines, we find that truth does pre- 
vail irresistibly and with astonishing speed. 


Nothing better illustrates the spirit of the present 
day than to compare the office furniture products 
with which we are familiar with the ornate designs 
shown in the next article, the historical story which 
is presented through the courtesy of one of the 
manufacturers in this field. 

In previous issues we have pointed out that our 
own designs in office furniture have been products of 
development. The Puritan landed upon a stern and 
rockbound coast. He was a stern man. He had re- 
belled against the luxury and frivolity of the aris- 
tocracy of England and the Continent. He carried 
the simple life to the point of tyranny. The de- 
signs of his furniture were plain as befitted the 
desperate conditions which confronted him, and, be- 
cause he punished the flesh with the idea ot saving 
the spirit, scant thought was given to more than the 
absolute essentials of comfort. European ideas were 
reflected but slightly among New England colonial 
woodworkers who met hard conditions hardly. They 
reflected the times, and the Puritan office offered in 
its appointments perhaps a little less of comfort than 
the high desk and stool of Bob Cratchit. We are 
now mid-way, possibly, between the artistic designs 
of the Sheraton and Chippendale schools and the 
stern severity of the Puritanical ideas. We look 
now for the element of comfort in our appointments 
and insist that in obtaining comfort as well as prac- 





understand their requirements. 











thing new to offer. 


@ The salesman should bear in mind that full information is 90% of his 
requirements. A well informed man is invariably fluent and if he knows the 
goods he is selling, it 1s easy for him to convince his customer. If he does not 
know them, he is very certain to fail because he must finally submit his propo- 
sition to the heads of departments and they are necessarily men of ability who 
* ok 
most people. When the salesman works on a man hard and gets him in the 
habit of coming to the store, he will thenceforth require very little attention from 
the outside salesman except when he announces that he is ready to buy more 
goods. This man ts ready to give attentive ear when the salesman has some- 


se 


tical utility it is not necessary to offend the eye with 
designs that are grotesque or awkward. 

The modern and up-to-date office is a place mad 
for the accomplishment of given purposes. It is 
planned with attention to detail. It is effective. It 
imparts a sense of well-being. Its color tones har- 
monize. Confusion is eliminated. It pleases the 
senses. There is comfort, yet never the sense of 
laziness. It is instinct with life. It pictures power 
and bodies forth well-being. It is a place for reflec- 
tiqn as well as for decision. It brings into harmony 
the spirit of the worker within and extends the hand 
of welcome to the visitor from without. 

We have come to realize that inasmuch as we 
spend a good one-third of our lives in office and fac 
tory, we should have about us those things which 
will not only facilitate our work, but which will add 
not only to our own comfort and efficiency and to 
the comfort and efficiency of all those who work, 
whether the head of a concern or the least of the 
employers, but which will make our guests comfort- 
able, please their eyes and place them in a position 
where their minds are receptive to our ideas. 

We have come to understand in our business rela- 
tions that which the expert medical man so th 
oughly understands with regard to his patients; that 
is to say, that before we can get normal reactions 
from those who visit us, we must make them com- 
fortable and place them in a situation where their 
minds naturally relax and thoughts flow in calm 
channels. Accordingly we usher our visitors into 
well appointed offices, where the color tones of walls 
and furniture are subdued, where the light is abun- 
dant, but not glaring, and where soft rugs on the 
floor give the impression of quietness in contrast to 
the turmoil of the street. We invite the visitor to 
be seated in a comfortable armchair or in a chair 
with overstuffed leather cushions, in which every 
muscle of his body can relax and he immediately ex 
periences a sense of restful comfort. Under such 
circumstances the mind is receptive to favorable im- 
pressions. We have conveyed not only bodily com- 
fort, but a sense of prosperity and well-being—a 
sense of stability—and we have given to our visitor 
without effort the idea that we can be of service to 
him if he but present his proposition in the proper 
way. 

If, therefore, he is the average sort of man, he 
will not only want the services which we can give, 
but he will want to give us in return something 
which is commensurate with what he receives. 
3usiness is an affair of give and take, and to suc- 
ceed both parties to a bargain should be benefited. 








* * Buying ts largely a habit with 
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Through Centuries of Record-Keeping 


Written by James Wallen for ‘‘The Office Economist,” 
for January, 1921, and reprinted here by permission. 


Copyright 1921, by Art Metal Construction Company. 


N executive, bending over the records of his 
business for the previous year, is the direct 
heritor of the first thinking man. Discern- 


ing authorities believe that the first records 





were weather signs. Man, unwilling to trust to his 
memory the processional of the seasons, endeavored 
the changes. He the timid 


surrender of spring to summer, the maternal sum- 


to tabulate witnessed 
mer become middle-aged autumn and lastly the long 
winter of old age succeeded again by tender spring. 
The brave, prophetic and hopeful diary of the first 


man flowered into the zodiac, compiled in Babylon 
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RECORD-KEEPING AMONG THE ANCIENTS. 
two thousand two hundred years before the coming 
of Christ. 

The the 


evolution of the calendar simply illustrate the fact 


invention of zodiac and the consequent 


that man is not willing to trust even to the miracle 
of memory. It was Dr. Samuel Johnson who said, 
over the teacups in his casual way, “Memory is the 
which 


fundamental without 


other 


primary and power, 


there could be no intellectual operation.” 


Most of the thinking man’s energies are devoted to 
augmenting, aiding and abetting memory. 


Prior to the invention of writing, which began 


with crude pictures on the cave wall—the forerun- 
zodiac—man tried numerous devices to 
The childish performance of ty- 


ners of the 
stimulate memory. 
ing a string on the finger or a knot in the handker- 
chief dates back to the dawn of history. 

The the 
each notch symbolizing the end of a life; the notched 


tragic notches on bad man’s gunstock, 
score of the cricketers at play; the notched tallies of 
hazel and willow which kept the accounts. of the 
British Museum, are but symbols of man’s depend- 
ence upon records. 

The rosary of beads by Saint Dominic from the 
crown of the garland of roses is the last and most 


a record of 





poetic example of these aids to memory 
devotion. 

Recording is largely, as we have found in the story 
of the seasons, measuring for purposes of compari- 


son. When man began to tabulate facts he found 


QC 


that some sort of Shelter was necessary not only for 
the preservation, but the actual making of transac- 
tions. And so was born the office where the world’s 
work is planned and the history of commerce is 
written. 


Six thousand five hundred years ago the transac- 
tions of Egypt’s commerce were recorded on papy- 
rus, parchment and thin sheets of palm and syca- 
more. In the tombs of the old monarchs are pic- 
torial representations of the scribes working with 
their brushes, ink and palettes. 

When Joseph was appointed governor of Egypt 
by Pharaoh, he installed an enormous 
system of accounting, in connection with the stor- 
ing of grain and foodstuffs during the seven years of 
plenty. William Roscoe Thayer refers to Joseph as 
“The Ancient Hoover.” 

The Egyptians about system. 
Modern efficiency is a renaissance of the Egyptian 
ideal of The murals which por- 
tray the measuring of corn, the counting of cattle 
and the collection of taxes display the scribes with 
their rolls of parchment and writing brushes always 


must have 


were enthusiasts 


business conduct. 


on hand. 

Chests and vases were used to store the records. 
At first the scribes worked on the ground, squatting 
or sitting cross-legged like the tailor on his bench. 
Finaily small, portable desks were created, which 
were succeeded by larger desks with compartments. 
The evolution of the desk itself, from the tiny table 
of the scribe to the mechanically perfect desk of to- 
day, is a symbolic history of the development of 








GREEKS AND ROMANS. 


THE PAPYRUS ROLLS OF THE 


business from an incidental activity to the major 
occupation of man. 

From a philosophical standpoint Egyptian com- 
mercial history illustrates a fact that, to the mod- 
ern business man, is of prime importance. The suc- 
cessful Egyptian that the individual who 
possessed the most accurate records was at a great 
advantage over his less systematic contemporaries. 

The cautious Khnumotep would have appreciated 
modern filing devices for plans, maps, etc., for his 


realized 
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grandfather left him maps which “divided the great 
river along its middle, distinguishing the waters ac- 


cording to what was in the writings.” 




















RECORD KEEPER OF THE MIDDLE 
The Middle Ages saw a gradual 
development in the art of making and 
keeping records, and 1200 A.D. witnessed 
this elaborate set of office furniture with 


AGES. 





its revolving book stand. 


The architectural straight lines of our office furni- 
ture are the result of man’s thinking for himself 
without borrowing from nature’s primitive forms. 
Old Egyptian offices contained pedestal tables, the 


standards often being a mod- 
eling from the slender form of 
a girl or a vase of almost 
feminine grace. 

The Egyptians had practi- 
cally all of the office furniture 
in use today in simple forms, 
though bearing the very 
flower of artistic perfection— 
writing materials, chests, 
stools, tables and safe deposit 
cabinets. 

In the years when Greece be- 
came the lovely hand-maiden 
of the Arts, the Roman Em- 
pire was bent on business con- 
quest and, alas, pleasure. 
Around the Forum at Rome 
were clustered the commercial 
houses which extended their 
operations northward beyond 
the Baltic. (It is not often 
that we recall that the land 
which is now England was 
once under Roman dominion.) 
The offices of the Roman capi- 
talists were generally located 


“ea CHARLEMAGNE 
on the first floor of marble Seripes 


buildings, with living apart- in Egypt, 


clock often formed the 


work, even in his hours of rest. 
chest,or two, a lamp of bronze or silver, and a water 


plenishings of an office. 
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FAMOUS OFFICE OF XVI. CENTURY 
—One of the outstanding personages ef 
the 16th century was the commercial 
genius, Baron Fugger. This is his office 
and shows clearly a filing arrangement 
by localities. 


To the people of the Roman empire the incon- 
ceivable occurred when hordes of barbarians swept 
over them and initiated the Dark Ages. 
halted. Commerce became local or sectional at best. 


A writing table, a 


Trade was 


OK 
¥ 








From the papyrus rolls originated 
through the centuries, 
fall of Rome, we find the world on emerging 
ments above. A Roman busi- from the Dark Ages, Charlemagne, the great- 
. est of early medieval figures, dictating to his 
ness man was close to his scribes on the self-same rolls. 


Business became mere barter. 
The development of the office 
in Europe was, for the time 
being, stilled. Writing was 
confined to the monks and 
court scribes. 

Charlemagne was the man 
of might when the western 
world began to recover from 
economic chaos. Although he 
is credited with being able to 
read, Charlemagne could not 
write. However, the great 
man could think brilliantly 
while his scribes could but 
write. He dictated to several 
scribes at one time. 

In the thirteenth century 
business had again struck its 
stride, and the office as such 
was divorced from the monas- 
teries and courts of greedy 
monarchs. The merchant again 
came into his own. Furniture 
was patterned for the purpose 
of equipping counting houses. 

John Mielot, the author of a 
stupendous tome on_ the 
“Miracles of Notre Dame,” 
worked in an_ elaborately 
equipped study in 1456. He 
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holder with a 


book 


top, mechanically equipped for easy refer- 


utilized an inclined desk and a 
slanting 
snce. Books and manuscripts were kept in a case 
with carved filigree doors. Shelves which could be 
pushed back into the wall were “built-in equipment.” 
Most of the filing at this period was done in bags— 
the for For 


tags identification. 


bearing 


papers 





EIGHTEENTH CENTURY BANKER. 


The counting room of a _ banker 
about 1700 A.D. A gradual improve- 
ment in filing methods is here noted 


in the orderly arrangement of the 

labeled bags containing valuables and 

documents 
three thousand years bags seem to have supplied a 
means of filing. 

To matters of state and religion from 
commerce and to separate from the story of trade 
the facts which pertain only to the development of 
the office is a difficult undertaking. For the purpose 


of this article, however, we must employ the tradi- 


separate 


tional blue pencil and 
scissors of the editorial 
sanctum with a reckless- 


ness that disregards a few 


centuries of the middle 
aves. 

The office of Jacob Fug- 
ger, the banker who 
flourished in Germany in 
1527, the first di- 
rect to use close 

filing. 
forerun- 


showed 
attempt 
classification in 
was the 
the 


Fugger 


ner of modern era, 
for he had a vision of sys- 
age. 


for 


tem beyond his 


Drawers made 


the Fugger offices marked 


were 
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It is to the credit of the Fuggers that they valued 
their clerks and compensated them accordingly for 
The Fuggers must be credited 
introduction of good business practice in 
They proved that business 


knowledge. 
with the 
the early modern times. 


their 





























conducted in an office attains a dignity never 
achieved by nomadic trading. 

—— 

“ - 
THE OFFICE OF A GREAT MERCHANT IN THE 18TH 


e 


Note 





‘ENTURY PARTOOK 
ROOM 
TRIOUS FITTINGS.—Here 


OF SOMETHING OF THE DRAWING 
COMFORTABLE EQUIPMENT AND LUX- 
we have the first touch of mod- 
rnity, and the rising standards of business as an occupation. 
the elaborate desk with sunken ink-wells. 


IN ITS 


In the next decade, 1568, desks appeared which 
had small inclined stands on their tops to facilitate 
reading and tabulating. Scales for weighing money 
Currency, by the way, was stored 
in great The plutocrat was called “money 
bags” after the manner in which his gold was stored. 
High standing tables for bookkeeping were intro- 
duced in the seventeenth 
century. Calendars telling 
the days of the months 
were in general use when 
King James of England 
played out his drama. The 
roll top desk or bureau 
originated in 1750. 
first specimen was 
Indian wood de- 
signed by Reisenor, -who 
called the piece a piano- 
bureau. An inventor ap- 
peared with a wheel, with 
a place in its circumfer- 
ence for books and man- 
uscripts which could be 
consulted at a turn of the 


were in evidence. 


bags. 


was 
The 


one of 


with the names of cities spokes. The green bags 
and the correspondence which Philadelphia law- 
filed by localities. A CENTURY LATER IN A PIONEER LAND.—“strictly Yets still carry were in 
The sons: . -essors Business” is what characterizes this office of an American use j 85 $ § cay i 
: Sc oO and me = 7 rs merchant about 1846 Note particularly the bookkeeper’s = I 0, ns hown in 
of Jacob Fugger, Ulrich desk of a style still in use today and which is no more than the etchings of Abraham 
: . ° mn ‘ an adaptation of the monk’s writing desk shown elsewhere a ; 
and George, maintained Bose. 
one of the most elaborate banking institutions of The artistic impulses reigned through the Renais- 


all time at Augsburg. It was known as the “Golden 


Counting House.” 


In Georgian England utility was little con- 
iseful piece of furniture, 


Sance. 


sidered. Perhaps the most 
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from a mechanical standpoint, designed in the era this time. The card catalague can be traced back a 


of “art, for art’s sake” was a secretary bookcase century before the Philadelphia Exposition. The 
with tracery doors and a pulled down, front writing Abbe Rozier utilized a card plan in indexing the 
drawer, from the drawing board of Thomas Chip-_ publications of the French Academy of Sciences. 
pendale, the most prolific cabinet-maker of all time. The good Abbe tabulated the volumes on playing 

Childhood influences cards, remarking that 


his scheme offered an 





definitely stamped the 
life and works of James 
Watt, inventor of the 
steam engine. Watt's 
father was a merchant, 
a ship-chandler and a 
magistrate at Greenock, 
on the Clyde, Scotland. 
The boy James was too 
frail to attend school, 
so much of his time 
was spent about his 
father’s office. James, 
the observing, saw the 
need of preserving let- 
ters and documents in 
exact duplicates of the 
originals. The _ prob- 


opportunity to put 
them to something bet- 
ter than the usual use. 

From France the 
card index traveled to 
London, via Sir Fran 
cis Ronalds, to the old 
colleges, the British 
Museum and the Bank 
of England. 

The Boston Library 
and Harvard University 
introduced card _in- 
dexes to our. shores. 
But the Centennial, 
mother of goed busi- 


ness, settled the mat 








lem engaged his mind ter in a meeting of li- 
for many years. Later A NOTARY IN THE SEVENTEENTH CENTURY WAS AN brarians. Banks, in 
he made Z copving IMPORTANT OFFICER.—An unknown engraver depicted this = aoe + 5 ae 
a pying notary’s office in 1607. The awakening of the world to a new surance companies and 
| press. commercial era is evidenced by the increasing need for mail order houses be- 
¥ authentic records, made and witnessed by an unprejudiced ; 
Chests, cupboards, authority. Observe the papers hanging by a loop from a peg gan to list their pa 
in the wall. 
bandboxes and the trons and prospects on 
crowns of tall hats held the papers of a century ago. cards. The indexing of letters and documents by 
Then came into use cabinets with small divisions, aiphabetical method became the duty of the tidy 
like the letter racks in country post-offices. “Pigeon- business housewife—the filing clerk. A new occu- 
holes everywhere and not a place to keep a secret,” pation was born. 
was the constant complaint of the lawyers and mer- The standardization of sizes of cards, printed sys 
chants in the early colonial days in these states. tems and pockets was the problem of 


At the Centen- the makers of 


nial Exposition at 
Philadelphia in 
1876, business men 
decided that better 
housekeeping 


wooden filing-cab- 
inets in the pioneer 
days. They deserve 
high honor, for out 
of the Babel of 


‘ confusion in which 
meant larger prof- 


its. Office furni- 
ture was on exhi- 


every one hada 
bright idea totally 


$e: ¢ unintelligible to 
bition from de 


Bock of Boston, 
Ransom of Buffalo 


the other, they 
brought order and 
peace. And now 
and Wooton of In- 
dianapolis. The 
Remington folk 


the business world 
was ready for the 
next and greatest 
presented “that in- step in the safe- 
strument of wom- guarding of the 
an’s economic in- written word—the 
dependence” — the encasing of rec- 
typewriter, invent- ords in steel. On 


ed by Latham the part of both 





Sholes of Wiscon- AN EARLY ROLL-TOP.—Ornate, delicately carved of the finest woods, man and the ele- 


sin. «Bell demon- ponderous, handsome—this was the early French conception of a roller ments destruction 
‘ top desk (about 1760), which was designated as a “‘piano-bureau.” 

strated his tele- 

phone. After the Centennial business men did not misdirected. Stee! resists fire, flood and crime. 

roll up their sleeves. They buttoned their frock We could have gone sailing on a sea of molten 

iron, in boats of plumbago crucibles, with oars of 


is simply energy 


coats. 
The card system of filing was creeping in about silica brick. At least Gerald Hinckley, the eminent 


Continued on Page 109) 
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Roll Top Desk 
No. 966 R. T. 





No. 9064 Table 


DESKS 


-for every ottice use- 


7 Kinds 4 Grades 100 Styles 
Chairs, Tables, Desks 


The advantage of buying from a single source is one that has 
meant unusual benefits to all Imperial dealers. Every cus- 
tomer who enters the Imperial retailer’s door is a prospect 
for at least one of the four grades and one hundred styles of 
Imperial merchandise, and the latitude of price and usefulness, 
nationally advertised, virtually sells every interested person. 


This ability of Imperial dealers to outfit offices com- 
pletely with useful and lasting furniture is one reason 
why the Imperial dealer shows the complete line on 
his floor; he finds that sales are in direct proportion 
to the number of Imperial models he displays. 





Sell all of the 100 Imperial Products 


Imperial Desk Company 


Fvansville - Indiana 
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§f< Popular Pricef' 













he uprig! 
mt the h 
2, 3 and 4 Drawer Letter Size. 2, 3§pearanc 
Drawer Legal Cap Size. 2,3, 4and5D§ every 

Invoice Size—A Most Complete Line. fade, kiln 
frongly ct 


QU SS 


jfxs Sectional Card a: 
Index Equipment 


Has the distinction of being known as the original 
sectional equipment for card index filing that takes 
care of present needs and also provides for the addi- 
tion of new sections for added requirements. 











ne drawt 
cessary 
fh assorti 


These sections should always be recommended where a fil- 
ing system is liable to expansion. Each section contains 
two drawers, each fifteen inches deep—a depth sufficient 
to hold nearly 1,500 ordinary index cards—3,000 for 

the two drawers. Show your 








customer that this sectional The illustrations above and below repre- 
idea always provides _ for sent the completely finished Top and 
ample filing space without open-topped Bottom sections. A Top 
the necessity of transferring. section should always first be used, then 
The line is made in sizes to Bottom sections can be added, as filing 
hold cards or papers 3x5, 4x6, requirements make necessary the adding 
5x8, 8x5 and 6x9 inches in of additional filing space. 





size, the first dimension rep- 
resenting the height. The 
wood used in the construc- 
tion of these sections is plain 
and quartered oak and the 
hard - grained birch. Fur- 
nished regular in Golden or 
Natural Oak and Imitation 
Mahogany. Illustration in 
lower left shows an 8x5 Top 
section, two 3x5 sections and 
the 12-inch leg base. Leg 
bases made for all widths. 
This particular line repre- 
sents one of the best profit- 
producers for our dealers. It 
really pays to push the 
%. Sectional Card 
—— Index Equipment. 
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efiling Equipment | 


erits Your 
onsideration 


Shas always been the 
ce standard filing equipment that can be retailed at 
ular prices and still allow the dealer a liberal mar- 
of profit. 
plish our ai im in this direction. 
maintain this enviable reputation when we 
ler our three styles of Non-sectional uprig 
inets—the 421, 1200 and 1400 lines, 

and Horizontal lines of 
mplete lines that will enable a dealer to 
ng requirement and any competition. 














meet aly 





it the highly-efficient, low-priced 421 line. 
ae os is not an important factor, this line will 
ind 5 Dg every office filing requirement. Made of high- 
Line 
fongly constructed by interlocking, glued and doubly 
(HLH ewed joints -m; aking a frame that. is non-rackable 
a very impo yrtant factor to be considered in an up- 
Pht file. 


















he drawers are all full height and embody all the 
essary features required in a good filing drawer. 


drawers enables one to ar- 
range a cabinet that will 
meet most any standard 
fling requirement. Note 
the widths and heights 
listed under the illustra- 
tion on opposite page. 
Furnished regular in 
Weathered Oak and Imi- 
Golden, Natural and 
tation Mahogany finishes. 


Let the" 


h assortment of filing 


big 72- page 


ial Sf Catalog be your 
ling guide and assistant 
ling when talking filing 


equipment and supplies 
needed for their effi- 
cient operation. Cata- 
log and dealer proposi- 
tion on request. 


aim of this company to pro- 


P ast conditions have enabled us to ac- 
We are still able 
ofter the 
rht filing 
as well as the 
sectional equipment. 


he upright files illustrated on these two pages repre- 


Where 


ade, kiln-dried, plain oak and the hard-grained birch, 












Monroe ote 


New York Office—52 Park Place 


The #7’ Manufacturing Co. 


162 Union Street 
Michigan 


Chicago Display—201-215 North Franklin St. 


Ce ll 
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ae Three Reorders in Six Months 


Cleveland, Ohic. 


eo From One Bank 


Please quote us prices en the follewing safety- 


sine oh shahanieoen ththiiadan tees Orders You Ought to Get 


of _3}0 boxes and one section of 9, Please quote us prices 


on each section separate and let me know by return sail how ‘ »s , 
Here is a letter from another bank—fifth order in eleven 


soon you could make shipment previded you recieved the order. 
ord, _ months. Barshal Safe Deposit Boxes are the steadiest re 
Hohe peaters in the business. They keep it coming—they keep 
your bank customers in line. 


GCC/SEA 


No telling how many banks in your locality are ready to re- 
order right now. They are coming in from all sections. The 














orders are there. 

We do more than sell thru dealers. We sell for dealers—for 
you. An experienced Barshal Safe Deposit Banking Repre 
sentative will go after the business with you. That’s cooper 
ation that counts. And your gross profit is net. There’s no 
money tied up in stock—no shipping or handling charges— 
we ship direct to bank. It is good business—steady business 
—profitable business. 


Dealer Portfolio full of facts, reorder charts and successful 
dealers’ experiences selling Barshal Safe Deposit Boxes 
Write for your copy now. Do it. 


"DARSHA 


Dealer’s 
Portfolio 


vA 





TEEL EQUIPMENT 
CLEVELAND, OHIO 











ARTERIES 
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(Continued from Page 104 
metallurgist, so claims, providing normal tempera- 
ture has been ordained by nature to be twenty- 
seevn thousand degrees Fahrenheit, instead of sixty. 
Had we been planned to comfortably endure such a 
temperature “we could place frozen lumps of our 
sea within our ice boxes for refrigeration.” 

And it is largely because steel is indifferent to 
fierce temperatures and rack and wear of time that 
man eventually sought a way of protecting his rec- 
ords in cases of this utility metal. 

A Badger state newspaper publisher, H. J. Hoff- 
man, of Eau Claire, was the first man to work 
practical plans for metal devices for storing books 
and papers. Mr. Hoffman deserves distinction as 
that rare specimen, a newspaper man with a sense 
of order. 

Mr. Hoffman’s original 


purpose in working at 


steel filing devices was a purely professional one. 


As an editor he considered clipping and saving 
manuscripts a way of 

giving his utterances 
authority It is the 
obscure fact, tucked 
away, that is of most 
value to the writer. 
Mr. Hoffman 


anticipated 


seems 
to have 
Kennan, who 
writing 
for the Century Mag- 


George 
in 1888 was 
azine on Russia and 
made an index of clip- 
pings regarding that 
country fifty feet long 
and another index of 
Japanese data twenty 
feet long. Mr. Wm. 
W. Ellsworth — says 
that years of reading 
and reflection were in 
Kennan’s data file. 
Mr. Hoffman, like 
Kennan, cherished his 
clippings the more as 
years went by. He 
noticed that the offi- 
cials in the county of- 
fice were using tin 
boxes. He observed 4 ROYAL OFFICE IN A 


also that the pages (Gepous Napoleon in the great 
lay flat in these boxes 

without any compression. He saw that the books 
were standing on wooden shelves with the leaves 
soiled and torn. There came the idea that papers could 
be filed on edge with a compressor. Mr. Hoffman 
also evolved a scheme whereby books might lie flat, 
removing the strain from the binding. His first ob- 
servations led to the creation of the first document 
file. With pieces of gas pipe he devised the firs: 
roller shelf. Mr. Hoffman submitted his samples to 
the county officials, and booked what is believed to 
be the first contract for eauipping a courthouse with 
metal document files on roller shelves. This was in- 
stalled at Baraboo, Wisconsin. This contract justi- 
fied him in the organization of the American Shelf 


RS 





ROMANTIC AGE Partaking of the 
luxuriousness and atmosphere of a drawing room, this was the offic 


o 


and Drawer Company of Milwaukee, in which Mr. 
Hoffman was associated with some brother publish- 
ers and bankers. 

A chance meeting on the train between Mr. Hoif- 
man and J. W. Hine in 1886 directed the course of 
the metal furniture industry into paths that led di- 
rectly to Jamestown, New York, and the formation 
of the Art Metal Construction Company. Destiny 
seems to have played its part here, for Mr. Hine, 
with his ability and enthusiasm, was the very man 
be interested in Mr. Hoffman’s project. He lis- 
tened to the “Tales of Hoffman” with intense in- 
In this first visit Mr. Hoffman explained his 
principles and patents. 

With a friend Mr. Hine organized the Hine-Kelly 
Company of Chicago, and contracted with Mr. Hoff- 
man and the American Shelf and Drawer Company 
to take the product of the factory, as sales agents. 
he business outgrew the Milwaukee plant and in the 

fall of 1887 moved to 


to 


terest. 


Chicago with vastly 
increased facilities. 
The steel furniture 
idea having attained 
momentum, even the 
new Chicago plant 
could not keep up 


with the orders. In 
the summer of 1888 
the Hine-Kelly Com- 
pany and the Ameri- 
can Shelf and Drawer 
Company gave an op- 
tion of the business 
of both companies, 
which was taken up 
by the Fenton Metal- 
lc Manufacturing 
Company, organized 
for that purpose 
through Mr. Hine’s 
friendship with F. E. 
Hatch and _ Alexis 
Crane of Jamestown. 

Hatch and Crane 
were druggists in 
Jamestown. Mr. Hine 
came in one day 
and told them of the 
difficulties he was 
having in making pro- 
duction keep pace with sales. Mr. R. E. Fenton, son 
on the war governor of New York, was called into 
the conversation. Mr. Albert Gilbert, Mr. F. E. Gif- 
ford and Mr. A. C. Wade joined the party, which 
later became a company. 

Orders were secured for furnishing the State Capi- 
tol at Austin, Tex., and the city hall at St. Paul, 
Minn. In 1889 the Jamestown plant started opera- 
tion. Then followed consolidation. 

The Art Metal Construction Company was formed 
ata meeting in Buffalo and was composed of the Fen- 
ton Metallic Manufacturing Company, the Art Metai 
Company of St. Louis, The Pauly-Jail Company anc 
George D. Barnard & Company of the same city, the 
Geuder-Paeschke Manufacturing Company of Mil- 
waukee and the Office Specialty Company of Rochester. 
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* How Big House Handles Office Furniture @ 


An Outline of Method of Store Arrangement, Selling, Advertising and Store Management 
Successfully Followed by the Northwestern Furniture Company of Milwaukee.—From an 
Interview with C..A. Netzhammer, Sales Manager. 




















_ILLUSTRATION SHOWING ARRANGEMENT OF SAMPLE SET OF OFFICE FURNI- 
TURE INCLUDING DESK, TABLE, BOOKCASE, FILING CABINET, SMOKING STAND. 


EASY CHAIR AND SETTEE.—This cozy corner is arranged at the right of the entrance to the 
store just back of one of the show windows. The suite shown is done in black walnut and 
makes a handsome and impressive display, particularly when the imitation fire is lighted be- 
hind the lamps of glass which compose the “hard coal’ in the fireplace. This is one of 
the most comfortable corners it has been our privilege to see. Other suites are arranged 
and set off by low partitions following the one above described and extending clear to the end 


of the store on the right-hand side as one enters. 


N UNDERTAKING to describe the systems and 
methods followed throughout by a successful of- 
fice furniture house the writer feels some trepida- 

The system followed is so logical through- 

out and each process follows its predecessor with such 

precision that one fears to make a slip lest by omitting 
something he disarrange the whole plan in the mind of 
the reader. We have taken as the subject of this sketch 
the Northwestern Furniture Company of Milwaukee, Wis- 
consin, because of certain originalities of idea and method, 
because of their success in the advocacy of those ideas 
and because of the fact that they, as an exclusive office 
furniture house, have concentrated upon the handling of 
office furniture and have developed methods of distinct 
practical value. The selection of this company as the 
subject of our sketch is not derogatory to any other com- 
pany in this field, for there are others who are success- 
ful and whose methods would be equally interesting in 
word and in illustration, but our friends in Milwaukee 
were near at hand and had all the material for this sketch 
instantly available. Furthermore, we believe that what is 
about to be related will be of very considerable practical 





QT 


value to those who are interested in handling office 
furniture. 

Everything which succeeds in this world must have be- 
hind it a dominating purpose and a logical sequence of 
ideas for accomplishing that purpose. The object of the 
gentlemen who compose the Northwestern Furniture Com- 


pany has been to build a business upon a solid, perma- 
nent foundation which should assure them of an income 
as liberal as might be consistent with the upbuilding of a 


reputation for solid service, sound methods and respecta- 
bility. Service, then, is the keystone of the arch, but, 
while service is the heart of permanent business, its other 
members must co-ordinate and all the details must be ar- 
ranged so that everything shal! work as smoothly as pos- 
sible towards a given end, which is the sale of the service 
partially expressed by the merchandise at a profit which 
shall enable that service to continue and indefinitely to 


extend itself. 


So then we come to the complete layout of the business 
and we find that to accomplish the object sought we must 
have a suitable business system for every cperation. Suit- 

t 
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Fulfills Perfectly 
a Popular Need 


, VERY day that goes by we receive 
more and more consumer inquir- 

ies asking about the DAN-DEE line of 
metal baskets and where they can be fem a }e)8)-12 
obtained. As discriminating folks all 
over the country learn of these hand- 


some sanitary articles, the demand > 9 

grows greater. For, they fulfill per- Stationer S Goods 
fectly a long felt popular want. 
The DAN-DEE line of metal goods is Nearleather Envelopes 
fire-proof, sanitary, artistic and eco- . 
nomical. They are made of 26-gauge 
cold-rolled steel, electrically welded. 
They come in many beautiful colors, 
and the finishes are baked on in elec- 
tric ovens. They can be washed fre- 
quently with no injury to the finish, 
are convenient and add the final touch 
of attractiveness to every room. 

To further help the sales of the DAN- 
DEE line we have brought out the 
DAN-DEE DAIN-TEE line for wom- 
en. The DAN-DEE DAIN-TEE line is 

just as strong and durable as the DAN- Desk Trays 
DEE line, but even more dainty and 
exquisitely finished—just the thing to 
delight a woman’s eye. When a 
woman comes in to buy a DAN-DEE 
DAIN-TEE basket she will interest 
her husband in a DAN-DEE basket for 
his office. And it works just the other 
way around, too. The husband, when 
buying a basket for himself, will buy 
a boudoir box for his wife. 











Order your stock today and get in on 
this profitable business. They will sell Wee 
themselves and with a little pushing Desk Portfolios 
will be one of the 
fastest selling 
lines you have. 





Write today for 
complete details 
of our line, Our 
sales plan is one 
of the finest prop- 
ositions ever of- 
fered you. Send 
for it by return 
mail. 





Write for Catalogue 6200 


ERIE ART METAL CO. The Globe“Wernicke Co, 


ERIE, PENNA. 


Cincinnati 
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STEEL 


FURNITURE 
Ihe LINE with a FUTURE 


OMETHING that sells—today—now—that is what every dealer 


is looking for. 
buying” 
remedy for present-day 


Quick turnover means good profits. 
merely as a principle, which may or may not be the 
Rather, buy the things that will 


‘ conditions. 


move and show proper profits. 


Don’t “stop 


We have here assorted a group of specialties that dealers are buying today. 


The group includes about 
idea of possible markets is 


TYPEWRITER STANDS 





One deal- 
er bought 
three dozen, 
assorted 
styles, just 
a few days 
ago and 
wrote us 
the follow- 
ing day to 
rush the 
ship ment. 
Dozens of 
dealers 
bought stocks within the last three 
weeks. Every mail brings orders 
for “Little Dandy” stands. They 
meet many office requirements for 
which other equipment is not 
sure cure for “sales 





blues.” 


GENERAL UTILITY CHAIRS 


There is much 
quantity business 
on chairs for gen- 
eral uses. The Uhl 


Steel General Utility 
is being sold for 
these purposes. Just 
a short time ago, re- 
ceived one order for 
two thousand. of 
these chairs, from 
one large concern, 
for use in its Cafe- 
teria. Other possi- 
bilities are presenting themselves 
with Chambers of Commerce, Elec- 
tion Boards, etc. Get all the facts 
on this chair. 





half our line. 
given. 


THE “50-50” FILE STOOL 


Something 
to make a 
“drive” with. 
Low price— 
lots of serv- 
ice and con- 
venience. 
Dealers buy- 
ing steadily. 





Some deal- 
ers ordered 
three dozen 
in two months. Salesmen find the 
“50-50” much needed wherever 
there is filing to do. Sampling 


A good specialty 
to new 


idea works well. 
to introduce your company 
prospects—“breaks the ice 


HIGH DESK STOOLS 


For new banks and 
commercial houses, 
steel’s the only thing. 
One large, prominent 
bank buys this type of 
stool with steel seat— 
it will have no wooden 
equipment. Watch the 
new banks go up and 
sell them early in the 
game on Uhl Steel 
High Desk Stools. 
Restaurants and De- 
partment Stores are 
also good prospects. All styles of 
seats—full range of heights and 
with comfortable backs when 
wanted. Compare the price and the 
construction if you’re not “sold” 
on this line. 


wooden equipment, 


In connection with each product, some 
Look over this group and check up your stock. 


STEEL SWIVEL CHAIRS 


“A homely 
chair,” one dealer 
said, but he admit- 
ted it was sturdily 





built, capable of 
long, hard usage 
and _ comfortable. 
Steel chairs are 


“coming” study 





the trend of office 
furniture. These 
chairs sell at the 
price of good 


have comfortable seats in various 
styles, and appeal to buyers 
you doubt, try them—you may be 


as much surprised as the dealer wl 


didn’t like the “looks.” 


MAGAZINE AND CATALOG 


STANDS 
Send 
16 stands at 
once,” said 


dealer, 
connection 
with 
order, “Sold 
them to the 
Supt. 
Schools 
dictionaries.” 
That’s only 
one use 
these star 
office requires space for 
constantly-needed records 
This stand meets 


a recent 


1s 
Every 
storage 
and information. 
the need. 


The Toledo Metal Furniture Company 


1250 Hastings Street 


TOLEDO, OHIO 
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Length Depth Height Weight 
60 in. 34 in. 43 in. 320 Ibs. 













No. B-189 
No. B-187 54 in. 32 in. 43 in. 300 Ibs 


No. B-185 50 in. 32 in. 43 in. 290 Ibs. 
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A man always remembers where he bought hisdesk. other hand, if the desk does not function properly, he 
If the curtain and the drawers operate smoothly and _ will record the incident on the other side of the ledger. 
keep out the dust, if the handles don’t work loose For attractive appearance, substantial construction 
or pull off, and if the finish stays good, he will welcome and all the details involved in the sum total of good 
your salesmen and believe your advertising. On the service, we recommend 


Bentley & Gerwig DesKs 


Bentley and Gerwig Furniture Company - Parkersburg, W. Va. 
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No. B-148 
Pedestal Typewriter Desk 


= 


HO Ball Bearing All Steel 

. Hu Mechanism 

U Length Depth Height 
4 60 in. 34 in. 30 in. 
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Concentrate on the complete nationally advertised line of 
Macey steel and wood files. Be in position to offer uniform 
stock patterns in vertical, horizontal and counter height 
units, with interchangeable assortments of insert drawers, 
at a price range that covers every need 





The line of Macey office and stenographic desks, also 
nationally advertised, deserves your attention. Although 
complete, it is confined to those styles which are in con- 
stant demand. Of special note are the Macey typewriter 
desks with patented Tobey attachment 


The new Macey catalog is just off 
the press. Write for it, together 
with latest prices and discounts 


THE LINE 





Steel Files, Wood Files, Filing Supplies, Steel Safes, 
Office Desks, Sectional Bookcases 


THE MACEY COMPANY, Grand Rapids, «Mich. 
Made in Canada at Woodstock, Ont. European Office at London 
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INTERESTING WINDOW DISPLAYS 


How the Northwestern Furniture Company arranged its windows on one occasion, 
showing at one side of the entrance a layout of an old office with 
old-style waste basket with the decorations on the walls in tune 
period when order in the office was not a first consideration and 


its ancient chairs, some of the old machines, an old desk and 
with the times pictured This was intended to represent a 
before invention had made possible the orderly arrangement of 


office detail. The illustration on the right shows the modern of fice with its neatly arranged furniture, its files, bookcases, desks, 


et Here there is every evidence of comfort, no evidence of haste 


able people must be employed to carry out the various 


operations and their time must be laid out and logically 
charted in order that the business may reap the advantage 
of their abilities to the fullest possible extent. The store 


or confusion and yet the picture is one of efficiency. 


the company, its agents and employees to the favor of 
the customer. 

It is well, perhaps, to begin at the bottom and to de- 
scribe as well as may be possible the different links in the 











must be laid out fh a way which will best display the mer- chain which have brought success to this concern. In the 
Konhoc sien Fumiture Go ——aew | MILWAUKEE WIFCPRZ IK 
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\ PICTORIAL AID TO THE SALESMAN. 
iccount of the fact that the colors can not be 
of a large card on which pictures of the differ 
afterward the card is lettered and the shadin 
Pieces are colored reproductions showing the 
ay and cards of this character are taken by 
ers. Such an arrangement colored by an artist 


chandise and must impress the customers on entering. 


The salesmen must be trained for their work and kept to 


the mark. The advertising must keep the company favor- 
ably before the public and its fellow-up service when 


goods are sold must be of a character that will commend 
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Much of the charm of this lay-out is lost on 
reproduced in this cut. This is a reproduction 
ent pieces of office furniture are pasted and 
gs shown in the picture are done in colors. 
natural effect ‘ghis makes a very striking dis- 
salesmen to be shown to prospective custom- 
makes a strong appeal. 


first place, while it is a good thing to have a beautiful 
less one has a system by which to 
run it. In the case of the company under consideration, 
that system is carefully attended to. The company’s of- 
fices occupy a space on the main floor of its store at 


store, it is fruitless un 


fe seCion a 
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271-73 West Water street, Milwaukee. Here the offices 
are arranged, after the manner of modern business offices, 
the company using the goods for which it is agent for the 
purposes of its own business. These offices are visible 
from any part of the main floor, and the only privacy im- 
posed is by a low railing, so that any customer may view 
the plan which the company finds practical for its own 
business. Each person has his duties laid out for him 
and in addition to this, each desk has its chart upon which 
the duties of that person or that position is carefully laid 





out. 
On Monday morning at 8 o’clock sales meetings are 


held, when the sales manager meets all the company’s 
salesmen and gives them a chance to exchange ideas and 


o enthuse them with his own plans and aspirations. Dur- 
toe ; pt P 2 AT THE LEFT OF THE MAIN ENTRANCE.—The above 
ing these meetings orders which the salesmen did not picture shows the construction blocks and the albums to which 
ideal ‘ : en oa . ul : 1 visitors are directed in the event that they can not be im- 
succeed in getting are analyzed and the causes for failure mediately waited upon. These appear in the lower left fore- 
are discovered, if possible. These sales meetings are pop- sround. Behind is a display of different styles of filing cab- 
inets, waste baskets, some pertinent cards descriptive of the 
ular and are generally regarded as necessary. At these different styles, etc. The gentleman at the right is a lay figure, 


meetings the shipping clerk and stock clerk are always but he looks so real that one is tempted to speak to him 














The picture at the right illus- 
trates the second fioor, looking 
from the rear towards the front. 
This shows the manner in which 
chairs particularly are arranged 
and shown. At the right it will 
be observed that chairs are 
placed in front of a low partition. 
This partition is of a neutral 
color and furnishes the back- 
ground for the chair itself. When 
one examines chairs, therefore, 
he sees chairs and not anything 
else, for the background does not 
attract the eye. Much the same 
principle is involved when one 
examines the desks at the left. 
The walls of the room are tinted 
in neutral tone, so that the fur- 
niture against which they are 
displayed is the only thing which 
demands attention. 








present to explain any difficulties in the delivery of goods 
or their condition and to take whatever measure of blame 





may accrue to their department in case mistakes are made 
and to rectify such errors of method as may be 
discovered. 

Two large windows greet the passer-by as he walks past 
the West Water street store. Between these windows is 
the entrance. Each window is effectively decorated with 
merchandise showing not only the lines but their use 

















These windows are changed weekly, but always a con- 
sistent effort is made to preserve interest, to tell a story, 
to demonstrate the utility of the lines. The company be- 
lieves in the concentration of displays. Each window has 
a background reaching well up towards the ceiling, neatly 


1 


AN EXAMPLE OF BILLBOARD ADVERTISING WHICH paneled and painted in neutral tones, such as | 


1 


HAS BEEN MADE EFFECTIVE BECAUSE PLACED AT On entering the store, one finds at the right a neatly 
STRATEGIC POINTS THROUGHOUT THE CITY. arranged suite divided from the main aisle by low, paneled 


ea sere a 
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ight slates. 
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The DesxK with The “Right Angle” 


PAT. APPPLD. FOR 


More Work With Less Effort 


The Acme Desk provides greater comfort and less body strain to 
the operator. The machine can be used flush with the top of the 
lesk or may be tilted suitable to the operator—no annoying dif- 
ference to tire the arm. 





The machine is automatically lowered into its compartment or 
raised into operating position by simply closing or opening the 
cover. This movement is controlled by a counterbalance which 
insures a steady, quiet, easy action. 

lhe principal features that make the Acme Desk stand out far 
in the lead are: 


The “Right Angle.” 

The adjustable “pitch.” 

\utomatic “positioning” of machine 

\utomatic “stowing away” of machine. 

“Adjustable compartment” for holding all sizes of Comptometers 
and Burroughs Calculator. 

Instantly “convertible” into a standard flat top desk. 

The “ease of opening and closing” provided through the use ot 
counter-balancing weights 

The Acme Desk was developed by men who have been using cal- 
culating machines, both personally and through employment 
of operators, for years—and know the requirements of a 
calculating machine desk from every angle. 


Retail Price, $70.00 


CLEVELAND CALCULATING CO. 
704 ThefArcade Cleveland 


We will gladly send dealers’ discount to dealers in open territory 
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The Quigley Line | 


Desks, Typewriter Cabinets and Tables 












Quartered Oak 


Mahogany 
Imitation Mahogany 
Imitation Walnut 





No. 142-S. T. 





Manufactured by 


THE QUIGLEY FURNITURE COMPANY | 17 


WHITESBORO, N. Y. 
i CATALOG TO DEALERS ONLY 
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> | Office Wardrobes 
Stationery Supply Cabinets 







| Telephone Tables 
| Costumers 
Umbrella Racks 
ny | 





In Quartered Oak, Mahogany, Walnut, 
Imitation Mahogany and Imitation Walnut 





No. 63 


Manufactured by 


Y} THE QUIGLEY FURNITURE COMPANY 


| WHITESBORO, N. Y. 
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railings or partitions about 2% feet high, also done in 
neutral colors to match wall decorations. These partitions 
are not fastened to the floor, but are so arranged as to be 
Within 


office 


movable and capable of expansion or contraction. 
the enclosure is a handsome set of upholstered 
furniture done in black The different pieces are 
grouped so as to have relation to a black marble mantle, 
which a_ remarkable 


The different pieces 


walnut. 
below which is a fire-place in 

imitation of a hard coal fire glows. 
consist of a roll top desk, a flat top desk or table, swivel 


FOCe 


desk 
the left in 


with ink wells, waste baskets, Emeralite lamps, « 
All this is at the right of the main isle. At 
oftices, where demonstrations 


the 


the 


rear are the company’s own 
may be continued in case of any doubtful points as to 
arrangement of files, use of supplies, ete., arise. The com 
pany’s files are frequently used for effective demonstrations. 
At the left of the main entrance one comes upon a display 
which 


hgures 


of filing cabinets and other goods with lay 
appear to be in the act of demonstrating the uses of the dif 


ferent files and the supplies provided for them. Sectional 
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THE DIAGRAM PREPARED BY THE COMPANY FOR INSPECTION OF PROSPECTIVE CUSTOMER.—The above floor 
upon by Fred Pabst of Oconomowoc who was fitting up an office 


plan and diagram was prepared by the company to be passed 
This plan was adopted by Mr. Pabst and the com pany was given the order for the furniture. 
concern. 


in that city. 


value of the plan as a part of the service of an office furniture 


chair, two or three stuffed office chairs and a most in- 


viting davenport which tempts one to recline. A smoking 
stand adjoins the most comfortable of the deep chairs and 
one is informed that it is there for use and not for orna- 
ment only. Next to this suite is another smaller arrange- 
ment done in mahogany, and so on down to the end of the 
store on the right side, several different suites being railed 
off with low partitions and so arranged as to show the re- 
lation of this different the filing cabinets, desks, 
chairs, -etc., which logically go together, according to style 
and finish. The desks, by the way, are completely equipped 


pieces, 


IS 


This illustrates the 


bookcases are also a part of this layout. If it so happens 


that when one enters the store everyone is busy waiting on 


other trade, one is greeted by a clerk or by the man in 
mo- 


Tew 


charge of the floor and is requested to wait a 


ments, and it is suggested that while he is waiting he 
might be interested in looking over some of the construc 
tion blocks which are small sectional pieces cut out and 


nt lines 


finished, showing the manner in which the differ: 


suggested 


of office furniture are put together, and it is 
that also some interest attaches to the handsome leather 
bound loose leaf books which contain a large number of 
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Adding $1560 annually 


to the small bank’s revenue 


Go out and show the bankers in your territory that such an in- 
crease is not unusual. Tell the bankers how Cary Sectional Safety 
Deposit Box Units will make it a simple matter to get this extra profit. 

Influence the banker to convert waste vault space into an attract- 
ive room. Then urge him to install one or two Cary Sectional Safety 
Deposit Box Units. The rent from each unit of 52 boxes will yield as 
high as $260 annually—and six units will bring $1560. 

Show the banker how he can add new units as business increases; 
how he can put new units into place, exac.ly the same as with filing 
sections; and how any number of Cary Units will present a uniform 
appearance. 

This sort of salesmanship is constructive. It will give you a hold 
on the banker’s trade. It will also make the banker your permanent 
customer, for, as his deposit box customers become more numerous, 
he will need additional Cary Units. And you sell Cary Units. We 
assure you of 


Immediate shipment of stock units 


Cary literature tells more about the Cary Unit System of Safety 
Deposit Box Units. And it shows you how such a department can be 
expanded to take care of thousands of depositors. Send for this 
literature today. It will aid you in selling Cary Units. 

Dealers who do not now handle Cary Units should send for the 
interesting agency plan. It is even possible that your territory is not 


covered. 
CARY SAFE COMPANY 


Dept. 105 - - BUFFALO, N. Y. 
Established 1878 
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ENGLEWOOD DESKS 


The two desks shown on this page are repre- 
sentative of the Englewood line. They are 
“all quality DESKS” at a medium price. 
The Englewood line is recommended to those 
dealers who want to satisfy the largest 
number of their customers. Quality and price 
considered it can’t be beat. 
Our catalog will interest you. Shall we mail 
your copy? 
The Englewood Desk Company 


5816 Lowe Avenue CHICAGO, ILLINOIS 
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Special Cabinet Work 


There are times when every business office re- 
quires special cabinets to accommodate odd size 
record cards, forms, documents, invoices, folders, 
etc., and demands fine cabinet work that har- 
monizes and fits in with its present filing equip- 
ment. 


An ever-increasing demand for Browne-Morse 
Special Business Furniture has resulted in the es- 
tablishment of a large department devoted to this 
Special Cabinet work. 


This department, with its skilled cabinet workers, 
special machinery and increased facilities, enables 
Browne-Morse Dealers to better serve their cus- 
tomers, by supplying the original designs re- 
quired. 


Besides giving a better service—it is very profit- 
able to Browne-Morse Dealers. 


Browne-Morse Company 


Builders of Quality Filing Equipment 
and Supplies 


16 McKinney Avenue Muskegon, Michigan 
BRANCHES: 


343 Broadway, New York City 905 Liberty Avenue, Pittsburgh 


16-18 So. Twenty-first St., Philadelphia 


109 N. Frederick St., Baltimore 
85-87-89 Portland St., Boston 


193 E. Jefferson Ave., Detroit 
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CONRADES CHAIRS | 






HE appearance of a chair is 
the first feature that attracts 
attention. Your patrons may 
have varying tastes and require- 
ments, but that’s easy for Con- 
rades to solve. Our line is so 
complete that an extraordinarily 
wide range of selection is offered. 
This also applies to finish. 

No. 2607-X 





Although design and finish are 
mighty important, construction 
must go hand in hand with at- 
tractiveness. Conrades Chairs 
are built with such thoroughness 
that each piece gives years and 
years of satisfying service. 


Conrades Chairs make satisfied 
customers whose recommenda- 
tions mean additional business 
for you. 

Dealers are invited to inspect exhibits 
of our complete line of office chairs at the 
markets in Grand Rapids and St. Louis, 
at the addresses given below. If you 
do not plan to attend the market this 
summer, let us send you our beautiful 
catalog. It will profit you. 


Conrades Manufacturing Co. 


Makers of “‘Better Built’’ Chairs 
Second and Tyler Streets 
St. Louis, Missouri 


We will exhibit during July 


ST. LOUIS, MO. GRAND RAPIDS, MICH. 
Monogram Building Manufacturers Building, seventh floor 
Eighth floor and Furniture Temple, fourth floor 
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SHOWING THE ARRANGBMENT OF FILES IN THE 
STOCK ROOM.—Each combination which is customarily sold as 
such, occupies its own compartment, making it possible to 
remove the sections without taking down stacks of different 
kinds to get the ones underneath. This saves much labor and 
handling and avoids scratches. 
photographs of the installations the company has made and 
of its various advertisements. 

The second floor is devoted to inexpensive office suites, 
chairs and sectional bookcases. Walls and low partitions 
are painted the same neutral color which reflects the light 
of the windows and at the same time helps to concentrate 
the attention of the customer upon the goods displayed. 
These neutral backgrounds and small low partitions form 
a most effective method of displaying office chairs because 
each chair stands on its own merits without being con- 
sidered as a part of something else, so that when chairs 
are asked for, chairs are what the customer gets a chance 
to examine. The second floor also contains a planning 
service department where four draftsmen are constantly 
at work laying out plans for different installations ac- 
cording to the shape and size of the various offices where 
the company expects to install its lines. The diagram 
shown herewith gives an idea of how this service work 
is done. It is a most valuable sales adjunct. The work is 
done for the customer without cost and is one of the most 
valuable features of the company’s business. 

The third floor contains office tables and the cheaper 
erades of office furniture, suitably arranged for the most 
effective and economical display. 

On the fourth floor, we find the repair department and 
the stock and shipping rooms. In the repair department 


all furniture which is in the least scratched is treated and 


a 
Py 


repolished and made as good as it was when it came from 
the factory. The stock room demonstrates some useful 
ideas in the storage of goods. It is realized that piling 
pieces of furniture on top of each other always results in 
more or less damage. This is avoided by building from 
floor to ceiling open compartments, having several stories 
or platforms. 

The company maintains a 24-hour service. Salesmen 
follow up all deliveries the day after goods are delivered 
to see that everything is satisfactory to the customer and 
to help him install his files in the proper manner. This 
system always creates good will, enables mistakes to be 
rectified promptly and often brings - additional orders. 
There are ten salesmen constantly at work and they re- 
port to the house on the condition of all deliveries. Four 
of the salesmen are supplied with motor cars. 

The company’s advertising is one of the remarkable fea- 
tutes of its business methods. The most important point 
in its advertising policy is consistency. Campaigns are 
discussed and outlined for a year in advance, in a confer- 
ence with the company’s advertising agency. The gen- 
eral strategy then decided on is never deviated from. 

The advertising itself is very interesting. The back- 
bone of a campaign is newspaper advertising. One in- 
sertion, averaging larger than a quarter of a page, is pub- 
lished each week. The general theme of the advertising 
is always the same—an illustration and description of a 
Northwestern installation in the office of some well-known 

















SHOWING HOW CHAIRS ARE PACKED ON PLATFORMS. 
—The heavier chairs are on the floor. Those next in weight 
occupy a platform just above and the lightest chairs rest on a 
platform at the top. This facilitates handling the chairs and 
helps to prevent them from being damaged. 


& Moe és 
4 


: ak 





Ce 





126 OFFICE APPLIANCES June, 1921. 
















































































The Dreadnaught 
retails for $35.00 







































































Here’s A Wedége That 
Will Pry ’Em Open 


Think of being able to offer an ‘‘Allsteel’’ 
Filing Cabinet for the remarkable price 
of only $35.00. 


Embodies those features of strength, 
utility and endurance for which Allsteel 
products are so famous. No matter how 
keen the competition, yours is a 
‘*knockout’’ when you quote this 


rugged ‘‘Allsteel’’ Dreadnaught File. 


Perhaps you have been looking for a 
standard line of well advertised files, 
safes and desks. 


Perhaps there is an opportunity to rep- 
resent Allsteel in your community. Why 
not wire and get ‘‘the jump”’ with this 
business stimulator—The Dreadnaught. 


The General Fireproofing Company 


Youngstown, Ohio 


Branches: NewYork Chicago Boston 


Washington Philadelphia Atlanta Seattle 


Dealers in all principal cities 





Office Furniture 
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it was designed for that purpose and will prove 
a distinct addition to your salesforce if you will 
give it half a chance. 


N AKE our newest catalog (No. 54) work for you; 


This catalog was recently mailed to all of our regular 
dealers and to a considerable number of firms whom we 
would like for dealers in territories where we are not 
now represented. If we missed you, it was not inten- 
tional. A request on your business stationery is all 
that’s necessary. 


This catalo” will be of special 
interest to dealers who haven’ta 
regular office chair line now—or 
are looking for a more represen- 
tative line than they now have. 


The Taylor Chair Company 
By-Xol Ce) ve PRO)alTe 
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The National System of Stack Units 


The Sectional Idea Applied to 
Safety Deposit Boxes 


HE Standard Stack Unit System was 

originated by the ‘‘National’’ to sup- 
ply the need for portable, sectional units 
in Safety Deposit Box Equipment. 


These units can be used to amplify 
present equipment or to newly equip an 
entire vault. Their portability and flexi- 
bility make them particularly adapted 
to institutions which prefer to begin with 
a limited number of boxes and expand as 
the demand grows. 


This plan permits the Safety Deposit 
Department to give its customers max- 
imum service with a small initial invest- 
ment, which is increased only as expan- 
sion requires. 


The National System of Standard Stack 
Units offers dealers an unusual opportun- 
ity to build up a profitable, steadily grow- 
ing business with bankers, large and small. 
We have some very desirable territory open. 


Write for full details. 


THE NATIONAL SAFE GOMPANY 


Division Steelcraft Corporation of America 





Founded as The National Safe and Lock Company in 1883 





CLEVELAND, U.S. A. 
Makers of High Grade Bank Equipment, Safes, Vaults, Seal-joint Safes 






































DEPENDABLE 
FILING SUPPLIES 


such as 


GUIDES 
FOLDERS 
INDEX CARDS 


HAVE THIS TRADEMARK 


( AMERICA’S BEST . 


BICCO SUPPLIES ARE AVAILABLE 
AT ALL STATIONERS 


SEND TO US FOR ESTIMATES ON SPECIAL-TO-ORDER 
GUIDES——INDEX CARDS——FOLDERS 














ALL BICCO PRODUCTS 


GUARANTEED 
BOSTON INDEX CARD CO. 


BICCO BUILDING 
113-115 PURCHASE .STRAEL 


BOSTON—MASSACHUSETTS 
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From photo, private office of 
Wr AM. Walters, President 


Pioneer Manufacturers 
“Northwestern Quality” 


ERE is practically no of 

fice equipment that cansot 
be furnished immediately by 
Northwestern—iaciuding the 


Famous Globe - Wernicke 

wood and sieel files 

Sectiona! Bookcases 
“Structural Strenog th” 
Steel Safes 


\MERICA owes much to Case, the sturdy blacksmith of pg onl 
Racine, but the most fitting monument to his memorv Steel Lockera 
are far-flung acres of factories—busy factories that a = 


"continually pour out a mighty stream of fine products 'to 
‘farms in every part of the world 


The association of Northwestern Furniture Company with 
an institution such as the J. I. Case Plow Works Company 
is but natural. There is a likeness in their ideals of quality, 
and in their separate«services to the fields of business and 
of agriculture, 


Next Week—The A. 0. Smith 
Company and ‘‘ North- 
western Quality”’ 


“Northwestern Quality’ business furniture is used in 
every office of the Case administration building, from 
the splendid quarters of the President to the efficient, | 
standardized equipment for routine workers. 


There are tangible, practical reasons for Northwestern's 
forty years of Teodership im business furniture. Probably 
your offices have a present need for Northwestern service 
and ‘‘ Furniture that commends your business.” 


Northwestern Sucniture Co. 


Builders of Special Representatives of F 
Milwectee Char Compesy Dotes Denton ay be 


Business Furniture Jesper Maruiecusras Company Prankiin Mapufercurng Camper) 
Pectory—729-743 N.Water Street’ Salesrooms—271-273 W.Water Street 


REPRODUCTION OF A CHARACTERISTIC NORTH- 
WESTERN FURNITURE COMPANY ADVERTISEMENT.— 
This is a community hoosting advertisement which the com- 
pany has made very popular. It has something to say about 
the J. I. Case Works at Racine. Cleverly Northwestern quality 
is hocked up with the pioneer manufacturers. The inference, 
of course, is made as obvious as possible that concerns which 
want the best go to a certain place to get it. The illustration 
at the top is a pen drawing after a photograph. The company 
has received many compliments from those who have been 
thus associated with them in their advertising campaign which 
has been exceedingly effective. 








company is featured in each advertisement. Civic pride 
is capitalized through a strongly complimentary mention 
of this particular company and the part it plays in Mil- 
waukee’s industrial eminence. Thus, insurance of every 
reader’s interest is gained through that human weakness— 
the desire to know about the “other fellow’s” business. 
The high quality of Northwestern furniture and North- 
western service is then gracefully and strongly brought in. 
There is a double measure of good will earned through 
this advertising—the good will of the customer who has 
been so favorably advertised—the good will of the public 
who see this as unselfish, broad-spirited publicity. And 
there is no doubt but that this advertising makes the most 
powerful appeal to the man at whom it is most definitely 
aimed—the average buyer of office furniture. 






Painted bulletin boards, in carefully selected locations 
and well lighted, also kcep the company’s name before the 
public. The company’s delivery trucks play their part in 
giving publicity to their trade mark and its message, 
“Furniture that commends your business.” 

Each salesman of the company is supplied with a 
leather folder which contains clippings of the different 
advertisements and a dozen photographs of installations in 
various places. These are effective adjuncts to the sales 
talks. 

In addition to all this, the company gets out a remark- 
able catalogue, a copy of which has just been received by 
Office Appliances. This latest catalogue of business furni- 
ture is a book 8%x11 ins., bound in limp covers and con- 
taining 312 pages. Herein, naturally, various lines han- 
dled by the company are completely covered in text and 
illustration and in colors throughout. Pictures of in- 
stallations are shown, together with office floor plans, 
plans for sectional partitions, etc., etc. Various special 
lines are illustrated, such as cuspidors, ink wells, desk 
lights, swinging shelves and other devices akin to the 
office furniture business, including all manner of supplies, 
such as distributors, baskets. waste baskets, etc., etc. 

The point which is brought out most forcefully in this 
big catalogue is the fact that it covers standardized equip- 
ment, matched sets and matched office suites that will 
never go out of style. The book concentrates definitely 
upon ten grades of this matched furniture in a way that 
is so standardized that one can buy a desk today with the 
full assurance that in one year or five years from now a 
table, chair or waste basket can be added that will match 
up perfectly in wood, finish, workmanship and style. 
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OUTLINE ILLUSTRATING PERSONNEL CHART.—Each 
individual in the employ of the Northwestern Furniture Com- 
pany has definite duties to perform. These duties are set 
opposite his name in the manner of a diagram or chart as 
illustrated above. This chart is placed in a position where he 
can inspect it instantly so that he can always keep himself on 
the right track. 
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No. 314 


No. 314 Relief Stub pen 
is made of non-corro- 
sive metal that givesa 
smooth-running line 
and is practically inde- 
structible in service. 





Concentrate on a Line of Pens 
that are Nationally Known 


LINE of assorted makes of pens can never 

‘meet the writing needs as well as the full 

line of a nationally known ovroduct like 
Esterbrook. 

Concentrate on it, let them choose from the 
Esterbrook display case, but sell the number pen 
chosen by the box. This display case will take 
little counter space, give real display to a wide 
assortment, tie up little money in stock and yet 
make the purchase easy. 

We can supply you with our dealers’ service 
and it will build additional profits for you from 
the sales of your Esterbrook department. Ask 
for the details today. 

The Esterbrook Pen Manufacturing Co. 
80-100 Delaware Avenue, Camden, N. J. 


The Brown Bros Ltd Toront Canadian Agents 


fortyook PENS 


-- Seeeeeennneil 
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Nos. 1200-1201-1202 
BANK AND OFFICE TABLE 








2305 to 2315 N. Broadway 
ST. LOUIS, MO. 





No. 508 


Office Tables Costumers 
Telephone Stands Typewriter Stands 


These four patterns represent our Specialties in Office Furniture. Don’t fail 
to place these attractive patterns on your floor. Prices right and they will sell. 


Write for Special Folder 





No. 1811 No. 1810 
TYPEWRITER STAND TELEPHONE STAND 
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The Recognition of Merit 


When Wilson & Company, the large Chicago packers, 
selected THE SAFE-CABINET for the protection of their 
ledgers, their choice was not determined by price. 


Manufacturers of quality products themselves, they 
know that superior products cost more because they are 


worth more than the mediocre. 


They recognize a manufacturer could not continuously 
experience growth of sales and prestige if full value were 
not given for every dollar asked. 


Wilson & Company could have paid less for record 
protection but standardized on “The World's Safest Safe” 


in recognition of its merit. 





THE SAFE-CABINET COMPANY 


LARGEST MANUFACTURERS OF RECORD 
PROTECTION DEVICES IN THE WORLD 


MARIETTA $2 OHIO 
































1LING QUALITY Quauiry Fitine 
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FOLDERS 


A comprehensive assortment of folders for or- 
dinary and special purposes is a “prominent 
feature of Wabash Supply Line. These are of best 
grade stock thruout and carefully made, boxed in 
dust-proof cartons attractively labeled. 


Pressboard Folders — Of 
20-point gray Pressboard, 
with linen hinge at bottom to 
expand 1 inch. Square cut, 
tabbed any positions, and with 


Brass Tang Fasteners if de- 
sired. Can furnish 30-point 
Pressboard if desired, red or 
gray. 


Leathertuff Folders — Red 
jute stock, square or any 
cut and with or without in- 
sertable celluloided tabs, tangs 
or expansion feature. A fold- 
er for long and hard service. 











Tang Fasteners — These 
are brass, eyeletted to the 
folder and can be applied to 
any folder in our line. Use- 
ful for holding papers all to- 
gether in folder. 





Manila Folders—Regular 


manila in four weights. 
And with tops colored red, 
blue, canary or green for 
color classification. Also in 
Ropestock, natural manila 
color, in two weights and 
solid blue and red, heavy 
weight. 








toons ons wa someowesta tare Tab Labels—A very im- 
a SS |)=Coportant feature and much 
| superior to printed tabs. 
a Sey Furnished gratis with all 
sites nae cena ; blank tab folders and vertical 
weseeeeeaes . guides, in sheets ready for the 
typewriter. Dealers should 
not overlook the importance 
of this feature as users in- 
ret ce gearammmane x variably prefer them to print- 
weseesees + 1 ed tabs when called to their 
attention. We furnish print- 

ed tabs when wanted. 








Complete Folder Sample Set for the Asking 


Responsible Dealers wanted where 
we are not now represented. 


Division of Filing Devices and Supplies, Plant No. 2 
WABASH, IND. U. S. A. 


Insertable Celluloided tab or, 
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S Arrangement of Store ¥ 


Written for Office Appliances by Harry 
S. Randall, of Scrantom, Wetmore 
& Company, Rochester, N. Y. 





OMPETITION in these days brings many prob- 
lems to the office furniture houses. One of the 
greatest of these is to get profitable business in 
a clean, wholesome way. Of course, everybody 
has his own opinion in this respect, but here are a few 
suggestions that may prove helpful. 

There is no question but that service is one of the main 
elements in this business as in any other, but to render a 
proper service we must first have system and efficiency in 
our own business. How many times have we heard said, 
“Oh, we just can’t sell this or that item,” and after get- 











HARRY S. RANDALL. 


ting better acquainted with the situation find that the 
trouble lies in the method of handling. 

In connection with the filing cabinet end of the busi- 
ness, most houses carry a line of form cards, and in many 
cases they are kept in boxes on shelves and are thought 
of as something they ought to handle because they have 
some call for them. As a matter of fact, few realize their 
value as an “order getter.” 

One of the best ways to sell filing devices is to get your 
customer interested in systems first, and to do this it is 
a mighty good plan to get together your form cards and 
anything else that goes toward making up systems, and 
display them. Establish a system service department— 
space off a section of your store for this purpose. Take 
a sample of each card, place on framed panels, grouping 
them according to each business, have some neat lettering 
above each group. The background may be made of wall 
board of a color to suit the surroundings and yet show 
the cards and lettering up in a very pleasing manner. 
These frames may be hooked onto the wall and made a 
suitable size so that they can be placed in the window for 
display along with other systems. 

Outfits may be displayed beneath the panels along with 
cabinets and trays that should be sampled anyway. It is 
also a good plan to list the various forms and outfits, and 
price them so that they are perfectly clear to the sales- 
man, thus from the salesman’s point of view it becomes 
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a pleasure to show them. He has something to talk 
about, and is proud of the service he is able to give his 
customer. It leads many times to the sale of cabinets; 
price becomes a secondary consideration, and sometimes 
not mentioned. From the customer’s point of view, it 
pleases him to see an arrangement of cards and outfits 
suitable for his own use, and encourages him in the 
thought that a good system is what he needs in order to 
get the best results in his own office. Selling cabinets is 
a matter of housing the systems. 

The display of office furniture usually depends on the 
amount of space allowed for this purpose. However, 
where space enough can be had, it is not a bad plan to 
arrange some of the furniture in suites—viz., one display 
for each finish. In most cases this would mean two dis- 
plays, one for oak and one for mahogany. These should 
be made up complete, each having everything that the 
modern business man is most likely to chose with pride, 
and if put on low movable platforms it not only becomes 
more attractive, but if a railing is used it is simple to 
move the whole display to different positions on your 
floor without disturbing the railing or post, as the case 
may be. 

It is clear to be seen that arrangements of this kind 
create an impression and sometimes educate those who 
see them to a higher standard of ideas of what an office 
equipment should consist of and creates a desire in their 
mind to have one similar. The remaining furniture, to my 
mind, should be arranged as to grade, style, sizes, etc., 
changing their positions now and then for variety 

Another idea for those who have less space to do with 
is to have a revolving platform. On this a desk or sec- 
tional filing cabinet, back to back, may be shown to good 
advantage. This, of course, calls particular attention to 
whatever is displayed, and can be shown from any angle 
you choose. 

Any of these displays can be made to look very attrac- 
tive if the color scheme of your department is made to 
blend well—say, old blue or dark green possibly, with a 
narrow gold stripe trimming; perhaps a panel effect with 
mahogany finished woodwork. 

I believe the best place for the salesroom of office furni- 
ture is on the ground floor, preferably to one side, and if 
possible, entirely separate from any other lines of goods 
that may be carried. Iln the case of our own establish 
ment, a wail separates the furniture department from 
everything else, except the loose leaf department, which 
is at the rear of this department \ balcony extends 
along on both sides, lights being placed underneath, giv- 
ing us particularly good illumination which has been found 
by us to be very useful. Our surplus stock is carried on 
this balcony, a representative stock of which is carried on 
the furniture floor 

Some do not favor any stock in the drawers of the 
cabinets. It has been found by us to be especially good, 
as stock can be had in small quantities at a moment's 
notice. The numbers and prices are shown on the labels 
in front of each drawer; thus the boxes in our balcony 
stock are not broken. A certain time is set once or per- 
haps twice a week to replenish the stock in these cabinets 
from the balcony. This takes a comparatively short time. 


In this way we are able to give fine service. 
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Structural Strength Safes 


With Underwriters’ Label 
STRUCTURALSTRENGTH plus HEAT RESISTANCE 
BEST RECORD SAFE MADE 


The “Globe” 
you expect to find in a safe— 

STRUCTURAL STRENGTH—To Withstand A Fall 
Plus The Crushing Load of A Collapsing Building— 
—FIRE PROTECTION—To Withstand Fire and 


Heat. 


THIEF PROTECTION—SERVICE QUALITIES. 
Has been awarded Underwriter’s Label. 

Has Lowest Casualty Insurance Rate. 

Made in many sizes. 


The Globe“Wernicke Co 





TO ENDURE 


Safe has THE FOUR BIG qualities 


Write for Catalogue 9660. 


Cincinnati 
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* Effective Display of 


IH 
Office Furniture * 


Being a few ideas on how to show office furniture lines most attractively—W ritten for Office 
Appliances by A.G. Roberts, General Manager The Foster Office Supply Company, Akron, Ohio; 
and R.H.Pogue, Sales Manager Dewberry &M ontgomery Stationery Company, Birmingham, Ala 


6 OUTLINE a set of rules for the display of 
office furniture which will fit all conditions is 
impossible. Each establishment has its own 
peculiar problems. Each store is different in size, 
shape and general arrangement and the office furniture 
department must be adapted to the conditions which are 
found in the store and the opportunities which exist for 





its arrangement. 

The only way in which to show office equipment effect- 
ively is to place the articles to be sold in a small room 
or railed off space, arranged as nearly as possible in the 
manner in which the purchaser’s office might look. This, 
of course, refers.more particularly to private or exclusive 
offices. In order to show our better grades of office furni- 
ture to the best advantage, several years ago we par- 
titioned off a portion of our large display rooms on the 
second floor, making six smaller rooms about 15x20 in 
size, finishing them in wood panels of American walnut, 
mahogany and oak to match the equipment which we in- 
tended to put in each room. We then furnished the rooms 
with -natched suites which included every item used in an 
office from desks and bookcases to ink sets and smoking 
pedestals. 

One of these rooms was reserved for filing equipment 
only. Here we installed a complete display of one each 
of the filing cabinets for which we are agents, indexed for 
almost any need, and showing clearly what is known as 
the super-ideal index for correspondence and expandex for 
card filing. We can take our customer here to this quiet 
room where we can concentrate intelligently in ascertain- 
ing his needs. 

We have gone into some detail in describing this system 
because we have noted a very decided increase in the 
number of sales with a greater ease of selling since these 
improvements have been established and they have proved 
to us very conclusively that our expense of some $3,000 
for partitions, rugs, drapes, etc., was a profitable invest- 
ment. 

With regard to color schemes, we have 
found that in rugs, drapes, etc., plain green 
probably goes the best with mahogany. 
Either gray, blue, mauve or mouse color is 
suitabie as a background for American wal- 
nut, while in oak almost any quiet color or 
design can be effectively used. 

We have found that by putting one or two 
pieces of tufted leather, such as a davenport 
or chair in the office relieves the monotony 
of all wood and helps to make the model 
office more home-like. 

With reference to the location of the fur- 
niture display rooms, we prefer to have such 
a room on some ftioor above the first, either 


in the second or third story. By using R. H. 
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POGUE. filing cabinets, card cabinets; in fact, 


one or two small attractive signs, possibly illuminated, 
reading “desks and furniture on the second floor” or “office 
furniture on the third floor,” one can bring before the 
trade the knowledge that one is equipped to take care of 
this class of business. 

By taking the buyer from the first floor, the dealer gets 
him away from more or less confusion which distracts 
his attention and interrupts the selling talk. However, 
it is possible to show a few good pieces of furniture or 
filing equipment on the first floor, artistically arranged, 
but not giving the idea of the display of a line. This 
calls attention to the fact that the dealer handles office 
furniture and is an effective reminder with signs properly 
placed that a full stock is on display on another floor 


* 


Office Furniture and Its Relations With the Stationery 
Business.—By R. H. Pogue, Sales Manager Dew- 
berry & Montgomery Stationery Company, 
Montgomery, Ala. 

What is known as office furniture has become a very 
important factor in the modern office supply or stationery 
store. There are a great many ways of displaying office 

furniture so as to increase the sales of same. 

The stationery store that carries office supplies, social 
stationery, engineering and architect supplies, loose leaf 
goods, blank books, etc., should divide its window space 
That is, if a store is equipped with two windows, one 
window should be selected as furniture window, and the 
other as a miscellaneous supply window. 

Where the store is three or more stories high, | believe 
that the office furniture department should be on either 
the second or the third floor, but this is immaterial. The 
general rule of a stationery store which has three stories, 
is that the second floor is used for the display of the office 
furniture, and the third floor as the stock room How 
ever, there are some good arguments for the second floor 
being the stock room, and the third floor the office furni- 
ture floor. The big argument for the second 
floor being used as the stock room is that it 
is easily accessible to the sales force 

Now as to the display of the furniture 
floor, the size of the floor, shape of the 
building, the window space, etc., play a big 
part as to just what kind of a display you 
should make. Wherever possible I believe 
that there should be partitioned off at least 
three or four offices. These offices should be 
carpeted or use a nice rug. The equipment 
should be set up as you think the prospective 
buyer would like. 

One of these office spaces should be de 
voted to a system service room. The room 
should be equipped with desks, chairs, tables, 
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Comfort— 
Beauty — 
Durability 





In Nichols and Stone Chairs ‘you 
find the strong merits that produce 
absolute satisfaction. 


Designed for maximum comfort 
correctly finished—they are built 
for continuous service over a long 
period of years. 


The NICHOLS AND STONE 
LINE is an asset to the stock of 
any dealer in office equipment and 
is one that can be recommended 
with safety and confidence. 


Nichols and Stone Catalogu: 
upon request. 


Nichols and Stone Co. 


Gardner, Massachusetts 


Export Dept.: 25 Whitehall St., New York 


TO ENDURE 


Upright Wood Units 


EACH UNIT COMPLETE IN ITSELF 
Complete Lines of Wood Upright Filing 
Cabinets Both with Open Sides for 
Attachable Panels and with 
Closed Permanent Sides 








pe 
Made in light Antique Oak Finish, also medium dark 
Imitation Mahogany 
Files work on G-W Roller-bearing steel side exten- 
sion slides, which are the strongest made, work the 
smoothest and are noiseless. 
G-W Catalogue No. 8200 explains all the various 
lines of filing cabinets the Globe-Wernicke Company 
makes 


The Globe=“Wernicke Co. 


Cincinnati 
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Photographs show the Little 
Building, Boston, Mass. Arch- 
tlects: Blackall, (¢ lapp @& 
Whittemore. Contractors: L. 


#2 P. Soule & Son Co. Gold- 
j Seal Battleship Linoleum laid 
throughout entire building by 


By: } C. C. Batley Co. 
‘ ‘ 

















Gold-Seal Battleship Linoleum is made in two attractive colors, brown and green. 


The logical solution for 
that office floor problem— 


Numerous office buildings have found a wonderfully satis- 
factory solution to their office floor-covering problems by 
specifying Gold-Seal Battleship Linoleum. Among these 
buildings is the modern Little Building on Tremont and 
Boylston Streets, Boston. 


Gold-Seal Battleship Linoleum has provided floors that are 
quiet and comfortable underfoot, wonderfully durable and 
sanitary, and very easy to clean; and so has brought to the 
offices in this building a well ordered atmosphere of quiet 
efficiency. 


While perfectly smooth underfoot, Gold-Seal Battleship 
Linoleum is never slippery. And not only is this all round 
efficient floor covering built to give absolutely satisfactory 
wear (every yard built strictly on U. S. Navy Specifications to 
stand the terrific grind of deck service on U. S. fighting craft) 
but such satisfactory wear is definitely guaranteed. 


On every two yards of material appears the Gold-Seal bear- 
ing this pledge—“Satisfaction Guaranteed or Your Money 
Back”—a pledge that is lived up to scrupulously. 


GOLD SEAL :-::. 
for this Gold- 
Seal on the 
Battleship Linoleum #2 % 
[tis our positive 
( THE FAMOUS FARR & BAILEY BRAND) pledge of your 

satisfaction. 


Made According to U.S.Navy Standard 











Gold-Seal Cork Carpet 


For those places where absolutely noise- 
proof floors are needed. This wonderful 
floor-covering is as velvety quiet underfoot 
as the heaviest Axminster carpet. It is 
made in soft, restful shades of brown, 
green, and terra cotta—with polished or 
dull surface—six shades in all. Remarkably 
durable and, of course, bears our iron-clad 
Gold-Seal Guarantee. 

Samples and specifications for laying Gold- 
Seal Battleship Linoleum and Cork Carpet 
sent free upon request. We maintain a 
Service Department ready at all times to 
help you solve your special floor-covering 
problem. 


CONGOLEUM COMPANY 


INCORPORATED 


Philadelphia New York Chicago San Francisco 
Cleveland Boston Minneapolis Dallas 
Kansas City Atlanta Montreal 
St. Louis Pittsburgh 


sure to look 
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7 Points That Put 


Pep and Profit Into Transfer Case Business 


There is profit in Transfer Cases. But, volume 
must be big for it’s seasonal business. 





Put Barshal Transfer Cases to the test. Seven 
points of superiority will give you local leader- 
ship. 

All drawers equipped with everlasting rollers of 
case hardened steel. Easy sliding, smooth run- 
ning. Built to withstand heavy loads. Guaran- 
teed against replacement. No extra charge. 
Heavy channel reinforcing front and back. In- 
terlocking lug arrangement. 

Combination drawer strike and, dust lip. 
Reinforced bale suspension. 

Low drawer sides—Easy access. 

Solid case construction. 

Transfers 26 overall. More than average depth. 
10% more filing capacity than any other case. 





Why STOCK Waste-baskets When 
You Can SELL Wastekets! 


Again the sale of small items 
counts. It’s the little items that 
are steady business boosters. 
Wasteket carries a powerful 
selling punch. New name— 
selling name—money making 
name—name of a better waste- 
basket for less money. It’s a 
fact. Your money back if you 
disagree. A line for Offices. A 
line for Homes. Write or wire 
for prices and color repro- 
ductions. 



























STEEL EQUIPMENT 
CLEVELAND O 
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Steel Uprights 







Vertical 
Letter 
Size 








| Office Tables 











Also 
Bill Size 
Cap Size 
Over Size 
Card Index 
Check 
Document 
Legal Blank 
Cupboard 
Wardrobe 
Roller Shelf 
In This Line 














Globe-Wernicke 7000 Steel Line 
Sells Quickly Because of 


Greatest Economy of Space. 

Lowest Cost Per Filing Inch. 

Best Side Extension Slide Made. 

Positive Locking Follower Blocks. 

Protection Against Fire. 

Elegant Finish that will never lose its 
beautiful appearance. 

Artistic in Design. 

Drawers that work perfectly. 

Solid Brass Trimmings. 

Substantially built solid steel walls. 

Greatest Strength of Any Uprights Made. 


Write for Catalogue 8200 


The Globe“Wernicke Co. 


Cincinnati 
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St. Johns 


dominate in business 
offices from coast to 
coast. 


Why this 
Popularity? 
Because the three essen- 
tial items that enter into 
the making of a ser- 
viceable table: design, 
constructional strength, 
and a deep, hard fin- 
ish, are superior to 
those in any other line 

of tables manufac- 

tured. A fact that 


we can easily prove. 


Dealers everywhere 
are cleaning up big 
profits on this 
line. 


Catalog sent on request 


ST. JOHNS 
TABLE COMPANY 


Cadillac, Michigan 
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No. 3060 


As an Antidote for Quiet Business Try 


WRIGHT DESKS 


They’re Good for Increasing Sales 


This line fully satisfies the demand for solid, The Wright line is complete, consisting of flat 
substantial construction combined with modern tops, roll tops and typewriter desks. It is one 
design and convenience of operaticn. All oak of real sales feature and should be known by 
desks are made of quarter sawed white oak; every office furniture retailer. 

the mahogany desks of imitation mahogany We shall gladly tell you more about it upon 
with mahogany writing bed, panels and slides. receipt of your inquiry. 


WRIGHT DESK COMPANY, Rockford, Illinois 
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sample of your complete .stock. The drawers of this 
equipment should be equipped with the different systems 
you have to sell. We all realize that the selling of a 
naked piece of furniture is by no means a perfect sale. 
The person or company that buys a desk and chair, if 
they do not already have a filing system, is of course a 
mighty good prospect for some kind of a filing system. 
If they do already have a filing system and need another 
desk and chair, you can be sure they almost need another 
filing cabinet, as a person working on a desk will pass 
through his desk enough papers to fill any four drawer 
cabinet that is manufactured if his business is large enough 
to have a desk and chair. 

The salesman who sells an office desk and chair and 
faits to suggest or demonstrate his filing cabinet is not 
an up to date salesman. 

Business men have long since learned to file all papers, 
even the catalogues that used to adorn the dusty shelves 
in the back room of our best offices. These have now 
been dusted off and vertically filed and can be readily 
referred to. The old invoice book has about passed away 
and we find the modern business man filing his invoices 
either in Shannon or vertical drawers. 

I believe that the different grades of desks should be 
displayed together on your floor. For instance, A grade, 
flat, double, roll top and typewriter desks, and following 
on down the same idea with the B, C, D, and. plain oak. 
Then of course come the mahogany desks arranged in 
the same manner. Tables are perhaps the hardest pieces 
of furniture to display properly. I do not believe that you 
can display them intelligently by using the short legs; 
however, I am open for conviction on this subject as I 
have never settled it in my own mind. We are at the 
present time displaying tables as we are desks. In other 
words, our tables are set up complete and displayed along 
with the grade of desk the table corresponds with. 

In regard to chairs, we have selected five or six patterns 
only, and we carry a good stock of these patterns in 
both oak and mahogany at all times. I might say that 
this has been our idea with all our office furniture. We 
have selected a few of the best numbers from the different 
manufacturers and it has been our policy to carry these 
numbers in stock in sufficient quantity to always be able 
to take care of our customers. 

In regard to having a display of office furniture on the 
main floor, I can only say that at two different times we 
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tried this plan out and it really never did prove satis- 
factory. It is true that it caught the eyes of a few cus- 
tomers, but I believe it left the impression that we did 
not carry a stock, and were perhaps agents for such a 
desk or chair. I do believe that a store with the office 
furniture department on the second or third floor should 
have the necessary signs on the first floor calling attention 
to the fact that the office furniture is located on such 
and such floor. 

We have on our second floor seven large electric lights, 
four of which are controlled by one switch. I believe that 
the impression that is made when we switch on such an 
enormous amount of illumination is good. I have had 
hundreds of compliments on this idea. I am sure that it 
is better than having a switch to each light. Some of 
us may not think these little things count, but I believe 
they do. 

The color scheme of the floor, ceiling and walls of a 
display room should be given careful attention. My sug- 
gestion to any one desiring to set up a display room is to 
call in a good architect or decorator and let him suggest 
the color scheme. Our present display room has walls 
painted a light buff, the ceiling is a cream, and the floor 
is an olive green where it is not carpeted. The window 
shades are duplex, green on the outside and white on 
the inside. The radiators, steam pipes and electric piping 
are painted silver. 

Our warehouse is located on the railroad where we can 
unload from the car. We have in this warehouse bins 
for our chairs. We have a quantity of 2x4’s and in stack- 
ing desks and tables, we always use these 2x4’s between 
them. This we have found will protect a desk from getting 
excelsior marked. We also carry in this warehouse our 
steel and wood filing cabinets 

I believe that Dewberry & Montgomery Stationery Com- 
pany attribute a great amount of their success in the filing 
cabinet end of the office furniture department, due to the 
fact that we never cease showing, talking and displaying 
our filing cabinets and supplies. 

After all is said and done, you must know the merchan- 
dise you are displaying. You must believe in it and 
stand by it at all times. In other words, it becomes as 
one of your children, and it matters not about the few 
faults it may have; we all know that it has many good 
features that tend to cover up the bad ones. 


@ Pride Goeth Before a Fall. Do Not Be Too Proud to Ask Questions Nor to 

Profit by the Example of Others. Study the Ideas of Merchants in Other Lines of 

Business and Adapt Their Successful Ideas to Your Own Business Where Possible. 

Give Your Competitor His Just Dues and Learn From Him When He Has That 

Which You Can Profitably Absorb. Avoid Impulsiveness But Plan Your Moves. 

Think Out Your Problems from the Beginning to the End. The Proper Use of 
One’s Head Will Keep the Sheriff's Seal from the Front Door. 
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The New @®@rpitt 5-Ply Series 






No. 760S--Oak 


Selected Quarter- 
Sawed White Oak 
throughout 1}" 
5-ply Top 








ILLUSTRATING QUARTERED WHITE OAK 
ALSO FURNISHED IN GENUINE MAHOGANY 


We announce a new 5-ply series in both genuine mahogany and selected quartered 
white oak. This line reproduces the well-known “Derby” 700 line, formerly so 
much in demand by all dealers. The 5-ply tops and 3-ply framed-in- panels, 
selected stock throughout, and highest standards of workmanship, grade these as 
“QUALITY” desks. 

Samples now in the hands of the dealers have resulted in immediate sales. To 
meet the demand for this new line we have developed quantity production, and can 


offer prompt deliveries in this series in both mahogany and oak. 


Styles in 5-Ply Series, Mahogany and Oak: 


Flat Top Desks Roll Top Desks Typewriter Desks Tables 
743S 43”x32” 743R 43”x32” 743F 43”x32” -736T  36"x27” 
750S 50”°x32” 755R 55”x32” 755F 65" x32 750T 50”x32” 
7600S 60"x34 760R 60’x34” 7600PF 60°x34” 700T 60x34" 
760D 60°x48” 72. © da eee 

796 96”"x42” 


Catalog upon request 


ORPIN DESK COMPANY 


121 Medford Street Charlestown, Mass. 
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The Terrell Steel All-Purpose Office 
Cabinet Just About Sells Itself 


S USEFUL and ornamental a piece of practical office equip- 
ment as money can buy. Standard sizes 42 to 72 inches 
high; 24 to 36 inches wide; 12 to:24 inches deep. Steel 

shelves and vertical dividers adjustable to spaces required. Abso- 
lutely flexible, convenient, good looking, indestructible. Three-way 
locking device. Protects books, records, valuable papers and sup- 
plies from fire. Finishes, olive green, black, mahogany and oak. 
Retails for less than cost of a 4-drawer filing case. Nationally ad- 
vertised. Tell your customer of the outstanding advantages of 
this remarkable cabinet and sales will come easily. 


Write for Catalog and dealer terms 


Terrell’s Equipment Company 


Grand Rapids, Michigan 


Also manufacturers of a complete line of all steel wardrobes, 
lockers, shelves and bench drawers. 
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FIRM AS GIBRALTAR 


A REVOLUTIONARY IMPROVEMENT IN 


STEEL DESKS 


THEY ARE DIFFERENT NOTE THE SPECIAL FEATURES 
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Patented Leg and Pane! Construction 
Double Steel Panels with Asbestos 
Insulation 







Linoleum Top Writing Bed 

Desk Open at 
rear of 

Knee Space 



















Sliding 
Shelf 
Linol- 
eum top 
Bronze 
Binding 
Letter 
File Re- 
movable 
False 


Bettom 
and 
Com- 
pressor 


Bronze 
Binding 


Special Yale Lock 
All Drawers in Ped- 
estal locked by 
Closing Center 
Drawer 






Cast Bronze 
Pulls 







Center Drawer Can 
Be Fitted with Con- 
venient Tray for 
Pins, Clips, Pen- 

cils, etc. 











Cast Bronze Feet 
> 





Box Drawers Perforated 
to Receive Adjustable 
Partitions 


One Partition Furnished 
with Each Box Drawer 


Phantom View of Style No. FF-160 
Flat Top Desk 


Box Drawers Can Be 
Equipped with False 
Bottom and Compress- 
ors to T ake 5”x3” 
Cards 





A NEW STANDARD OF CONSTRUCTION 


in desks which embodies all the best elements of utility and appearance 
and, in addition to absolute rigidity, our K-D construction is valuable 
in saving money —reducing the cost of transportation, storage, etc. 


BEAUTIFUL DESIGNS MADE IN ALL FINISHES 


We manufacture a complete line of desks and tables. You will find 
the details of our entire line of more than ordinary interest. Write 
for descriptive matter. Now is the time. 


JAMESTOWN METAL DESK COMPANY, Ine. 


JAMESTOWN, NEW YORK 


























146 . OFFICE APPLIANCES June 














I 
RECCSRSTTEEE EE GELEHEEEE ERLE NODOETOR EE INGEOEEDERERERE RESON SESLESRET ORD SRER ETHER Dea eET DENTE Ee: 
eee 







ITIMIIIEIIII 











HERE IT IS—SECURIFILE 


Reasons Why It Is the Best 
Low Priced Steel File: 


1. Strength—Heavy steel channel frame construction 





2. Ease of Operation—Progressive roller suspension 


3. Arttractiveness—Beautiful baked enamel finishes, sat 


brass trim 
4. Practicabiliry—Occupies least amount of floor space 


5. Economy—Low cost per filing inch 


Note the Strong Construction Features 


Made in letter and legal sizes, carried in stock 
in green and mahogany 





The test shown above opened and closed the drawer 147,000 Furnished with or without locking device 
times—more than a lifetime of business use. After this © 

test the drawer operated as smoothly as at first and all parts —— ‘ 

were in perfect working order. Write for further information 


STEEL EQUIPMENT CORPORATION 


Makers of the complete Security Steel Line cf Filing Cabinets, Desks, File Shelving, the Security Office Safe, etc. 


AVENEL, NEW JERSEY New York Office, 25 West 45th Street 
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Window Display and Advertising * 


Modern methods as applied to the effective exhibition of office furniture, supplies, etc.—Written Jor 


Office Appliances by Forest P. Miller of the Baker Office Furniture Company, Pittsburgh, Penna.; 
Louts B. Busse of The Franklin Printing & Engraving Company, Toledo, Ohio; F.S. Timmons 


of the Timmons Stationery Company, Elkhart, Ind. 


XCEEDINGLY important factors in any plan for 
selling of window 
play and advertising. the 
the army, or it were better to say they are 
locate the adversary, convince him of 
help to bring 


dis- 


of 


furniture are those 


office 
These are captains 


sales 





scouts which 


the 
the 
about eventual surrender. 


seriousness of impending attack and 


Each one of us notices a good 
window, or a good bit of advertising and none of us 1s 
strong enough to withstand them all the time. 

Take, for instance, a four to six story building and you 
will find the rental charge against the first floor is about 
fifty per cent of the total rent and this is greatly on account 
of the value of the display window if the building is in a 
fairly good This is really 


costing you money which should be made to work and pay. 


location. means your window 
Some kinds of stores require only shallow windows and in 
these cases they are mostly closed in at the back, hiding the 
view the from the street, but in the 
furniture business it is my opinion—after a great deal of 
experience with both kinds—that the open window back is 
the best. You and 
while the window calls the attention of passersby, if they 
stop to look at the display in window it is natural their 
eye should follow back into the In this 
way they see a great amount of goods on display which 
helps to acquaint them with the store and remember it 
iew had been cut off 


ot store-room otfice 


can make a very attractive window, 


on store-room. 


better when ready to buy than if the \ 
with the back The open back window 
also adds light and cheer to your store-room. 

The method of display in the window is, of course, very 
don’t 


window enclosed. 


important, if full value is to be received from it. I 


believe the window display of office furni- 


ture and filing 
just like a regular retail business, for I be- 
displays should be more 


cabinets should be worked 
lieve our window 
educational rather than to draw people into 
sale. I believe in a 
I am in favor of 
the 


store for immediate 
varied schedule of display. 
of a oftice, 
table, filing 


safe necessary 


display complete showing 


desk and 


well 


and cabinets, 
as the desk 
accessories, such as desk lamps, desk pads, 


chairs 
as a and 


letter trays, wastebaskets, cuspidors and 
mats, all in their proper 
crowded so that it will give the prospective 
buyer an idea of how a complete room might 
look. This idea 


adopted to suit different kinds of businesses 


places and not 


complete display can be 


and professions. 


Then again I think a window should be 
devoted to a full and compuiete display of 
filing cabinets and system supplies, their 


different uses fully explained by use of cards. FOREST 


tS 
Kee 





P 


and comprehensive display of safes and 
interior arrangement for safes can be shown. This makes 
a comparison shows different interior ar- 
rangements for various kinds of business, which should be 
explained to the window shopper by the use of cards. This 
specializing with a window full of safes puts it over big 
and helps to acquaint the public with the fact that most 
progressive office furniture dealers now handle safes, which 


Again a large 


of sizes and 


was not the case only a few years ago. 

Then again I believe in a miscellaneous window if you 
are running special prices on certain 
items, and in this case only do I believe in putting price 
cards on the goods in window. This is more like regular 
retail merchandise and can be hooked up with a sale ad in 


the newspaper or direct by mail. 


having a sale or 


In the other displays I mentioned I believe in, explana- 
tory cards only. 

As to practical demonstrations in the window showing 
different stages in the manufacture of office furniture, I 
believe anything of this kind is good because any moving 
demonstration in a window will attract many on-lookers 
and while they will not remember how the article is made, 
it impresses on their mind where they saw this demon- 
They may talk to others about it and this is all 
good general publicity. When they or their friends to 
whom they have talked about this display are in the mar- 
ket they will recall the window demonstration, which will 
almost assure one of an opportunity to figure on their re- 
quirements. 


stration. 


Window should be hooked up 
with newspaper and direct mail advertising 
whenever possible. When a complete high- 
grade office display is made in a window, 
during that period newspaper copy should be 
of general publicity character without nani- 
ing articles and values. When special display 
of filing cabinets and system supplies or safes 
is made the newspaper copy during these 
periods should specialize on the same goods 
in a general way. When sale goods are put 
in the window and specially priced the news- 
paper copy should name and price the same 
items. And in this case I think it is a good 
idea to paste a copy of this ad on the win- 
dow, which links your window display di- 
rectly with the sale ad. 
This plan can also be followed with direct 

mail advertising in hooking it up with 
window display. Direct by mail advertising 
folders supplied by the manufacturers can 
be used to great advantage and it is well to 


wit 


displays 


by 


MILLER. 
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display their goods exclusively in the window while send- 
plate mirror,in one end. 
Knowing the Line Great Asset to Salesman. 

To my mind one of the greatest assets of an office fur- 
niture salesman in training for a real success in selling 
office furniture is knowing his line. I have many times 
seen men of about the same natural ability, one selling for 
a dealer who had never thoroughly trained the salesman 
in his line, and the other selling for a factory branch who 
had trained their man in every detail from method of 
selling to the whole process of how their goods were man- 
ufactured. The man trained in this latter way will out- 
sell the other salesman every time. 

It is not sufficient for a man to know just the items he 
has to sell, where to find them in the catalogue and price 
list, and whether or not he has them in stock. The more 
a salesman knows about every detail of how his goods are 
manufactured the better off he is and the more attention 
he will get from the prospective buyer. Most any of us as 
business men take a special interest in any salesman and 
his line if the salesman has given us an interesting talk 
about his goods, and he can’t do this without knowing 
how it is manufactured and the uses it can be put to. 
When you buy from a man you like to feel he knows his 
line well and is really sold on it himself. 

This detail knowledge of construction is not so easy to 
obtain without the salesman going to the various factories 
and spending some time, but it is well worth it if you have 
a man whose other qualities measure up to your standards 
and you feel he is earnest and wants to learn your business. 


We try our best to render real service but for various 
conditions beyond our control it is not always possible. 
One thing I believe can always be done, and that is to 
render “courteous service.” We have adopted these two 
words as our slogan and insist very strongly that it be 
done. No matter how small an order may be we insist 
that the customer be treated in a way that causes him to 
know we are very glad to get his order and want him to 
come back again. We endeavor to serve our customers 
by displaying goods in a way that will aid them in making 
a proper selection. We have men calling in the various 
offices trained in their line and fully equipped with cata- 
logues, photographs and prices. These outside salesmen 
we try to have so well trained and familiar with our lines 
that they will be a real aid to the customer in selecting the 
proper goods, as well as aiding in proper arrangement in 
the office after being delivered. We also extend the serv- 
ice of laying out complete outfits for one or many rooms. 
We aim to carry at all times a large stock and make 
prompt deliveries, as we realize the large corporation of 
today cannot wait long for their office furniture require- 
ments, neither do they know long before they order what 
they want and when they may want it. 

The office furniture salesman who has a general knowl- 
edge of business practices, conditions, etc., has a great 
advantage over the ones who do not possess this knowledge 
as he is able to go into the buyer’s office, who may be a 
president or some other executive of the concern, and hold 
up his end in a conversation in such a way that it com- 
mands the respect of the man on whom he is calling. 


Cumulativé Value of Good Window.—By Louis B. Busse. 


Mr. Stationer, your best salesman is your window dis- 
play, and the stationery supply house which fondles and 


caresses its window to its fullest extent is the stationery 
supply store that is going to get the greatest amount of 
business. 

The placing of a complete office equipment in a show 
window once-in-a-while is of great advantage to a stationer 
in any town. It may not create sales immediately but it 
makes an indelible impression on the minds of the passers- 
by who when they think of equipment for their office, al- 
though they may not have seen the particular article or 
articles in the window, the one general picture remains in 
their mind and it immediately says, “Oh, I can get that 
down at John Doe’s who had that dandy miniature office 
fitted up in his window.” 

The same thing holds true about filing equipment. If 
you, Mr. Stationer, will trim a window with your four 
drawer uprights in letter and cap size, your horizontal 
files in wood and steel, having the letter document and 
card indexes all in the stack, and then fill the various 
drawers with the guides, folders and some papers for 
which these various sized files are made, then carry down 
to the front of the window descriptions of these guides and 
folders in a clear and concise way, again, you may not 
sell directly while the window display is in the window, 
but it produces this same sert of a picture in the minds of 
many a buyer at a later date. 

Little specialties in your windows, new items with the 
prices marked thereon, also stamp you as an up-to-date 
and progressive store. One concise point comes to mind 
as this is being written (May 20th). Practically every 
stationery store carries playing cards, poker chips, game 
sets and dice. There is a little top on the market today 
called “The Put And Take Top.” We made a display of 
the average line of stationery supplies, placing price tags 
on each of the various items and then in the very front of 
this window display we placed a number of these little 
tops retailing at 15c. We sold two gross in three days. 
Now, the profit from the sale of these tops was nothing, 
but it brought into our store at least 200 people and what 
was the consequence? We sold many another item that 
possibly would not have been sold had we not attracted 
these people into our store by this novelty. 

a * kK 
A Plan for Laying Out a Window.—By F. S. Timmins. 

In making office furniture window displays we follow 
this plan: The larger items are always placed at the back 
and the smaller devices are graduated in size towards the 
front of the window, each article being placed in its rela- 
tive position as to sizes of other articles. A price card in 
large, plain figures is placed on each article. At the top 
of the window, that is to say, at both sides and in the rear 
above the files, desks or cabinets, we show a liberal num- 
ber of window advertising cards, which are furnished by 
the manufacturers. Our windows are liberally lighted at 
night until ten o’clock. 

It has been our experience that a six-day display about 
once a month is a fine investment for the office furniture 
department and it is likewise profitable for the loose leaf 
départment, for general stationery, inks, paste, kodaks, etc. 

Our window is 15 feet wide and 8 feet deep with a large 
plate mirror in one end. This affords a strong display of 
whatever goods are put in the window. It creates a sort 
of double display on account of the position in which the 
mirror is installed. 
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$150.00 


One Hundred Fifty Dollars 


$150.00 


Can You Use It? 


Perhaps’ you can get it easily. Trying 
to will cost you nothing except a little 
thought in a spare hour. Someone is go- 
ing to receive a check good for a hundred 
and a half in good coin of the realm for the 
most acceptable trade name and slogan for 
our product, the trade name to bé adopted 
as the name of our firm. If we had hit 
upon such a fortunate word combination 
ourselves, we would not be offering to part 
with good money for another; but we 
can’t, so get in and earn the money. 


The trade name, remember, must be dis- 
tinctive, something that can be used as our 
firm name to designate our company, also 
to be used as a name of our product, and 
the slogan to identify our line of office 
desks. It is a good line, high-grade, full 
of distinction and character, and right up 
to date. Our desks are made substantial 
and beautifully finished. Wherever in- 
stalled, they have given complete satisfac- 


tion. They “stand the gaff” and look well 


at the same time. 








Just For Example: 


Suppose the name chosen was “Finance”, 


then the firm name would be “Finance 
Desk Company”, and the name of our 
product would be “Finance Desks”, and for 
a slogan we would then select “Good as 
Gold’, being in accord with the name. 
There is no objection to coining a word if 
the mintage produces a distinctive idea 
that we can adopt. 


Who Is Eligible? 


This competition is open to everyone 
connected with a stationery, office furni- 
ture or general furniture store selling 
office desks. Both the employers and em- 
ployees are entitled to compete. 


In the accompanying illustration we are 
showing you a picture of a desk which is a 
good representation of this first-class line. 
We have been selling these desks under 
the slogan “Every Inch Sanitary” and 
they have given a remarkable record of 
performance. During the last six months 
we have added many new dealers to our 
list and if you do not already sell our desks 
it will pay you to examine them and if pos- 
sible to secure the agency for your section. 


The kind of returns we want from this 
ad is names, names, and more names. We 
want everyone to get in and give us the 
benefit of his suggestion. We shall be 
grateful for every idea brought forward 
and just as grateful to those who don’t win 
as to the man or woman who does. 


Contest will close August 15, 1921 


JASPER MANUFACTURING COMPANY 


JASPER, INDIANA 
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Tuere Are Six standard 
models of ““Y and E”’ Effi- 
ciency Desks—one to fit 
every need. 
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RE IS a desk that is 

built for personal service. 
Executives who are using it 
say that it comes nearer to 
being made to their measure 
than any piece of ggg furni- 
ture they ever 


It is a desk—but it is more 


than a desk, It is a highly 
efficient work for the ex- 
ecutive. Here, for instance, 


is one of the many possible 
arrangements of its interior: 


In the middle’ drawer, he 
keeps his business implements 
— pins, clips, pens, pencils, 


‘ruler, eraser, checkbook, note- 


pads. 


In one of the top drawers are 


— prospect 
lists, daily follow-up, etc. 


In the left hand top drawer 
are his stationery, envelopes, 
office forms. 


In the two big bottom draw- 
ers he files his private corre 
spondence, catalogs, circulars, 


APPLIANCES 


pending material—any papers 
he wants to refer to con- 
stantly. 


We supply the system 
with the desk 


Few business men are able to 
devote sufficient time to keep 
abreast of latest develop- 
ments in filing systems, so 
that they are unable to pre- 
scribe for their own needs. 


The “Y and E” System Serv- 


ice Department was organized . 


many, years ago to counsel 
with jthose in need of up-to- 
date systems. This depart- 
ment analyzes requirements 
and makes recommendations 
for guides and folders and 
equipment to fit exact needs. 


Users of “Y and E” Efficiency 
Desks have found that the 
systems recommended for their 
desks are simple, practical, 
and help measurably in elim- 
inating lost motion and in 
making more and better work 
possible. 


Send the coupon for a free copy of our new 
booklet, “The Executive’s Workshop”’ 





YAWMANA'DFRBE MFG.(©. 


Filing System Service, Equipment and Supplies y 


ROCHESTER, N. Y. 7 Please send me a copy | 


7 of your new booklet, “The | 
Executive s Workshop.” 


655 St. Paul Street 











7 


Name 





4 
ese 
4 | 
7 | 

| 
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7 
7 


Yawman & | 


7 
7 Erbe Mfg. Ce. | 
Rochester, N. Y. | 
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TO ENDURE 


Counter Height 
Steel Uprights 






With 
Linoleum 
Tops and 
Finished 
Permanent 


Side Walls 


Can be used side by side as a counter and 
at the same time as filing cabinets. Lino- 
leum top is detachable and is not absolutely 
necessary, Top is made of best grade Bat- 
tleship linoleum—very heavy and durable 
and never curls at the edges. 

In selling these Counter Height sections 
you offer your customer— 

Greatest economy of space. 

Lowest cost per filing inch. 

Roller bearings cut from solid steel bars. 

Elegant Finishes. 

Beautiful Backs. 

Smooth Surfaces. 

Highest Quality. 

Lowest Prices. 


Particulars given in Catalogue 8200 


The Globe-Wernicke Co 


Cincinnati 

















The LABEL, 
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is a guarantee of 
user satisfaction 





Satisfaction is born of 
quality alone. To main- 
tain the highest quality, 
with moderation of price, 
is our consistent policy. 


Catalogue covering com- 
plete BARBEE line of wire 
baskets sent upon request. 


Barbee Wire & Iron Works 


Conway Building 
CHICAGO 
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Caring for the Office Furniture Stock 


Being a few suggestions written for Office Appliances by Edward E. Roberts of The F. W. Roberts 
Company, Cleveland, Ohio; and D. D. Macdonald of Bradley & Scoville, Inc., New Haven, Conn. 


The first article is a suggestion on Packing by Mr. Roberts, and the second, the Care of Office 
Furniture Itself by Mr. Macdonald 


=‘ NE of the important problems in the office furni 
ture business is the care of the stock from the 
time it is brought into the store or warehouse 


until it is installed in the office of the customer. 





Obviously it must reach the customer’s office in as good 
condition as it was when it left the factory, and so to 
care for it and to handle it during the sometimes long 
course between shipment and ultimate destination is no 
small problem. 

There is room for considerable improvement in the 
packing of all sorts of business furniture. ‘ 

It occurs to the writer that 
the manufacturers of desks 
could with profit to them- 
selves and a vast amount of 
satisfaction to their customers 
jointly employ a_ capable 
packing engineer to devise a 
method of packing that would 
adequately protect their ship- 
ments. 

A survey should be made 
that would follow a shipment 
from the factory of some con- 
signor to the wareroom of a 
consignee. It should note — 
the handling of pieces while E. E. ROBERTS. 
being loaded on trucks; it should accompany the trucks 
to the railroad station to note the amount of friction be- 
tween pieces, caused by the jolting of the truck and the 
swing in rounding corners. It should watch the unload- 
ing of the trucks and the loading of the freight car, noting 
all of the time what parts of the packages are most sus- 
ceptible to injury through handling or through the motion 
of the carrier. 

The survey should continue and,actually accompany the 
shipment in the car. It should again note any motion of 
the pieces while in transit, the breaking up of the cars 
when freight is transferréd to another carrier, thé unload- 
ing of the car at its destination and the placing of the 
goods in the freight house: With a thorough knowledge 
of these points a skilled observer should be able to recom- 
mend a method of packing that would protect all parts 
of the furniture shipped. 

One manufacturer of typists’ chairs now ships his chairs 
packed singly, in cartons of corrugated board. These 
goods come through in such excellent. condition and stack 
so closely in the wareroom that it seems a similar package 
for larger chairs would be a decided improvement over 
the present unsatisfactory method of crating. There are 
few dealers who have not, at some time, received crates of 
chairs from which damaged parts protruded as a result 
cf insecure packing. Faults of this kind could be over- 








come by the use of a crate with wallboard sides and ends. 
\s many of the chair manufacturers still make a charge 
tor crating, they should certainly supply the best container 
obtainable. 

When furniture reaches the retailer, it should be stored 
in a cool, dry loft. Basements are rarely suitable for this 
purpose, and excessive heat, whether from a heating plant 
or from the sun’s rays, has a tendency to soften the var- 
nish on furniture and to cause an adhesion of the pro- 
tective wrapping to the surface. 

Where sufficient space is available, desks should be 
stored on end and should not be stacked one upon the 
other. Chairs, either in crates or uncrated, can be ‘sus- 
pended from heavy hooks set into the walls above the 
space occupied by the desks. Filing cabinets, which 
usually come in substantial, heavy crates, can be stacked 
one above the other without injury. 

The exercise of care in the handling of furniture at the 
wareroom or in the store of the retailer-is just as impor- 
tant as it is at the factory. Desks on display in a sales- 
room are subject to injury through the carelessness of 
salespeople and the thoughtlessness of such customers as 
toss packages, coats and even bags upon them. 

To keep furniture looking its best while on display the 
use of oil polishes should be avoided after the rubbing-up 
it receives when unpacked, except where they are needed 
to cover slight scratches. An oily surface collects and 
holds dust, which is difficult to remove without leaving 
streaks and patches. Frequent rubbings with soft, dry 

ie § Cloths, the strokes all being 
made with the grain of the 
wood, will keep furniture 
bright. If it should become 
too much soiled to be 
cleaned ‘in this way it may 
be thoroughly cleaned and 
brightened by using suds 
made from linseed soap, in a 
pail of tepid water into 
which a few drops of house- 
hold ammonia have been 
dropped. The suds should 
be applied with a large, soft 
sponge and the surplus mois- 
ture should at once be taken 
up with a soft cloth. 

Deep scratches, dents and chipped or loose veneers call 
for the services of the expert refinisher, who should be 
in the employ of every dealer whose volume of business 
is large enough to warrant having him. Sometimes the 
dealer in office furniture can arrange with a refinisher em- 
ployed by some dealer in household goods to come in 
occasionally after regular hours to make the necessary 





D. D. MACDONALD. 
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A New One Drawer Vertical) 11 


Separating Shelf is 


used between sections 

to prevent rifling of a 

lower locked drawers hn ehenined with 

by removing unlocked or without flat 

drawer above. key lock. Just fit one over the 


other. Hooked at 
back and fastened 
securely at front to ‘ene 

; capacious, just as 
make a firm, solid strong and rigidly 
cabinet. welded and coast as 
smoothly upon the 
same progressive 
roller suspension as 
in the The Van Dorn 
““Mastercraft” Four 
Drawer File. 


Drawers are just as 








Built in Letter, Capa 
Ledger Sheet Si 
Either Roller or] 
Base. 
Pressed Bronze Ha 
ware, closely res 


bling cast (faste 
without rivets), 
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|| File for Van Dorn Dealers! 


HE Van Dorn One Drawer Vertical Letter File liter- 

ally “grows up with the business”. It expands only 
as the needs of the business expand. Each drawer is a 
complete filing unit in itself, but as additional drawers are 
put into service they are stacked one above another inter- 
locking rigidly to make a handsome two, three or four 
drawer filing cabinet. A two drawer stack is desk height, 
while a stack of four is the same height as a Van 





Dorn Upright. 

The One Drawer Vertical is a great sales maker! Big 
as |: businesses use the Van Dorn One Drawer File extensively 
ie as executives personal file, and in the wider cap and led- 
a ger sizes for convenient ledger posting or cap filing. It is 
he the economy file for small or newly starting businesses, for 
a the professional man’s office or the home-workers study. 
ee Prices and dealers discount sent to 

all interested dealers 
Ca ; 
¢ Si THE VAN DORN IRON WORKS COMPANY 
“7 «Master-Craftsmanship-in- Steel 
e Hah Cleveland 
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i Office Furniture } 











One Drawer Vertical 
Steel Letter File 
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repairs. To the larger dealer who has a refinishing de- 
partment the taking in of used furniture is not much of 
a problem; but to the smaller dealer who lacks such facili- 
ties, it is a source of serious trouble, for unless he is will- 
ing to make liberal allowances for the articles that his 
customers wish to trade in, he is likely to lose orders; 
whereas if he does make as liberal allowances as the larger 
and better equipped dealer, he ties up his capital in a stock 
of used furniture that moves slowly, if at all. 

A convenient method of handling trade-ins that is prac- 
ticed in some localiti:s is for the retailer to arrange with 
some dealer in used furniture, a scale of definite prices at 
which the latter will take from him all used material that 
the dealer is obliged to take in. This arrangem®€nt per- 
mits a dealer to submit prices to his customers, with an 
exact knowledge of how much he can realize on exchanges. 

If the dealer without facilities for refinishing cannot 
make such an arrangement, his best move is to learn as 
early as possible the price that will move his used stock— 
and to dispose of it as quickly as possible, even though 
the transaction shows a loss. A quick loss is sometimes 
better than a slow profit. 

* * * 
A Suggestion from New England. 

D. D. Macdonald of the house of Bradley & Scoville, 
Inc., New Haven, Connecticut, agrees that the care of the 
office furniture stock has always been quite a problem for 


the dealer. “To begin with,” says Mr. Macdonald, “we 
never use any kind of furniture polish on our desks, chairs 
or filing cabinets, except when they are first opened. Of 
course, after taken out of burlap, crate or carton, it is 
almost always necessary to use a little polish on a soft 
piece of cheese cloth. The average workman will always 
use a great deal more liquid than is necessary and must 
be instructed not to do so. Every morning our furniture 
is wiped off with cheese cloth, but we never use a feather 
duster, because feather dusters after a short time develop 
little sharp points where the feathers have become brok- 
en.” 

With reference to the storage and packing of furniture: 
On desks that are covered in burlap, it is a big protection 
to have them crated as well as burlapped and wrapped. 
The dealer will find many times after a desk has been 
unwrapped that another desk has rested upon it and that 
in some prominent place it has been badly marred. Our 
own is a small concern and we keep one of each item of 
our stock on the display floor and do not unpack the 
others until they are sold. This is done so that when we 
have out-of-town orders to ship the desks are all packed 
and we do not have to go about repacking them. We do 
not operate our own finishing shop, as we have not enough 
of this work to make it profitable to employ a man on that 
alone, but in a large organization, of course, it would be 
practical to maintain such a shop. 


Practice Should Accompany Precept 


Utica house demonstrates its lines as used in its own office— Written for Office 
Appliances by G. M. Holmes of the Utica Office Supply Company, Utica, New York 


ELIEVING that to practice what we 
preach is one of the best selling argu- 
ments for our lines, we use in our office 
as much up-to-date equipment and as 
many labor saving devices as we can. When a cus- 
tomer comes into our store and asks to see our fil- 
ing cabinets or other equipment not only can we 
show him the merchandise on display but we can 
also take him into our office and show how it is 
actually used. If the equipment has been used some time, 
its wearing qualities are thereby demonstrated to the cus- 
tomer and the appearance of the goods after use. This is 
sometimes an effective selling argument—to see the new 
and the used almost side by side. 

We have found:that arranging our desks, chairs, filing 
cabinets, etc., in different rooms works out to better ad- 
vantage than having them all together in suites, because 
a customer will concentrate his mind on desks more com- 
pletely if there are only desks in front of him, than if 
there are chairs, filing cabinets, and everything else all 
mixed together, even though they may be attractively 
arranged. We sell a man a desk, then take him to our 
chair department, sell him a chair, and so on until he has 
purchased his complete outfit, and we have found that 
arranging the different articles in suites is apt to be car- 
ried to an extreme, and before we know it everything is 
crowded together. We do think, however, that one or 
two suites in the display room helps to show off the fur- 
niture, and gives the customer a better idea how it will 
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look in his own office, indicating the effect. 

In one corner of our display room we have what 
we call our directors’ room, consisting of a heavy 
table with two or three ash trays, and chairs 
around it, all finished in mahogany, and a sugges- 
tion to the customer that he have a room similar 
to it, in which to meet his business associates, more 
often than not meets with his approval, and has 
sold a good many duplicate outfits for us. 


G. M. HOLMES. 


It is very difficult to have any set rule regarding back- 
ground colors, and as we have both mahogany and oak 
furniture in the same display room, we find that a brown 
toned wall and ceiling makes an attractive appearance. We 
also find that office furniture always shows up better un- 
der artificial light. 

The location of the furniture department is often not a 
matter. of choice. We have been very successful with 
ours on the second floor, which we have divided off into 
two large rooms, in order to display the lines. separately. 

We have a large mahogany desk on the first floor with 
glass desk pad, which covers the entire top, and on that 
we have a desk lamp, and desk trays, with a swivel chair 
drawn up to the desk. This is in plain view of everyone 
entering the store, and directly above it we have a large 
sign reading: Office Furniture and Filing Equipment 
Departments on the Second Floor. This desk enables a 
customer to see the quality of furniture we carry, and in 
the same glance he knows that further displays may be 
seen on the next floor. 
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e Opirit of Scoull 


UCCESS is tangible— you can 
see it. The appointments in the 
office of the man who has “reached 
the top” suggest the success he 
has achieved. His desk —his filing 
equipment — even the lowly waste- 
basket express stability, dignity, 
and most of all, success. 


The “spirit of success” finds nowhere 
more definite expression than in Steel- 
case Business Equipment. Not merely 
in the atmosphere of success they 
embody, but in their mechanical per- 
fection, Steelcase desks and filing cab- 
inets aid in the pursuit of successful 
business. 


The dealer who sells Steelcase receives 
his share of the good-will enjoyed by 
his merchandise. He is a most impor- 
tant link in the chain from manufac- 
turer to user. Steelcase Business 
Equipment will always be sold by rep- 
resentative dealers alone. There is no 
possibility of ruinous competition from 
hidden sources, and continuity of sup- 
ply is assured. These two are the 
fundamental concepts in the Steelcase 
merchandising plan, which was formu- 
lated primarily as a “dealer’s policy.” 
Representative dealers may secure 
prices, discounts and other information 
by writing promptly. Address 


Metal Office Furniture Co. 


Grand Rapids, Mich. 





The desk and filing 
cabinet in the illustra- 
tion are respectively, 


Steelcase No 601 
and Ne. 1005 
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Pioneers-- 


in advertising as well as in manufacturing supe- 
rior tables, the Mutschler Brothers Company has 
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blazed the trail for the retailer of 








[llustration shows 
method of “inter- 
lock reinforcing’ 
Samson table tops. 





Right hand leg sec- 
tions show the old 
way of tapering legs 


with varying thick- 
ness of stock. 

Left hand leg sec- 
tions show the Sam- 
son “taper - miter- 


joint-boxed” method | 
of assuring uniform | 


thickness of stock. 
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| focused on the SAMSON. trade-mark. 
arguments that accompany those trade-marks are edu- 





| Thousands of office furniture buyers—business execu- 


tives—have had, and will continue to have, their attention 
The convincing 


cating buyers to the merits and exclusive features of our 
creations, making it, for them, the hallmark of quality. 


This National campaign of magazine advertising is, how- 
ever, but a portion of the advertising assistance rendered 


dealers possessing SAMSON portfolios. 


National Advertising at this time is a powerful stimulus 
to retail sales. Coupled with our personal service and 
meritorious product it is an extraordinary combination 
for building business prestige, on the solid rock of sales, 
—satisfied customers. 


Write for more complete details today. 


MUTSCHLER BROTHERS COMPANY 


MAKERS 


Nappanee, Indiana, U. S. A. 


OF FINE TABLES 


SINCE 


= Exhibit—June 27 to July 23, Keeler Building, Grand Rapids, Mich. 
Ell 


1896 
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| PUM MILUUTUIUIUUTTUT 
Exhibit—June 27 to July 23, Keeler Building, Grand Rapids, Mich. 
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The Advertised Goods 
In Your Store 


Are 90 Per Cent Sold 


Ques there are two stores selling 
office appliances in the same neigh- 
borhood and in equally good locations. 


—one carrying advertised gocds, ‘among 
them the Shaw-Walker “Built Like a Sky- 


scraper” Filing Equipment. 


—the other carrying non-advertised, un- 
known equipment. : 


Which store gets the business? 


There is no question in your mind as to 
which one. 


There’s no doubt in your mind that adver- 
tising creates consumer demand. 


Or that when the advertising is continu- 
ous, the demand is continuous, and more in- 
sistent. 


Shaw-Walker Filing Equipment, with its 
nationally known slogan, “Built Like a 
Skyscraper”, is sold solidly to that part of 
the public using filing appliances. 


All you have to do is feature the Shaw- 
Walker line in your store. 


If you would be interested to know our 
complete proposition to dealers, drop us a 
line and we'll send a representative direct 
to you. 





Complete Lines of Filing Equipment in Steel and Wood, 
and Indexes for all Files 


New York 
St. Louis 
Pittsburgh 


Chicago 
Detroit 
Minneapolis 


Philadelphia 
Washington 
New Orleans 


Factory and Home Office, Muskegon, Mich. 
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for DeskTray 


A Hanger to Support 
a Desk Tray from 
Vertical Drawer Han- 
dle or Pull, for Facili- 
tating the Filing of 
Papers. 














Here is an inexpensive little device 
that makes for efficiency. It permits the 
use of both hands in filing and saves the 
file clerk many steps. It will endure 
indefinitely. 


Make a window display of this and other Globe-Wernicke 
Stationer’s Goods. 





By making a distributor out of a desk tray suspended from 
a vertical drawer by means of the HANDLE HANGER, both 
hands can be used to file papers and many steps saved. Will 
pay for itself a hundred times. 


The Globe-Wernicke Co. 


Cincinnati 
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VUL-COT Waste 
Baskets usually sell 


themselves—and we 


guarantee them. 


VUL-COT was the first guaranteed 
waste basket--and VUL-COT bas- 
kets still carry that guarantee which 
says they must give 5 full years of 
service. 


Show your customer this guarantee. 
Incidentally he’ll take in the hand- 
some appearance of the VUL-COT 
basket. Let him feel how light it is. 
Then tell him it will bear his weight 
without damage. 


Another good argument is the fact 
that a VUL-COT basket holds all 
the waste. Small pieces of paper, 
chips and the like can’t slip through. 
Any one of these facts will sell 
VUL-COT baskets and this is where 
you come in for profits you deserve 
for handling a guaranteed product 


Let us hear from you if you are not 
now handling VUL-COT Baskets. 


American Vulcanized Fibre Co. 
525 Equitable Bldg. 


WILMINGTON DELAWARE 


Canadian Distributors: 
A. R. Mac Dougall Co., Ltd. 
468 King St. W., Toronto, Canada 
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* Following Up Furniture Prospects 


ee = 


A description of system fcrms used by the Pacific Stationery and Printing Company, 
Portland, Ore -—Written by H. F. Chapin, Manager of Office Furniture Department 


ETTING the most out of any business demands 
nothing less than the best thought and energy 
and cooperative effort of the entire personnel. It 





may be accepted as a truism that all waste can- 
not be eliminated, for the human brain, infinitely greater 
than any machine, cannot always work with machine-like 
precision. There are many ways in which money may be 
wasted, but one of the most disastrous of these is the waste 
of opportunity. Opportunities arise every day; some of 
which are used and some of which are missed; but one of 


these is always with us and should never be neglected. 


123456789 10 11 12 13 14 15 16 18 19 20 21 22 23 24 25 26 27 28 29 30 31 
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PROSPE( 





BUYER ADDRESS 

ORIGINAL 
ORIGINATING WHEN SALESMAN 
ARTICLES 
LEADS 


We refer to following up customers—not to make sales- 
men a nuisance but to serve—not to annoy, but to help. 
The following suggestion by Mr. Chapin is timely and to 
the point. One of the most serious sources of waste in 


every line of business is neglect of customers and of op- 


1 


portunities. Many potential sales have been lost by deal 


SALESMAN'S DAILY REPORT 
DATE 





ALLED ON RESULT 


SALESMAN 


ers in office furniture and equipment because of their neg- 


lect properly to follow up inquiries. Below we give som« 


forms that will not only assist the salesmen but will also 
enable the sales manager to keep in constant touch with 


the men and to keep himself informed of their daily ef 


forts and their prospects. These forms also encourags 
the sales manager to co-operate with his salesmen who 


heartily appreciate such help and interest from the head 


- 


Lal 


of their department. 

It is better to follow up a prospect too strongly than to 
neglect him. : 

The two forms shown together below are the front and 
reverse sides of a card 3x5 inches in size, made up in pads. 
Each alternate card is of thin paper, the others being of 
heavy index bristol. The thin card is the original and the 
heavy card is a carbon copy. By the use of this form the 
prospective customer is written up in duplicate by the use 
of carbon paper and a hard pencil, the original thin copy 
being retained by the salesman and the duplicate heavy 


CALLS Dat! RESULT 





& Ist 





2ND 


3RD 


4 TH 





5TH 


6TH 


7TH 


ALLOWANCES 








card being turned over to the sales manager, each of whom 
files his card away in his respective card index file alpha- 
betically. Metal signals or riders are used at the top of 
the card covering the date upon which the prospect should 


be followed up. In this way both the alphabet and date 


indexes are on file 


CALLED ON 


RESULT 
































The diagrams shown adjoining above, make up the 
salesman’s daily report. The first diagram is the front of 
the card and the right hand diagram is the back. This 
card goes to the sales manager each night and from it he 
posts on to the prospective cards in his file. 

It is a good plan for the sales manager each morning to 
talk over with his salesmen the prospects who need at- 
tention that day By doing so he not only keeps in 
touch with the situation but by co-operation with his 
salesmen makes the most out of the business. 


e, QC a 


#2 3X 














162 








ie ———- 


* Steel Furniture 
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Sales Points % 
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Written for Office Appliances by E. H. Sell, 
of E. H. Sell & Company, Columbus, Ohio . 


OR supplying the basic argument in favor of steel 
furniture the buying public has been largely re- 
Merchandise of real merit will always 
Steel furniture appeals to the cus- 
tomer in various ways. It occupies the minimum of floor 
space, is staunch in its construction, has great durability, 
does not add fuel to the flames, and is business like in 
appearance. Steel furniture looks the part for which it is 
intended, a practical place in which to file records and 


sponsible. 





assert itself. 


other data. 

Salesmen offering filing equipment to the buying pub- 
lic, should never misrepresent its merit. The average ar- 
ticle of steel office equipment is “not fire- 
proof.” The only advantage in this re- 
spect over wood is that there is nothing 
inflammable in its construction. To firms 
or corporations who have the fire hazard 
in consideration, it should appeal at all 
times. Many customers are inclined to 
think that when they buy steel filing 
equipment, they are getting fire protection. 
A first-class salesman will instantly cor- 
rect this impression with a_ customer. 
There are certain articles of steel furni- 
ture that are built for the purpose of fire 
protection, and under certain conditions 
these articles will give the desired results, 
but, mind you, only under “favorable con- 
ditions.” One of the greatest mistakes 
an office equipment salesman can make, 
is to represent this or that article as be- 
ing absolutely tire-proof. Anything fab- 
ricated by heat and flame can be destroy- 
led? by the same agency, and if broad statements such as 
these are made to a customer, sooner or later the salesman 
will be considered unfair in his statements. There are 
enough advantages in steel furniture which appeal to the 
customer to make misrepresentation unnecessary. The easy 
operation of the drawers, the superior mechanical features 
embodied in steel furniture, that it is never affected by at- 
mospheric conditions, that it is vermin proof, and other 
features, all these combined have influenced the buying 
public for the past fifteen or twenty years, increasing sales 
by leaps and bounds. 

A salesman for steel office furniture, in addition to the 
above well established facts, should know his line thor- 
oughly. Dimensions inside and outside, of not only his 
own line, but of all competing lines should be well estab- 
lished in his mind. Many a sale is made by knowing what 
you can do with your line, and its adaptability to your 


customefs’ requirements. 





E. H. 


A successful filing system salesman should also have a 


thorough knowledge of the various kinds of indices, and 
to be able to readily adapt these to the customers require- 
ments. This we would term service. A little touch of 
service here and there is bound to instill confidence on the 


part of your customer in your merchandise, and large or- 
ders will be the result. Owing to the peculiar ability re- 
quired to sell systems successfully, salesmen should be 


well remunerated, and manufacturers should be willing to 





give the long, liberal discounts. Both manufacturers and 
dealers should recognize the fact that this is not an order 
taker’s proposition, but a real salesman is the only one who 
can get by satisfactorily, and proper re 
muneration for this service should be con- 
sidered by both. 


Selling Supplies. 


The selling of supplies for filing equip 
ment can be made very profitable, provid- 
ing the salesman has a thorough under- 


standing of the uses for which the various 
items are designed and intended to accom- 
plish. 

Our advice to salesmen selling filing cab- 
inets and system supplies is always to keep 
in mind the simplest methods possible. 
Many mistakes are made by a too elaborate 
system, which is soon thrown into the dis- 
card. The cgstomer naturally loses con- 
fidence in the salesman, and in systems in 
general. A good, well-selected stock of 
this merchandise should be kept on hand 
at all times, and cabinets of various sizes 
placed at the convenient disposal of the 


SELL. 


salesmen, to demonstrate in a practical way the effective- 
ness of his suggestions. 
Customers come into your store usually without any 


idea of the various systems. They know what results 


they wish to obtain, and expect you to assist them. If 
this is done in a judicious and satisfying manner, you 
create a customer of long standing. Keep in mind at all 


times that the best results are obtained by confining your- 
self to the simple and yet effective methods. 

Thus equipped, the salesman can create large and prof- 
itable business for this class of merchandise. 


Note.—Mr. Sell has been in business at Columbus for 
years enough so that everyone in the community knows 
him and knows that his establishment stands in the front 
rank as a distributor of up-to-date equipment. .The ideals 
of service which Mr. Sell outlines above are consistently 
followed by the company and everyone connected with it. 
The store therefore enjoys an enviable reputation 


q One Is Advised to Keep a Note Book and to Jot Down in it Ideas One Sees wiih 


Regard to Good Windows, etc. 


play Be Ready Before the Old Display Is Taken Out. 
Warmth, Use Reds, Yellows, Oranges, etc. 


It Is Suggested that the Material for the New Dis- 


To Bring Out the Idea of 
Coolness Is Expressed by Gray, Light 


Green or Light Blue. 
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RISHEL DESKS - 


Flat Top Roll Top 
Typewniter Office Tables 


Makers of Fine Furniture Since 1867 


J. K. Rishel Furniture Company 


WILLIAMSPORT, PA, 
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And thus ART METAL passes 
Milestone XXXIll 


In the race for leadership in business, as in any other great 
race, the true measure of supremacy lies in both setting the 
pace and holding it. 


For a third of a century, the Art Metal Construction has car- 
ried on; and stands today as the largest manufacturer in the 
world of steel office equipment. 


The significance of its thirty-third anniversary lies not only 
in what Art Metal has accomplished in the past, but what that 
accomplishment means for the future—a foundation of in- 
alienable strength, a progress of sound development, a service 
of ever-broadening expansion, a heritage of pioneering, crafts- 
manship, and a duty to the public and themselves as the 
standard in the field. 


The tangible business-building value of Art Metal reputation 
and attainment is shared by all Art Metal dealers, representa- 
tives and salesmen the world over. 


Art Metal 


JAMESTOWN, N.Y. 


She worlds words for steel office equipment _ 


Ww 


> 
7 





SE 


xy 


Ae 


Ly 











AAT ATE 


| 


e 


” a 
a 
> a 











H} 
































OFFICE APPLIANCES 165 


be Murphy Chairs 
You See 
the Quality 





It is more than chance that gives 
Murphy Chairs the wide sale they 
now have and have had for 49 
years. Murphy Chairs are made No. 242 

right. ‘They are designed along Osk-ticht Dull Rubbed Finish 
lines that make for comfort and ——_—MadeinFour-PieenSet 
ease on the part of the user, and 

for appearance they are all one 

can desire. A glance is sufficient 

to show there is quality in a 

Murphy Chair and close exami- 

nation will confirm its substantial 


durability. 











§ 


Our Catalog 
awaits your inguiry 


Murphy Gair @mpavy 


Incorporated 


Owensboro, Kentucky 


| 
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ee Your Office Furniture Sales Nov Ow 


There is a good business in the sale of the bare necces- 
sities for office equipment, but there is a better business 
when you expand the line of goods you have to offer. 
The man who buys desks and chairs will buy accessory 
furniture. The office furniture dealer who hecedllee special- 
ized furniture, as well as the more common lines, gets 
profits which other dealers miss. 


PRICE REDUCTION 


It is now possible to sell a much larger volume of 
“THE FURNAS LINE” than ever before, as our 
third price reduction establishes real values, and thereby 
“THE IMPULSE TO BUY.” _ Follow this up and 
your salesmen will turn in orders that will be pleasing— 
at the same time profitable. 


Furnas Office Furniture Co., Inc. 


Indianapolis, Ind. 








Y THE | 
FURNAS 
. LINE y 











STYLE 300 





STYLE 201CL 





STYLE 361 























* The Selling Basis of Steel Furniture 


a 


Written for Office Appliances by Frank O. Denney of the Hugh Stephens Company, 
Kansas City, Mo.; John D. Hanson, Jr. of Perry & Buckley Company, New 
Orleans, La., and others 


last 
front 


in the 
to the 
the office equip- 


of vigorous work 


NDER 


few 


the stress 


steel 
and taken its logical place in 


years furniture has come 





ment world. The arguments which were urged 


favor with such heat a few have been 


in 


its years ago 
sifted, the weak ones have been eliminated and steel furni- 
the selling basis of utility without 
We find 


there 


ture stands now on 
claiming more nor less than it will actually do. 
that this has 
no longer any very great argument in favor of steel filing 
equipment over wood or of wood equipment over steel, 
but it that the 


towards steel equipment, and it is my judgment that office 


now process been carried out that is 


nevertheless seems trend of buying is 
furniture dealers have merely skimmed the surface in han- 
dling this line of goods since indications point 
strongly towards the very general use of steel 
equipment throughout the United States : 

Steel furniture and filing devices are impervi- 
to of 


against climatic conditions. 


ous extremes temperature and proof 
There are no glued 
joints to come loose, no nails to work out, no 
veneering to warp or crack under the influence 


of alternating humidity and dryness, and this 





factor in favor of steel will continue until 
manufacturers of wood furniture are able to 
treat wood stock in such a way as to render 


it impervious to such influences. 

Steel, by reason of its strength and on ac- | 
of the the 
is nearly impervious to wear, so that 


count relative lightness of steel 


plates, 
practically | 


such equipment once installed is 





equipment exclusively. While a number of factors have 


contributed to this result, one thing stands out pre- 
eminently above the rest. Not being systems experts 
ourselves, we were unable to succeed in selling filing 
equipment alone. I believe that success in that exclusive 


department of business comes only to those who sell the 
system first the afterwards. Now, however, we 
go after the office furniture business in a general way, and, 
even though we do not push the file line as strongly as 
we did once, we are able to sell many more files than we 
sold three and four years ago because it is natural for the 
firm buying other office furniture items to include filing 
equipment also if such equipment is attractively and con- 


and file 


veniently offered. 

Reverting for a moment to the selling basis 
of steel furniture, I might add that I believe it 
to be a mistake to try to make customers be- 
lieve that steel filing equipment insures pro- 
against fire. I would stress only the 
satisfaction which arises from having a case 
which is impervious to climatic conditions and 
temperature In our business if we 
find a customer who insists upon fire protec- 
tion for his records, we immediately attempt to 
sell him a safe especially built to be fireproof 
and to take filing equipment. 

We have not done a great deal of advertis- 
ing of steel equipment exclusively. The fac- 
represent furnishes circulars which 
mail out regularly and in any general 
advertising done we always refer to the fact 


tection 


extremes. 


tory we 


we 





everlasting. Furthermore, it is proof against 


It is not neces- FRANK 
to 


any ridiculous claims that his steel filing cabinets are fire- 


the attacks of rats and mice. 


sary for the dealer in steel furniture make 


All he need claim with regard to fire protection is 
but 


proof. 
hat they are non-inflammable, which is perfectly true, 
verhaps of rather doubtful utility as a selling argument, 
since steel is a fine conductor of heat, and temperature that 
would cook a turkey, would be likely to char papers and 
records. Fireproof safes, made of light steel plates with 
reproofed material between the plates, are, however, very 
effective in the protection of documents and offer a most 
valuable addition to the stock of the steel furniture dealer. 
I refer to these safes as fireproof, because they are practi- 
cally so, for it is not assumed that anything made of metal 
would preserve its integrity were it tossed, for instance, into 
a degree of heat 


the crater of an active volcano, but such 


does not occur in any fire of usual origin. 
Training Salesmen for Steel. 


My in training salesmen has been very 


limited because our concern is one of the newer organiza- 


experience 


tions. For two years we handled filing equipment and 


supplies exclusively. Two years ago we put in a line of 
desks, tables and chairs, converting a filing cabinet agency 


We have sold 200 


more files in the two years during which they have been 


into an office furniture store. percent 


a mere department of our office furniture stock than we 


ld in the two years before that, when we pushed filing 


( 


that we handle filing cabinets in both wood 


DENNEY and steel. To say that one handles filing 

cabinets is not enough, for there are still 
a few laymen who do not couple the sale of steel 
files with the sale of business furniture. Since it cannot 


be long until steel desks, tables and chairs will come into 
use along with steel filing equipment, I deem it good 
policy to make the steel goods stand out prominently in 
all advertising. 

I want to say in conclusion that the views expressed 
be at all in accordance with those of larger 
and more experienced dealers. I shall appreciate a frank 
criticism of any ideas herein set forth, since the conclu- 
sions reached in this article are merely the net results of 


one young firm’s experience. 


above may not 


” os a 
Points to Be Emphasized in Selling Steel—By John D. 
Hanson, Jr., Perry & Buckley Company, New 
Orleans, Louisiana. 

The present trend of demand for filing equipment is 
strongly steel. This condition has increasingly 
prevailed each year for the last seven years on account of 
the upward trend of prices for wood filing equipment, 
‘s commands a higher figure than 


toward 


which now in 
steel equipment. 

Steel office furniture has its own peculiar characteristics 
and advantages, but the opinion which the public seems 


to entertain that steel equipment is a guarantee against 


many ca 
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fire hazards is not well founded unless one’s equipment is 
of the insulated type. Some even doubt that a steel cab- 
inet will last longer in the wear and handling of everyday 
use and abuse than a well-made wood cabinet. The real 
advantages of steel lie in its compactness, the space saved 
by the use of it ana in its beauty of design. It is proof, 
too, against the attacks of boring insects and rodents. 

With steel holding such a prominent place in the esti- 
mation of the public, it is natural for salesmen to follow 
the line of least resistance and concentrate upon it. But 
to sell steel equipment, even with the advantage of its 
prestige, the salesman must naturally be prepared with 
knowledge of his line. The necessary preliminary in- 
struction is supplied by the manufacturers of steel equip- 
ment. Their literature usually emphasizes structural 
strength and various exclusive features pertaining to the 
respective lines. It is necessary for the salesman to know 
the merits of his own line and it is desirable for him to be 
acquainted with the distinctive features of competing lines 
that he may avoid being cornered and be prepared at all 
times to bring out forcefully the merits of the line he is 
selling. 

Our second-hand market is of some assistance in intro- 
ducing steel equipment, because we are always in a posi- 
tion to make allowances for wood equipment—a fact which 
helps to make steel installations more appealing from the 
standpoint of expense. 

In advertising steel equipment it is of advantage to bring 
before the public positive instances in which steel filing 
cabinets have shown themselves resistant to heat. There 
is an argument here, though the first claims of some of 
the manufacturers were unfortunately extravagant. The 
customer can obviously use his common sense, which will 
inevitably tell him that the non-inflammable steel walls 
and the certain amount of air about the drawers in a 
steel filing cabinet will give his papers some degree of 
protection and that a small fire at any rate will not be 
likely to destroy his records nor injure his steel filing 
equipment beyond the powers of the refinisher’s art to 
rectify. The heat-resisting argument, of course, gathers 
force when one refers to insulated steel equipment. 

Billboards, newspapers and direct-by-mail advertising 
can be made to play an important part in the selling of 
steel. Let such advertising bring out authentic illustra- 
tions with convincing text emphasizing the salient fea- 
tures of heat retardancy and structural strength of the 
insulated steel filing cabinet. 

« * * 
Some More Selling Points on Steel Furniture. 

The following was written for Office Appliances by a 
man now prominent as a sales manager who has had a 


wide and valuable experience selling steel furniture under 
all conditions and circumstances: 

I believe there are so many points in favor of steel 
equipment that many books could be written on that sub- 
ject alone, but nowadays the sales points we use are al- 
most interpretations of the 
found in our own lines, especially where these points are 
regarded as superior to those found in competing lines. 

As a steel furniture man I can say that we no longer 
recognize wood competition as anything to really fight 
once the 


solely keen strong points 


against; hence the old selling points that were 

selling basis of steel furniture have somewhat drifted out 

those old days, I can 
under five special 

order according to their appeal to the customer whom I 


of use. In remember summing 


them up heads and arranging their 
was trying to sell, enlarging and dwelling upon any par- 
ticular point which seemed to hold the strongest appeal. 
These points might be listed as follows: I. 
Under this point I used to like to say that per- 
haps it was really an accident that filing cabinets were 
not built of steel in the first place, for one of the 


Non-depre- 
ciation. 


unspoken 
rules of modern building is to use metal parts wherever 
been 


friction or hard wear occurs. Hence had machinery 


developed at that time to give the steel plates the proper 


gauge, softness and finish, without a doubt the original 
filing cabinet would have been made of steel. 2. Immunity 
to weather conditions. This, of course, has some bearing 
on non-depreciation, but in it we also find the argument 


of the die-formed parts being true to exact lines and cor- 
rect in detail. 3. 
by the company he keeps.” 


Modern efficiency—“a man is judged 


His office surroundings like- 





wise speak for him. His employees are no better than 


the tools they use. Steel, being modern, pleasant to work 
with, and efficient in its operative parts, lends a tone of 
modernness and progressiveness to the entire office and 


organization. 4. Sanitation. This has a_ bearing 


immunity to weather conditions, of course, for the ab- 


upon 


sorptive power of wood to take on moisture from damp 
air may cause a gummy effect of glue and varnish, and, 


furthermore, wood, however carefully treated, is a fine 
home for insects, mice and similar vermin. 5. Fire re- 
sistance. We never say fireproof. The dictionary inter- 
prets fireproof as being something that will not burn. 
However, the layman’s interpretation is different. Fire 


retardant and fire resistant, we believe, are the 


words to use. 
strength and do not add to the flames. 


proper 
Steel cabinets resist fire according to their 


Some claim might be made beyond this point, however. 
The main point as regards this part of the argument i 
that wood has a tendency to aid and continue feeding o 
the fire where steel does not. 


s 
f 


@ He who fatls to make his local advertising, including his window displays, hook 
up with the national advertising of the lines he carries, fails to cash in on an 
investment made in his behalf. The thousands of dollars spent on advertising by 
manufacturers ts money spent on behalf of the dealer as well as that of the manu- 


facturer. 
extent of his ability —LaMott Atwood. 


Pros 


It ts the duty of the dealer to co-operate with the manufacturer to the 
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““U-NEED-ME”’ 


OFFICE _‘REGISTERED) SPECIALTIES 
For the Desk and Chair 








Patent Applied For 


Folding Desk Pad with Work Distributors 











Patent Applied For 


The Fox Plate Glass Desk Pads Ventilated Chair Cushions 
Send for 1921 catalog of ‘‘U-Need-Me’’ Specialties and judge for yourself 


Geo. E. Fox & Company 


33 West Kinzie Street Chicago, U. S. A. 
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IMPROVED 


OFFICE CHAIR IRON 


MADE ENTIRELY OF STEEL—NO CASTINGS 
—MORE GRACEFUL IN APPEARANCE— 
MUCH STRONGER AND SMOOTHER FINISH 
THAN CASTINGS 


Spider Arms 
Made of Extra Thick Stock 









Shaft 





Fibre Washer 


Noiseless. Friction! 





Shaft 
Extends Full Size Completely Thru Hub 


No. 334 


Bottom Plate Hub 


Eight Screw Holes Made Entirely of Pressed Stee 
for Extra Strength Unbreakable Dove Tailed 
Sockets for Legs 





MANUFACTURED UNDER OUR OWN PATENTS 


COLLIER-KEYWORTH CoO. 
GARDNER, MASS., U.S. A. 


One Inch Solid Cold Drawn Stee! 


less 
and Indestructible 











\ 




















June, 1921. 


ES 


APPLIAN ¢ 


Vertical filing and card indexi 
supplies at normal prices 


manufactured by a new organization of men who were pioneers in 
this industry. J. Frank Dunleavy is the founder and president. 














J. Frank Dunleavy, President 
United Equipment Company 


Business 
Extraordinary announcement. 


ement of extraordinary 
throughout the 


This is an announ 


importance to dealers 


United States, having to do with new ways 
‘ NAME 
F = 
j 
10 
- 
< im” - > 
minate losses, increase sales, and ir 
sur juicker turnovers 
O r established manufacturers find trouble 
n getting back to a normal cost and pr 


yasis on account of inflated inventories and 
post war losses. 

Starting at normal. 
I ED BUSINESS EQUIPMENT COM 


such problems 
manufacturer 


onfronted with no 
new 


It starts at norma , 


offering you through this fact, together with 


favorable location, experience of its execu 
tive personnel in manufacturing, installa 
tion, and distribution of card index and 


reliable source 


absolutely as 


filing systems and supplies, a 
of supply where quality is 


sured at low prices. 


J. Frank Dunleavy, President. 


Mr. J. Frank Dunleavy, whose likeness is 
shown above s the president and directing 
genius of this new organization. His expe 
rience in manufacturing these supplies be 
gan over two decades ago, and has been a 
continuous career of uninterrupted achieve 


ment during the pioneer days up to the 
present time, placing his name at the head 
of the list of those most familiar with and 
efficient in the manufacture of card index 


systems, vertical filing systems, and supplies 
sales manager, offers 
experience in the 


Thacher, as 
many years’ 


Lest@r E. 
to the trade 


merchandising end of the business He is 
thoroughly versed in the detail of office 


will find his experience 


them, 


and dealers 


value to 


systems, 
of great 


New daylight factory. 








United Business Equipment Company occu 
pies a new cement daylight building 
“x- “ 
| . __ SS ESE 
i 
“ 
0 
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PP 
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equipped with the latest and best mechani 





cal devices that can be designed to obtain 
speed, accuracy and economy in manufac 
ture Index cards and guides, vertical file 
folders and guides for all systems, loose 
leaf sheets for all binders, and special ruled 
and printed forms for office o1 work@pop 
systems are produced 

Instructive erature competent merchan 
dising issistance and valuable publicity 
ideas will offer dealers every possibl« to 
quick turnover, steady sales, and increasing 


patronage 


Economy in manufacture 


location of fa 
raw material insures low 
and quality which will be 
high standard 


Economy in manufacture, 
near 


prices to dealers 


source of 


maintained at a 


Mail orders filled. 





Mail orders receive careful attention as 
though you came to the office in pe and 
will be prompt filled with satisfaction in 
quality vyorkmanship, service and price 
guaranteed 


write today for free catalog D 





Free graphic catalog ready soon 


Sens 


ise 


supp!ies. 


vert 
way 
and 


i today for free first aid manual, for 
in selling card index and vertical filing 
Tells all about card index and 
ical filing systems and supplies in a 
never attempted before. Makes it easy 
simple to sell these supplies. Helps you 
customer the service which leads 














give your 
to repeated orders, Shows sizes and kinds 
xf 
10 
| 
i } 
. un $n 
of folders and guides and record systems 
ised in modern offices. Graphic illustra- 
tions and lucid descriptions. Everything 
easy to find and explained clearly. A val- 
iable treatise on modern business systems 
and supplies. Send name and address for 
free copy today. Mention Office Appliances 
ind ask for catalog No. D. 
Write for catalog D. 
i 
| 
| 








Lester E. Thacher, Sales Manager 
United Business Equipment Company 


United Business Equipment Compan 
113-121 Albany Street, Boston (11) Mass. 


‘“*He who serves best, profits most’’ 





















AVeu milan 
Guaranteed 
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N the case of Karpen, the very name 
may be taken as a guarantee of ex- 
cellence—of superlative value. 


It guarantees design, construction and 
fish in such variety that all classes of 
discriminating buyers are appealed to. 
And inasmuch as these qualities al- 
ways attract better patronage, it may 
be safely said that the introduction 
of Karpen Chairs guarantees better 
business. 


Our catalogue is as comprehensive 
as our line. Write for a copy. 


S. KARPEN and BROTHERS 


Chicago Michigan City New York 
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Training and Character of the Salesman 


IK 


A few points for salesmen, proprietors and department heads.—W ritten for Office Appliances 
by Guy C. McKenzie, president Corey & McKenzie Printing Company, Omaha, Nebr. 


VERY 
OKC d 
knack of 


office furniture salesman should have a 


home education, and the 
looking his customer squarely in the 


with 


training, fair 





face, and absolute confidence in his em- 


ployer knowing that the goods are fairly priced and that 
upon him rests the responsibility of maintaining the firm’s 
honest reputation and fairness of price on the article he 
is selling, and his manner in handling same _ should 
emphasize it all 
The training he will get by personal contact with the 
department heads and owners will be naturally absorbed 
if they will only assist the beginner with helpful sugges- 
tions from time to time. A little personal interest and at- 


tention will develop the new man 


with no misrepresentations or false meaning in the de- 
scriptions, and we insist that each salesman or future 
salesman study the construction as printed in these cata- 
logues before starting on their sales career. 

We endeavor to train our salesmen that the customer 
and his requirements come first, and foremost, and our 
profits last, and to spare no efforts to sell his requirements 
the way he wants them, so that he will get the results he 
is looking for from either the file or desk. A little illus- 
tration of the way we handled one particular case. One 
of our salesmen sold a $140.00 Y & E Efficiency Desk 
(flat top) which was exactly what the customer needed 
and had wanted for a long while, but wanted the desk sent 

out to a fixture house and have a 





without any expense to the employer, 
if the employer does not assign him 
too responsible a job or expect too 
The training 
should be just like 
The 


selected 


much in a short time. 
of a new employe 
starting a flower garden. 


is looked 


many applicants, the 


man 
over and from 
same as the nur- 
‘ 4 

catalogue 1S 
the kind of seed 


sery man’s studied, and 


selected. The new 
man is the same as the new seed, but 
with most firms the new employe is 
put to work and never given a thought 
until something happens and then he 
is condemned or fired and a new one 
hired and again they trust to luck. If 


they would use the same amount of 


effort, which only requires a few 
moments each day, and study their 
man the same as they have studied 
the catalogue, there would be fewer 


failures. Because, after selecting the 


break their backs 





seed, 


they will 





| piece 24x24 sawed out of the center 
| of the desk between the pedestals and 
a false bottom put in under the open- 
ing to an exact distance from the 
This was to satisfy a peculiar 
idea of the customer, that he wanted 
1is adding machine exactly so far from 
the floor, so far from the back of the 
desk and a lot of other special rea- 
We did not agree with him and 
our suggestion was a small platform 
to lift the operator’s chair the same 
distance from the floor would answer 
the same purpose with the operator 
at the desk, was turned down; but the 
desk was loaded on the truck before 
he left the Display Room and now he 
is satisfied and our friend for life. In 
figuring out a filing system, or fitting 
out an office complete, we try to get 
the buyer’s viewpoint and to assist him 
in every possible way in arriving at 


floor. 


sons. 








digging up the ground in getting it 
just right, then by careful nursing and 


GUY C 


watering the seed, in a few months their flowers are the 


envy of the neighborhood. These last only a few days, 


then they wither and are thrown out and forgotten; but, 
just a little digging and scratching the first few days the 
man is hired, then 


encouraging and feeding him and 


coaxing him along, in a few months they would have a 
star salesman that would stay with them years. 


The more the salesman knows about the construction 


of the article he is selling, the easier it is for him to sell, 
and with the knowledge of veneers, the number of plys 
and coats of varnish, dove-tail joints, screw blocks, screws 


instead of nails, gages of steel, spot welding, channel irons, 


confidence in the salesman, and 


etc., puts mor every 
customer respects the man who knows his goods. Each 
furniture manufacturer gives this information in his cata- 
logue, and any salesman, interested in his work, should 


study these catalogues by the hour on his own time, nights 


and Sundays and obtain this information without any ex- 


pense to his employer. Our success with Yawman and 


Erbe Manufactured goods in Omaha is this very reason, 


as their literature tells how honestly the goods are made 


& cane 
Kle 


McKENZIE. 


what he is trying to accomplish and by 
this assistance we get his confidence 
ind after his confidence generally the 
order; each employee of our firm, either in the Printing 
Department or Stationery Department, inside man or out- 
side salesman, work on this plan and we have adopted 
for our slogan, and have our customers realize that we 
mean it when they read “Our responsibility does not cease 
until you re-order.” 


When a person is sick, he goes to a good doctor if he is 
wise, and to a patent medicine bottle if he is a nut. When 
a man needs office furniture, he should go to a responsible 
house the same as he goes to a responsible doctor, because 
the good doctor has the big practice in town and gives 
value received and so will a good office furniture depart- 
ment give value received and get the most orders. 

If the salesmen are practical and up-to-date on office 
conditions and practices, and study business practices and 
conditions from the trade magazines and journals, the 
more orders they will get and the greatest benefits and 
helpful knowledge to any salesman will be from the or- 
ders he did not get—if he will only try to analyze his fail- 


1 


ure to get the name on the dotted line. 
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Handling Trade-Ins 
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Being some suggestions on making second-hand goods pay.—Written for Office Appliances 
by Charles D. Hartman of the Charles D. Hartman Company, Detroit, Mich., and 
Adrian B. Pembroke of the Pembroke Company, Salt Lake City, Utah 


NEW angle on an old subject is not easy to 
suggest and at the same time make it interesting, 
hence the brevity with which I have been obliged 
to treat this subject. 

Handling old furniture which the dealer is obliged to 
take in part payment for new and up-to-date furniture is 
one of the crosses which the office furniture business 
must bear. It is something which should be discouraged 
wherever possible, for it is a nuisahce to the dealer and 
is seldom or never a source of profit. The dealer is for- 
tunate if he out whole on the used furniture 
part of his business. To be sure, for the 





can come 


for his old stuff as clear gain. He is naturally impatient. 
He wants to get the old furniture out of the way and of 
his sight and not to clutter up his office with it any longer. 

Such trade-in stock as we take is polished and placed 
in a room entirely separate from the regular stock. It is 


shown to customers only when we receive a call for 
second-hand furniture. We, however, do not call it 
“scond-hand,” but term it “used” or “slightly used” and 


invoice it accordingly. 
We look forward hopefully to the day when office furni- 
ture once sold will stay sold and not come back to haunt 
the dealers in the day of its decrepitude 





dealer to handle used furniture taken as a 
pa-t of a transaction in which the purchaser 
has bought new lines is an accommodation 
to the customer and, regarded as part of the 
service which the dealer performs, may be 
At least, one can help 
to sugar-coat the pill with that thought. 
Our policy is, when called upon to take up 
used merchandise, to advance the argument 
that it will mean dollars saved if it can be 


somewhat justified. 


placed in some other department to advan- 
tage. This argument many times 
brought about the changes of arrangement 
desired. It is also our policy not to accept 
if we can possibly avoid it, any merchandise 
as trade-ins other than in those lines we 
represent. Furthermore, when closing such 
a transaction, an allowance of not to exceed 
one-third of the value of the merchandise 
at its present market price is made. Quoting a minimum 
price has a tendency to discourage the buyer from dis- 
posing of merchandise in this manner. 

It is, of course, realized that old equipment which is 
about to be displaced by new, must be put somewhere and 
often the customer feels like getting rid of it at almost 
any sacrifice rather than to attempt to arrange for its 
storage, pending such a time as he can dispose of it to 
If the regular dealer can take the 


has 


a second-hand dealer. 
stuff off his hands at any price, he feels a sense of distinct 
relief and very often is inclined to regard whatever he gets 





CHARLES D. 


* * * 


Filing Supplies and Used Furniture.—By 
Adrian B. Pembroke, of the Pembroke 
Company, Inc., Salt Lake City, Utah. 

In handling trade-ins in office furniture, 
we have made it a rule to take back on to 
the sales floor used furniture on a commis- 
We usually have the owner 


the items turned over to us 


sion basis only. 
put a price on 
and we then charge a commission of 25% 
for handling them. 

With regard to supplies, it is necessary 
for the salesman to have a thorough under- 
standing of filing systems and their various 
uses in order properly to handle supplies. 
The more 
better it is for himself and his customer for 


thorough his information, the 


2 there is nothing better than a mind well 
HARTMAN. stored when one is attempting to sell goods. 
The supply end of the business can be made very 
profitable when it is properly pushed. This part of the 


business undoubtedly be handled by the salesmen 


who sell office furniture, although a man who sells desks 


can 


may be under a handicap because he may not have educated 
himself into a complete understanding of filing systems. 
However, the desk salesman should become a good man 
in the sale of filing systems along with desks. There is 
no reason why a man should circumscribe his knowledge 
even though reasons of policy may confine his business 


activities within definite limits. 


@ In systematizing the arrangement of surplus stock in the warehouse, it ts impor- 
tant for the dealer to back up his sample floor, for this determines the quality of the 


service rendered to customers. 


Service is the all-in-all of steady buying. 


It is of 


advantage to have the warehouse located close to the retail store and, 7f at all possible, 


in the same building. 


There should be room enough to get trucks or wagons close 


to the loading platform and room enough on the floor to separate the different kinds 
of goods and provide aisles to get at them quickly. 
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Will YOU Get the Repeat Order? 


Here are the Directors of a bank that has been enjoying the prestige 
and profits of an Invincible Safe Deposit Box installation. They have 
outgrown their present installation and are deciding to add to their 
equipment. Such meetings are being held frequently the country over. 

If you are an Invincible dealer, you receive the repeat orders that 
invariably follow an initial Invincible installation. Thus is shown the 
advantage of the sectional feature. The equipment grows with the 
bank’s needs. Additional sections can be added as required. This means 
repeat business for you. 


The Patented 
“Lock Behind the Lock” 


“The Lock Behind the Lock” puts Invincible Safe Deposit Boxes in 
a class by themselves. A heavy steel bar placed flush back of the lock 
makes sledging in of the lock impossible. It assures the renter of double 
protection. No other safe deposit boxes have this remarkable feature. 
Here is a strong sales point which Invincible dealers are using with tell- 
ing effect. 
Remember that every Invincible sale 1s made through a local 
dealer. Write immediately for our attractive proposttion. 


INVINCIBLE METAL FURNITURE CO. 


MANITOWOC WISCONSIN 
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Gis DEPOSIT DOES): 
“The Lock Behind the Lock” 
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Exclusive Agency Proposition 
for Byron Typewriter Cabinets 


Offers splendid profits and quick turnovers, because the ‘‘ Byron” 
embodies 30 distinctive, time, space and money saving features 
that will immediately appeal to your trade, in fact the “Byron” 
sells on sight. 

In point of construction, beauty of finish and design, the “‘ Byron”’ 
is in a class by itself. 


The exclusive agency for the ‘““Byron”’ has proved one of 
the best assets to dealers everywhere. Our national ad- 
vertising campaign produces thousands of real inquiries 
on which our dealers cash in. 


Get lined up with the livest and most profitable proposi- ~~ 
tion.—‘‘It pays to sell the Byron.” ¥ 








Write us today for interesting Agency Proposition 7 


Byron Typewriter Cabinet Co. 
LOUISVILLE, KY. 
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“What is worth doing at all is worth 
doing now.” 


With that in mind why not take advantage 
of the present opportunity to make your 
selection of Furniture and Filing Equipment, 
get the goods on your floor and be prepared 
for the business that awaits you. Prices are 
again normal and the customers are ready 
to purchase. 


The CANTON LINE is fully complete and 
standard, and where this line is noc now 
represented by satisfied and enthusiastic 
dealers, exclusive agency arrangements can 
be made. 


Let us tell you about our ‘‘different from 
others” agency agreement. 


THE CANTON 
ART METAL COMPANY 


920 Market Avenue, South 
Canton, Ohio, U. S. A. 
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When in 
Chicago 


to attend the Furniture Market in 
July, you can put in some time profit- 
ably by making a trip to the home of 


KXCELLO 


TO ENDURE DESKS 
Legal Blank Cases “Made to Excel”’ 


Our plant, while in Cicero, is only a 


. . 
In Sections thirty minute ride from downtown 


Chicago on the elevated. You will be 
Ten Drawers to the Section interested to examine our line and see 


———— how Excello Desks are made. 








The Excello line is an example of real 
quality in a medium grade. The ma- 
hogany desk shown above and the 
others in our line, both quartered white 
These cabinets prove indispensable in expedit- oak and mahogany, offer a combination 
ing work in many kinds of offices. In addition hard to beat for all round worth. Our 
to legal blanks that are just the receptacle for 
taking care of electrotypes, advertising cuts, recommendation to every dealer who 
etc. In dental offices they have been found is not now handling the Excello line is 
very appropriate for holding dental instru- hoy sank: ak hale Baie sce aed 
ments, teeth, etc. Lined with soft material O PUL & seu —_ Os Wee BUCT ail 
they make ideal jewelry cabinets in a jeweler’s observe how quickly they move. 

place of business. 





at ; , A catalog and price list await your 
Cases are finished in Antique Oak and each om * I : 

drawer is fitted with a neat, attractive label 
and pull. A hole in the bottom of drawer per- 


mits the raising of papers for speedy removal: EXCELLO PRODUCTS 
Write us for particulars CO RPO RATION 
Office Desks E xclusively 


, 2 
She Globe-Wern icke Co. 4820 W. 16th St. Cicero, Illinois 


30 minutes from Downtown, Chicago 


inquiry. 


Cincinnati 
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J Retailing Furniture on 


——* 
a Higher Plane 


Suggestions on the value of exclusive agencies, window back-grounds and the training 
of salesmen.—Written for Office Appliances by George H. Thom, of the Gregory, Mayer 
& Thom Company, Detroit 


RESENT-DAY office furniture business varies 
in a marked degree from the business of ten 
years ago in that the majority of buyers, more 





especially the purchasing agents of large concerns 
have been educated up to a point of appreciation of values 
and qualities. This fact may be largely attributed to the 
higher type of furniture salesman of today who knows the 
merits of his lines and who teaches through his sales talk 
to such an extent that the buyer becomes thoroughly fa- 
miliar with the points that make for quality. 
The Value of an Exclusive Agency. 

The aim of the present-day retailer should be toward the 
exclusive representation of such lines as can be secured ac- 
cording to their desirability. Through the control of cer- 
tain lines, there is both the incentive and the opportunity 
to standardize the large consumers to the extent that they 
become a source of increasing repeat busi- , — . 
ness, and at a proportionately low sales 
cost when once this trade is established. In 
many instances, a large corporation will 
specify the same lines for branch offices as 
have been adopted by the home office and 
the dealer at the point of purchase may take 
advantage of shipments direct from factory 
to branch office. 

It is neither practical nor hardly possible 
to secure exclusive representation on all the 
lines that the average dealer would care to 
the fact that the 


turer of cheaper grades must have a volume 


handle, due to manufac- 


of business from the better markets, which 


no one dealer could furnish. Neither does 


it seem to be the policy of such manufac- 


turers to offer exclusive agencies. 
Window Backgrounds. 
conducts a 


who commercial 


the 


For the dealer stationery 


department, it will be of interest to study various 


furniture. 
the 


methods of arrangement and display of office 
\n interesting display of furniture is often shown on 
one side of 
the 


furniture. 


the store on the theory 
the that the 


Such 


first floor, usually at 


presents to mind of customer 


tor 
store 


that this 
d 


oes handle office a display howev- 
er, must of necessity be limited, and there is some danger 
that the 


the office 


that the average customer will conclude lines 


shown are all that the store handles in furniture 


department. It is advisable to confine the entire display 
to one or more complete floors, preferably above the first 
floor. A suggestion of the furniture department may be 


conveyed through continuous window displays, or in the 


event of only one available show window, a furniture trim 


ld } 
couid ce 


arranged on alternate weeks. 


l 
displ: 


In window iys of office furniture, there are general- 


ly two policies followed in forming a background. One 


plan is to enclose the window in a series of partitions 


of the interior of 
off the light. 
The other policy is to omit the background entirely and 


reaching so high as to exclude the view 


the store from the street, as well as to cut 


to set forth the goods on the window platform, letting the 


ravel within the store. A solution for this problem 


eve 


B, 








GEORGE 


reached by the use of portable partitions about 
width as will work out ac- 
cording to the width of the window space, so that two or 


more partitions may be used, allowing a space to form an 


can be 


four feet high, and of such 


entrance to the window 

These screens can be made in light oak and mahogany 
finish, and can also be used to advantage in the showrooms 
for the purpose of forming rooms around the better suites 
oi furniture. Such an arrangement in the showrooms pro- 
duces an added selling value which more than offsets the 
slight loss of floor space. 

Training of Salesmen. 

In these days of keen competition, the successful sales- 
man must know his goods to the fullest extent. The con- 
fidence in his lines must lie in this knowledge. Many sales- 
men will ask how they may get a training which will ac- 
quaint them with the different processes of 
manufacture, knowledge of woods, veneers, 
other facts concerning furni- 
The best way is to work a year ina 
furniture factory, from lumber yard to fin- 
ishing department (as was the experience 
of the writer in the Derby Desk Company). 
There is a furniture factory of some kind in 
city of any size or in some 

and it would be a rather 
simple matter to arrange periodical trips 
thru such plants, under the guidance of a 
foreman or superintendent. A _ valuable 
fund of information can thus be quickly 
obtained and at a very nominal expense 


finishes, and 


ture. 


nearly every 


near-by town, 


of time and money. Many of the man- 
ufacturers of desks will gladly supply 
samples showing important construction 


H. THOM. 


features. 

It is a common fault of salesmen, more especially among 
junior salesman, to overlook the study of their catalogs, 
as well as Try to know all there is 
to know about the various grades, what makes up the dif- 
ference in grades, so that you can offer the customer a cer- 
tain grade to meet his certain requirements with a good 
reason behind your suggestion, and that you will be bet- 
ter able to sell an order that is balanced in grades as to 
tables, filing equipment, and ac- 
In suggesting a certain make and grade of desk, 
always bear in mind that you are also to quote on the other 
and make your first suggestions ac- 


those of other lines. 


the entire outfit—chairs, 


cessories. 
items of furniture, 
cordingly. 

Many orders are secured through a neat presentation 
of cuts mounted on manifold paper, to form an individ- 
val catalog of all the items in the submission. This may 
be further supplemented by a floor plan with all the equip- 
ment drawn to scale in their. respective positions. In this 
that a substantial saving of space is 

a careful study of the customer’s 
the delivery of the equipment, es- 


way it will be found 
often accomplished by 
offices in advance of 
pecially as regards the filing devices. 

Establish personal friendship with a buyer of some 


large concern and get from him a general knowledge of 


& 
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business practices and conditions. Many of the facts so 
gained can be conveyed to other customers in a diplomatic 
way, especially to newly formed concerns. The ability to 
impart any new ideas will naturally create a regard for 
your services in the mind of your clientele. 

As compared with other lines of merchandise, the office 


furniture and equipment business actually requires less 


BOK 

- 
study and constant adherence to details than is generally 
the case. One good teacher, however, is experience which 
is best gained on the outside sales work. The attainment 
of success in this field should be accomplished through 


steady work, plus an honest desire to render real service 


to your trade. 


Aids to Demonstration 1n Filing Equipment 


Written for Office Appliances by F. R. Neumetster of 
the McClain & Hedman Company, St. Paul, Minn. 


HE filing equipment and proper indexing meth- 
ods used in our own business equipment offer, 
perhaps, the best results in aiding sales demon- 
strations. First, because our sales people become 
familiarized themselves with the proper methods of han- 
dling this kind of work and more important still a pros- 
pect can be given a real demonstration. The real letters, 
catalogs, invoices, etc., are then to be filed and found and 
the advantages of easy working drawers, proper indexing 
and neatly kept files are shown. 

The writer was connected with the Chicago branch of 
the Shaw-Walker Company when that company brought 
out their line of steel filing equipment. A bank of steel 





4-drawer uprights was installed for the office records; more 
actual demonstrations were made, and prospects closed 
with these files than the samples on the display floors. 

A certain element of confidence is at once established if 
the buyer can actually see the proposed equipment in use, 
and we believe a good comprehensive filing layout is es- 
sential not only because the routine of the office is con- 
siderably lessened but because of its value in making dem- 
onstrations and educating the sales people in the real uses 
of the equipment they sell. 

Display Determined by Space. 
The question of the display of office furniture is of 


course determined largely by space. When floor areas 





























DESK ATTACHMENT 


“AMESCO” 





SCIENTIFICALLY CONSTRUCTED AS A SHOCK ABSORBER AS WELL AS TYPEWRITER CLAMP 


Equipped with Azora air cushions, which have felt bases to 
protect the desk and insure a perfect sliding surface. Type- 
writer can be removed from desk without affecting this 
clamp in the least. For sliding board or drop desks and all 
others. Made up for all standard typewriters. Nothing to q 
get out of order. We furnish Ideal spring cushion feet in | 
place of Azora air cushions where desired. Instructions | 
for attaching with each set. Specify make of machine 


ee ee SR ARE 


when ordering. 








AMES SUPPLY COMPANY | 
607 South Dearborn Street c | | 


CHICAGO 


1627 Champa Street, 
Denver, Colorado 


507 Mission Street, 
San Francisco, Cal. 


50 O'Reilly Street, 
Havana, Cuba 


a 
| 
| 





305 George Street, 
Sydney, Australia 


l-a De Capuchinas, 32, 
Mexico, D. F., Mexico 


50 Lispenard Street. ‘ ‘ 
New York, N. ¥. typewriter when ordering. 

65 Moorgate Street, 
ian &. Cc. Eng. |_| 


Be sure to specify make of | 
| 
| 


611 Fannin Street, 
Houston, Texas 
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are large and stocks ample probably a combination of the 
displays is most effective, that is arranging a few suites 
complete with filing cabinets, desks, tables, chairs, etc., 
The 
steel filing cabinets together, the wood files together, the 
various grades of flat top desks in one place, and so on. 

We endeavor to display at least one office suite mak- 


and having the balance of the display segregated. 


ing it as complete as possible, even equipping the desks 
with all accessories, such as inkwells, pads, paper weights, 
letter openers; in a word, arranging and equipping an of- 
fice as we believe it should be. We change this complete- 
ly at least once a month, now having mahogany, then oak, 
varying, too, the grades. 

The advantage of this layout lies in its power of sug- 
gestion. It also calls the attention to the fact that we not 
only sell furniture, but know how it is to be used. For 
selling a customer we find it is very helpful to have all 
desks of one type together. Say, a man wants a 60” flat 
top desk. 


their price and the difference in quality and dimensions. 


We can show him at once the various grades, 


He has them there to make comparisons and see why this 
price is $10.00 more than that. It often leads to selling a 
man a better grade than he anticipated buying, because 
the superior features of the better quality merchandise can 
be more readily shown. 

Blues, grays, tans, greens of a light and natural tint all 


make 


themselves 


furniture as lend 


both oak and 


splendid backgrounds for they 


readily to mahogany. Deep 





green, or dark blue rugs, plain or slightly mottled are very 
effective. 
Second Floor for Main Display. 

Probably the second floor is best for the main display 
of furniture, as the salesman can concentrate better on his 
prospect. There is less interruption and of course fewer 
people around, tending to invite confidence, and making 
the demonstrating easier. The basements are liable to be 
damp and generally are a very poor place to display wood- 
en furniture, as drawers are liable to stick. For steel, of 
course, this objection doesn’t hold true. 

It is of advantage to have some furniture arranged on 
the first floor, and here suites can be used to very good 
advantage as they are complete in themselves and not 
only let the customers know you handle furniture, but 
counteract the impression that is your complete display. 
[If you make frequent changes of these suites this impres- 
sion will of necessity be entirely dispelled in the minds of 
your regular trade. 

Wherever possible leave surplus stocks in original boxes 
or cartons, marking the contents plainly on outside. This 
is particularly true of folders, vertical file guides, index 
for instance, are boxed 100 to box 
and 30 boxes to the crate. If these are left in their wooden 
packing boxes they are easily moved and the goods are 
Often in the sale of large quan- 
tities they can be sent direct to the customer in the wood- 
en boxes, insuring good condition on arrival. 


cards, etc. Folders, 


kept in good condition. 


& | sess | a 
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DORNETTE DESma@ 


Extremely Popular With Office Furniture Dealers 






Made as fine as the 
best kiln-dried hard- 
woods and skilled 
workmanship can 


make them. 


Write for 
Catalog 


New Dornette Typewriter Desks 


THE J. DORNETTE & BRO. CO., Cincinnati, Ohio 


at 
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} CURMANCO 
Steel Note and Check Racks 


























= 
el ¢ | . ; ; . . , 
; increase every commercial Stationer s turn-0ver 
4 | \ 
, Dispray two or three CURMANCO racks in 
i lim your window and you will find department store 
(x =r cashiers, bank tellers and all who use padded 
Ema checks, notes, drafts and receipts, a prospect for 
<i from one to a dozen. 


— me oe 
3eautifully finished in olive green, art steel 
grained mahogany or oak, and retailing at an at- 
tractive figure, CURMANCO racks offer every 
office outfitter an opportunity to attract better 
patronage, multiply his sales and, through the 
liberal discount, increase his profits. 


Sample* sent on approval to all reliable 
stationers cr office outfitters. Will you 
let procrastination rob your profits? 


CURRIER MANUFACTURING CO. 


BOSTON BLOCK 
MINNEAPOLIS - MINNESOTA 


ZI. 





7 | | | 





WESTERN 
QUALITY DESKS 


It has always been the dominating 
thought of Western designers to com- 
bine adaptability and convenience in 
desks of utmost durability. 


At the same time, they have kept in 
mind che possibility of price importance. 


We are, therefore, enabled to offer a 
line of desks embracing durability, 
adaptability and beauty—in a word— 
QUALITY, with moderation in price. 


Asa retailer of Western Furniture you 
capitalize this quality by assuring 
yourself of repeat sales. 


Western Furniture Company 


Blair Avenue & Palm Street 
St. Louis, Mo. 





Let us send you a copy 
of our catalog. 
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Imperial 


Medium Priced Line of High Quality 
SILENT SALESMAN 
DISPLAY RACK 









































Steel Transfer Cases 


STRONG, FIRE-RESISTING, DURABLE, COMPACT, 
NON-BINDING, PERMANENT 


Depth of Drawer front to back permits contents of deepest 
Vertical Files being placed in this STEEL STORAGE CASE. 
Each Case Complete in Itself 








Front and all sides have framed-in panels, each case 
equipped with interlocking devices, also label holder and 
steel handle. Drawers are mounted on polished steel slides 
which permit them to slide smoothly. 


Substantially and simply constructed so 
that anyone can put it up. Furnished 
in Oak and Mahogany. Outside dimen- 
sions 68” high, 46” wide, 143” deep. 





Order one today and “Jazz up” your sales. 
air ane inulin Wood Storage Cases 
Best All Wood Storage Case Made 


Imperial Methods Co. : 
312 W. Madison St. Chicago She Globe “Wern icke Coy 


Cincinnati 
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Does Its Share of the Work 


Saves the Stenographer’s Time for the Things That Really Count 





ADJUSTABLE COPY- 
NOLDER. ATTACHED 
WHEN ORDERED 











HANDY POCKETS 
FOR TELEGRAPH BLANKS, 
SCRATCH PAD, ETC. 











AMPLE TABLE SPACE 
FOR TELEPHONE 
REFERENCE Book ET<) 








SLIDING SHELF 
PUSHED BACK 








COMPARTMENT FOR 
UNFINISHED WORK. 
TRAYS FOR PENCILS. 
PINS, CLIPS, ETC. 








DRAWER FOR 
STORAGE OF 
EXTRA SUPPLIES 








ANOTHER LARGE 
ROOMY STORAGE 
DRAWER 











Twelve 
Big 
Selling 
Features 


that have aroused the interest 
of Dealers in all parts of the 
country. 





“Closes Flat” 


OUT OF USE —_—_ 








HANDY RECEPTACLES 
FOR ENVELOPES — 
LARGE AND SMALL 








GENEROUS SPACE 
FOR FINISHED WORK 











FIVE SEPARATED 
RECEPTACLES IN 

TOP DRAWER FOR 
LETTERNEADS, YELLOW 


SHEETS, 
| CARBON 
PAPER, ETC 











ICTATION SHELF 

ULLED OUT FOR 
USE.DOES NOT 
CUT OFF ACCESS 
TO STATIONERY 











SIX HANDY 
PLACES FOR 
ALL SIZES AND 


LENGTH-57 IN. KINDS OF FORMS 





WIDTH -37 IN. 








OPEN-41 IN 
never CLOSED-30 IN 


The Bieneman 
Typewriter Desk 


The steady rain of orders, inquiries and requests for 
sales territory which has followed our announce- 
ment of a month ago is splendid evidence of the re- 
sponsiveness of business everywhere to the strong 
efficiency features of the new Bieneman Typewriter Desk. 
The thought that has struck home most forcibly is that this 
stenographer’s desk is really an effective instrument for 
the more convenient, more rapid, more economical dis- 


patch of the big bulk of the day’s work. 


The stenographer equipped with a Bieneman enjoys a constant, 
handy service she has never known before. The mere raising of 
the top gives immediate access to all tools and materials—every 
article in its own especial receptacle. Note striking convenience of 
arrangement in photo-diagram above. 

And yet with all this increased helpfulness, there is nothing odd or 
freakish in the design of the Bieneman Typewriter Desk. Open, 
it resembles a handsome secretary. Closed, it is a flat-topped desk 
of standard size and proportions. 

You'll find it an extremely fine example of the cabinet-maker’s art. 
Quarter-sawed Oak or Mahogany. 

DEALERS: Economy features of this desk create a live market 
everywhere. Write at once for illustrated folder giving terms and 
prices. 


W. C. Bieneman & Co. 


33 N. Dearborn Street Chicago, Illinois 
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Putting Over the Office Furniture Gospel 
on the Coast 


A short description of the work of a leading Pacific Coast office furniture store.— 
Written for Office Appliances by C. W. Straubel, sales manager of the Automatic 
File & Index Company, Green Bay, Wisconsin 

Note.—Mr. and Mrs. Straubel recently returned to Green Bay from a two months and a half trip to the Pacific Coast. 
Both going and returning, Mr. Straubel had the opportunity to meet many of the executives and salesmen of the big office 
equipment stores in nearly every large city west of the Mississippi. This trip has convinced him that every sales manager 
should occasionally get out into the territory in person, thereby learning much that it is valuable for him to know. There are 
many things concerning what is wanted, what perhaps is wrong and what is lacking in the service of every house, which can 
not be learned except by an occasional personal visit because no factory organisation is perfect. Mr. Straubel tells us that 
he would like to report upon his visit to dealers in the Mississippi Valley to New Orleans across Texas to the Pacific Coast 





and back through the mountains by way of Salt Lake, Denver, etc., but must on account of space allotted him confine himself 


to the systems followed by The Pacific Desk Company o 
tution 
fice furniture business. An account of the organization 


Weber Showcase and Fixture Company of Los Angeles 


EADING the company is T. F. Peirce, known up 
and down the coast as “Ted.” There is that 
about Peirce’s conduct of the business that re- 





minds one of some of the advice of “Old Gorgon 


Graham” to his son Pierpont. Pierce keeps the business 
t 


he working out plans to increase 


in mind and always is 
the service and to make every user of office furniture fa- 
miliar with the name of his company. He imbues the per- 
sonnel of the establishment with his cheery qualities, his 
earnestness and sincerity as attested by the cordiality of 
the atmosphere of the store, the courtesy of the salesmen 
the 


one clear down to the delivery and 


and cheerful willingness of service men and 


every 


shipping departments. 
\ good boss makes cheerful work- 


ers. Every one is on the qui vive to 


give the best that is in him and to 
study out better ways of doing the 


daily routine. The result of this spirit 


is that the advertising, store arrange- 
ment and window displays are clever, 
attractive, timely and practical, bring- 
the store in the 


Every member 


ing customers into 


right frame of mind. 
of the organization is on his toes, each 
his line and knowing 


one knowing 


what he is talking about. 
The 


translates 


spirit of cordiality and good 


will itself into a vigorous 
hospitality. 

Although we had never been in Los 
at the 
station by a delegation of eight sales- 
men who made us feel instantly that 
we were in the hands of friends. This 


pleasant little stunt is characteristic of 


Angeles before, we were met 


Peirce. I had planned to stay only 
three or four days, but I found out 
very soon that each man was keen to 
know the factory end of our products 


from top to bottom. They suggested 


night conferences for their instruc- 
tion and during the three weeks of 
my stay, even then too short, we 


THEO 


tS 


Kea 


f Los Angeles and San Francisco 
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which has grown to be an insti- 


of service in the short period of seven years, only recently having organized under its present name as an exclusive of- 
of this company, whose business was formerly a part of that of the 
was recently published in Office Appliances. 


held at least six night sessions. These were very profit- 
able meetings at which I probably learned more than the 
salesmen. We worked out sales talks, sales manuals, sys- 
tems and difficult problems that daily confront each man 
in the field. 

Every other week Mr. Peirce attends and helps con- 
duct the meeting of the Thrift Club, an organization com- 
posed of employees of the Pacific Desk Company. Some- 
times these meetings are held for strictly business purposes, 
then again a dinner with the organization’s entertainment 
talent helps to keep up the spirit. Prominent business 
and professional men are often called in to talk of con- 
ditions in their respective lines. 

Every other week alternating with 
the the Thrift Club, a 
service and system school is held 
where every subject apropos to the 
strengthening and improvement/of the 
and to business systems in 
general is discussed. One of the men 
is selected as a school master or leader 
and every system is picked to pieces, 
after which examinations are held and 
problems solved. A librarian of office 
devices and business systems records 
the topics and discussions of each 
meeting, thereby accumulating valua- 
ble information on the matter for 
every one in the organization. Oc- 
casionally important subjects may be 
reviewed from these minutes of previ- 
ous meetings. 

When a new territory is opened ora 
new prospect enters a salesman’s field, 
the first important step is to spread 
the story of the Pacific Desk Company 
and their complete lines. The story is 
put over, even though there may be no 
immediate sale, but when the buyer is 
ready, he cannot help but remember 
the previous call of the salesman. Each 
man knows his line and does not waste 
the valuable time of his customers or 


prospects. 
- QIK 


sessions of 


service 


PEIRCE. 
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* Marking Goods to Make a Profit # 


WS XK 


Southern and Western furniture dealers mark their desks at full factory list prices. 
—Written for Office. Appliances by J. H. Parkin of Parkin-Longley Company, 
Little Rock, Ark. 


| 


Note.—The danger of attempting to do business upon too slight a margin of profit is vividly outlined by M irkin 
in the present article. He is one of the best known stationers in the Southwest and is usually present at conventions of the 
trade in his section of the country. He follows the work of the National Association closely and his views are sought by leaders 


of the national organization. Mr. Parkin here shows how necessary it is for every dealer who would make a profit 


out of his 


office furniture department to maintain full factory list prices for the goods they sell; to practice firmness in this particular and to 
allow no shading whatever. He quotes the opinion of other prominent stationers in support of his view. 


EMARKABLE 
the object of the heading of this article was made 
at the Kansas City Midwest Stationers’ conven- 
tion at Kansas City in March and the South East 
held in April at Birm- 


progress towards accomplishing 





Stationers’ convention recently 
ingham. 

It was conclusively demonstrated by the stationers who 
attended these conventions that they were unable to show 
where they had made any profit in their furniture depart- 
It was universally conceded 
market 


ments during the past year. 
that the distance stationers are 
requires that they get a little larger profit than what they 


these from the 
have been getting. 

It was shown that almost all of them have been mark- 
ing their desks and chairs at from 10 to 20% off of the 
Two dealers admitted that.they did not make 
a dime on their furniture departments last year, when 
they kept careful costs, even though they marked their 
goods at full list and only gave discounts when large 


double list. 


quantities were sold or when they sold to large corpora- 
tions with whom they had special contracts. 

Please take note of the above statement. These 
stationers marked their goods at full list and got the benefit 
of the full price on most all of their single lots or smaller 
sales and yet when they kept accurate costs on their furni- 
ture departments they found they would probably have 
been better off, as Hurley said, if they had flipped coins. 
lf this is true and it undoubtedly is true, then how much 
did those lose who marked all their stock at a certain dis- 
count and did not get the benefit of the extra profit on a 


two 


few of their sales. 

The National As- 
sociation recently 
sent out a question- 
naire for stationers 
to furnish ‘them 
with the 


operating their fur- 


costs of 
niture depart- 
ments. Let those 
who are inclined to 
scoff at the idea of 
full 
price, carefully fill 


getting the 


out the question- 
naire sent out by 
the National Asso- 


ciation and they 


will stop their VIEW OF 
scothng. DISPLAY ROOMS SHOWING DIFFERENT 
. . VICES AND OTHER LINES OF OFFICE FURNITURE 
A furniture de- note the floral decorations. 





ONE SIDE OF THE PACIFIC DESK COMPANY'S ATTRACTIVE 


See article on preceding 


win a 


partment is expensive to maintain because it is slow in 


the volume of turn-over. The furniture is always getting 
damaged, requires daily dusting and freshing up, requires 
expensive window space, store display space and storage 
space, and expensive salesmen are required to sell it. It 
is also costly to deliver and usually requires a little upkeep 
and maintenance after being sold. 

On page 13 of the May National Association News, Mr. 
Pierson of Dameron & Pierson, states that it cost him 34% 
last year to run his furniture department. 
Davies of Atlanta, 


furniture at 20% 


Mr. Cooper of Foote and Georgia, 


states: “We have been marking our 
off the list and we lost money on our furniture department 
last month.” 

Mr. Cooper further states 
ly, Mr. Pierson, you think that the proper way to mark 


your office furniture for sale on your floor, is at the double 


“If I get your idea correct- 


list, so that the small sales you make of single pieces, for 
instance, that list, and 


measure will take care of the discounts that you have to 


will be sold at those sales in a 
give on big sales to the big corporations.”’ 

Mr. Dewberry states: “With a margin of 40% on the 
sales price I cannot conceive how a dealer can stretch it 
to cover his 334%4% cost of doing business, his freight and 
drayage charges and a net profit.” 

Unless you are located in a large city with an enormous 
turn-over, close to your supply, and if you are marking 


your goods at less than double list, | doubt if you are 
making a profit in your furniture department. If you are 
marking at less than double list and have got a complete 
cost in your 


department I 


furni 
ture 
am sure hundreds 
of furniture dealers 
would like to have 


you write an ar- 


ticle on how you 
do it, and I am 
very sure I would. 


The National As 





sociation reports 


they have received 


very fe replies 
from their ques- 
tionnaires sent out 
It is to be hoped 
sy all dealers office 


furniture will give 
this 


most caretu itten 


subj« their 
FILING DE- 
Taken from the balcony. 
page. 


LINES INCLUDING 


tion 





& 
cise 
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SIKES 


HOSE dealerswho 

are not watching the 
progress of “SIKES” 
Office Furniture—are 
missing something— 


We have the Quality— 
We have the patterns 
——We have the service. 











Several good agency opportunities 
are still open—and we solicit corres- 


pondence. Ask for Catalog J14. 


The 


SIKES COMPANY 


23rd St. & Passyunk Ave., Philadelphia, Pa. 
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AURORA.ILL. U.S.A. 









Is YOUR GUIDE 









to steel transfer and filing cabinet satisfaction—the sign of rigidity, 
durability, adaptability, accessibility and economy. It is a guarantee 
of a higher and broader service both to you and to your customer. 
Preparations are now being made for mid year transferring which 
will cause an increase in your demand. Your customers recognize 


A Vertical Cabinets—letter, , : , : 
pene seg, eo enna quality and appreciate your desire to produce it for them. 


cap and invoice. Beautiful, strong, 
rigid. Progressive roller drawer 
suspension, operates perfectly. 
Non-rebounding drawers. 


AurRORA FILES AND CaBINETS 


will guarantee a satisfied customer—they seldom fail. Their design 
and construction is based on a comprehensive understanding of the 
needs of the well-regulated office. These cabinets possess that care- 
ful workmanship, and because of their variety of styles and sizes you 
will find one to fit every one of your customers’ needs. 


“It's a better file, if made by’’ 
AURORA METAL CABINET WORKS 


AURORA, ILLINOIS, U. S. A. 
New York Representative: 52 Park Place, New York City 


Aurora Transfer Cases—in letter, 
cap, invoice and ledger size. 

















aera 


June, 1921. OFFICE APPLIANCES 189 




















ui iN EU 4 
= : 
= : 
2 

= 

E = 

= ’ i 

= = A 
: 
= i 
z f 
= f 
= 
ee 
: | 
= i 
: : 
= | 
2 i 

No. 460F = i 

= Hl 

Bi = i 

: = { 

= 4 

= | 

= 

THE = , 

= i 

i. 

WINNEBAGO LINE : 

= i 

a ; 

SS i 

in your furniture department enhances 2 t 

your prestige among your prospective and = 

active customers. They appreciate desks = 

; ve = q 

that have long wearing qualities, attract- = | 

ive design, and smoothly working parts. = ql 

Winnebago desks are a guarantee of sat- = i 

isfaction. = 
Winnebago desks and tables are winners. = 
a ; = 

Scientific construction, manufactured by 

modern machinery from high grade raw = 
materials, an organization which knows - 
desk requirements—all go to make pos- = 


sible the sale of these splendid desks at a 
medium price. 


Our catalog will be convincing. It will be 
mailed as soon as we receive your inquiry. 


THE WINNEBAGO FURNITURE MBG. CoO. 


FOND DU LAC, WISCONSIN 
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Speed and Security in Sorting 


Novelty is backed by merit in this new Sorting Device, which 
receives letters and other papers as fast as they can be handled 





The Ulrich Flexible Sorter 


is made for classifying letters, checks, cards, memo slips, etc., behind compression 
guides. These form wide “funnels” into which papers are easily slipped, and held 
securely by the peculiar spring con- 

struction of the compression guides. SIZES 

Their grip is sufficient to hold the con- No. 1—For Notes, Currency, Checks, etc. 
tents safe against accident or draft. No. 2—For Letters. 

The index is always in plain view, as No. 3—For Letters. 


the guides “fan out” whether the sort- Can be supplied with any num- 


er is full or partially filled. ber of compartments desired. 





We index to any scheme. The com- Ulrich Compression Guides are 
pactness of the Ulrich Flexible Sorter made of press board with helical 


makes possible an extensive sorting 











springs, which distend the guides. 
As the file fills, the guides 
compress, until finally the 
guide is flat. When fully 
compressed Ulrich Compres- 


scheme within small compass. Con- 
irast this with sorting in pigeonholes, 
requiring valuable space and 
much walking to sort any 
accumulation of work. ; tae 

. sion Guides occupy no more 


When not in use the Ulrich space than the follower dis- 


Flexible Sorter can be hung 
on the edge of a table or 
shelf, out of the way, yet 
ready for instant use. 


placed. The tray is made of 
metal, finished in olive green 
and mahogany, with rubber 


feet. 


Inquiries welcomed from 
dealers not now carrying the 
Ulrich Line. We imprint with 
dealer’s name when requested. 


The Ulrich Flexible Sorter is 
shipped knock down, by par- 
cel post. The tie rod can be 
withdrawn for shipment. 


Our line includes planfiles for drawings, blue prints and photographs; steel filing units; 
red rope folders; index clips and cases for rolled drawings; mail distributors; service desks 


Ulrich Planfiling Equipment Company, Jamestown, N. Y. 


























Discussion as to the handling or otherwise of exclusive lines. 


x 
id Unitormity of Lines 


Written for Office Ap- 


pliances by M. Allen Greenbaum of the Ohio Desk Company, Cleveland, Ohio, and W. 
L. Ives, manager office equipment department Kohn & Pollock, Inc., Baltimore, Md. 


OLLOWING are two articles which present some 


of the factors in the office furniture business 


which dealers in office furniture are bound at one 





time or another to consider seriously. Sugges- 
tions on uniformity of lines may be found in paragraphs 
here and there in other articles, but the ideas of Mr. Green- 
baum Mr. 
quite thoroughly. 

“The subject outlined in the above caption is of a gen- 
rather difficult definitely to 


and Ives seem to cover the principal points 


perhaps is 
discourse upon,” said Mr. 
however, has been that it is of benefit to a dealer to con? 


eral nature and 


Greenbaum. “Our experience, 
fine himself to exclusive lines of office furniture. It does 
not do to infer that exclusive lines do not include items of 
moderate and cheap prices. On the contrary, we find that 
a good exclusive line of desks, for instance often includes 
a series of grades running from the lowest price desks to 
desks of the very best quality and the high- 
est price. A high-grade exclusive line of 
equipment usually is distinctive principally 
in the matter of design and construction. 

“When one knows that he has an oppor- 
tunity of marketing a product that is dis- 
tinctive in itself, he will familiarize himself 
with all the dealers of his product, becoming 
extremely well posted in the paramount sales 


Now, be- 


some one exclusive 


points of his own particular line. 
cause of the design of 
line, an initial installation in the office of a 
customer is in practically every case a foun- 
business because nearly 


dation for repeat 


every purchaser today believes in standardi- 
zation, hence, in making additions, follows 
out the style adopted in his first choice. A 


lealer, therefore, handling exclusive lines has 





the opportunity to concentrate on these cer- 
tain sales arguments and, naturally, pushes 


M. ALLEN 


the business harder because he knows he is 
building up a trade which will insure a future for himself. 
Perhaps it will bring the point out a little more clearly 
matters might work out if more than 
We will 


an especially clever crew of salesmen 


if we picture how 
one concern in a territory handled the same line. 
that A has 


and that they are on the job doing missionary and educa- 


suppos¢ 


tional work in the course of which it is usually necessary 
to mention the manufacturer’s name, grade of his equip- 
nent, etc. Now, the average buyer usually investigates 
more than one source of supply before he makes his pur- 
chase and we will suppose that he gets in touch with B 
up the street and learns that he, too, handles this particu- 
problem then 


lar manufacturer’s line of furniture. The 


usually resolves itself into a proposition as to who can 
make the best price and this stimulates competition that 
is anything but desirable. 

“Many 


clusive 


manufacturers who piace their lines on an ex- 


sales basis do considerable national advertising 


on which the dealer can cash in by associating and identi- 
fying his name with that of a nationally known concern. 


“We 


believe it is only practical to confine one’s activ 


ec Cpe 


KO 





GREENBAUM. 


ities to the line of one manufacturer in so far as that line 
can give the dealer a complete range of different grades of 
furniture. We believe in exclusive lines from the standpoint 
of being exclusive distributers in our territory, but do not 
engage to confine our activities to the line of 
just one manufacturer. For example, we have exclusively 
of four widely known line of desks 
and one line of chairs equally well known but in addition 
to these, we find it necessary to fill in with a few items 
These fill-in 
typewriter chairs, typewriter 
The motive, therefore, is to be able to 
present a line-up that will meet the requirements of the 
price purchaser, those of the commercial corporation 
users, the requirements of the average executive, the whole 
rounded out by a line of high-grade matched suites for 
the offices of those whose purchase permits and taste de- 
mands surroundings of the utmost elegance. 
[f such line-up cannot be accomplished with 
exclusive lines, then it must be created by 
the products of several different manufac- 
turers. 

“We have found that sectional bookcases 
are in general demand for the equipment of 
This field is, however, chiefly con- 
fined to lawyers. Private offices almost in- 
variably prefer a regular bookcase to match 
the design of the rest of the furniture in 
that In our opinion a strong cam- 
paign canvassing lawyers’ offices and con- 
sectional bookcases always 


necessarily 


for Cleveland the sale 


from manufacturers who sell to every one. 


items usually consist of 


desks and tables. 


offices. 


office. 


centrating on 
produces results. 
Value of Trade Marks. 

“The value of the trade name of the manu- 
facturer and his reputation as augmented by 
national advertising is of the greatest possible 
value to dealers in filing cabinet lines. We 
have found that a nationally known name 
goes further with the buyer of filing cabinets than with one 
who is merely considering buying desks or chairs. Our sales- 
men always report that whenever any big filing cabinet deal 
is afoot, the only lines seriously considered are lines such 
as the three or four of the best known nationally adver- 
tised lines of goods. 

“In furniture individual taste enters largely into the cus- 
tomers’ selection, while a filing cabinet is more of a ma- 
chine, so to speak, and the customer not being usually of 
a mechanical turn of mind relies a great deal upon the 
reputation and popularity of a line. 

“A dealer confronted with the problem of selecting a 
proper saleable stock of office furniture should, as far as 
possible, build up his stock out of lines for which he is 
given the exclusive sale in his territory. The integrity of 
source of supply is of the utmost importance. One must 
be sure that the manufacturer's policy is standard, that is 
to say, that he is not continually altering the design and 
general appearance of his product because repeat business 
is based entirely upon the dealers’ ability to match up the 


equipment on an original installation. The trade expects 
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this even though a considerable number of years may have 
transpired between the first purchase and the first oppor- 
tunity to add to it. 

“Naturally, the quality of the product is of much im- 
portance, and it is likewise vital that the lines selected 
must have a complete range of grades. The chair line 
should be selected on the same basis, with the assurance 
that it is in keeping in design, quality of finish, etc, with the 
desk lines carried. Matched office suites must also be in- 
cluded and we have found that it is desirable that a line 
be selected, the chairs, desks, filing cabinets, tables, cos- 
tumers, etc., of which are all made by the same factory, 
thus assuring uniformity of finish and design. 

“Steel desks are coming more and more into demand 
every day and should be included in the stock. 

“A filing cabinet line should include wood and steel 
cabinets and by all means a complete line of indexing and 
supplies for the cabinets. There is no better opportunity 
for creative selling in the office furniture business than in 
‘indexing and the connection established by the dealer 
with a customer, arising from having the connection es- 
tablished with the customer as a result of 


tition locally, all of our competitors work along these lines, 
and, quite naturally we feel this way about it too. 

Of the five firms in the commercial furniture business 
here, four of them, including ourselves, are very conserv- 
ative as to the extent of their additions to their major 
lines. A fifth concern, which cuts prices, carries almost 
any line and seems to be doing the largest volume of busi- 
ness. 

In the matter of filing cabinets, we change our views 
somewhat on this, as we believe it is better to standardize 
exclusively on one good, nationally advertised, filing cab- 
inet. Running a cheaper cabinet with your major line 
has a tendency to decrease the sales of the good file, as 
some salesmen are prone to follow the line of least re- 
sistance. 

In regard to running two or more lines of desks and 
chairs, it is possible in these days to buy cheap desks and 
chairs that match in finish with the higher grades. For 
instance, the B line of desks and the C line of chairs need 
not necessarily be of equal quality. The desks may be 
cheaper or the chairs may be cheaper, as at the present 
time the standardization of finishes by the fur- 





1aving efficiently indexed or systematized his 
‘ecords is something of greater value to the 
lealer than can possibly arise merely from the 
sale of the furniture. 

“We have already pointed out that a na- 
tionally known trade mark and a national 
advertising campaign are of prime importance 
in furthering the sale of filing cabinets. It 
follows that the filing cabinet manufacturers 
who are national advertisers give more active 
sales co-operation to their dealers. We have 
found that wonderful results come from fol- 
lowing their suggestions. 

“It is our policy to carry a complete line of 
fire-proof safes, but as a rule such safes are 
included in the lines of high-grade manufac- 
turers of filing equipment.” This is generally the case. 
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Standardize Lines—But Not Exclusively —By W. L. Ives, 
Manager, Office Equipment Department, Kohn 
& Pollock, Inc., Baltimore, Md. 


In our opinion it is very practical to standardize, but 
not exclusively, on a major line of one particular make 
of good desks and chairs. 

In this locality (we don’t know whether it differs from 
other sections of the country or not) it is quite necessary 
to run two or more lines in conjunction with the major 
line. If we did not do this we would decrease the volume 
of our business considerably, as the buying public in this 
city who can be sold on quality is sparse. It is invariably 
a price proposition, and while there is not much compe- 


Q Success is not built on indifference. 





niture manufacturers enables the office furni- 
ture departments to carry the various grades 
and match them up when the occasion demands. 

It is a fact that the demand and our sales 
on sectional bookcases for commercial uses is 
increasing and we believe that this class of 
equipment has its proper place when sold in 
connection with commercial furniture. In re- 
gard to the arrangement a sale of sectional 
bookcases, we believe that while it is correct 
to have a department devoted to this class of 
furniture, it should also be shown in connec- 
tion with higher grades of desks. In this way 
it will often act as a suggestion to the custom- 
er while looking the office desks over, as he 





may have had no idea of purchasing a book- 
case when he entered the store. 

The influence of the furniture department over the rest 
of the business is about equalized; that is, the stationery 
end of our business produces inquiries for office furniture 
and our furniture department does likewise in furnishing 
clues which lead to sales. 

The trade name of the manufacturer through national 
advertising goes a long way in helping to put their com- 
modity over the top locally. This policy is carried out 
more by the manufacturers of filing cabinets, than the 
chair and desk factories. At least we find it that way 
here. We believe it is a fifty-fifty proposition when it 
comes to who does the largest part in putting the line 
across. We do get results that are traced to the advertis- 
ing of both the company whose agents we are and our- 
selves. 


The salesman should be glad to take time, 


even his own time, if need be, to investigate the requirements of a customer, for 
perhaps by so doing, a big order will grow where a little one otherwise would have 


resulted. 
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The Chicago Glass Desk Pad promotes 
desk efficiency by affording a place to 
keep memoranda, lists, schedules, etc., 
always visible for ready reference. It 
avoids marring of the working space of 
the desk and at the same time furnishes 
a smooth, hard writing surface. The 
holder is backed with felt and has two 
raised leather corners which hold the 
glass in place. Two sizes: 18’x24” and 
20’x36’. 





A plate glass letter tray is a practical as well as 
an ornamental acquisition to any desk equip- 
ment. It is securely held together by nickel- 
plated clamps tipped with rubber. 











An office equipped with plate glass window venti- 
lators is insured of a constant circulation of air 
without the direct drafts. Can be attached 
quickly to any window. 


WRITE US TODAY 


The Chicage Mirror & Art Glass Company 
216 North Clinton Street, Chicago, Ill. 


Established 1890 
PUT 
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TO ENDURE 


BETTER 
Desk Stationery Racks and 
Better Values at the Prices 





No. 3—Antique Oak 
No. 3—Solid Mahogany 


A convenient receptacle for letterheads, typewriter 
paper, carbon paper, etc. Designed for use on type- 
writer desk. Eliminates loss of time searching 


through drawers for stationery. 





No. 1—Leatherette (no cover) 
No. 2—Leatherette (with cover) 


STRONG—DURABLE—ECONOMICAL 


You will always be proud of having sold these goods 

to your customers. 

She Glob icke C 

She Globe-Wernicke Co. 
Cincinnati 
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Procrastination Is the Enemy of Efficiency 


Some men often blame the Stenog- 
rapher for laying down on the job, 
for not doing the work properly, or 
not getting it done in time. 


They do not stop to think that no 
work can be done satisfactorily, un- 
less the proper equipment is provid- 


ed for. 


Wise men of course realize this, and they 
are quick in appreciating the excellent 
merits of the “Mita Handa” (mighty 
handy) Typewriter cabinent. They claim 
that this article is the one Typewriter 
cabinet that meets all requirements so 
necessary for a good Typewriter Table, 
both in the large and small office. 


Our little booklet describes the ‘“‘Mita 
Cabinet closed Handa” fully. Send for it at once, and 


‘we shall mail you copy, and tell you all about our attractive 
S—— ANDA” 
¥ [TAHA : The Celina Specialty Co. 


MWtetzZ VDESAS 


are of excellent construction 
—neat, efficient and organized 
arrangement — attractive and 
lasting finish. 
























An extensive line of roll top— 
flat top and typewriter desks. 


We will send you our 
illustrated catalog on request. 





S—43: Selected Quartered Oak, Imitation Mahogany 
e and Mahogany 


The J. F. Dietz Company, Cincinnati, Ohio 
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Make Money with 
the D-2 Basket 


The D2 is our 


standard—a 
tough, wear-resisting 


strong, 


and gracefully tapered, hard 





| fibre basket. It is made of our 
nationally advertised Diamond 
equipped with a 
sturdy, non-tipping, hardwood 
It sells at 


’avS a generous profit 
o > 


Fibre and 
bottom. a popular 
price 

and gets you repeat orders. 
Made 


mahogany, or in any color to 


standard in olive and 


order 


Write today and let us send 
you full information on our 
complete line of Diamond 
Fibre baskets—each one a 


business builder, 






Dept. 16 


Dia -F 
Diamond State Fibre Company 


Bridgeport (near Philadelphia), Penna. 


Branch Factory and Warehouse, Chicago 
fices in Principal Cities 


In Canada: Diamond State Fibre Co. of Canada, Ltd., Toronto 
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BUILT 
TO ENDURE 


Globe Security Boxes 





For 
Bank Officials, 
Private Papers in the Office, 
Cashiers in Every Line of Business. 
Privacy of Valuables, such as 
Papers, Jewelry, Silverware in the Home. 





Liberty Bond Boxes 


Made in four different sizes, two finishes and hand polished. 
So smoothly finished will not scratch furniture with which 
they come in contact 





Cash Boxes 


Write us for particulars. 


The Globe=“Wernicke Co 


Cincinnati 
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FURNITURE DEPARTMENT 


Sell a line of desks that has something 
to talk about. It is a hard proposition to 
make an unusual record with a common- 
place line. For a live line, like the Clemco 
line, to make a first class record in the 
hands of a live dealer, is a regular practice. 


pres FOR A LIVE 


The “2-in-1” Clemco 


Clemco desks are made to produce 









for both the dealer and user. Their Wiis Geel. Wek the wrovinten o4 

unusual attractiveness of design and writer desk and unbroken writing | 

finish with wearing qualities of the for clerical purposes, is the best typ¢ 
writer desk made Try it on your 


same high degree, give them a big 


ness and watch the volume increas¢ 


advantage over the ordinary desk. 





The Clemetsen Co. 


3401-61 W. Division St. 
CHICAGO, ILL. 














MEILINK “MASTER MODEL” SAFES 


IN SMALL BUSINESS SIZES 


Inside Sizes 
No. 88—17” High, 133” Wide, 224” Deep 
No. 90—20” High, 15" Wide, 14” Deep 
No. 92—24” High, 18” Wide, 14” Deep 





May be used with Cabinet as shown, and 
as many adjustable shelves as desired, 
or with full size adjustable shelves with- 
out Cabinet. 


Small Safes for BUSINESS or HOME 
USE have always been sold on price. 


With the enormous need of better Fire and Thief Protection, 
we have designed three sizes to meet these requirements. 


A Fire Resistance Laboratory test of 11/2 hours at 1800° F. proves its efficiency. 


THE MEILINK STEEL SAFE CO. 


TOLEDO, OHIO 











.— . -. 24 





197 





KG 


— WSK 


C2 : ‘ ; ° 
* Qualifying as Successful Office Furniture 
Salesmen 


Written for Office Appliances by George M. Armstrong, treasurer of the J. G. 
Marshall Company, Pittsburgh, Penna.; Edward A. Bigley of the Los Angeles Desk 
Company; Louis B. Busse of the Franklin Printing & Engraving Company, Toledo, 
Ohio; and R. L. Cavanaugh of the Youngstown, Ohio, Office Supply Company, Inc. 


6¢ 





= UCALIFYING as a successful office furniture 
salesman demands the same general prelimi- 
nary training as a salesman for any other line 


“He 


should have at least a fair education, be able to speak cor 








€ 





of merchandise,” says Mr. Armstrong. 
rect English, give careful attention to his appearance and 
cultivate a pleasing personality. 

“He should acquire a thorough knowledge of the line or 
(that is, in respect to material, 


lines he proposes to sell 


construction, workmanship, finish, etc.), so that he may 
have sufficient confidence in himself to approach the most 
critical customer or prospective customer, and demonstrate 
in an intelligent manner the merits of the desk, chair, fil 
ing cabinet, or whatever the article may be, and at the 


without 


same time, combat any criticisms on the article 
giving offense to his customer or casting undue reflection 
on the lines of his competitors. In other words, give an 


honest demonstration of his own line and forget (for the 
time being) his competitor. 

“Criticizing a competitor’s merchandise or his methods 
will not 


gain for one the confidence of prospective pur 


chasers, but on the contrary will lessen it, and the cont 


dence of one’s trade is one of the greatest assets of a firm 
or salesman in selling any legitimate line of merchandise 
order with a_ smile. \ real 


‘Any man can book an 


salesman can lose an order and yet thank the prospective 
purchaser for calling, or if he has gone out after the busi 
ness, 


assure the purchaser that he appreciates having had 
an opportunity of presenting his proposition. Courtesy 
and a smile will count in his favor later on. 

“A knowledge of the different processes of manufacture, 
and a knowledge of woods, veneers, finish, etc., prepares a 
salesman for explaining why a certain line is superior to 


another. This information can, in many instances, be had 


from a careful study of the catalogues issued by the va- 
rious manufacturers. A salesman should take advantage 
of every opportunity to 

study these catalogues. 

He will learn something 

new each time he reads 


them. | 





‘Of course, by visiting 


the different factories the 


most practical knowledge 


is obtained, but, in most 


cases the factories are lo- 


cated in such varied and 


distant cities and towns, 

that the opportunity to do 

retail salesmen. 

so is presented to but few 
“A general knowledge 

of business practice and 


methods, enables a sales- 


man to assist his customer R. L. CAVANAUGH. 


Boe 


materially in selecting the equipment most practicable for 
his particular requirements by suggesting devices of va- 
rious kinds, by arrangement of furniture in his office, 
whereby waste of time is eliminated for the employer and 
also his employees, and at the same time fitting up a well 
furniture which will har- 


balanced office, with pieces of 


monize, one with the other. 

“The furniture salesman is, of 
course, to sell furniture (it is for rendering such 
service to his employer, that he receives his so much per), 
and in many instances he is requested to dispose of slow 
He should, however, use sound judgment 
in placing these antiquated pieces, and not (because he 
may be a convincing talker) force them on a customer who 
may not require them. That customer may perhaps have 
occasion to buy again, and will quite likely go around and 
see if the other fellow has something that meets his re- 


business of the ofhce 


otmece 


inoving articles 


quirements. 

“In fact, the office salesman “is between two 
has two bosses. He owes a service 
to his house and he also owes a service to his customer, 
and by rendering a service to his customer he is rendering 


a service to his house, also to himself, by laying a firm 


furniture 


fires, or, | might say, 


foundation for future business. 

down to a few words these suggestions as 
man should have in order to be- 
furniture salesman, might be 
summed up as follows: First, he should have at least a 
fair education; second, a thorough knowledge of his line; 
third, energy and aggressiveness, and fourth, a fully de- 


“In boiling 
to what qualifications 
otnce 


come a_ successtul 


veloped bump of common sense.” 
“a 
Character Must Back Selling Ability—By R. L. Cava- 
naugh of the Youngstown (O.) Office Supply 
Co., Inc. 

If we stop and consider for a moment the field in which 
the office furniture sales- 
man works, we find that 
it consists of every pro- 
fessional, commercial, 
financial or other business 
institution in the world, 
every one of which re- 
quires some article of of- 
fice furniture. Almost ev- 
erybody in any way con- 
nected with these institu- 
tions must use office fur- 
niture. 

It is evident, therefore, 
entirely of business or 
that the field is composed 
professional men and 
women and means that the 
salesman is constantly 
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dealing with those admittedly ot the highest brain develop- 
ment—all of whom are graduates of our colleges, or that 
other great but more expensive school, experience. 

Any man ambitious for the opportunity to improve him- 
self intellectually can find no better field than that afforded 
by office furniture. Consider it from any angle and you 
will find that it presents opportunities denied salesmen in 
many other lines of activity, in that it provides the occa- 
sion to call upon the doctor, clergyman, undertaker (if he 
take the attorney, merchant, 
manufacturer, architect, Does it not 
seem as though this might be considered in the light of a 
favor—this privilege of coming into contact with 


wants to chance), banker, 


public officials, etc. 


great 
the leading minds of your community day in and day out? 
A little refiection points out for us that there is an enor- 
mous amount of valuable knowledge to be derived from 
this contact. 

Considering the fact that the people on whom office 
furniture salesmen call are of high intellectual attainment, 
it becomes apparent that the man who aspires to be a 
successful salesman be of high character. More 


necessary than all the other attributes which go to make 


must 


the successful salesman, or any other successful man—is 
character. 

It has been said that character is the result of the en- 
vironment in which the individual has been reared—that is, 
16 years, during which time the 
Assuming this to 


up to the age of, say, 
foundation of character has been laid. 
be the fact and assuming also that the age of the average 
aspirant is, let us say, about 21 years, it is evident that a 
little inquiry into the history of a man should be made, 
the results of which ought to be of valuable assistance 
in determining at the beginning whether or not he is worth 
the time and expense involved in the necessary training. 

At this point it will be seen that it becomes a question 
of psychology in which the employer should be versed. 

It is generally agreed that one of the most important 
parts of the art of selling is to win the confidence of the 
prospective buyer. There are ways in which this 
may be accomplished. 
the fluent use of words, others by their resourcefulness 
tact, and still resort to the use of any 
means whatsoever, and many of us will commend them for 


it, which is the natural thing for us to do inasmuch as 


many 
Some men will win contidence by 
will 


and others 


we are human beings and inclined to feel that the man who 
is clever enough to do it is entitled to the palm. 

But when character is ushered in—you feel it—you ac- 
knowledge it at There is an inherent something 
about it—more the unspoken than the spoken—that makes 
the appeal to vou. Regardless of whether your position 
in life be high or low, there is something about the force 


once. 


of character which cannot be resisted and would not if it 
could. Good manners, pleasing personality, resourceful- 
ness and tact, all of which are more or less necessary in 
the make-up of the successful salesman, are of no lasting 
value unless developed on the strong foundation of a good 
There are none of us who desire to place con- 
Wherein is there 
a better place than in the man of character? 

That which is of the utmost importance is not so much 
He may 


character. 
fidence other then where it will be safe. 


the training as it is the choosing of the man. 
have every ability, but the vital thing to be ascertained is 
whether he has that quality of character which provides a 
safe background for ability. 


With this thought uppermost in the mind of him upon 
whose shoulders rests the responsibility of choosing the 
man, the results will be such that the time and money spent 
in training ought not be considered as expense. If by 
spending dollars, the 


brought to the surface, can it be called an expense? 


valuable qualities of a man are 
Knowledge is something of which we shall never absorb 
Observe the individual and you will find that 
is the 


too much. 
the higher the intellect, the more minute and concise 
inquiry into that which you desire to sell, and about which 
you are supposed to know mostly everything—he is after 
more knowledge. And remember that he wants that infor- 
mation expressed in the fewest words possible. 


Not long after we started in business, one of our “rook- 


ies” called on a business man who was a good prospect 
for one of our efficiency desks. The prospect had appar 
ently been concerned with some tedious work, and was 
glad of the opportunity to relax for a few minutes. Rookie 
immediately got busy and described the desk as best he 
with the aid of catalog illustrations, and 


quarter-sawed, 


could prospect 


began asking questions about matching, 
ete., and it got too hot for rookie who reached down into 
his grip and pulled out a good sized book containing per- 
haps three hundred pages, and began thumbing them, at 
the same time telling prospect the book contained every 
thing relating to manufacture of desks, chairs, etc., and 
that he would leave it for a few days. Prospect was very 
courteous in declining the kind offer, saying he would be 
too busy to read it. Back into the grip went the book 
rookie wrote an order and on the way down the street re 
turned the book to circulating library as someone at home 
requested him to do. 

The book did not even have a picture of a desk—but it 


worked just the same that time, thanks to the good nature 


of the customer. But if the customer had called the 
biuff—!! 

The Office Furniture Salesman should know all about 
the different kinds of wood, veneers, construction, proc- 


esses of manufacture, etc. The customer is going to ask 
a lot of questions which must be answered then and there 
want to read a book. 


—he does not 


Training Salesmen for Filing Equircment.—By Edward A. 
Bigley, Manager, Filing Cabinet Department, Los 
Angeles Desk Company, Inc. Dealers in 

Commercial Furniture. 
We regard the term office furniture salesman as a very 


broad one and for this reason the policy of our house, al 


though it is strictly a commercial and office furniture busi 
ness, is to divide its activities into several departments, 
for example, the desk department, safe department, a¢ 


cessory department, typewriter department and filing sys 


tems department. We believe that each one of these de- 


partments should have its own organization of specialty 


salesmen and decided a long time ago that no man can 


handle the entire line successfully. Our policy has proven 


its value here in Los Angeles, where we have a very con 


tented selling organization and a fine spirit of co-operation 


between the salesmen of the different departments work- 


ing in the same territory. 
The writer is in charge of the filing system department, 


hence must confine his remarks more along these lines 


than along associate lines. As to training a salesman of 


the filing systems department, as a very necessary pre 
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Necessary in every 
modern office 


EDART Steel Office Cabinets mark a notable 

advance in modern office equipment. They save 
time and eliminate waste —are constructed of steel 
throughout — attractively enameled in olive green or 
grained mahogany, and cost less than wood. 


Experience is proving that these steel cabinets 
are one of the quickest moving lines any dealer can 
carry. So great is their appeal that they have only 
to be shown to meet with ready sale. 


In addition to their rapid turnover, dealers every- 
where are attracted by the liberal margin of profit 
and the small investment required. All you need is 
four samples—one of each cabinet. 





Write today for our dealers’ proposition, covering 
prices, discounts, selling helps and illustrated literature. 


Stationery Cabinet 


fe in. high, 35 in. wide and 18 in. deep. Divided into Fred Medart Mfg. Co. 


ve compartments by four adjustable shelves. Ample 
space for office supplies. printed forms, etc. Potomac and De Kalb Sts St. Louis, Mo. 
New York: 52 Vanderbilt Ave. San Francisco: Rialto Bldg. 





Sanitary Wardrobe 


Same size as stationery cabinet. Does 


Junior Stationery Cabinet 
60 in. high, 18 in. wide and 18 in. deep 


Stenographer’s Individual Cabinet 


Four fixed shelves. Its smaller size 24 in. high. 21 in. wide and 21 in. deep. Just the height away with coat hangers and wall racks— 
allows it to fit into limited space. of an ordinary desk. Puts all stenograper's supplies with- presents neat appearance, saves time and 
in easy reach, saving time and steps. confusion. 
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I’sthe Desks for the Comptometer 


IDEA 
that sells 


Every commodity sold possesses an 

idea of service. Without that idea 

no article could exist. In the case 

of automobiles the idea of speed or 

luxury sells. The idea of beauty 

sells floor lamps; cleanliness sells 

tooth brushes. 

The idea of 

utility— Demonstrate these Features: 

—durability 

—efficiency— 








sells Cover. folds perfectly fiat. 
— ; Machine fits flush with desk top. 


A R R O Easy position for operator. 
No annoying difference in height to 
Desks for the Comptometer tire operator’s arm. 
Quality materials and construction 
An Arrow Comptometer Desk on throughout. 
your floor attrasts an ever increas- 
ing patronage of the better class. Patent applied for 


A sk for your copy of our catalog. 


O. C. S. OLSEN COMPANY 2527 Moffat St. Chicago 


Manufacturers of Roll Top Desks, Flat Top Desks, Typewriter Cabinets, Bookkeepers’ Desks and Office Tables 

















National 
Desks 


A scientific study of the re- 
quirements of the modern of- 
fice desk has shown us the de- 
sirability of producing a line that is universal in construction, the difference in 
value being, not in the mode of construction as in most cases, but in the mate- 
rial used in the making and the finish of the whole. As a result of this investi- 
gation and study, National Desks are constructed of high-grade material in a 
neat, compact, organized and sanitary fashion, upholding their reputation for 
durability and splendid appearance. 





6017-S 


Our new illustrated catalog sent on request 


The National Desk Company 
Herkimer, N. Y. 
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The “SATELLITE” 


Typewriter Stand 
In Demand Wherever Typewriters Are Used 


Every business man 
who has a typewriter 
in his office is a pros- 
pective buyer of the 
“Satellite”. Every 
large corporation of- 
fers an opportunity 
for the sale of these 
stands by thedozen. . 
One secret of the growing pop- 
TO ENDO ; ularity of the “Satellite” is its 





















preference by typewriter oper- 
ators. It saves them fatigue and 
increases their efficiency. The 


Structural Strength | | suisse! cate 


vibration, has a jointless wood 


top, and can easily be moved from 

place to place on noiseless casters. 
. It is all metal except the 

top and is, therefore, a 


fireproof stand. 
. EASY TO SELL 
WITH UNDERWRITER’S LABEL Here is a piece of office 
Semomeont poe moves 
ast. Its outstanding fea- 
Best Record Safe Made tures sell it. The price is 
reasonable and the deal- 
er’s margin of profit war- 
rants his best sales efforts. 
Write for Dealer’s Proposition. 


ADJUSTABLE TABLE COMPANY 
GRAND KAPIDS, MICHIGAN 





This is Model 2X 















OOK 
We es Qua 


AAS 


$50.00 for a Letter 


HE makers of “COOK QUALITY CHAIRS” 
want to know your selling ideas—espe- 
cially, they want your opinion of them 


for “Side Position” writing and general 
desk work, other than typewriting. 



















If you believe “COOK QUALITY” Adjustable 






Spring-back Chairs give desk workers better 
support than any other type of chair, they 
want to know your reasons. 












If you believe “COOK QUALITY” Adjustable 
Spring-back Chairs are better than any other 
Spring-back Chairs, you have found _ the 
reason why 













For the letter written by a salesman who 
actually sells “COOK QUALITY” Chairs, that 
best presents their selling points, said letter to 
bear a postmark not later than September 1, 
1921, we will pay a cash prize of $60.00. 









\ Committee of competent advertising men 

recognized standing and ability, whose names 
will be d later, will act as judges. 
Their decision will be final. The winning letter 

i be published in the October issue of 
Office Appliances.”’ Simply sign your letter, 
state who you are with and send to 






announce 





This is but one of many sizes. 
They combine the Old-Line standard of Strength 
with Easy Portability and Heat Resistance. 






Sales Letter Contest Department 


€. A. Cook Company 


16-28 Osborne $t. Cambridge 39, Mass. 







Write for Catalogue 9660 


The Globe=Wernicke Co. 


Cincinnati 
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Flat Top, Roll Top and Typewriter Desks 


MAHOGANY AND OAK 





No. 9172 (closed back) 





VALLEY CITY DESKS 


We shall be pleased to send new catalog to dealers 


VALLEY CITY DESK COMPANY - Grand Rapids, Michigan 














We Specialize on Steel Transfer Cases Transfer profits 


belong to you when you stock these 
Your Order Shipped within Three to Five Days 3.04 <n Steel Transfer Cases with Pull 
Steel Sides. Note the channel frame which makes drawers operate no matter how high the sections are stacked. 


The locking device is secure; yet it enables the stacks to be dismantled readily for moving or rearrangement. 
Write for Prices and Discounts 


General Offices The Bentson Mfg.Company Aurora, Illinois 


Chicago Representatives and Show Rooms: Associated Stationers’ Supply Company, E. E. Blankemeyer, Gen’! Mgr., 201-15 North Franklin Stree 
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requisite, should himself be orderly and systematic. To be 
successful, he must have an analytical mind and the abil- 
ity to plan, backed up with sufficient energy, to work hard 
and to put his ideas across to the customer. Usually a 
thorough and successful systems salesman can make a 
filing cabinet a second consideration with the buyer, sell- 
ing it merely as a container for his systems. He must be 
able to talk intelligently. He must know the construction 
of his product, how it is finished and how many processes 
this product goes through before it is put on the market 

Service is a very important feature of our business and 
through the understanding of the service we perform the 
salesman is filled with confidence in the house. This ser- 
vice must be real and must be performed both by the sales- 
man and follow-up man who installs systems and takes 
care of the cabinet. 

Practically the same arguments apply to the steel filing 
cabinets as apply to wood 


* * * 


A Warning Word to the Commercial Statioter.—By Louis 
B. Busse, The Franklin Printing & Engraving 
Company, Toledo, Ohio. 

Office furniture salesman, or office furniture order taker, 
—what are we stationers coming to? And frankly, I lay 
all the blame at the door of the stationer himself and not 
the salesman who is out on the street 

True, there are a lot of high spots and bright shining 
lights throughout the country that are real office furniture 
salesmen, but they are mighty few and very far between 
and the reason is that the stationers as a whole do not 
train their salesmen properly. 

Possibly, it is because the stationer can’t train them 
properly; he may not know as much as his salesmen, but 
in any event, the stationer certainly must look to his 
laurels and do it very quickly in the office furniture line 
or the evolution of modern business will just naturally 
work to the disadvantage of the modern stationer to the 
extent that the specialized office furniture and file store will 
gradually make inroads into the office furniture business of 
the stationer, and then the stationer will begin to think 
that the business isn’t to be had and when he begins to 
think that, the supplies store will get that much more. 
Now whose fault is this; nobody’s but the _ stationers 
themselves. 

They should take their outside salesmen and their floor 
salesmen not only in the office furniture line but in all 
lines, and have conferences with them. In fact, have reg- 
ular classes to train them intensively in the lines that they 
are selling and also to give them points about the com- 


petitive lines. 


Sectional Bookcases and Their Places 


Written for Office Appliances by Robert L. 
Goodman of the Baylis Office Equipment 
Company, Atlanta, Georgia 


EMAND for sectional bookcases for commercial 
use is rapidly increasing. People are awakening 


to the many ways sectional bookcases can be 





used other than for books. Of course, they are 
extensively used in the homes, libraries and in the office 
of the professional man for housing books, but they can 
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OFFICE 
CHAIRS 


That Conserve Vitality— 






A business man’s day is 
divided into three equal 
parts: sleep, recreation, and 
his office chair. The latter 
permits the other two. 
Hence the necessity for 
serious consideration of the 
chair 


GUNLOCKE 
CHAIRS 


afford comfort during 
the day and lend 
themselves to better 
work. 


Not only do they con- 
serve vitality but they 
are so finished as to 
preserve their appear- 
ance of newness. Aside 
from the built-in qual- 
ity of this compre- 
hensive line, particu- 
lar attention is given No. 688 

to the final job—the 

matter of putting on the handsome, transparent surface that 
protects against dust and gives the chair a beauty and char- 
acter often remarked upon. 


You would find our catalog worthy 
of study. Send for a copy. 


W. H. Gunlocke Chair Co., 


WAYLAND, N. Y. 











IDEAL TUBULAR STANDS 





Made in a wide variety of styles, for supporting practically any kind 
of office machine. A crank raises the castors off the floor, and 
permits the rigid legs to take the load. Mount a typewriter, a 
duplicating machine, a roller copier, an envelope sealer, an adding 
machine or a card index cabinet on an Ideal Tubular Stand, and it 
can be rolled to any position, lowered to operating position and used. 


Fowler-Manson-Sherman Cycle Mfg. Co. 


1445-1455 W. AUSTIN AVE., CHICAGO 
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also now be found in many stores and offices being used 
for other purposes. They make excellent display cases 
for cloth, toilet articles, novelties, samples of stone, sand, 
oil, small machine parts, stationery and hundreds of other 
articles. And why shouldn't they be used for such pur- 
poses? There is no receptacle so convenient, economical 
and dust-proof as sectional bookcases. The sectional fea- 
ture alone is convincing proof that they are preferable to 
the old style hinge-door case or the built-in type case in- 
asmuch as it is only necessary to purchase what is actual- 
ly needed to take care of present requirements, adding 


more sections as occasion arises, thereby eliminating an 
unnecessary tie-up of capital and floor space. 

The old style hinge-door case is unsightly, dusty, expen 
The 
cases have the same disadvantages: in addition, in some 


sive and quite often a lot of space is lost. built-in 
cities the law requires that fixtures that are of a permanent 
nature shall not be removed. When a tenant moves his 


store or office the cost of the so-called built-in 


cast 1S 
lost. Sectional bookcases can be sold in fully seventy-five 
per cent of the places where business equipment is used, 


even though the majority of them be used only for books. 


Training in Office Equipment Salesmanship 


Written for Office Appliances by Edwin S. Shortess, superin- 
tendent of the. Morris Sanford Company, Cedar Rapids, Iowa 


QUESTION of the largest possible importance 
to any establishment that expects to be successful 
in merchandising goods—and it does not matter 
a great deal what the lines may or may not be—is 
the training of men and women in salesmanship. 

Whether the store is selling dry goods, groceries, hard- 
ware, farm implements, books, office equipment, or any 
one of dozens of other lines; it goes without saying that 
the more intelligent the salespeople are and the more they 
know of the goods they are selling; the better success 
they will have in their work. 





For years past our store has held a regular Monday 
morning conference of the members of the firm and the 
March, 1920, 
every W ed 
nesday morning a regular class in the fundamentals of 


department heads and senior salesmen. In 
we instituted and have since conducted on 
salesmanship. In this class all of the junior sales people 
and all those of longer service that can be spared from 
the departments attend. A regular course taken from a 
textbook on salesmanship has been followed and to this 
time we have completed all of one such text book and are 
at least half 


way through another. 
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‘“*‘We can see the past, and seeing it feel more 
hopeful for the future.’’ — Abraham Lincoln 


CROCKER 
CHAIRS 


A chair for every purpose 


Office Chairs will sell readily today. Crocker, as a manu- 
facturer who has been making chairs exclusively for mgre 
than forty-one years, offers you the most improved and 
desirable office chairs in all styles. The Crocker chair-iron 
is the only one in practical use that is adjustable by simple 
pressure on the foot lever. This is a feature of all except the 
cheaper patterns. You can write for specific information. 





Shown At 
Furniture Exchange Cent. Market Furn. 
Building Building 
GRAND RAPIDS, 1414 S. Wabash Avenue 
MICHIGAN CHICAGO 


6645-6PE 





CROCKER CHAIR COMPANY 
SHEBOYGAN, WIS. 


Code Word “APPALL” 
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September 1, 1920, we started regu- 
lar department classes in each of the 
various retail departments of the store. 
In starting these classes the following 
letter was sent to each department 
head 

To the Chiefs: As 


suggested in our recent conference—it 


Department 


is our belief that the time has arrived 


for starting definite and regular in- 


struction work in each of your de 
partments with your department peo- 
ple. 

takes 


great pride in the personnel of its or- 


“Morris Sanford Company 
ganization and this fact makes it clear 
but 


anxious to help each one of our peo- 


that we are not only willing 


ple to quickly attain a place in the or 
ganization where they will be of the 
greatest possible value to the store 
and to themselves 

In the starting of this work, which 
we expect you as the chief or head of 


your respective departments to carry 


out, you will always bear in mind that your own loyalty and 


enthusiasm for the 


immediately upon the people whom you lead and whose 


y 
>, 


store and its owners will be reflected 


"os 


you direct. The inference is 
clear as crystal and needs no inter- 
pretation to you, I am sure. 

conducting your instruction 
work do not ever lose sight of the fact 
that the great teacher is one than can 
impart to the student the greatest 
amount of information in such a man- 
ner that he will ‘get it’ and at the same 


aie 


work 


"te 


time create in the student a never- 
e:iding desire for more information 
on the subject in hand. If you are 


able to do this you will have multi- 
plied your value as an instructor and 
department head many times. 

“The greatest of all is the ‘human 
machine’—in exact ratio is the im- 
portance of the study of ‘human na- 
Study each individual in your 
department—know them well and then 
demonstrate to each one the right you 
have to the place you occupy at the 
head of the department. This can be 
accomplished by leading—never by 


ture.’ 





SHORTESS 


E. S . 
driving. 


“Herewith suggestive outlines for the instruction work 
in each department. You will need to adapt the sugges- 
tions to the needs and actual conditions in the departments. 


QTM 





XC 


QIK 








Inlai 


Write for par- 
ticularsandex- 
clusive agency 
terms and plan 
for national 
and°*local ad- 
vertising 





THE NEW GUNN DESKS 





The New Gunn Desks and Tables are Superior in Style and Service because they 
are equipped with inlaid ‘‘Lino’’ Writing Beds. 
wears like iron—feels like kid 
Complete line on display during July Furniture Market, Fourth Floor, 
Blodgett Building. 


The Gunn Furniture Company, 


NEW YORK BRANCH, No. 11 E. 36th Street. 


“Lino” Writing Bed | 


PATENT PENDING 


Exclusively used on 


Most 
Important | 
Invention in 


Office 
Equipment 


No Glare—restful to the eye— 
impervious to stain. 


We invite your inspection. 


GRAND RAPIDS 














MICHIGAN 
_ 
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Auto-Master Utility Desks: One of 
Hundreds cf possible combinations. 








SELL CONVENIENCE 


and the combined advantages of other lines with 
many distinct improvements that can only be had 
in Automatic Filing Cabinets and Utility Desks. 
GUARANTEED SUPERIORITIES 
AUTOMATIC V EXPANSION 
Greater CONVENIENCE 
speed in filing and_ finding. 
USABLE filing capacity. 
WOOD-STEEL CONSTRUCTION 
The natural BEAUTY 
richness that only genuine 
Oak or Mahogany can give. 
The advantages of steel are only inside— 
SAVING of space—EASE 
of operation in any climate 
—Continual WEAR of all 








for accurate 
Greater 







and permanent 
quartered 









moving parts. 
High quality at reasonable cost. 
| 







COMPLETENESS OF LINE 


Five distinct widths of Horizontal Sections. 

Three and four drawer Upright Cabinets. 

Auto-Desk Files, Trays and Companions. 

Auto-Utility Desks—Card Desks, etc. 

All in every practical] Drawer Combination. 

All in WOOD-STEEL construction, the “IDEAL COM- 
BINATION.” 

| 


Send for New No. 22-A Catalog. 


THE AUTOMATIC FILE & INDEX CO. 
143-243 W. 10th St. Green Bay, Wisconsin 












The Auto-Desk Companion 





TAPAYLING 
FILES 


DESKS 





CABINETS DESK-FILES 
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Cut Down Your 
Refinishing Expense 


Revarnishing is a slow and unsatisfactory way to 
handle marred and damaged furniture. Slow 
cause it takes days for drying and rubbing, unsatis- 
factory because few dealers have the necessary 
equipmene to do g-od work. 


be- 


Hundreds of leading Office Equipment and Fur- 
niture Stores throughout the United States and 
Canada have found a way to avoid the grief, delay 
and expense resulting from finish injury. 


FREE BOOKLET 


Ask for our Free Booklet, ‘‘How to Repair 
Damage to Varntshed Surfaces.”’ It will 
explain how to avoid refinishing in every 
instance, how to fix any injury to any kind 
of finish quickly, easily and without wait- 
ing for varnish to dry. WRITE TODAY. 





If you are too busy to write a letter, 
° pin this ad to your card or letterhead. 


THE M. L. CAMPBELL COMPANY 


FINISHING PRODUCTS 
2334 Penn Kansas City, Mo. 





AMMA 











Tell City Desks 


It would be no effort to write a long description of the 
quality of the desks we make, but the proof of the 
infinite care given our productions can only be given 
by the desks themselves. 

And the surprising thing about them is that their 
superior quality does not make impossible moderation 
in price. 

Become more fully acquainted with Tell City Desks 
by writing— 


TELL CITY DESK CO. 


TELL CITY, INDIANA 
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A REAL FILE 


TO SELL AT $30 


AT GOOD PROFIT AND 
IN A COMPLETE LINE 














Victor Waste Baskets — the aristo- 
crat of all waste baskets—sell easily, 
stay sold and build future business. 
Hundreds of dealers are making about 
ten times the profit on Victors that they 
could on ordinary baskets and securing 
rapid turnover besides. 


FICO woon-stee. FILES - és a 


The Afico Wood-Steel Line offers a decided improve 





The new N ILB 
1 fico Upright with the 
new improved back ex 
lension roller bearing 
leel slide. Oak or 
mahogany finish. 





ment over the All-Wood or All-Metal Kind. It is the 
on'y ,REAL—COMPLETE—LOW-PRICED line on the 
narket Three and four drawer Uprights, many com 


binations, single and double width Horizontal Sections 


Te sat ponacrge: igs. Se N 22A Metal Waste Baskets 
eee ae are with Rubber Cushion Corners 
The Automatic File and Index Company 


143-243 W. 10th St. GREEN BAY, WISCONSIN Look this thoroughbred over. Sturdy, 

; reinforced, unbendable legs—round dome 
feet that are kind to floors and carpets— 
beautiful finishes of rich mahogany, 


























nity. A penny postal brings the facts. 
Get them now. 








PATTI es ; 
= quartered oak, American walnut and 
4. 259.9 2 ° = olive green—fireproof metal, electrically 
Sales Possibilities Unlimited = welled without’ sieutt muah GaueE 
= finish a basket in a class alone—that’s 
* : iz = the Victor. Here’s areal profit opportu- 


Metal Office Furniture Co. 
Grand Rapids, Michigan 








Model M-E 


Mode M-E is a portable stand, equipped with top board 

and extra leaf and Our Own Raising and Lowering Device, 

the Neatest and Best Highly enameled. with nickel trim- THE BASKET WITH THE 
mings Boards finished in dark or golden oak Height 26” RUBBER CUSHION CORNERS 
when resting on caster covers. Easy rolling casters are with- 

in the base caster covers, the covers are raised by the lever, 

and the stand can be readily moved. The flare of the legs 

and the caster covers give this stand a wide and firm base 

Ite design and construction permits of many uses. All dealers 

in articles of this kind should handle these most attractive 


stands. Quotations and illustrations furnished upon request. 


SIMPLEX STEEL STAMPING & MFG. CO. 
1900-1928 Gravois Avenue ST. LOUIS, MO. 


A 
. — 
) 
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| GRAND 
RAPIDS 
QUALITY 





No. 327 '4 


GRAND RAPIDS 
Quality office chairs stand for che 
best in design, workmanship and 
finish. Wich them you can build 
permanent, profitable business. 


Carloads of furnituee are loaded 
in Grand Rapids to points all 
over the country. Office chairs 
are shipped in these cars—saving 
in freight and time. 

Our prices and illustrations will 
interest you. 


July Market: Third Floor, Blodgett Building 


ATI 


a 





No. 411 





Grand Rapids Office Chair Co. 


37-45 Prescott St. 
Grand Rapids, Michigan 











BUILT 
TO ENDURE 


Sectional Bookcases 


for 


Business Libraries 














eT Mu 

(fy REND BA 

ke aE RTT 
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' 


ey 
9 
re 


w= 


There is an intellectual atmosphere about a 
bookcase which the visitor to an office feels 
as soon as he enters. 


Globe-Wernicke Sectional Bookcases are the 
logical bookcases for practical business men 
They are made in Standardized Styles, having 
Sanitary Leg Bases, Square finished Tops so 
as to be in keeping with the latest models « 

Sanitary Desks and Office Filing Cabinet 

Prices are surprisingly low. 


Four units, a top and base are a good begin 
ning in an office. 


Having once sold a prospect, repeat orders will 
follow. 


Fhe Globe “Wernicke Co 


Cincinnati 
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keep each of the sales people alive as to the necessity of 


Frequently bulletins are issued by the store and they 


being on the job all the time. Bulletins are also issued 
to call attention to slow moving pieces, special bargains, 
out of ‘stock numbers, new goods in, and a large number 
of things that can and should be called to their attention. 
work in 


“In addition to the time spent in instruction 


the store at regular classes you should assign definite 


reading to each person to be done at home—at least one 
still, 
should be made each week on slow moving articles and 


hour per week—better two hours. Special study 


each person in your department should be assigned a 
‘slacker’ to make a definite study of and take special pains 
to sell.” 

and now our class 
this: Monday 


firm members, department 


These classes were put under way 


schedule for the week is something like 


morning—conference between 


heads, etc; Tuesday morning—class in office equipment 


and office supplies; Wednesday morning—regular class in 


sales fundamentals; Thursday morning—class,in the talk- 
ing machine and kodak departments; morning— 
Sat- 


urday afternoon—class in the wholesale department. All 


Friday 
class in the book and fancy stationery departments; 
of these classes are in charge of the department heads ex- 
cept the ones on Monday and Wednesday mornings. The 
Monday 
morning conference and the superintendent of the 


president of the company is in charge of the 
store 


has the class in salesmanship on Wednesday morning. 








THE ABOVE ILLUSTRATION WAS REPRODUCED FROM 


WHEELER COMPANY OF CHICAGO, TAKEN AT THEIR 
Allen Mead is shown sitting at the head of the table These 
affairs of concerns handling office furniture 





GR ay 


outlines on office furniture 
available at this time, but it may be interesting to have 
the class outlines of our class for three weeks in their 
study in the office supply department of loose leaf goods. 
It is as follows 

February ist. Time 8 o’clock a. m.—Loose Leaf, Brief 
History—Chart and Object—Note 


I do not have any of our 


Varieties—Theory 
Books and Sheets—Prices. 

How to Sell. February 8th. Time 8 o’clock a. m.— 
Loose Leaf—continued. Price Books—Description—Price, 

How to Sell. February 15th. Time 8 o’clock a. m.— 
Loose Sheet Folders—Post Binders— 
Transfers—Complete Ledger—small—Prices. 

Our outlines are made up in exactly this manner for the 
study of filing equipment, chairs, safes, deposit 
all of the various lines 


Leaf—continued. 
Screw 


desks, 
boxes, drawing instruments and 
that we handle. 

In connection with this class work it has been interest- 
ing to note the advantage that the regular instruction work 
has been to the department heads who have to do the 
teaching. One department head who was thoroughly ca- 
pable and should have been glad to have the opportunity 
to demonstrate her ability, when asked a little over a year 
ago to take charge of the class one morning, flatly refused 
to do so, saying that she knew “it was impossible for her 
to teach and she wouldn’t try it.” This saleswoman has 
developed into one of the best instructors that we have 
in the store, simply because she found that it was necessary 
and that she could teach just as well as anything else. 





— _ ~ =| 


A PHOTOGRAPH OF THE SALES FORCE OF THE MEAD & 
HEADQUARTERS 


morning conferences of salesmen have become a factor in the daily 


DURING A MORNING CONFERENCE.—E. 


@ Here endeth the Office Furniture Section of Office Appliances for June, 1921. 
The publishers desire to express their gratitude and appreciation to the several 
gentlemen who have contributed hereto and to all others in the indusiry who have 


given advice and 1nformation. 


We hope that readers will find in the preceding 


pages the value we and our contributors have hoped to put into them. 


sie a 
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The ACCO Fastener 


with the Prong Shield Compressor-~j 


indispensable for binding 
any number, any size, and 


any kind of papers securely 
and permanently or temporarily. 
It fits flat and is a be ect, in- 
expensive loose leaf transfer and 
takes up no room in files. 





Made in sizes to fit all 
standard gauges of punching 


The PRONG SHIELD COMPRESSOR or 
Washer is furnished only with the Acco Fast- 
ener, and makes the “ACCO” the only prac- 
tical fastener of this type, because it allows 
the prongs to bend inwardly over the com- 
pressor or washer and to be fastened, which 
prevents fastener from being forced open. 

The BROAD BASE gives rigidity and 
strength which is necessary for the binding 
feature, and also supports the papers at the 
perforations, thereby preventing cutting and 
tearing. 

The papers are bound by the pressure of 
the Prong Shield Compressor against the 
Base—just like a vise. 








The ACCO FASTENER binds thin tissue pa- 
per as tightly as heavy bound or ledger, and a 
narrow sheet is held on one prong as securely 
as when two prongs are used. Sheets are easily 
added or removed from any part of the ACCO. 


Samples and Circular on request. 





CANADIAN DISTRIBUTORS: 


CANADIAN CLIP COMPANY 


79 Spadina Avenue Toronto 











American Clip Company 


( 


NEW YORK, N. Y. 
U.S. A. 


Beebe Ave. & William St. 
LIC. 
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March Exports of Typewriters. 

United States exports of typewriters by countries, dur 
ing March, 1921. By the Division of Statistics, Depart- 
ment of Commerce. 

Countries. Countries. 

CE Re $ 8453 Virgin Islands of 

ee Pee 16,064 0 4p qa ae $ 461 
Pa He 900 Dutch West Indies 650 
Czechoslovakia + ga oS” a ae ee 519 
ppeemark: 20... . dee 2.809 Dominican Republic 135 
ere 3,500 Argentina 54,059 
Pe oo vi wustacus 104,387 ae a 960 
ee i | ee ar 20,421 
GAGE . oc So cc an's By | eA 4.604 
Oe Pee 559 Colombia 2,417 
Se ae: es 52,127 Ecuador 294 
Malta, Gozo and British Guiana 872 

Cyprus Islands... . i SAAS Ae 823 
Netherlands ....... 28,641 MISMO, oss. 6,712 
5 er ee ey 1160 Venezuela ..... 882 
Poland and Danzig. 12,144 RE ee ee as hae « 19,626 
a eeereee ee SCO. couse 65 
Rowumania ......... 17,040 British India 35,940 
Russia in Europe... 1,125 Straits Settlements. 1,282 
Sore 43,193 Other British East 
ee ree 3,905 NE os ioc og 100 
Switzerland ....... 20,591 Dutch East Indies 15,474 
Turkey in Europe... 2,076 French Indo China 1,769 
England ........... 263,674 Hongkong 3,980 
SS errr 1542 Japan 16,613 
oe) —_— 426 Persia ...... ; 271 
3ritish Honduras 50 Turkey in Asia 1,362 
ee eee eee 62,654 Co , e 29,306 
Guatemala .......; 2,047 New Zealand 2,960 
PONS occ ceceae 1,424 French Oceania 70 
Nicaragua ........ 1,614 Philippine Islands 19,420 
ee 2,282 Belgian Kongo 100 
SS eer eee 70 3ritish West Africa 1,507 
I i chal ap wk Sr 89 468 British So. Africa 12,181 
Newfoundland and British East Africa 1,251 

Laprador <....... 190 French Africa .. 14,030 
Barbados 1,478 Kamerun, etc. ..... 115 
IIIS is a a iglewit's 3 a oO, ee 70 
Trinidad and To- BEGEOCCO 2.426.620 4,900 

I i mcd ichig egies 390 Portuguese Africa . 1,060 
Other British West ee ee 7,326 

ys, Ga 219 —- 
0 a a eee 15,327 Total . $1,058,875 

Shipments to Non-Contiguous Territories. 
ee ere $ 1,837 Porto Rico ........$ 10,566 
aes 9,054 


March Exports of Carbon Paper and Ribbons. 


United States exports of carbon paper 


and typewriter 


ribbons by countries during March, 1921. By the Divi- 
sion of Statistics, Department of Commerce: 

Carbon Type writer 

Countries. Paper. Ribbon. 

RM eS Sciacca  hah » Od.5- 0-0 6a RG A $ 1,500 
Belgium 596 449 
0 RSS ete? aaa 1,464 236 
I ere kes OO Te. | roe 1,765 754 
EE OS Rr EE 8 Pekan’ “ae 75 ive 
Ns rs ng Oe sg ig ey og 19] 117 
es Tamia Ga elinday clea’ 6x o 6 sex ag 900 1,270 
NN TEE 369 778 
SR OS I Se ae SS 2 1,035 469 
I Se a Ce ed ree 260 198 
EST a ete cia ks Sieh R Oe 6 oo keane ak ke 227 4.000 
ae 438 — 
Pree 1,741 960 
EE ee ee 116 
EI ene ee ere ee 5 2} 
Ns hr Sete ene ten tela. io ee 2,641 4.875 
I ee AE aie ho Wk aw biG 202 40 
SE eee Sous tax 16 
I We EUAN o's Ohi dele a ede oad ba 13 15 
ee 116 28 
EE AEE ee ee ee 2,153 79 
PRR 9 2 ol ae a NIE 5,247 891 
RE ee ee 6 
EY Ne i AOE AA Adds os oe oda aX 21 12 
Trinidad and Tobago . a eet re as 22 
Other British West Indies ....... 11 ' 
Pree eA ea ee 3,362 1,295 
Virgin Islands of U. S.......... - 35 











June, 


1y2!, OFFICE APPLIANCES 


211 





| 











A New Acco Product 


ACCO CLIP FILE 






















Not until you have used the 
Acco Clip File will you know 
the real convenience and practic- 
ability it affords. 


Substantially made of heavy pressboard, having ° 


a metal base plate on back to hold 
clip in position. 


——— 


THE AMERICAN 


“Beebe Ave nsf Willcom SL LIC NEW YORK,NY, 


The reasons for 
the Acco Clip File: 


An inexpensive device to 
take the place of the cumber- 
some clip board. 


Fits perfectly flat on the pa- 
pers, therefore permits stacking. 


No bulky operating mech- 
anism. 


Papers may be quickly in- 
foes and removed—they are 


held firmly and do not wobble. 


There are no awkward pro- 
jections. 


The file will hold firmly 
from | to 150 Sheets. 


Clip is reversible, and is 
locked to the back. 


Clip cae held to file—easily 
removed as desired. 





| 
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Permit Postmarking 


LetterMail 


This work requires: 


1 A machine of absolute reliability. It must 

* be even better than the average postmark- 
ing machine used in post offices, surer, 
with ample speed, as fully proven by years of 
service as post office canceling machines. We 
have such machines in all models, suited for any 
quantity of postmarking. 


Prompt delivery. The public saves immediate 
large sums of money, and does not want to wait 
six to nine months for an experimental device. 
We have all models in stock. Delivery usually 
takes ten days, the time required to engrave 
the special postmarking head, which has an in- 
dividual permit number. 


A machine proven in service for this identical 
work. Our machines are used daily on regular 
mail by some of the largest concerns in Amer- 
ica. Sold them ourselves to get all the 
reaction and resistance of prospects. 


A machine which will handle envelopes 
of any reasonable size or shape. Our 
machine takes anything which will pass 
through a post-office canceling machine. 













We want high-class salesmen, on straight commission, in territory still 
open—men who know they can sell this machine, which is in universal 
demand and which will soon be as widely known as the postage stamp. 


Our postmarking machines are used in 
Post Offices in every American State, in 
Samoa, Porto Rico, the Virgin Islands, and 
numerous foreign countries. For twenty-one 
years we have supplied our own and foreign 
Governments. 


This machine saves the user many times 


We do not want replies from ‘“‘prospects.’’ 
own territory. 


There is practically no competition. 
Write or wire tor our proposition, stating what territory you can handle. 


Columbia Postal Supply Company 


SILVER CREEK, N.Y., U.S. A. 


the purchase price. The saving to the Post 
Office Department is about the same as that 
to the user. The smallest profit of all accrues 
to this Company, which is selling machines 
outright at a low prices made possible by 
quantity production over a term of many 
years for Government use. 


We want real salesmen who are able to handle their 


Get ready for the enormous Autumn and Holiday rush of mail. 
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Dutch West Indies ee 69 40) 
French West Indies pe 9 151 
Haiti a pane ae wits 370 
Dominican Republi ie stat arity a's 845 99 
Argentina ..... ace Gee e aie eee 687 1,137 
Bolivia wee ye TT »< oe : 21 
DN U's «a's d ula omc Seale ee . 985 1,382 
Chile ‘2 an 537 282 
Colombia i elas wie 104 36 
3-3) eee Sena : 300 704 
eee ere te 100 
Venezuela . . ee Sine Y 
China oP stan Rate Pee 2,047 1,190 
3ritish India ah etn 2,264 3,551 
Other British East Indies ..... 151] 88 
Japan , eee 5,134 138 
Persia bathe. 2 ee 26 
Australia .. Schaate 483 1,333 
New Zealand yh goat 498 
Other Oceania 1a tae a 3] 
Philippine Islands ae 252 27 
sritish South Africa Seek ee ; 110 658 
British East Africa ere ; 30 
OS ae eee Troe ie 37 
Total . re oP $29 694 


March Exports of Adders-Calculators. 
United exports of adding and 
chines, by countries, during March, 1921. 
sion of Statistics, Department 6f Commerce 
Number 


States caleu'ating ma 


By the Divi 


Countries 


Austria ms 2 $ 780 
Belgium 20 2,716 
Czechoslovakia ea cits 13 1,732 
Denmark ; Fo : 10 2,056 
Finland Ae 3 630 
France ' ee 32 14,473 
es eee 55 17,026 
Italy 7 138 52,430 
Netherlands l 10 
Norway l 257 
Spain 5 1,928 
Switzerland 14 4581 
England ¥ 184 43,378 
Scotland ‘ : - F ov 13,620 
Canada . : 148 17,837 
Guatemala 2 518 
Honduras A ad 9 ago 2 300 
Panam ; l 471 
Mexico cin 80) 13,121 
Cuba 13 455 
Virgin Islands oft ( S : l 300 
Dominican Republi a 675 
Argentina 6,423 
Bra 7 1,015 
Ct 7 7 963 
Pet 046 
Chi ' 345 
Dutch East Ind ) 2,226 
Hongkon l 90 
Japa 14 899 
Austra 3,531 
Ne Zealand +() 12,060 
I West Aft t O50 
British South Africa 2,263 

| 1.100 $231,841 

Shipments to Non-Contiguous Territor-es. 

Fawaii 3] ¢ 4905 
Porto Rico : ee ee 57 9,935 


March Exports of Cash Registers and Parts. 

United States exports of cash registers and parts, dur- 
ine March, 1921. By the Division of 
ment of Commer 


Statistics, Depart 


Cash 

Countries Number. Registers Partso 
Belgium ; 7 $ 1,413 $ 
Denmark 17 4.487 51 
France 19 7.132 3K 
(,ermany 2 4900) 326 
Greece 2 753 
Italy 2 701 143 
Norway : ’ 3 1,766 
Spain | cSt 3434 503 


APPLIANCES 











pOHERTy 





It Completes 
the Typewriter 


OR every typewriter now in use 

or to be used hereafter, there is 
a place for the Type-O-Liner. 
Compact, convenient, practical—it 
wins its way into the stenographer’s 
affections with a single trial and 
thereafter she would not be 
without it. 


Remember that the Type-O- Liner 
is a lining copy holder, that it folds 
in the desk, that it costs less. Then 
estimate how many you can handle 
in your territory and write us for 
quotations. Scores of dealers week- 
ly are lining up to handle this 

I 


genuinely useful, quick selling office 
appliance. 











The Doherty Mfg. Co. 


4903 Harlem Avenue 
Cleveland, O. 
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a ee ee 56 12,244 415 
Switzerland ........%. 5 663 39 
IR SOS OE OPE Gin: Se 62,800 3.469 
British Honduras l 75 ee 
reo ee a 77 9 087 201 
Ree COR cy cues aven'e es 6 3,252 
ae eee 8 3,171 
PON. sso oda bs es es 2 652 
ED. ns ew din nice grad a ] 45¢ 31 
I Bh a ee . 16 3,98 7( 
Newfoundland and Labrador 4 1,691 , 
Bp LAME Vaca 2 ake g ‘ 4x 8,603 256 
Virgin Islands of U. S........ l 350 
Argentina ; 170 
EE | oc Meinl oc hm ae ok wis 7 2,848 
ie cg aos kaki oe ] 556 
OO eS ae te oe 2 980 
OS rey reer eer ee 3 1,678 
MN ews 4 1,470 
OE «fa site.n-d a tee oa l 920 
Dutch East Indies 5 2,167 
Be CHAD eee 2 820 257 
ag re 110 25,639 1.572 
New Zealand .......: 75 10,428 208 
Pmampome Telgnds ...2....... 22 7,946 

, | SEE AP 0 Be ; F 770 $184,654 $34,604 


March Exports of Metal Office Furniture 


United States exports of metal office furniture 








ITH the coming of hot 

weather, comfort is the 
first consideration of the office 
man. Perhaps that is the rea- 
son summer has always shown 
increased demand for 


Economy Office Cushions 


Easily displayed, Esco Chair Cush- 
ions sell themselves with a marked 
rapidity of turnover. Perhaps no 
single item in your stock sells more 
readily—at the same time making 
fast friends and permanent custom- 
ers—than Esco products. This is 
especially true of the mid-year 
months. ¢ 


Are you prepared to capitalize 
the heat of June and July? 


Economy Seat Company 
3132 So. Canal Street, Chicago 


Pacific Coast Representative: C.E. Davis, Empire Bldg., Seattle, Wash. 

Eastern Representative: Union Stationery Company, 777 Broadway, New 
York, N. Y. 

Seuthern Representative: E.V. Bogart, 1218 4th National Bank Building, 
Atlanta, Ga. 


tries during March, 192i: By the Division of Statistics 
Department of Commerce 

Countries. Countries. 
| ee 506 Dominican.Republic.$ 1,230 
OS ere 326 Argentina ... 5,016 
ee eee 90 ~=Brazil . err 763 
Netherlands ....... (| ee ee 875 
SIE ats ic wie) ais /teeie 1022 Colombia . 804 
ES re 14,469 See : 1,992 
ccs arenes 17,256 Uruguay ... 499 
Oe ree 379 Venezuela ; +82 
Ctntemiaia .. ci... 393 =China ... , +52 
SEGQSUUIOS 5... isecss 571 British India 808 
Nicaragua viotane bbs 112 Hongkong 16 
errr. oo eS ae 54¢ 
EE eee ee ee - 130 
re rr Australia .. ; 718 
Newfoundland and New Zealand ; 79) 

LpeaGgor ....... 483 French Oceania . 136 
ee 193 Philippine Islands 10,552 
Trinidad and _ To- British West Africa 158 

ae ee 918 British So. Africa 2,696 
ee ee er 1,175 Egypt ...... 548 
Virgin Islands of 

U.8 ee) Ay 1,093 Potal acs $96,004 

“Gem” Protected in England. 

The trade mark, “Gem,” registered in England 
Cushman & Denison Company, New York, N. \ 
plying to paper clips, has been affirmed by the English 
courts. The Gem Supplies Company, Ltd., 67, South 
wark street, London, England, was the defendant Che 
American company held that its registration neve 
longed to the Gem Supplies Company, Ltd., and its use 
by the English company was calculated to deceiv: ( 
was contrary to law. This establishes the exclusive 
to use “Gem” in connection with paper clips to Cus 
& Denison Company of New York. 

Permanent Exposition of Printing Machinery 

Proposed. 

The Manufacturers Exhibition Company, Inc., 45 West 
Eighteenth street, New York, purposes to establish a 
printing machinery department in the permanent world 
market for machinery in New York. This permanent 
world market for machinery is to be located on Sixth 
enue between Eighteenth and Nineteenth streets in the 
building formerly known as the Greenhut building his 
was a mammoth hospital for wounded soldiers during the 


world war. Each floor contains about 85,000 squat 
of floor space and has a floor load of 190 pounds per square 
foot. 

\ general information bureau and reading room 
maintained where trade journals, technical papers 
will be kept on file. 
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Back to Pre-War Prices 
Moore Push-Pins 


Glass Heads—Steel Points 


Moore Push-less Hangers 


“The Hanger with the Twist’ 


To Hang Up Things 


Also Manufacturers of 


Moore Push Maptacks and Thumbtacks 


These world-famous articles, constantly advertised, 
are always in demand. 


Price List and Descriptive Matter on Request 


Moore Push-Pin Co. 


ESTABLISHED 1900 


Philadelphia, Pa. 


Wayne Junction, 
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{| Loose)! LEAF || 


Byen 8 ED, <S 


A Ledger for Everyone in these 
Assortments 





























‘Loose LEAF 
_ Devices 





business than ledger outfits. Once installed with your customer, a ledger outfit is the source of 

many repeat orders for sheets, indexes and transfer binders. There is plenty of this profitable out- 
fit business to be had in every community, but to get your share of it, you must carry a variety of styles 
in stock, ready for demonstration and immediate delivery. 


Test is nothing in loose leaf that pays a bigger profit, or offers better opportunities for steady repeat 


Based on our experience as to the best selling items, we have selected two assortments, designed to 
give you the needed variety without a large investment. With either of these assortments, you can serve 
almost any customer, from the one who wants a small, low-priced ledger to the large corporation requir- 
ing the most elaborate equipment. 


————————————— 
ee — 


ASSORTMENT L-76 ASSORTMENT L-77 
List Price ‘ 49 List Price 
All items in Assortment No. L-76 . $145.95 
1—No. 1523 De Luxe Ledger Outfit... . . $28.00 1000—Form N 2-B size 9!xl1/ 12°50 
1—No. 1543 Liberty Ledger Outfit 20.75 500— * N2-C “ 94xlI1; 6.25 
P 500— ‘* N 2-DCB-1 size 9}x!1j 6.25 
2—No. 1552 Jewel Ledger Outfit @ $12.70 . 25.46 Sb— * §Eshestaiinent Ledeer suc 9iclii 759 
1—No. 1553 Jewel Ledger Outfit 16.20 500 o " I-A size 7}xI03 5.00 
a ts ~ 66 10 5.00 
2—No. 1572 Jewel Ledger Outfit @ $10.50 _. . oe . = A — 
2—No. 1571 Jewel Ledger Outfit @ 9.20 18.49 500— ‘* N 1-DCB-1 size 7}x102 5.00 
TE a a P 500— ‘“* DL- Dentist’s Ledger size 7}x103 7.25 
3—No. 1591 Midget Ledger Outfit @ 5.40 16.20 s00— “ PL Physician's Ledger “ 7ix!02 7°25 
Total List Price $145.95 Total List Price $212.95 


Binder prices are list, subject to usua! discounts. 
Sheet prices are list, subject to net prices shown in our new net price list of sheets. 


Both Assortments are furnished with attractive window and counter signs. 


WILSON-JONES LOOSE LEAF CO. | 


3300 Franklin Blvd. 316 Hudson Street 
CHICAGO NEW YORK 
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Los Angeles Business Show. 


(Continued from Page 29.) 
National Bank building and have a complete force f trained opera 
tors and the latest devices and methods obtainabl« The slogan 
the booth was: “We get the Coin,” “We Pay 
THE BIRCHER COMPANY, INC., Rochester, New York; reprs 
sented in southern California by W. H. Whipple & Co Los Angeles 


California, W. H. Whipple in charge.—This exhibit featured the 
“Lightning” line of mailing equipment including a mailing ma 
chine three styles of letter openers and two of envelope sealers 
The “Lightning’ mailing machine will seal, stamp and count 
6,000 envelopes an hour It is automatically fed, power driver 


It will handle envelopes ranging from 3x5 up to 5x12 inches 
in size 

This machine handles stamps in rolls and it tears the stamps 
apart at the perforation instead of cutting them Through ar 
ingenious method of handling the dampened envelope, the dampened 
flap is held open for a moment allowing the gum to soften befors 
passing through the sealing rolls, 


BOWED METAL FURNITURE COMPANY, Los Angeles, Ca 


fornia E. L. Bower Howard B. Berry, Lester McCabe and Keith 
Spalding of Chicago, in charge The Bowen Metal Furniture Com 
pany featured Durand steel lockers, steel bins, steel shelving and 
cupboards This concern had two booths and showed a variety of 
lockers which are used in country clubs, banks schools gym 
nasiums, hospitals, garages and factories They showed a row o 
ten lockers, of which the Goodyear Tire & Rubber Company have 
installed 3,500 A very attractive double locker finished in pearl 
gray enamel, which is used by surgeons and hospitals, was also 
shown 


THE E. Cc. BUEHRER COMPANY, Los Angeles, California. E. C 
Buehrer, general coast manager, in charge, assisted by R. R. M¢ 
Pherson, Los Angeles manager, and Mrs. R. R. McPherson, office 
manager This company are Coast distributors of efficiency devices, 
representing the Ideal Stencil Machine Company, Barrett lift truck, 
Cravens barrel truck, Print-Sign machine, Economy bailing press 
and Hammond portable floor crane. 


BYRON TYPEWRITER CABINET COMPANY (Western Office 


Furniture Company, distributors), Los Angeles, Cal Mr. Tufeld and 
Mr Paschke in charge This exhibit featured the Byron type 
writer cabinets and desks The demonstrations of these efficiency 


devices attracted much attention. 
CALIFORNIA METAI ENAMELING COMPANY, Los Angeles 


California J. T. Penton, treasurer, in charg Exhibited all kinds 
of porcelain enamel advertising signs for food products, soft drinks, 
oils gasoline, street signs, California Auto Club signs, numbe1 


plates, road signs and Weir gauges. Their business extends through 
out the United States and Mexico. 

CASH REGISTER EXCHANGE, Los Angeles, California cc 
Mee in charge. Exhibit consisted of Teetor adding, subtracting and 
listing machine, Victor adding machine, St Louis cash registers 
line of rebuilt National cash registers and a display of the con 
structior of the Teetor adding machine which received much 
attention 

CITIZENS TRUST AND SAVINGS BANK, Los Angeles, California 


L. W McAtee, assistant to president, in charge Naturally the 
question arose and numerous inquiries made, as to why the Citizens 
Trust and Savings Bank participated. Was it primarily for the 
purpose of advertising its modern Banking and Trust facilities and 
servic and to give publicity to the new building it is constructing 
at 736-40 South Hill street? No; it was to exhibit a _ spirit 


business enthusiasm and co-operation so that the manufacturers 
and o business enterprises, and the citizens of Los Angeles and 
the surrounding territory, should know more of the progressive ideas 
entertained by the officers and directors of this banking institutio 
THE CLARK-CLAY COMPANY, Los Angeles, California Vict 
Clark and Walter P. Clay in charge.—This exhibit included ideas 
in the rough,” from the first step to publication—samples of news 





paper and magazine 1dvertising, copy of some of their clients, the 
creation of billboard and car card advertising and the creatior 
writing and illustratior of booklets, folders and pamphlets The 
Company's efforts are devoted to every line of advertising on 


merchandising counse to the actual marketing of the product 
CLASSY PRINTING COMPANY, Los Angeles, California . 2 


Imes, proprietor, in har¢ Exhibited process printing, wl s 
mbossing without dics r plates The work printed in the is 
manner then powder und placed on an ndless chai 

carries it through an electrically heated over When stock comes 
ou on opposite side it ippears as if embossed This works 
type rules or common printing cuts. 


E OF COMMERCE AND BUSINESS ADMINISTRATION 
IRSITY OF SOUTHERN CALIFORNIA Los Angeles 


COLLI 


OF UNIV! 


California Miss Mae Conn in charge Displayed course in gener 
business foreign trad ccounting, purchasing secretarial worl 
ete 

THE COMPUTING ,\BULATING-RECORDING COMPANY Los 
Angeles ‘alifornia Com puting-Tabulating-Recording Compar 
exhibited computing scales, heavy duty scales, time recording devices 
and tabulating machines The company consists of the Dayt 
Moneyweight Scale Company, International Scale Company, the 
Tabulating Machine Company and the International Time Recors 
ing Company of New York 

One of the big atures pointed out by the International Tin 
Recording Company vas the latest development in electri 
controlled machines, which operate without the use of batteries 
rectifiers or transformers can be operated from any current 
any voltage, and wi continue to run eight days without the use 
curren 

The counting scals ) the Dayton Moneyweight Scale Compa 


in for much comment for the manner in which time is saved 
uunting by weight. 
THE CONTROLLOGRAPH COMPANY, San Francisco, California 
Los Angeles Branch, Mense E. Fimmen, general manager, in charg 
Displayed ticket printing and issuing machines ticket choppers 
mutile 1g devices, distance indicators, coin @bangers, coin count 
ing devices, automatic fareboxes, transfer primgjing and issuing ma 
chines, et« The new Automatic coin changer (Hofer patent) and 
the Standard coin counting machines were demonstrated with rea 
money They solve the problem for the up-to date business man 
for they show him how to handle his cash receipts efficiently 
CORONA PACIFIC TYPEWRITER COMPANY, INC., Los Ar 
geles, California. C. J. Harris, manager, in charge. Exhibit con- 
sisted of Corona typewriters, luggage and rebuilt large machines 
small leather grips, Gladstone bags, two-story grips and grips es 
pecially made to take Corona typewriters. Four demonstrators on 
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= SELFINKING = 


STAMP PAD 


—s ( CLARKE PATENT 
MANUFACTURE > 


PEERLESS CARBON& RIBBON MFG.CO INC 
NEW YTORK.NY 


See ee ee ee PATO. JUNE 3.1919 ee 








'!'! Here It Is !!! 


The SOLO 
Self-Inking STAMP PAD 


Just imagine the possibilities from 
the sales standpoint of a Stamp 
Pad that MAKES A RUBBER 
STAMP PRINT RIGHT AT 
ALL TIMES, even IMMEDI- 
ATELY after re-inking. 


No smeary, unreadable impressions. 


Never any surplus ink on the sur- 
face. 


Does not absorb moisture. 


Twice the number of impressions 
from the same amount of ink. 


Will not sag in the centre. 


All dealers must undoubtedly see 
the distinct selling advantages of ° 
this pad. 


IT IS NOT A FELT PAD AND 
THE INK DOES NOT PENE- 
TRATE THE BLOCK. 


MANUFACTURED BY 


PEERLESS CARBON & 
RIBBON MFG. CO., Inc. 


Manufacturers of Carbon Paper, Typewriter 
Ribbons, Stamp Pads and Inks 


113 WEST BROADWAY NEW YORK 
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The 
VACATION 
TYPEWRITE 


Light and small and carried as 
hand baggage. Rugged and rigid 
as your office machine when in use. 


Now is the time for the progressive dealer to 
take advantage of the summer and vacation trade 
by stocking a few Centurys. 

Some good open territory left and a proposi- 
tion that means good profit to the dealer. Send 


us a post card with your address and let us 
explain. 


AMERICAN WRITING 
MACHINE COMPANY 


449-455 CENTRAL AVE. 


NEWARK, N. J., U.S. A. 
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Corona typewriters were working constantly Mat i s iser 
shields, catalogues, etc., served as souvenirs 

THE COSTMETER COMPANY and THE GRAYWOOD MFG 
COMPANY, Los Angeles, California. E. A. Douglas é 
—The Rapid Reference File was demonstrated here 








scribed as being a compact, convenient and durable e which 
securely holds visibly indexed cards and sheets in such a wa that 
any desired one in a file of several thousand can be exposed in 
stantly in a position which permits it to be read, writt upon, 
reclassified, offset or removed, with speed, certainty and econom 

The Graywood Envelope Sealer was also exhibited h 
standing features of this equipment are its speed sir 
accuracy and low cost, 

J. L. DAVIDSON, manufacturer of metal furniture, Los Ang s 
California.—Exhibited equipment of their own make The build 
to order and make in Los Angeles metal bank and office equipment 
roll top steel coin guard, steel omnibus, coin and curt con 
tainer and knock down steel shelving. 

DURBIN OFFICE EQUIPMENT COMPANY, Los Angeles, Ca 
fornia. Demonstrating “Greater Speed with Accuracy E. | Dut 
bin, in charge, displayed auxiliary sheets giving eight card apacity 
on one space, Duofold or double cabinets, allowing records to b 
kept in cabinet form with both sides of the frames accessible for 
posting or reference, the new Acme visibie ledger and the new 
style single drawer cabinet. Mr. Durbin also demonstrated the 
progressive policies of the parent company, giving service to the 
business and commercial world. The company also exhibited the 
power driven and hand models of the Standard enveloy sealer 
which seals 250 envelopes per minute Interest was also yressed 
in the simplicity and sturdy construction of the Standa stamy 


affixer, enabling users to affix postage stamps at the r ‘ 150 
per minute, 











EGRY REGISTER COMPANY, Dayton, Ohio; Los Ang s Sales 
Agency. Robert M. Pettes in charge.—Exhibit contained levices 
for making manifold copies of bills, receipts, cash sales checks 
other data where two or more copies of the same are requ l Ex 
hibit showed various models of the equipment, among which was 
a comparatively new device, known as the Egry audito vhicl 
combinés the manifolding machine with a cash register, gi g the 
merchant an accurate control of every transaction, witl i check 
on each and every clerk. The complete exhibit can be see at an 
time at the offices of the company, 122 West Third street Los 
Angeles. 

THE ELLIOTT COMPANY, Los Angeles, California WwW. I Ho 
in charge Displayed Addresserpress machines, hand t or ¢ 
trical attachment. Address plates are made by the st nethod 
on any typewriter and filed the same as cards \ spe il cutting 
machine was featured for cutting address stencils in Got! etters 

FELT & TARRANT MFG. COMPANY, Chicage I s Los 
Angeles representative, John M. Flowers.—Exhibited Comptomete! 
adding and calculating machine and demonstrated th following 
uses of the machine: addins ales, proving daily posting ng 
ledger accounts, adding sales distribution sheets, adding trial bal 
ance, figuring percentages, extending and acding inventor xtend 
ing and adding invoices, figuring discounts, figuring freig harges 
and deductions, adding and extending payroll, figuring stimates 
figuring piece and job costs, prorating cost per piec: ) depart 
ment, figuring profits by salesmen, department or territo 

GENERAL APPRAISAL COMPANY, Los Angeles California 
Richard Hayter in charge This exhibit explained appraisals 
bond and stock issues, bank credit, federal income tax returns, rat 
making, partnerships, corporations, fixing departmental costs and 
distribution of profits. 

GRIMES-STASSFORTH STATIONERY COMPANY Los Angeles 
California.—In their several exhibits the keynote Our § t 
Modern Susiness,”” was emphasized through the exh tion of a 
variety of service devices and products including the Rand visibl« 
business control system, Edison-Dick mimeograph, Lefax se-leaf 
data system and steel and copper plate engraving Wi an F 
Johnson, manager of the filing equipment department, had charge 
of the exhibit of the Rand interests The Edison-Dick mimeograph 
booth was in charge of H. G. Jameson, manager ff the Grimes 
Stassforth Mimeograph department. By means of the Mimeoscops 
and various styles of machines every detail in the use and plica 
tion of the Mimeograph was clearly demonstrated The iving 
department in charge of A. W. Hackman created interest by op- 
erating a plate press. Samples of social and commer i engrav 
ing and embossing showed the high class of work turned ut by 
their own shop. The Lefax system of loose-leaf data and iforma 
tion proved of interest to the business man as wel is it has to the 
engineer. J. H. Humbrock, manager of the drafting dé irtment 
was in charge of this exhibit 

CHAS. R. HADLEY COMPANY Los Angeles, California . M 
Jones and R. W. Gordon in charge.—Exhibit consisted of loose leaf 
accounting systems, loose leaf binders and equipment ichine 
bookkeeping, specializing in complete business systems Pivot-post 
binders for use with posting machines were also show: 

HANDY MANUFACTURING COMPANY, Pomona California 
Exhibited their products—‘‘Handy” Gum, a semi-liquid paste put 
up in hand painted pottery of Indian design for th home and 
office, and in glass jars of convenient size; and Handy cement 
glue, “the most tenacious adhesive on earth.’ 

HANSON DESK COMPANY, Los Angeles California Desks 
chairs, and office furniture of the following firms were shown in 
this exhibit: ‘‘Westmade,” Portland, Oregon; Hanson Desk Com- 
pany, Los Angeles, California; Gunlock chairs; Davis typewriter 
chairs; Heywood chairs; Ireland-Matthews cuspidors; Diamond sani 
tary cuspidors; Weis files. 

This exhibit was in charge of L. E. Hanson and O. L. Raymond 

HARRISON, JANES & PARIS, Los Angeles, California Wm. B 
Paris in charge.—Exhibit consisted of merchandising and advertis 
ing methods. They also exhibited products manufactured by their 
clients. Harrison, Janes & Paris specialize in advancing the inter 
ests of Southern California industries 

HOUSE OF SERVICE, Los Angeles, California Ira I. Levy in 
charge Exhibit consisted of a display of direct-by-mail advertis 


ing, multigraphing, mailing, mailing lists; adaptable to the smallest 
one man business or the largest industrial corporation 


THE HULING GMMPANY, Los Angeles, California E. I. Bald 
win in charge.—Th exhibit consisted of a display of work organ- 
izers, Thaddeus Davids ink, Graywood envelope sealers, Eveready 
stapling machines and general office supplies. Geo. Fera, Pacific 
Coast manager for the Davids Ink Company, was in charge of the 


ink exhibit. 

A register of thousands of visitors to the show was sent east to 
the factory. 

HUMMEL BROTHERS, Employment Agency, Los Angeles, Cali 
fornia. Geo. P. Hummel in charge.—Presented to the executive 
valuable service in the finding, analyzing and pre-interviewing of 
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rg the Customer Decide —_— 
Redipoint Will Outsell Other Pencils 


Prove it 


at our risk. 
s = Send cou- 
pon below. 


TRACE BM Mark 
The Lightweight, Aluminum Pencil at 75 
8 S > 


We have proved it. Redipoint is the preferred pencil 
when the buyer is given his choice of many. Here’s why: 
Better control of the lead—‘“‘In and out” by a twist of the 

cap—Snap back by a pressure straight down on the 
point— Light weight feel of aluminum — Quick loading 
—No jamming. 

Just put a few Redipoints where folks can examine 
them. Then watch comparisons sell Redipoints. Remem- 
ber we have proved it. Will you try it? 


Will You Accept This Proposition? 


Let us send you 3 dozen aluminum Redipoints at 75c 
each, less 40%. The 3 dozen cost you $16.20, F.O. B. St. 
Paul. Sell at $27. Your profit $10.80. Return them if 
not satished. Handsome plush-lined counter tray FREE. 
Just mail coupon below enclosed with your letterhead. 


BROWN & BIGELOW, Manufacturers, St. Paul 


Salesmen Wanted! 
A liberal commission 


i 
if 
i 




















= fipouwnle fewex : 
Rec LpoMy proposition to good The light- 
. men. Writenow. weight 
Tt i Hie 7 aluminum 
me This pencil 
Say at 75c 
at i * free 
aa with WE GUARANTEE: 
2 three YOUR PROFIT 
E Rien IF YOU MAIL 
COUPON NOW 
eS CDE ENARES CHRD CHEE CNN GUE CED 
Enclose this with your letterhead and mail to 
mn & Bigel St. Paul 
Here you are! Send the coupon for 36 er Bron Uda ‘ 
aluminum Redipoints(plush-lined tray free). 
Sell at $27. “7 / 75e i oa Cost you $16. 20. meng Be heh he orphan oy 5 
Your profit $10.80—or we'll take them back. | St. Paul, to be paid for or returned to you. 
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Telephone Book Holder 
OPEN-BOOK-REST 


PATENTED 


The Telephone and Telephone Book Ho!der is manufactured to serve several purposes. Without the Telephone 
Extension, the Book Holder alone is especially adapted for Telephone Switchboards, and without the Book Holder, 
the Telephone Extension Arm is the most practical and efficient on the market. 

The Telephone Book Holder is also adapted for the wall, giving service for the Telephone, also holding City Di- 
rectories, Reference and Bill Books, Catalogs and Periodicals. The generality of the whole device is recognized as 
the best selling Telephone and Book Holder appliance on the market. 

Your Telephone Directory is always OPEN, even when CLOSED, holding a busy telephone subscriber’s number 
where you left it. Your telephone is attached to an extension, systematizing the Telephone Directory and the Tele- 
phone in the most up to date manner. Your Telephone and Telephone Directory are OFF YOUR DESK and yet 
ON YOUR DESK—sounds strange, but these are exactly the reasons that office efficiency experts endorse the Tele- 
phone and Telephone Book Holder, because it saves TIME, LABOR and WORRY. 


iS 


Double Flat Top Desk Single Flat Top Desk 


$10! 


For any 


Desk 
Outfit 


pao rae 





aan scone 
* ore 


i ats 


The Telephone 
and _é “Telephone 
300k Holder and 
Telephone Exten- 
sion can be at- 
tached to the right 
or left end of ei- 
ther a flat top or 
roll top desk—it re- 
volves in any direc- 
tion—also in the 
center of a double 
flat top desk, re- 
volving in such a 
way as to serve 
both occupants of 


the desk. 





ORDER 
ONE 
NOW 


We have just completed and equipped a factory in Dansville, New York, where we manufacture our device 
entirely, and are now in production, and in position to allot territory to Distributors and Sales Organiza- 
tions thruout the United States. We invite correspondence. Write us fully and frankly. Tell us exactly 
what territory you can cover, and any other facts that you think we should know. Your letter will be 
given immediate and full consideration. 


Address all correspondence to THE TELEPHONE BOOK HOLDER CO. of NEW YORK, Inc. 
The Associated Service Building, 256-268 Main Street, Buffalo, New York, Department A. 


Factory—DANSVILLE, N. Y. 
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help by their employment specialists for every office, sales and 
The slogan “HUMMEL-IZED HELP,” served to 


technical position 
the minds of the executives 


fix this institution's name and service in 
who visited the business show 

R. N. HUTCHINSON & COMPANY, Los Angeles, California 
drew F. West, manager, assisted by F. P. Webster, were in charge 
This company exhibited art calendars, advertising signs and nove 
ties of all kinds, featuring particularly photographic signs, either 
black and white or colored, and transparent window signs, called 


transographs, which ar easily applied to glass or any other surface 














by merely wetting the glass and pressing the transograph in posi 
tion, 

THE HYPERGRAPH SALES COMPANY Los Angeles, Cali ia 
Demonstrated the Hypergraph”’ non-gelatine duplicator a pi \ 
like composition encased in a handsome and substantial metal cor 
tainer This duplicator is not affected by climatic conditions and 

does not require “rest periods between operations 

JENKINS BROS. COMPANY, Los Angeles, California Frank W 
Akers and E. H. Jones in charge Exhibit cor sted of filing sys 
tems and supplies and the Berger line of abinets TI 
Jenkins Bros. Company are local manufacturers, having factories 
in Los Angeles and San Francisco 

KALAMAZOO LOOSE LEAF BINDER COMPANY Los Angeles 
California Oscar Allyr in charge Exhibited complete line 
loose leaf devices which are now manufactured in their Los Angeles 
plant. They featured a number of new devices. among which the 
Style H binder used for catalogue and price book work cre 
great dea ot interest 

KWIKSTIK COMPANY Los Angeles, California Max L. Wei 
in charge Mr. Weil is the successor to Van Grove Bros. and W 
the manufacturers representatives who have it K wikstik 
the market in Southern California M1 Wwe was in attendance 
from the opening to the closing of the show 

butors, Los A 





McKee & Wentworth 


LIBRARY BUR 
Cc Wiedemann, C H Scott 


alifornia. R \ Murray, F } 





geles te - 
and §S \ Eross in charge Displayed, in addition to a number of 
their card and filing systems, their lines of stee and wood units 
in vertica counter height and horizontal, ] olive greer and 
grained mahogany finist They featured the Library Bureau auto 
matic index, card ledgers mechanically posted in steel trays 


ind the roll top unit card record desk 


stands 


THE LINE-A-TIME MFG. COMPANY, Los Angeles 





GS 2 Schubert, Jt n charge Demonstrated transcribing in ts 
different models Under the management of C. J. Schubert, Jr 
and assisted by L. K Dickey, W. Burtis and E. Louis, the two 
new machines “Law Book and the “Universal Luminous.’ were 
great attractions at the show The Remington-Wahl adding at 
tachment on Remington typewriters and Elliott-Fisher bookkeeping 
machines were also exhibited 

LOOPOST BINDER COMPANY Los Angeles, Calif Frank 
H. Crump in charge Exhibit consisted of oose eat sé 
eaf forms, and Proudfit binders They are m ifa c I 
Loopost loose leaf binders 

LOS ANGELES ADDRESSING AND MAILING COMPANY Los 
Angeles, California K M Rosine and E D Foster in charges 
Displayed machinery used in preparing and mailing direct-by-ma 
advertising 4 comy] service devoted to a ines of business 
The slog is “‘Accurac Speed Economy. 


LOS ANGELES CHAMBER OF COMMERCE, Ios Angeles, C 


interest 








fornia Los Angeles Chamber of Commerce had sufficient 
in this business show be represented The fee that it is by 
the closest co-operat I it all business and industria enterprises 
that hey can exercise the leadership in industrial development 
They have i membership of 8,000 They displayed Avocados o1 
alligator pears, and her Calif. fruits; also a register starting New 
Year's da 1899 and containing the registrations ot visitors t¢ the 
Chamber of Commerce f twenty-two years four months 

LOS ANGELES DESK COMPANY, INC., Los Ar les, California 
W H King, sales manage! in charge Display included Brow 
Morse wood filing equipn Van Dorn ste¢ filing equipment 
Lyon steel lockers and shelving, Hall safes, Durard desks (a strict 
Los Angeles product) and a beautiful walnut set, made by Karpen 

Included in the Durard line were two new types of desks, one 


being a drop head typewriter desk which allows the operator to 


easily as to any flat top, while the other is som« 


sit up to it as 








what revolutionary being 1 combination roll top and flat top The 
latte s said to combine ill the good features both the 1 
ind flat with none of the disadvantages of either Both of these 
new desks are Los Angeles patents 

LOS ANGELES PUBLIC LIBRARY, Los Angeles Califor 
Books on business adn istration, foreign trade, corporatior 
izing con 1ercial banking etc.,. were exhibited 

THE LOS ANGELES RUBBER STAMP COMPANY Los Angeles 
California The feature of this exhibit was the ine of Cincinnati 
time recorders and time recording devices. \ ver interesting 
of Cummin’s perforators and cancelling machil was also showr 
as wel s burning brands, seals, metal checks, bronze tablets, brass 
stencils paper stencil itting machines, brass ind rubber be 


brands 





LOS ANGELES STATIONERY COMPANY, Los Angeles, Cali 
nia The Los Angeles Stationery Company demonstrated mechanica 
specialties, loose-lea goods, ink well sets and fine papers Tr} 
Globe autographic register appealed to those using delivery tickets 

three of these machines were set on turntables and operated be 
fore the observer, illustrating the economy of roll paper printing 


and the exact delivery of the torn off ticket 

\ full assortment of Sheaffer fountain pens were exhibited in 
pen case The large sized, or “life-time’ pen was spearet 
time to show the rigidity of ! point 


the floor time after 
The Hutchison spool-o-wire stapling machine was also d 
strated, with an illustration of its workings 


LUTHER L. MACK Los Angeles, California 
Mack Postograph The Mack Postograph exhibited meets al 
Section 459 of Postal Laws and Regulations whi 
ites the application of combined postmark 
1 third class mai 


inventor 


quirements of 
provides for and regu 
ind stamp impressions on first, second an 
matter by individual business firms of good reputation 

THE HENRY MAYERS SERVICE, Los Angeles, California H. L 
Rhea and Mr Mayers in charge Exhibit consisted of display 
advertising ideas, copies illustrations, method of placing and 
writing copy An artist was at the booth who created full displays 
of illustrated work 

GEO, McK 'ZIE, Los Angeles, California.—Exhibit consisted o 
Beck duplica Mailometer Automat check endorser, demonstrat 
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clAR-O-TYPe 


THE WONDER TYPE CLEANER 


An Office Necessity With 
a Growing Demand 


\ few years ago a good stenographer, in 
order to turn out clean-cut, legible work, 
had to devote part of a morning each week 
to putting her machine in shape. To do 
this she had to use alcohol or benzine and 
a brush to remove the dirt, invariably re- 
sorting to a pin with which to pick out the 
greasy accumulations in the type. This 
meant soiled hands and clothing, a dirt 
spattered desk, wasted time, effort and bad 


1 
} 
I 


humor. 





cLAR-U-TYPE 


JUST APPLY WITH DAUBER 


This Container Clinches the Sale 


Today, progressive stenographers every- 
where use Clar-O-Type. One application 
with the little dauber and the type bright- 
ens up instantly. It’s a big seller and a 
steady repeater. Live dealers everywhere 
are cashing in on its popularity, our na- 
tional advertising and free dealer helps. If 
YOU wan » handle a going proposition, 
stock Cl Type. May we tell you more 


about « 


THF CLAROTYPE COMPANY 
203-F FRANKLIN STREET, NEW YORK CITY 
Chicago Office: 105 N. Clark Street 


Canadian Agents: Standard Distributing Co., 
Montreal, Quebec 
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“Falcon” 
Clip Boards 


Their sturdy construction 
means longer service. 


“falcon” clip boards are made to 
withstand rough handling; they last 
much longer than ordinary clip 


boards. 


Quality materials, finish and 
workmanship are put into every 


“falcon” clip board. Customers 


appreciate these features. 


Made in note, letter and 
cap sizes; of alternate dark 
and light strips of selected 
wood. Fitted with regular 


or “stay-open’”’ clip attach- 


ments. Fine varnish finish. 





Write for 
our new catalog 


AMERICAN MANUFACTURING 
CONCERN 


Falconer (near Jamestown) N. Y., U. S. A. 
Established 1807 


























ing the practical use of thise machines I s s inks 
and warehouses, 

MONROE CALCULATING MACHINE COMPANY - Fe s 
California.-—The ““MonRoe electric sign, eight feet fy 
with fully a hundred electric lamps, caught the 
on entering the great tent With the M and R in red O's 
white and the N and E in blue, it made a prett backeg 
an otherwise attractive booth m 

A. H. Ridgley, the Los Angeles manager of the Mor i ila 
ing Machine Company, was assisted by W W Luce Sa Diego 
manager; Paul R. Wilson, San Bernardino manager M. ¢ Brunt 
Sacramento manager; Miss E. D. Smith, San Francisco sa ‘ 

J \ Kelly, Mrs. A. L. Lacey and Miss Julia Tol h Los 
Angeles office W. R. Brown, Pacific States manage! vas s 
during the show. 

MULTICOLOR SALES COMPANY; CORONA-PACIFI YPI 
WRITER COMPANY, INC., Los Angeles, California W. H. Whipy 
in charge The exhibit showed a line of samples supp 1 sers 
of the Multicolor Press in Los Angeles and vicinity and 1a 
chines In operation, one with automatic feed This a ses 
standard equipment throughout founders’ type standard fla its 
linoty pe monotype, no special cuts, type or equipment ¢ 
sary Writing complete letter letter head, letter and s i 
in three colors at one impression attracted a great deal i nti 
as did also a small form done in two colors, perforat ir 
at one impression, and automatically fed 

NATIONAL ADVERTISING AND SALES COMPANY, Los Angel 
California J. Thompson and F. J. Stevens in charge Exhibit 
consisted of ‘‘The National Advertiser,’ a large cabinet affair th 
twenty-seven advertising spaces, each seven inches squa nd a 
surmounted by a Western Union clock The National st 
is adaptable to display to the public advertisements 
chants and national advertisers 

e THE NATIONAL SIGN STENCIL COMPANY St I M 
nesota J. Dirkse, Los Angeles, distributor, in charge Displa 1 
their No, 9 and No. 10 sign stenciling equipment and reprod tions 
of show cards, and demonstrated a great saving in stene i signs 
over hand painted signs. This equipment is especially lay d 
large users of painted signs and show cards. No know g 
sign writing is necessary to use one of their stenciling machines 

NEUNER CORPORATION, Los Angeles California M s 
Thomas, manager, Stationery Department, in charge Exhib mn 
sisted of the Champion envelope machine, which manufactures 
envelopes from a sheet of paper to the finished envelops ils 
lithographing transfer press, Wilson-Jones loose leaf systems ppe 
plate engraving and steel die embossing, color lithograp and 
commercial lithography and a display of the largest blan 00Ks 
made, Mr. Neuner having made them since 1894 for registratior 
for expositions, one blank book weighing 350 to 400 pounds Up 
to-date machine bookkeeping equipment was also exhibited 

THE NOISELESS TYPEWRITER COMPANY, Los Angeles, Ca 
fornia Frank E. Smith in charge Demonstrated Noiseless typ 
writer in large, well appointed booth with three stenographers 
constantly displaying the fact that typewriter noise can elim 
nated S. L. Hooper, general manager of the company, was preser 
the first few days. 

OWEN BROS. & WELLS, Los Angeles, California T. N hase 
in charge Exhibited their new Ohmer meter This meter whicl 
gives a receipt for fare, just like a cash register, is an in atior 
in Southern California. It is a product of mechanical ingenuit 
registering and indicating the miles traveled, the fare to be paid and 
the charge for extra passengers, if any, all of which, toge t 
the driver's number and the name and telephone numbe 
company, are incorporated in the little receipt which is ha 
passenger It eliminates all question or doubt with f 
fare—you know it is right, just as you know an adding t 
or cash register tells a true story 

PACIFIC DESK COMPANY, Los Angeles, California Paci 
Desk Company had the largest individual display at Business 
Show and exhibited complete lines of the very latest mods ff 
equipment. The complete line of the Automatic wood-s s 
and also the Security line of steel safes and filing equipn vel 
exhibited; these were in addition to their other lines of ff ful 
niture both wood and steel. One of the special features 
display was a demonstrating desk, which was so bui I 
terior construction and mechanism could be shown; in ot s 
1 desk chassis Another feature something which is 
new and had never been displayed before was the \ i 
filing desk, aptly named the “Master Utility Desk 

Over ten thousand red quill pens were given away as sou s 

PHOENIX MUTUAL LIFE INSURANCE COMPANY Ha 
Connecticut; Los Angeles representatives: T. W. Johns, W. ¢ \ s 
J. W. Hanna and J. M. Brown The old Phoenix Mutua 
surance Company of Hartford, Connecticut, will ec brat s 8s 
entieth year in the insurance world at a great convention sun 
mer Their exhibit consisted of lisplays eaturing tl y 
posters 

Protect the business .life of the firm by providing a su 
of money to offset the.loss due to the death of a ial 

Provide a sinking fund available in an emergency 
stocks and bonds 

This company also demonstrated all form of perso! s ine 
providing protection of families, education of children and 
for old age. A chart on the wall displayed business exec 
worked out in detail, showing at the end of 20 years it sink rag 
fund was nearly equal to deposits; in other words, that st 
of protection was $1.74 per thousand per year. This i ilse 
showed immediate cash available as liquid assets or sinh re ind 
at the end of any yeat \ pictorial display depicted sults of 
educational policies for children 

PUTNAM STUDIOS, Los Angeles, Cal.; A. M. Putnam harg 
Exhibit consisted of enlargements, transparencies, lant les 
postal cards, reproductions and hand coloring The Putna Studios 
were established in 1891 and for thirty years have s« s A 
geles businesses in commercial photography 

The studios are located in the Aristo building S Los 
Angeles street, and embrace a complete plant, including n 
larging department with a capacity up to forty by 120 ir - M 
Putnam also maintains studios at Pine Knot, Big Bear, I Bea 
and Laguna seach, 

THE REMINGTON COMPANY, Los Angeles, Califor E 
Melster in charge.—Exhibit consisted of vault doors, sa 1 s 
boxes and electric burglar alarms for banks The electric ar 
alarm is also adapted for protection for residences The Remingto 
Company, Mr. Earle Remington, president, have been man I 
vault equipment in Los Angeles for the past two years T i ] 




















June 


Is this Catal 





OFFICE APPLIANCES 


OUR Loose Leaf De- 

partment is not com- 

plete without this new 

Cesco Catalog. It is the 

most complete edition we 

have gotten out—l44 

pages of modern Ac- 

counting Forms and 

Binding Devices. Every 

conceivable Loose Leaf 

requirement is provided 

for—from the small vest 

pocket memo book to the 

highest grade Ledger Outfit. If you have not 
received your copy, send for it at once. 


ARE YOU INTERESTED IN 
EXCLUSIVE TERRITORY ? 


We are seeking connections with active dealers 
in territory still open. To such will be offered 
a special jobbing arrangement with absolute pro- 
tection and full benefit of the Cesco Dealer Co- 
operation. 


THE C. E. SHEPPARD CoO. 
LONG ISLAND CITY, NEW YORK 
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B & P “FIGURING” PADS 


Do some figuring yourself: Consider your potential market on STANDARD 
B & P FiGurRING Paps—not the sales you make to people who ask for them, 
but the possible extra sales you’ll make from introducing them to custom- 
ers who don’t know or appreciate their variety and range of uses. 

For B & P Figuring Pads are not scratch or writing pads, but sheets, in 


economical pad or tablet form, and a wide variety of rulings and sizes, for 
all sorts of statistical, specification, accounting and other “‘figuring.”’ 


Think it over; put in the line. Then ‘‘cash in’’ as suggested above. 


Accountants’ and Bookkeepers’ Quadrille Ruled Pads. Five squaresto 
Pads. White or Canary. 4 to 25 col- the inch. Four-sheet sizes. 


. Four-sheet sizes. , ; 
—_ A tee eee Cross-Section Ruled Pads. Ten 
volumnar and Tabulating Pads. squares to the inch. Three-sheet sizes. 


2 to 8 columns. Four-sheet sizes. 
Journal Ruled Pads. White and Legal Pads. (Not illustrated above.) 
White and Canary. 


Canary. 
All pads have board backs, 50 leaves each. 


BoorRuM & PEASE COMPANY 
NEW YORK 


June, 19 
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displayed were of st design and fair samples th iss 
work turned out by this company 
SAFE-GUARD ‘¢ "HE CK WRITERS, Los Ang s, California J 
Abbott lanager ! Safe-Guard checkwriter was demonstrated 
whic} protects the name, memorandum amount, eliminates 
two |! hecks 1utomatically inks itself and carries $10,000.00 in 
suranc bond A mstruction board of parts showing each part 
separate was displayed 
SMITH-BARNES CORPORATION, Los Angeles, California Wn 
Cc. Barnes in chargé Printing exhibit called Progress.”’ Display 
No. 1 The old method thirty-five copies an hour, showed Wash 
ingtor and press yperation as used in he days of Benjamin 
Franklir 4 man dressed in Colonial uniform printed from press 
Dis} No. 2 The Smith-Barnes method 500 copies an hour 
shower ymplete Mi unit in operation; automatik ed, et \ 
ittle ) } entitled Progress’ shows the ad ntages of the N 
method the old The background showed display irds I 
print siogans 
Dis No. 3 Ex tion of color work, samy s, te 
Dis No, 4 Ink and dry color exhibit 
Dis No ( Penfield, artist, at in reating Xv 
designs 
L. ¢ SMITH & BROS. TYPEWRITER COMPANY, Syracus New 
York Los Angeles branch, James V. Wester Pacific Coast man 
ig chargé TI quipment of these iths contained many 
typewriting machines s<hibited in an attractive manner on various 
styles drop cabinets and Satellite stands, every machine being 
in har of a demonstrator A great drawin ecard of the L. ¢ 
Smith and Bros. typewriter exhibit was the splendid demonstrations 
on their machine by Miss Grace Ruth Byers San Francisco. Miss 
Byers s years ind demonstrated the fact that she can 
ope # ( Sr & Bros typewriter ler Internationa 
contest iles, whic vere used in the world championship tests 
Lit Miss Byers did emarkable speed work n her demonstrations 
She has been studying ypewriting for four irs, having taken up 
th s l at the ig six Her instruction has been under he 
personal supervisior her parents who have been interested 
commercial educatior a number of years in ha » proved their 
ideas this subject ar more than theory In demonstrating he 
abilit this machir a regular model machine was used 
SUNDSTRAND ADDING MACHINE SALES AGENCY Rock i 
Illinois; Los Angeles branch Demonstrated he Sundstrand adding 
in st z machine ndamentals of which speed simplicity 
ind ist ff operatior The Sundstrand aroused attention because 
of its portability ind ts ten-key board, scientifically irrang 
1 and the rangement of the feat k s, which enal 
t to op a model machines tire by ne |} 
" ther ha free to turn pages and sales checks 
dow ( nn of sures Its correction 1 res give a ir} 
ib stration I ingenuity of the in tak i 
1 the r t eflexes of the operator s hat the 
t istakes s practically automat 
SWEETSER & BALDWIN SAFE COMPANY Los Ang s 
or! Agents for G eral Fireproofing Compar Youngs 
Ohi WV \ Burke n charge Displayed a full line I 
vr le safes iring Class “B’’ labs hich ur S 
small sa suitable for the single isi ss ma 
hug s which s the capacity of a vaulit 
\ ine fs iling cabinets was exhibited ils a secti 
i ible ste sl} ing the shelves can b nserted « ik 
I stack wit a minute's effort ! st na 
the features the GF line 
TODD PROTECTOGRAPH COMPANY, Los geles, Ca 
I W W iwal! manager, in charge Exhibit onsisted ‘ 
check t s and Protod forgery-proof hecks \ l 
in ds d bank endorsements all banks 
Pa i and featuring tl v¥ motor 
Pan ch t y 
TIMES-MIRROR PRINTING & BINDING HOUSI Los A x 
Cali ni r. Cc. Meck rson, manager of Pror ) h 
Ex! lisplay f ting, engraving, bir ste 
ing, } te ngray trotyping and art Is This is 
plant Los At o handle large s h ~ 
hooks é ‘ 
E. F. TWOMEY COMPANY, Los Angeles ilifor se 
a hompson and H I Bulger, associates Ad rtising s 
ties exhibited cluded practica t : i 
i I siness card can be pr su is gns 
s 1 lea ps including ‘‘Vitachr i Dp s s 
i s s, alun 1d pulveroid signs for va ind t 
ils fers and sparencies for window ar show cas r 
si s this class being used name f{ s 
\ il at 
UNI VOOD YPEWRITER COMPANY ws Angeles, Ca 
i Campt nager in charge assisted by O. ¢ Ss 
Pa i dis inager, Bookkeeping Mac} e Depart 
J \ J son 1 V F. Oswald from New York Office I 
ze 5 £ eping machines in mnstant ope @ 
1 us ns work banking, oi! busi ss, pa 
r indisi rance, county statem work ] 
was dis i d fanfold billing icl card ‘ £ 
na vid i machine, portabl I writers } set 
de ibulati chines and standard od t s 
“ is wit irriages 
I on to her work in connectior ‘ x hi VW 
FEF, Os wor s impion typist, 1919 ive nonstra ~ 
regu times He id with him also the $1 00 Interna " 
T irop This attracted muct avorab " 
fron xg r s who witnessed Mr. Oswa s ma 
stra 8 
I I rwood it was visited by a nhbe x ec 
ti I repres iy local business concerns is W is a 
gra number sitors from distant points 
UNIO} ALITHOGRAPHING COMPANY, Los Angeles, Ca ornia 
J. D. Hall, L. J. Mook and J. N. Hubbard in chargé In this exhibit 
the ¢ I Carvel make of embossing machine was operated con 
stant with a maximum capacity of 3,500 per hour Thev also dis 
played I1.-P. binders machine bookkeeping, Tatum binders: g 
era ! f comm ind bank stationery general line of litho 
grap! g and threes type of lithography and printing 
THI NITED AUTOGRAPHIC REGISTER COMPANY Los An 
geles, California. Gilbert J. Miller in charge Displayed roll print 
ing Th orms are swwed in conjunction with Autographi Regis 
ters, are equipped to ommodate from two five forms, a of 
whi can be written at one time, being interleaved with arbor 
paper which is also supplied in rolls. The ns are kept in align 
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Mr. Okay 
Says: 


Anticipating 
the downward 
trend of prices 
to pre-war lev- 
els, we are now 
sending out our 
new schedule 
covering this 
reduction on our 
Paper Fasteners 
We have even gone below the 
vels, making an average reduction 
over 25%. We are enabled to make this 
reduction owing to the fact that we 
are now in a factory of our own and are 
fully equipped to turn out items of our man- 
sactace at the least possible cost. 





1921. 


for 


pre-w ar 
of 
large 


lev 
5 


Another factor entering into cost is the 
lower rate in our extensive advertising, fol- 
lowing the steadily increased sales for years 
past. 


A third factor is we have increased our 
plant to more than double its former capac- 
ity. Lower of raw materials have 
also enabled us to bring our prices down 
All these things taken together, we expect 
to double our sales, which means the same 
increased ratio of business for our trade. 


costs 


‘ 


In all of our great advertising campaigns 
to acquaint the public with our labor-saving 
office necessities, we have always requested 
to “buy from YOU 


We 


your 


ask you to do your part—Keep up 


Stor k 


Here they are 


Washburn’s “O.K.” Paper Fasteners— 
3 sizes—Brass and Nickel finish. 
Sanitary “O.K.” Erasers, Typewriter— 
Ink—Pencil. 

Ries’ “O.K.” Letter Opener, Hand and 
Electric—3 sizes—3 models. 

Check them up NOW and order early. 
Write 
effect, 

copy. 


for our 1921 schedule of prices now 
if you have not already received a 


We 
earnestly 
operation 


thank you for past favors and 
solicit a continuance of your co- 


THE O.K. MANUFACTURING CO. 
OSWEGO, N.Y., U.S.A. 
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Pick up your|- 
classified’ ee book 


That’s where you'll find the binder prospects. 


sé 


Under “A” will appear an “‘a’’ccountant. He's a 
prospect for the EXPANDING POST binder for 
audit reports. ‘‘A’’dvertising agencies, ‘‘a’’rtists, 
and so forth, all want binders. 


Some may want binders of a special nature. 
Perhaps a binder made especially for their own 
use. You can sell these as well as the ordinary 
purchasers. The ordinary stock you have on 
hand. The special binders you can get from the 


BARRETT BINDERY COMPANY 


7 


ELEPHONE 
DIRE CTOR\Y 





In ever increasing numbers stationers throughout 
the country are appealing to us for binders of 
special character. They send us the customer’s 
specifications, requirements and dimensions and 
we make up a sample binder as requested. The 
stationer then submits the sample—quotes his 
own price—and comes away with an order, a 
good profit, and a pleasing sense of having made 
a satisfied customer. 


Can't we help you? 
Write us and find out. 


The Barrett Bindery Company 


725 Federal Stret 
Chicago, II. 


P. S.—Ernest says that the sponge of publicity 
soaks up sales. 
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ment with two pins operating through the holes punches 
ing purposes; no other holes required 
They also displayed a roll paper typewriter attachment 


printing, which can be fitted to standard makes of typewriters. | n 
two to five legible copies can be written without the us f « r 
paper as the attachment is equipped with auxiliary rib s W h 


are always in place and eliminate interleaving. 

WHEELER INDEX CARD COMPANY, Los Angeles, ( 
D. W. Wheeler in charge.—Exhibited a complete line of fili 
plies. The various tabs of the filing cards are cut in the Whe 
plant in Los Angeles, Business firms can get a complet 
tem to meet their requirements on short notice as they a1 
right in Los Angeles at the Wheeler plant. They are a nt 
“Faultless’’ posting and loose leaf binders, which have 
posts and no keys, the posts and locking devices 
enclosed 

THE WHOLESALE TYPEWRITER COMPANY, INC., H 
San Francisco, California; Los Angeles branch, F. F. H 
manager, in charge.—Exhibit consisted of all makes 
rebuilt typewriters. A rebuilder was at the booth after: s 
evenings reassembling machines from the frame to Li l 
product W. G. Chamberlain, general manager, of Sar 
visited the show. 

THE WILSON COMPANY Los Angeles, California 
Cormack in charge.—Exhibited the new Blackbird typew1 
bon This is a new product of Los Angeles manufacturs 
G. Wilson, of the Wilson Company, is the president h 
bird Factories, Inc It is expected that the Blackbird 
will be sold nationally in a short time Typewriter 
The Wilson Company monogram were distributed as s 


being 


ig 





Save the Eyes. 


Comfort and Health of Employees a Valuable Asset of 
Business. 


It is curious when one comes to think about 


many people wear glasses. It is said that investigatio 
will disclose that probably 50% of people wear these aids 
to vision. This is truer, of course, among adults than 
among children, but the percentage of children who have 
occasion to see the oculist in their early years is lite 
surprisingly large. Business men have quite generally 
arrived at the conclusion that incapacity due to illness is 


just another business expense, so on the common 
of better efhciency, every precaution is taken and 
ployees are encouraged to protect their health. 


Office workers particularly who are confined for thi 
entire work day behind a desk, typewriter or adding 
chine are conspicuous sufferers from nervous ills and 
constitute the main absentees from their daily work. A 
considerable percentage of these helpers suffer from ey« 
strain, brought about by close application to keyboard 


work. The metal rimmed keyboard of the typewriter a1 
adding machine are said to be sources of eye irritati 
due to reflected high lights. Evyestrain causes headaches 


nausea and general nervous debility. Ingenious d es 
have been invented to prevent eyestrain from close appli 
cation to desk or typewriter. These include rubber key 
colored green that fit snugly over the regular keys. Thess 
keys are identified by white inlaid characters. Some keys 
are cushioned and some are pneumatic, but both serv 
the purpose of eliminating a part of the daily eyestrain and 
lessening vibration. It is said that stenographers s| 


marked improvement in general efficiency when eyest1 
is relieved 


United States Steel Policies. 
The United States Steel Corporation has print 
pamphlet form a statement by Elbert H. Gary, chairma 
on the principles and policies of the United States Steel 


Corporation. This was originally presented befor 
annual meeting of stockholders April 18, 1921. Th 
port shows the corporation’s attitude on collective ul 
gaining, and the six-day week, as well as shortened hours 


Just before the war the subsidiaries of the United States 
Steel Corporation had practically abandoned the sever 
day week, an institution in the steel industry made neces 
sary through the need for continuous operation 
naces and mills. The war demand forced the ret 
the seven-day week. The six-day week has been restored, 
and the problem of a shortened work day is bein 
vassed. The situation is complicated by the demand 
some employees that they be permitted the twelv: 
day, thereby increasing their wages. 

Radiator Concerns Combine. 

The Western Radiator Corporation has recently been 
organized to take over the interests of the Hooven 
diator Company and the B. W. Manufacturing Company 
both of Chicago, Illinois. Manufacturing will continue in 
the large plant at 410-420 North Western avenue, ¢ Renee, 
Illinois, to which place the B & W equipment is being 
moved. Additional equipment is being provided. The fa 
tory has a floor space of 54,000 feet and a capacity of about 


2,000 radiators a day. 
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The Adams Ideal Book & Key Legal and Contract Covers—Per- 
Ring is the most generally satis- fection Blotter Pads—Daily Desk Re- 
factory ring ever invented. A minder—Telephone Index—Economi- 
good seller wherever shown. eal Ring Note Books—In-and-Out 
Clocks. 

Again Adams comes to the front with an article that fits right in with the demand of the 
day. This time it is a canvas covered loose leaf binder that fills the bill for daily use without 
the heavy cost of the regular canvas cover, nor the heavy waste of paper covers which dog- 
ear and wear out in no time at all. 

# . * * 
ow in Cost— High in Service 
. oe J ; ? 

Made of binder’s board, covered with gray canvas, they are much less expensive than 
regular covers, yet will give practically the same service. Standard punching for standard 
size sheets. 

. . 
Let us send you samples for examination. 
This is the Flexible Transfer Binder we have always 
; - : , ae ioe made, with covers of our special cloud-effect press board. 
Ph Rn yy ae Panny ho: | gg gt gf 5 Strong and durable, but not so stiff as the canvas covers. 
Posts are formed of a U-shaped piece of flat wire, over Especially good where binder is filled to capacity at once, 
which rubber washers fit snugly and hold cover down and then put away. 
The U-shaped flat wire posts may be turned down and 
“ne coe tied. with Poe pressed tight. May be turned up again for inserting addi- 
canvas covers are ais ec | screw 0sts. . _ 
These come in various lengths, as ordered. Thus bound tional sheets. A compact, practically Sat binder for any 
the sheets are firmly and compactly held. Screwheads number of sheets, from one to full capacity, and holds 
are countersunk, so these binders pile with exact accuracy equally well at any point. 
* 
a t 
The same canvas cover, when used with the famous Ph sie ig Nellie —— gnc oa 
Adams Book Ring, forms a loose leaf book suitable for * : . , Siteita 0 “ ” 
many purposes May be used thus for current work, and instant appeal where economy and “retrenchment” are 
the flat wire posts inserted and turned down whenever the watchwords. Get a line of samples and try them on 
lesired. your trade. ' 
Western Representative . = es =a 22 = Eastern Representative 
T. J. Cardoza Co., é Wm. H. Bassinger, 
455 Mission St., DA 377 Broadway, 
San Francisco, Calif. HEN RY +: A M S \ lmcr E Alia New York, N. Y. 
6796 -98 South Chicago Ave., CHICA‘;0, U.S.A. 
— .— 
fi (1358) \ 
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THE NATION'S St POTTS 
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NGO. PENCILS Ne 482 
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Counter Display Box Containing 36 Pencils 


This handy and compact little display box with easel stand is 
convenient in every way. 

1. Occupies little space upon the counter. 

2. Serves as an excellent display. 

3. Keeps the pencils free from dust. 

4. Replenishes itself as the pencils are removed. 


The top‘pencils fall into position as the lower ones are removed 
until the box is empty. 


This convenient little box can be ordered under the number of 482D. 


An article with A Striking 
great possibilities Counter Novelty 
for jobbers for Retailers 


EBERHARD FABER 


“The Oldest Pencil Factory in America” 
NEW YORK 
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May In Corporate Finance. 
\ summary of prices on New York and Chicago stock 
exchanges of industrial stocks related to the office equip- 
ment and stationery fields. Where no showing is made the 
stocks were not dealt in actively. 
Miscellaneous fiduciary affairs are noted. 

Stocks starred (*) are traded in but not listed. 
American Bank Note Company—Preferred. 
Quarterly dividend 1% per cent, payable July 1 to stock 

of record June 15. 
American Can Company—Common. 
High for year, Jan. 29@32%4; low for year, Jan. 3@25. 


Week of May 7—Sales, 20,800; high, 323%; low, 31% 
close, 31. 

Week of May 14—Sales, 13,800; high 31%; low, 29% 
close, 30%. 

Week of May 21—Sales, 5,400; high, 31%; low, 281 


close 284. 

Week of 
close, 30%. 

American Can Company—Preferred. 

High for year, Jan. 20@88; low for year, Jan. 7@/77%. 

Week of May 7—Sales, 1,300; high, 84; low, 83%; 
84. 

Week of May 14—Sales, 
close, 4. 

Week of May 2] 
84. 

Week of May 28—Sales, 500; high, 84; low, 837%; 
84. 


May 28—Sales, low, 28%; 


17,800; high, 31%; 


close, 


800: high, 84%: low, 83%: 


Sales, 200; high, 84; low, 837%; close, 
close, 
American Multigraph Company. 


Dividend, forty cents, payable June 1. 
American Writing Paper Company—Preferred. 


High for year, Jan. 20@39%:; low for year, March 11@- 
297. 

Week of May 7—Sales, 200; high, 34%; low, 34%; close, 
34Y. 

Week of May 14—Sales, 800; high, 35%; low, 33 
close, 357%. 

Week of May 21—Sales, 1,400; high, 35; low, 34; close, 
34. 

Week of May 28—Sales, 600; high, 333%; low, 33; close 
33. 


The American Paper Company reports for 1920 net gross 
sales of $32,951,728, against $16,936,648; net operating pro- 
fits of $2,608,034, compared with $1,127,256, and surplus 
of $1,687,675, compared with $435,095. 


The surplus account shows a balance as of January 1, 
1920, of $6,620,616. Adding the above surplus for 1920 


with an adjustment of $440, made the total credits $8,308,- 
729. From this amount was deducted $226,475 for various 
adjustments, leaving a balance at the end of 1920 of $8,082,- 


492. 


Discussing business conditions during the year, Presi- 
dent George A. Galliver says that during the first three 
quarters of the period the company obtained “an unpar- 


alleled sale of its products.” Late in the Summer the de- 
mand for the highest-grade papers fell off. 

With respect to the future he said 

“The general situation in the paper industry is not yet 
clear and prediction for the immediate future cannot safely 
be made. Two fundamental factors, however, underlie 
the situation and their influence will undoubtedly be felt 
eventually. The productive capacity of the paper industry 
has not increased during the last five years in proportion 
of that of other industries. Moreover, production has been 
seriously curtailed during the latter part of 1920 and in 
1921 to date. 

“It would seem, therefore, that with the improvement in 
general business, together with an establishment of con 
fidence, the demand for fine papers will be directly affected 
in an increased production, which should lead to a gradual 
improvement approaching a normal activity in our indus- 
try.” 

Burroughs Adding Machine Company*. 

Week of May 6—Salies, 90; average price, 151@156. 

Week of May 13—Sales, 1321; average price, 155@15/7. 

Week of May 20—Sales, 325; average price, 150@152. 

Week of May 27—Sales, 208; average price, 147. 

Columbia Graphophone Company—Common. 
High for year, Jan. 8@12%; low for year, March 18@5! 

Week of May 7—Sales, 49,100; high, 87%; low, 8%; 
close, 81%. 

Week of May 14—Sales, 27,899; high, 84; low, 7; 


close, 


NI 


Week of May 21—Sales, 15,800; high, 7%; low, 7; close, 


- 
Week of May 28—Sales, 11,000; high, 75%; low, 7; close, 


T 
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pencil in the world 


ENUS Pencils are the result of over 
half acentury’sspecialized experience; 
unqualifiedly the BEST pencils ever pro- 
duced. Every VENUS Pencil user knows 
it; every first-time VENUS buyer expe- 
riences the comfort of a QUALITY he 


never knew. 












the degree ex- 
> his needs—and 
have a satisfied 


Have in stock 
actly suited t 
you ll always 


customer. 


American 
Lead Pencil Co. 
220 Fifth Ave., N. Y. 


= and London, Eng. 











17 
Black Degrees 
3 
Copying 
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Made in green rubber for all machines. 
Characters heavily inlaid and unconditionally 
guaranteed. 


Are YOU Cashing In On 


Our Co-operation? 


If not, come along with the other deal- 
ers and get YOUR share of the busi- 
ness we're creating. The need for rub- 
ber keys in modern offices is greater 
today than ever. And _ wide-awake 
stenographers use them because they 
mean MORE and BETTER work and 
HIGHER PAY. Naturally, we’re edu- 
cating them to use Peerless Keys. And 
our efforts are producing gratifying re- 
sults for dealers everywhere. 


It’s an easy thing to sell an article that 
people NEED and WANT, but when 
that article is the Best that money can 
buy it is doubly easy. Peerless Keys 
are the only first-grade keys sold to 
dealers and because they represent the 
last word in rubber key construction 
they mean steady sales, constant repeat 
orders and satisfied customers. 


When you stock Peerless Keys you are 
protected against competition. When 
Peerless Keys are sold they stay sold 
and your customers come back for 
more. The demand is unlimited, the 
product is right and the profits are big. 
Our national advertising and attractive 
free dealer helps mean MORE and 
BETTER business. We're ready to co- 
operate with you for quick results. 
May we? 


MQ QQ QS MW 


The ~ PEERLESS KEY COMPANY, lac. 


176C Fulton Street 
Pittsburgh Cleveland 


New York City 


QQ WWW MAYA 


Philadelphia Boston 
London, England 
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Columbia Graphophone Company—Preferred. 


High for year, Feb. 10@62%; low for year, March 18@34. 


Week of May 7—Sales, 1,600; high, 42; low, 3914; close, 
39. 

Week of May 14—Sales, 2,000; high, 36; low, 35; close, 
36. 

Week of May 21—Sales, 1,200; high, 3614; low, 35; 
close, 35. 

Week of May 28—Sales, 800: high, 36; low, 34; close, 34. 

Computing-Tabulating-Recording Company. 

High for year, May 9@42; low for year, April, 19@341%4. 

Week of May 7—Sales, 3,200; high, 39; low, 35%; close, 
29. 

Week of May 14—Sales, 4,900; high, 42; low, 39%; 
close, 407¢. 

Week of May 21—Sales, 1,600; high, 40%; 
close, 38. 

Week of May 28—Sales, 2,100; high, 3934; low, 37; 
close, 38. 


low, 38; 


B. F. Goodrich Company—Common. 
High for year, Jan 11@44%; low for year, Marchl14@34% 

Week of May 7—Sales, 13,600; high, 42%; low, 40%; 
close, 40%. 

Week of May 14—Sales, 800; high, 38%4; low, 377; close, 
37%. 

Week of May 21—Sales, 5,800; high, 395%; low, 36%; 
close, 367%. 

Week of May 28—Sales, 7,600; high, 37%; low, 35%; 
close, 37%. 

B. F. Goodrich Company—Preferred. 

High for year, Jan. 7@85; low for year, Jan. 3@72 
Week of May 7—Sales, 700; high, 84; low, 79; close, 84. 
Week of May 28—Sales, 700; high, 8214; low, 79% 

close, 79%. 
Kellogg Switchboard & Supply Company*. 

Month to May 28—High bid, 40; low bid, 36. High 
asked, 4054; low asked, 39. 

Remington Typewriter Company—Common. 
High for year, May 11@38™%; low for year, May 27@25. 

Week of May 7—Sales, 5,600; high, 37%4; low, 35; close, 
35%. 

Week of May 14 
close, 35% 

Week of May 21—Sales, 2,000; high, 3734; low, 3: 
close, 35. 

Week of May 28—Sales, 6,400; high, 3474; low, 251 
close, 25. 

Remington Typewriter Company—First Preferred. 
High for year, Jan. 7@80; low for year, May, 6@74 
Week of May 7—Sales, 100; high, 75; low, 74; close, 74. 
Remington Typewriter Company—Second Preferred. 

Inactive 1921 to date. 

At a May meeting the board of directors voted to de- 
fer action on the payment of dividends on preferred stocks 
for the time being, the best interests of the business re- 
quiring the conservation of cash. 

Underwood Typewriter Company—Common. 
High for year, Feb. 25@160%; low for year, Jan. 6@135. 

Week of May 28—Sales, 100; high, 1434: low: 143 
close, 143%. 

Dividend, $2.50 quarter, payable July 1 to stock of 
record June 4. 

Underwood Typewriter Company—Preferred. 

Quarterly dividend, 1% per cent, payable July 1 to stock 
of record June 4. 

The Wahl Company—Common. 
High for year, Feb. 9@50%; low for year, Jan. 8@ a 4 

Week of May 7—Sales, 1,360; high, 46%; low, 45; close 
4514. 

Week of May 14 
close, 44. 

Week of May 21—Sales, 160; high, 44%; low, 43 
close, 43% 

Week of ‘May 28—Sales, 375; high, 44; low, 43; close, 44. 

The Wahl Company—Preferred*. 

Month to May 28—High bid, 86; low bid, 85. High 

asked, 88; low asked, 86%. 





ba 


low oe 


Sales, 6,500; high, 38%; 





ui 


Sales, 965; high, 451%4; low 43% 





Use the National Association Emblem. 


Fletcher B. Gibbs, general manager of the National As- 
sociation of Stationers and Manufacturers has urged the 
membership to use the Association emblem in their printed 
matter, on their stationery, and in window displays. He 
states that members should not err by using the emblem 
on merchandise. This would infringe on the rights of 
the Association, and possibly cause confusion with trade 
marks already in use by manufacturers and jobbers. 
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YOU CAN 
REDUCE YOUR 
EXPENSES 


by reducing your shop force, avoiding 
purchases of parts, and reducing the 
floor space required for your business. 


INCREASE YOUR SALES 


by devoting all your own time and the 
time of your employees to ACTUAL 
SALES WORK. 


REDUCE YOUR STOCK 


and your investment; protecting 
yourself by smaller purchases and 
quick ‘‘turnover,’’ and 


SATISFY EVERY CUSTOMER 


resulting in repeat orders, and sales 
to their friends through their 
recommendations, and 


GET WHAT YOU NEED 


and get it 


WHEN YOU WANT IT 


Sell our “Like New” Rebuilt Typewriters 


GENERAL 
TYPEWRITER 
EXCHANGE 


30 Main Street, Brooklyn, New York 


(Formerly at 35 York Street) 
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Calculating 
Machine 











‘‘Makes all figuring as easy 


as turning the crank’’ 


More Figure-Work 
—in less time 
—at lower cost 


If the Monroe enables such concerns as Bethle- 
hem Steel, Standard Oil, Santa Fe, Pennsylvania 
Railroad, John Wanamaker and thousands of 
others, large and small, to record notable savings 
in time and money in the handling of their figure- 
work, it is natural to believe the Monroe will help 
you, too. 

The Monroe Crank simplifies figuring and makes unneces- 
sary the use of complements and reciprocals. 

Forward to multiply or add; backward to divide or sub- 
tract. That means swifter action from problem to answer. 


With the Monroe, you see as you go that your answers 
are correct. All factors of every problem are in plain sight 
in the Monroe dials and on the Monroe keyboard, as visible 
proof of correctness. That means no rechecking. No re- 
checking means time saved and undeniable accuracy the 
first time. 


(Member of the National Assoc. of Office Appliance Mfrs.) 





well-known manu- 


Writes the Elliott-Fisher Company, 
he‘ forward and back- 


facturers of book-keeping machines: — 
ward’ mechanism (of the Monroe) is a valuable time-saver, es- 


pecially in figuring our factory costs which involve extensive 
multiplication and division. A few turns forward for addition 
and multiplic ation, and a backward turn or two for division 


and subtraction, are all that is necessary.’ 











It will be referred to the 


This coupon is for your convenience. 
office nearest you—and there are over 100 offices rendering Monroe 
service in the United States and Canada. 

re 8 ee ee ee ee eee 


Monroe Calculating Machine Co. 
Woolworth Building, New York 


Without placing us under any obligation, send us a copy of 
Monroe “BOOK OF FACTS” 


Firm Name 
My Name 
Address 











Ln neem mw we ee 


O. A. 6-2 








232 OFFICE APPLIANCES Jun 





M OD KERN 
Clutch 


Pencils 


A profitable line for the dealer 
who wants volume and quick 
turnover. MODERN Clutch 
Pencils are not novelties, but 
absolutely practical for every- 
day use. Lasting nickel-plated 









finish. Take a good grade of 
lead. Tremendously popular 
among school children. 


Nos. 302 and 305 take large 
lead. No. 306 is for fine lead 
with sharp point. Supplied 
in boxes of one dozen each. 
Refills packed three ina tube. 


Three display cards for 
window or counter, as 
shown below, are fur- 
nished with each gross of 
No. 306. Write for sam- 
ples and prices. 


The demand 
for No. 306 
proves it a 
Success! 


3 Display 
Cards with 
each gross 
of No. 306. 








pone 
The HOGE MANUFACTURING GO. Inc. 


215 Fulton St., New York., N-Y. 
































LEGALS and CRUSHES 


FOR 


| 
IMMEDIATE SHIPMENT ! 





ecurity En nvelope @mpany , 
ouse of Specialties mn 








MINNEAPOLIS, U. S. A. 
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NOTE.—Manufacturers should read this department, for 
here are announcements from firms at home and abroad 
regarding their requirements for goods. Many of these an- 
nouncements outline business opportunities of importance 
to manufacturers in this field. 


Aukland, New Zealand.—Leightons, Ltd. P. O. Box 
349, desire to correspond with manufacturers of rubber 
stamps and pads. The corporation manufactures office 
furniture, filing cabinets, etc. 

Bloomington, Ill—The Bloomington Typewriter Com 
pany, H. W. Gronemeier, manager, has opened at 501 
North Main street. It is desired to extend the lines car- 
ried, and correspondence is invited from manufacturers 
desiring connections in the vicinity of Bloomington. Mr. 
Gronemeier is well versed in the typewriter and office sup- 
ply lines, and has built up a fine clientele in Central 
Illinois : 

Cali, Colombia.—Teofilo J. Martinez asks to hear from 





manufacturers desiring representatives in Colombia. He 
wishes to add to his lines, including large and important 
American firms. He desires to deal with experienced 


exporters 
El Paso, Texas.—F. B. White, P. O. Box 499, is opening 


2 ‘ 
Putting Handiwalets 
a typewriter and office equipment store. He will operate ? 
- the F. B. White ‘Troemris Casnay “He haa bees in your customers 
a typewriter salesman, branch manager, etc., for the past 


fifteen years. He desires to hear from manufacturers. 

Europe.—P. H. Crane is going to establish himself in 
London and sell in Europe. His address is 63 West On- 
tario street, Chicago, Ill. Mr. Crane has been handling 
foreign lines in this country a number of years. He is 
thoroughly acquainted with the export business, and knows 
much about the requirements of European markets. While 
abroad he will investigate markets for American firms 
further, and desired to take with him several office equip- 
ment lines, including stationery and office equipment. 
Manufacturers desiring to expand their export business 
are invited to communicate with Mr. Crane. 

Huddersfield, England.—W. H. Hirst, 12 John Williams 
street, wishes agencies tor high class office equipment. He 
is agent for the L. C. Smith & Bros. Typewriter Com- 
pany. Manufacturers are requested to send catalogues and 
price lists. 

London, Engiand.—The Victoria Typewriter Company, 
No. 37, Furnivald street, E. C. 4, is open for agencies of 
all sorts of office machines and accessories, as well as 
general office equipment. 

Madras, India.—S. V. S. Aiyer, 26 Sivaraman street, 
Triplicane, is an importer of and specialist in advertising 
novelties. He wishes to import all kinds of advertising 


pockets—puts money 
in yours, 


And it’s done every day, too! 


The “‘Handiwalet” is the latest im- 
proved pocket case for personal 
memoranda, cards, tickets and im- 
portant pocket papers. 


The “Handiwalet’” combines a two- 
year calendar, seven-inch rule, iden- 
tification card, space for names, ad- 
dresses, telephone numbers, instant 


‘ ‘ *. 
novelties, such as calendars, calendar pads and like de- reminders and memoranda,— all in 
vices in paper and glass. He also requires mechanical one, with no added weight or bulk. 
devices to print and finish these devices. Bank references 


will be given. Samples with prices f. o. b. New York 
and catalogues are requested. Correspondence in English 
only. 

Mexico.—Henry Levin, P. O. Drawer R, Nogales, Ariz., 
is organizing a company to handle a general line of office 
appliances in the Republic of Mexico. Manufacturers of 
typewriters, adding machines, check protectors, office fur- 
niture, fixtures. typewriter paper, carbons and supplies 
of all kinds are invited to send catalogues and price lists. 
The principal office of the new company will be in Mexico 
City. Branches are to be established at Vera Cruz, Mazat- 
lan and Guadalajara. 

New York, N. Y.—James J. Mulloy, 1966 Broadway, 
wishes to get in touch with manufacturers of office equip- 
ment and supplies, particularly filing equipment and 
supplies. 


x * x 
New York, N. Y.—A. H. Krutch has opened a com- ~, J. DRESNER COMPANY: 


mercial stationery and office supply store at 138 Wooster 
street, handling printing and engraving also. He requests 1476 BROADWAY 
price lists and catalogues. Mr. Krutch was manager and 
buyer for the past four years for M. C. Lazarus, stationer, 

11 West Thirty-fifth street. U.S.A 


The “Handiwalet” is entirely hand- 
made of the best jute, manila and 
red rope stock. Packed 100 to 


attractive display carton. 


The “‘Handiwalet’’ allows a liberal 
dealer profit. Requires no sales 
effort—it sells on sight. 


Samples and circulars sent on request 
or order through your regular jobber. 
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64e Kohlhaas 
Work 
Distributor 


To obtain a PRACTICAL system of filing 
‘*pending matter” has long been the need 
of the busy executive. EFFICIENCY 
and SMOOTH WORKING ORDER 
demand that all active correspondence be 
at his finger tips — ready for INSTANT 
REFERENCE and for DISTRIBUTION. 
The KOHLHAAS WORK DISTRIBU- 
TOR was perfected with this idea in mind: 


A place for every paper— 
Every paper in its place 


The KOHLHAAS WORK DISTRIBUTOR 
keeps correspondence and other pending mat- 
ter PRIVATE and SAFE from air drafts that 
come from open doors and windows and from 
the electric fan. Because it is PORTABLE, 
it may be easily placed in the safe or vault 
at the end of the day’s work. 


The KOHLHAAS WORK DISTRIBUTOR 
is SECTIONAL, so that it permits of unlim- 
ited expansion through the use of SEC- 
TIONAL POSTS and additional guides. 


It is constructed of first-class materials with 
nickel-plated rods and rubber bearing surfaces. 
The KOHLHAAS WORK DISTRIBUTOR 


is the last word in efficient office devices. 


If YOU are not already identified with the 
KOHLHAAS line of INSTANT REFER- 
ENCE FILES, YOU are not alive to its pos- 
sibilities. It is a LIVE LINE that will mean 
PROFITS to you. 


Your inquiry will be handled in the usual 
efficient Kohlhaas style. Write us today. 


The Kohlhaas Co. 


480 Lexington Ave. 183 N. Dearborn St. 
New York City Chicago 
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New York, N. Y.—The Delta Sales Company, 2 Rector 
street, wishes to represent manufacturers of office ap- 
pliances in Greater New York, or in the Eastern terri- 
tory. Manufacturers desiring to avail themselves of these 
facilities are requested to write. The Delta Sales Com- 
pany will distribute on commission or outright purchase. 

Osaka, Japan—M. Fuyase & Company, 457 Honjo Na- 
kano-Cho has been organized to deal in office specialties 
and labor saving devices. Fujio Mamiya is proprietor. 
He requests catalogues and quotations from American 
manufacturers. He can extend his selling activities to 
Kobe, the largest seaport, and Kioto, the famous silk 
center. 

Paris, France.—Modern Office, 84 Rue de Rennes, wishes 
catalogues of new and rebuilt typewriters, duplicators, 
ribbons, carbon paper and other high class office require- 
ments. Catalogues and price lists are requested. 

Peoria, Ill—The Peoria Typewriter Company, 420 Lib- 
erty street, wishes to add to its lines of office equipment. 
The company handles typewriters and office equipmert, 
and has developed a following in this part of Illinois. 
Manufacturers are invited to correspond. 

Philadelphia, Penna.—The Karboid Sales Company, 1022 
Arch street, wishes to represent manufacturers of type- 
writers and office equipment desiring to have their lines 
handled in Philadelphia and vicinity. 

Santiago, Chile—P. Andrade Moss, mechanical engineer, 
Merced 305, is expanding. He will add a line of carbon 
paper, typewriter ribbons and typewriter papers. Manu- 
facturers are invited to communicate with Mr. Moss. 

Springfield, Mass.—G. E. Nelson, Jr., P. O. Box 881, 
wishes to hear from manufacturers desiring representation 
in New England. Mr. Nelson represented the Esterbrook 
Steel Pen Manufacturing Company in the New England 
states for many years, until his recent resignation. 

Tokyo, Japan.—Mine Zaki, Ogsuka, Shinmachi, Akasaka, 
Limited, dealer in office equipment, wishes catalogues of 
all office devices. 





Opportunities for Foreign Trade. 


The business tips which follow are collected from the 
various points where the United States has consular 
officers and commercial attaches. If the reader wishes to 
follow any of the prospects, he can obtain the name and 
address by requesting the information from the Depart- 
ment of Commerce, Bureau of Foreign and Domestic 
Commerce, Washington, D. C., mentioning the number 
which identifies each item. This information can also be 
obtained from the district and co-operative offices of the 
department. 

District Offices: New York, 734 Customhouse; Boston, 
1801 Customhouse; Chicago, 1424 First National Bank 
building: St. Louis, 402 Third National Bank building; 
New Orleans, 120 Hibernia Bank building; San Francisco, 
307 Customhouse; Seattle, 848 Henry building. 

Co-operative Offices: Cleveland, Chamber of Commerce; 
Cincinnati, Chamber of Commerce; Cincinnati, General 
Freight Agent, Southern railway, 96 Ingalls building; Los 
Angeles, Chamber of Commerce; Philadelphia, Chamber 
of Commerce; Portland, Ore., Chamber of Commerce; 
Dayton, Dayton Chamber of Commerce; Pittsburgh, 
Chamber of Commerce; Baltimore, Export and Import 
Board of Trade; Newark, N. J., Newark Chamber of Com- 
merce; Norfolk, Va., Norfolk Maritime Exchange; In- 
dianapolis, Ind., Indianapolis Chamber of Commerce; Ak- 
ron, O., Akron Chamber of Commerce; Dallas, Texas, Dal- 
las Chamber of Commerce; Columbus, O., Columbus 
Chamber of Commerce; Syracuse, N. Y., Syracuse Cham- 
ber of Commerce. 

Most of these items are quoted in full, as reported by 
the Bureau of Foreign and Domestic Commerce, in the 
thought that where a miscellaneous list of requirements is 
stated, the character of the inquirer’s business will be 
revealed. 

These items are given identifying numbers, to avoid 

romiscuous publication of the names connected with 

oreign Trade Opportunities developed by the Depart- 
ment of Commerce. The names and addresses must not 
be published by their recipients. 

Adding and Calculating Machines. 

34,933.—A commercial agency firm in Spain desires to 
secure the representation of manufacturers for the sale of 
small adding machines and letter-copying machines. Quo- 
tations should be given c. i. f. Spanish port. Reference. 

(Continued on Page 257.) 











June 


1921. OFFICE 








“‘The World’s Best Writing Machine’’ 
* 
Victor 


Standard 
Typewriter 





A little higher in price—a lot better in quality 


The Fundamental Reason 


for the superiority of the Victor is that it 
is designed and built right. 


Inch-wide cone typebar bearings give a 
perfection and permanency of alignment 
that is not equaled by any other method of 
visible writing machine construction. 


Octuple roller bearings make certain 
carriage rigidity and eliminate the lost mo- 
tion so destructive of alignment. 


These are but a few of the improvements 
that together stamp the Victor as the high- 
est grade visible writing machine. 


Quality is vital—Price but incidental. 


DEALERS 


For three years we were compelled to refuse 
three orders for every one accepted. Increased 
production will allow the development of some 
new territory. This is your opportunity. Immediate 
profit—a certain future. Victor users are satisfied. 
Victor dealers successful. 


Write for Catalogue 


VICTOR TYPEWRITER (COMPANY 


General Offices and Factory: Scranton, Pa., U.S. A. 
Address Department MM 








-ILANCES 


You cai USE the 


ROT STENCIL OSPEED 


—and SELL it, Too 


Your salesmen need help. Pave the 
way for them with clean-cut, stimulating advertis- 
ing. Print it on the Rotospeed. Form letters, 
illustrated circulars and price lists. The cost is 
almost nothing. 


Here’s What Happens 


Your customers are looking for an economical, 
trouble-proof duplicator—a simple, easily-oper- 
ated machine—a money-maker and a time-saver. 
They want the Rotospeed. We know it. More 
Rotospeeds are being bought today than ever be- 
fore in the history of our business. The remark- 
ably low price, $43.50 complete, makes it a rapid 
seller. Let your salesmen take the orders—at a 
good profit—and don’t forget that the supply 
business is a constant source of additional profit. 


Nationally Advertised 


Speed up! 


The Saturday Evening Post, American, System, 
Business and thirty other publications are run- 
ning Rotospeed advertising. Sales are being 
ia day in your territory. Do you want 
them? 


Our Plan Will Help 


Write now for details of the Rotospeed sales 
plan. Let us show you how we can be of help in 
increasing your profits. 


The ROTOSPEED Co. 


DAYTON, CHIO 
Agency Division 
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New York 


DAVIDS’ 


Quality PRODUC TS 


SCHOOL 


We will gladly furnish dealers with infor- 
mation so as to place you in a position 


SUPPLIES 





to secure Board of Education contracts. 
Write us. ‘Our products have been used 
in schools for over 95 years. 


THADDEUS DAVIDS INK CO., Inc. 


Manufacturers of 


Inks, Adhesives, Sealing Wax, Carbon Papers and Inked Ribbons 


Chicago Boston 


























Are you the man who is always saying, 
“If I could only get hold of a medium 
priced, fast selling article, that I could 
use for a leader, | would push it for 
all I am worth’? Well, here it is. 
Get our price list on the only 25-cent 


type cleaner. 








41 Perry Street 


384 Broadway 





PECO MANUFACTURING CO., Inc. 


NEW YORK 








Distributors 


DEFIANCE MANUFACTURING COMPANY 


“% New York 























Keep Posted 





on the happenings in the office 
appliance field. Know what oth- 
ers are doing and learn of new 
devices just as soon as they are 
ready for the market. A difficult 
matter, you may declare, but it 
will not be very difficult for you. 
Read OFFICE APPLIANCES 
every month and you will be well 
informed concerning all such de- 
velopments. Our force, assisted 
by a thousand sources of infor- 
mation, collects the important ma- 
terial and publishes it monthly. 


A suggestion for your benefit 
more than for ours: Send $2.00 
for a year’s subscription (for 
Canada, $2.50; foreign, $3.00). 

















THE OFFICE APPLIANCE CO. 


417 S. Dearborn St. Chicago, Ill. 















































PENS AND PENCILS 











Brooklyn, N. Y.—Hart Lehman, the new advertising 
manager of the B. B. Stylo Company, was formerly on 
the copy staff of the Charles William Stores, a mail order 
house. 

Chicago, Ill—Ralph Henriques, of the Standard Pencil 
Company, returned late in May from a tour of the North 
ern section of his territory. 

Py * * 

Chicago, Ill—W. A. Sheaffer, president of the W. A. 
Sheaffer Pen Company, Fort Madison, Iowa, was in Chi- 
cago May 26 on his way to spend two weeks at the New 
York factory 


* * * 
Chicago, IllL—H. E. Waldon, vice-president of the W. 
\. Sheaffer Pen Company, left in May for a two-weeks’ 


trip in Missouri, Oklahoma, Kansas and Texas, getting 
in touch with the company’s salesmen. 


* * * 
Chicago, Ill.—The Columbia Crayon & Pencil Company 
has incorporated with capital of $500,000. The plant is 
located at 411-17 North Central avenue. The,business was 


established as the Graphite Chemical Works, A. A. Win- 
decker, vice president. 

Fort Madison, Iowa.—The pencil department of the W. 
A. Sheaffer Pen Company soon will move into the new 
factory. A daily production of several thousand of the 
new Sheaffer “Reflex” pencil is assured in the new location. 

Kanszs City, Mo.—W. C. Griffin, general manager of 
the Hoge Manufacturing Company, New York, N. Y., 
visited the trade here in May. 

New York, N. Y.—A foreign publicity department has 
been established by The Wahl Company here in charge of 
Gabriel Cordova 

* * * 

New York, N. Y.—The Supreme Novelty Company, 
manufacturer of pencil sets, has moved from 125 Lincoln 
avenue to 7 West 22nd street, near Fifth avenue. 

x * x 

New York, N. Y.—John M. Ready, manager of the local 
office of the Joseph Dixon Crucible Company, returned in 
May from a three-month trip which took him to the Pa- 
cific coast. 

x ok Ok 

New York, N. Y.—W. F. Pilcher has been appointed 
Eastern sales manager of the Parker Pen Company, 
Janesville, Wis. He has charge of the retail store and 
Eastern wholesale office in the Singer building 

. * 
New York, N. Y.—The New Diamond Point Pen Com- 


pany and the Auto-Sharp Pencil Company have been ac- 


quired by the Isaac Mendelson Company. Arnold L. Og- 
den, who had interests in both companies, has disposed of 
them. His plans for the future have not been announced. 


Philadelphia, Penna.—The Walworth School Supply 
Company has located in a new building on Filbert street 
below Market 

x * 

San Francisco, Calif—L. A. Wagner, pencil man for the 
Joseph Dixon Crucible Company, has just started for his 
summer trip through the South. His assistant, Frank E. 
Croucher, is in town. 

* * * 

San Francisco, Calif.—Walter Yeazell, manager for The 
Conklin Pen Manufacturing Company here, is devoting 
most of his time at present, to San Francisco and the Bay 
cities. His territory includes Northern California and the 
Hawaiian Islands. 

* * * 

San Francisco, Calif—Angy B. Thomas, coast repre- 
sentative for Eberhard Faber, says he is now looking for 
business on the basis of prompt deliveries. Tom W. Mc- 
Elroy, Mr. Thomas’ assistant, is still in the Northwest 
where he is working up school business especially. 

Springfield, Mass.—The LeBoeuf Fountain Pen Com- 
pany has incorporated with capital stock of $100,000 

x ok 

Springfield, Mass.—G. E. Nelson, Box 881, representa- 
tive in New England of the Esterbrook Steel Pen Manu- 
facturing Company for nine years, has resigned. 
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Let Us Rebuild for You! 


Many typewriter dealers throughout 
the country are sending us their Un- 
derwoods for rebuilding. We are re- 
ceiving these machines from all sec- 
tions of the country, as dealers real- 
ize that a concern like ours, special- 
izing in one make, can turn out better 
rebuilts than could be done in a small 
shop. 


All machines are stripped to the 
frame and we rebuild them from the 
ground up, in a way that guarantees 
satisfaction to the user, and repeat 
orders from the dealer. 


We would be glad to furnish you 
more particulars of our rebuilding 
plan. Also, write for our latest confi- 
dential wholesale price list. 





Typewriter Emporium 


Shipman Building 
Montrose and Ravenswood 


Chicago, III. 
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consumer demand is the first con- 


sideration in merchandise invest- 


ment. 


DIEMER 
PRODUCTS 


are used in every one of the thou- 
sands of offices throughout the 
country. For this reason the prob- 
lem of turnover with DIEMER is 
only a matter of stock on hand. 
Diemer Products are never “shelf- 
warmers” or “dust-catchers”. 

Unusually prompt deliveries are 
made possible by our large factory 


and efficient shipping department. 
Write today for prices. 
John F. Diemer Company 


107-09 Lafayette Street 
NEW YORK, N. Y. 











STATIONERY 





Boston, Mass.—C. A. Morse has joined the outside 
sales force of Adams, Cushing & Foster. About a year 
ago he was with the Thorp & Martin Company, Franklin 
street. 

Boston, Mass.—George L. Snyder, stationery buyer for 
Jordan, Marsh & Company, department store, is in Eu- 
rope looking over the market. He left early in May on 
a tour which will last about seven weeks, taking in France, 
Germany, England, Austria and Italy. 

Charlotte, N. C—Howard L. Hopkins has purchased 
the office supply business of the Page-Brown Company, 
231 South Tryon street. It will continue under the present 
name. Mr. Hopkins is heavily interested in the Office 
Supply Company, 3 West Fourth Street. 

Chicago, I1L—Mr. and Mrs. E. Y. Horder returned June 
2 from a pleasant tour of England. 

* * * 

Chicago, Ill—Clemens & Redman, distributors of the 
flexifile, have moved from room 408 to suite 320-30, 17 
North La Salle street. 

* * * 

Chicago, Ill—The Argus Manufacturing Company is 
now at 1134-44 North Kilbourn avenue, having moved 
from 402 North Paulina street. 

ok K * 

Chicago, Ill—Completion of the new catalogue of the 
Associated Stationers’ Supply Company has been delayed 
a bit. The “Associated” expects to mail the new book the 
middle of July. 

x *« * 

Chicago, Ill—Meyer & Wenthe, with office and store at 
108 North Dearborn street, manufacturers of seals, ster 
cils, rubber and steel stamps and similar articles, | 
found it necessary to add 5,000 additional feet to their 
factory space at 24-30 South Jefferson street. 


OK * * 


lave 


Chicago, Ill.—L. A. Carrithers had an exciting time fol 
lowing the purchase of a chow dog for $100. The dog 
wandered from the office, and Mr. Carrithers felt so bereft 
that he offered $25 reward to all the police officers in th 


vicinity. The office boy. was sent out to scout for the do 
and finally found him, following a stranger. 
as 

Chicago, Ill—The baseball team organized among the 
employees of Horders’, Inc., is making a good showing 
the Industrial League. The material has shaped up in fine 
fashion and a high standing is expected at the end of the 
season. Charles Joyce, a nineteen-year member of the 


team, is showing Babe Ruth tendencies, and great things 
are expected from him. 

Cleveland, Ohio.—John C. Cotasek, manager of the offic: 
supply department of The Burrows Brothers Company, 
has changed his name to John C. Coates. 

* * *” 

Cleveland, Ohio.—Vice President and General Manager 
Gaertner, of The Burrows Brothers Company, celebrated 
his thirty-third year with the company in May. 


Hadley, N. Y.—William J. Blackley, general sales and 
publicity manager of the Neura Paper Company, Inc 
was formerly manager of the specialties department, se: 


tion of sales, American Writing Paper Company. 

Honolulu, Hawaii—The Chinese-American Products 
Company, 940 Maunkea street, is manufacturing inks and 
adhesives from native raw materials. The company has 
offices at Shanghai and San Francisco. 

Hoquiam, Wash.—The Scott Book Shop, carrying 
fice supplies, stationery and books, has moved to 717 | 
street. 

Kansas City, Mo.—The Superior Office Supply Co 
pany has taken a ground floor shop at 406 East Ele 
street. The business was established about two years ago 
by Misses S. Grace Schenck and Ruth S. Becker 

Logansport, Ind.—Harry Lux and R. N. Swadener have 
consolidated as a partnership, and opened an office and 
salesrooms at 219 Fourth street, handling commercial sta 
tionery, office appliances, equipment, etc. 

Long Island City, L. I., N. Y.—The Acco Girls’ Club, 
held a dinner dance at Volkert’s Hall last month. It is 
composed of the employees of the American Clip Com- 
pany. 
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Hampshire 
Bonn 


SEMI-BUSINESS OR IMPERIAL SIZE 


GRAY 


The demand for this size in 
Gray has decided us to put it 
into our Stationery line. Boxed 
as follows: 


Two-quires—48 sheets and 48 
envelopes. 


Quarter Reams — paper only 


(120 sheets) 


One Eighth M’s—envs. only 
(125 envs.) 


Sheet measures 731x103. Envel- 
ope measures 33x73. 


Stock is ready to ship. 


Samples sent upon request. 


FINE STATIONERY DEPARTMENT 


Hampshire Paper Company 


SOUTH HADLEY FALLS 
MASSACHUSSETTS 


cae 


Loon 
Hampshire 


Hoya 








CJ 


























“ROSCO” 


Glass Desk Pads 





“QUALITY FIRST” 


There can be as much attention 
given to the details of construction 
—as great a care shown in the 


selection of materials—as thorough - 


an inspection of the finished prod- 
uct in the matter of desk pads as 
there is in the manufacture of any 
other commodity. 


Obtaining glass that is without 
blemish, for instance, is of para- 
mount importance. Securing the 
correct height to the frame flange 
—covering it with properly grained 
leatherette—making certain that 
the necessary resistance to wear is 
present—all present their separate 
problems. 


“ROSCO” GLASS DESK PADS 
are built with the thought of ‘‘qual- 
ity first’’ and for that reason are 
most popular with all desk workers. 


The cut above illustrates but one 
of the many features of the Rosco 


Pad—the Patent Finger Hole. Let 


us tell you of the other features. 


RAVENSWOOD 


Office Specialties Company 


Originators of Glass Desk Pads 


We also manufacture ‘‘Ravenswood’’ 


Glass Desk Pads 
1800-02 Newport Avenue CHICAGO 
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LONDON, E. C. Mass., U.S. A. 














Telephones Main 4964-4965 
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| 
THE | 
| 
REPAIRERS’ a | 
CLEANING 
BRUSHES | 
A daily necessity | 
WW eR satohas, Woseteet materiain von | 
j service is the resultant of the forces | 
Oo go00a quality and an extensiy e, adaptabie | 
$1.00 per doz. $10.00 per gross ta patter Service forthe inst two" decades | 
Wie, Mereasanans, Sates, the, Drorenl Mee | 

fact tha as modern improvements de- 

Have You a Supply? agg? gy Ng EES 

ence, e reason for this popularity 
; We would like to send you our cata- 
log and special dealers’ proposition 
TworP & Marry, | 
aie. The Chicago Binder & File Co. 
79 Queen St. BOSTON aoe 














Typewriter Men 


can add substantially to their 
profits by selling 


AZORA AIR CUSHIONS 


TYPEWRITER SUP- 
PLY AND REPAIR 
MEN, in their calls 
upon the trade or 
waiting upon custom- 
ers have many oppor- 
tunities of showing 
these cushions to 
men who are real 
prospects. 

You can attach Azoras in a few seconds, while 
asking the customer whether he has ever used 
them. The beneficial effect is so immediately evi- 
dent that the rest is simple. 

Azora Air Cushions are built on the same success- 
ful principle as the automobile tire, a combination 
of air chamber and rubber—of the greatest 
resiliency. 

Azora Air Cushions would work in with your busi- 
ness excellently. We'll be glad to tell you more 
about their sales possibilities—their nerve-saving, 
typewriter-saving, sanitary features. 


Let Us Hear from You 


AZORA RUBBER COMPANY 
Séth Avenue & 20th Street CICERO, ILL. 





PAT. DECEMEER 21, 1915 











STUN 
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Carbon Paper 
OLD TOWN 


Standards Assure 
Satisfactory Quality 


whatever the requirements 
for service or cost. The 
basic materials are selected 
as the result of extended 
experience in the develop- 
ment and manufacture of 
Typewriter Ribbons and 
Carbon Papers under our 
formula. 


Old Town Carbon Paper 
;, is made in twelve brands 
for typewriter, pen and pencil, in various weights, 
finishes, in the usual colors. 


Old Town Typewriter Ribbons are marketed un- 
der two brands and each is inked for light, me- 
dium or heavy duty. 


Performance and permanence guaranteed. Our 
Brands are packed in handsome lithographed boxes. 


Manufacturers of Carbon Paper and Typewriter Ribbons, 
Old Town and “‘Crowfoot"’ brands. 


Old Town 
Ribbon & Carbon Co. 


245-47-49 Centre Street 
NEW YORK CITY, U. S. A. 


KS or 





Ay 
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Los Angeles, Cal.—There is much interest in the reg- 
ional meeting of stationers which will be held in this city 
en June 28-30. Members of the Stationers’ Association 
of California have announced their intention of attending 
to H. P. Dimond, chairman of the California Association. 
The sessions will be presided over by Ralph Sherman 
Bauer, president of the National Association of Stationers 
and Manufacturers. 

New York, N. Y.—The James Leach Stationery store 
has moved from 86 Nassau street to 25 Barclay street 


k * x 


New York, N. Y.—Thomas Nolan & Sons, manufactur- 


ing stationers, are now at 61-63 William street: the old 
plant was at 41 Liberty street. 
« i * 


New York, N. Y.—The brush factory of Arthur W. 





Hahn has been moved woe: peed place. Go after this business. 
New York, N. Y.—Harold F. Mintz, formerly engaged Many of your customers 

on the Pacific Coast in the sale of writing fluid, has joined f . 

the Hoge Manufacturing Company, 215 Fulton street. are users OF Colm bags— 


New York, N. Y.—The Flagg Ink Company, Inc., has 


incorporated with capital of $100,000 to make inks, ad- theatre uses them in large 
hesives, etc. The organizer is A. T. Scharps, 154 Nassau °° 
street. quantities. 
oe * * ® e 
New York, N. Y.—Benj. D. Benson, Inc., manufacturer Bemis Coin Bags are accu- 
of commercial and bank stationery, has added over 4,000 : ‘ 
square feet to the main office at 11-15 Cliff street, and rately sized -sturdily made 
a feet to the check department at 29 Spruce —long wearing. 
street, 
* * ss 


Write for prices, catalog 


New York, N. Y.—Stephen Farrelly, manager of the pre 
and special information 


American News Company, was appointed on a committee 
of military affairs from the Merchants’ Association of New 


York to investigate the care of disabled veterans of the B ° BR B 
world war in New York and vicinity. emis ro. ag. . 


Petaluma, Calif—The Petaluma Paste Company will : 
erect a steel factory with stucco finish on North Main Cupples Station 


street. ST. LOUIS = = 
Philadelphia, Penna.—B. B. Fravers has joined the trav- MISSOURI 
eling sales staff of the Polar Manufacturing Company. 
i 
Philadelphia, Penna.—Ralph S. Otter & Company, 147 


North Seventh street, have found it necessary to increase 


the space devoted to the manufacture of office forms and P y H Ith 
stationery. rotect our ea 
ig WITH 
Philadelphia, Penna.—The Visible Business Control 
System, 1109 Walnut street, has a ground floor store for SANITARY MOUTHPIECE 
demonstrating its vertical card file system. B. A. Swartz 
is sales agent. 








Any menace to health and cleanliness soon evident. 





* * * 

Philadelphia, Penna.—Sidney J. Burgoyne & Sons have 
moved from the Widener building to the sixth floor at 
1209 Arch street. The style of the firm has been changed, 
since Mr. Burgoyne has taken four of his sons into the 
business. 

St. Louis, Mo.—The Blackwell-Wielandy Book & Sta- 
tionery Company has acquired a book bindery, to which 
has been added considerable new machinery. The com- 
pany is said to be the only organization in the city 
equipped to produce books complete in its own plant 

San Francisco, Calif—Paul Elder & Company, stationers 
and book sellers, are’now at 239 Post street. The former 
address was 239 Grant avenue. 

"a 


* « 


San Francisco, Calif—The Charles R. Barry Company 
has been assigned the territory West of Denver for the 
Oakville Company, manufacturers of pins and clips, 


Waterbury, Conn 
* * 


$ 50 






San Francisco, Calif-—Harry Freeman, traveler for the 
Sanford Ink Company, recently covered the Pacific coast, 
the first time since a serious illness. Mrs. Freeman accom- 


panied him. Dealers—Give your trade the protection of these 
'?2 sanitary mouthpieces. Secure a stock supply now 
San Francisco, Calif—The printers’ and pressmen’s to fill the demands. Be a help to your community 
strike which tied up business here recently has now been by preventing the telephone being a source of in- 
settled. The printers demanded that they be given Sat- fection. 
urday afternoons off, without any reductions in pay. Their Liberal Trade Prices and Sale Helps 


demands have been acceded to. 


* * * e . 
Sai, Dilstadine, Hate tal eas Camas oe aie American Gleclric (ompany 


working on their immense catalogue. At present, the of- 
fice furniture department is holding the attention of the State and 64th Sts., CHICAGO, U. S. A. 


(Continued on Page 258.) 
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Mr. Dealer: 


How many times during your 
business experience did a man 
walk into your office and offer 
to manufacture and ship best 
high grade typewriter ribbons 
with your name on the box in 
the usual place of the manufac- 
turer’s? Right at this very mo- 
ment we offer this very same 
proposition. The repeat orders 
—the prestige—the goodwill— 
satisfied customers—and profits 
go direct to you. 


If you are a wise dealer you will 
investigate our proposition—an 
unusual opportunity to reap the 
harvest of our experience. 


U. S. Typewriter Ribbon Mfg. Co. 


Sansom and 8th Sts. 


Philadelphia, Pa. 





LOOSE LEAF PUNCHING 


DIE CUTTING LABELS AND SEALS 
LETTER FILE GUIDES CARD INDEX TABS 
BANK PASS BOOK WINDOWS 


The flexibility and adaptability of the Nelson Model 
3 Punching Machine makes it a favorite among all 
manufacturing stationers. Any owner will tell you 
of the substantial profits earned by this equipment. 


Booklet on Request 





225 North Michigan Blvd. Chicago, Ill. 
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Boston, Mass.—Boston Branch No. 3 of the Typewriter 
and Adding Machine Mechanics’ Aid Association now 
meets the first and third Thursday of each month at 24 
Hayward place. Heretofore Tuesday has been the meet 
ing night. 

Chicago, Ill—The Typewriter Emporium has increased 
its capital stock from $115,000 to $215,000. 

oe OK ck 

Chicago, Ill—Richard Ahrens has joined the Chicago 
staff of Printers’ Ink. He was formerly with the Reming- 
ton Company. os, * 

Chicago, Ill—M. S. Eylar, vice president and general 
sales manager of the Elliott-Fisher Company, visited the 
Chicago branch May 16.* * * 

Chicago, Ill—M. Harwitz, in charge of exchanged ma- 
chines tor the Royal Typewriter Company, Inc., was at 
the Chicago office May 31. 

=~ os cK 

Chicago, Ill—H. S. Gilbert, Chicago, manager for the 
L. C. Smith & Bros., Typewriter Company, visited the 
factory at Syracuse, N. Y., in May. 

x * * 

Chicago, Ill—Two new men have joined the bookkeep- 
ing machine sales department of the Underwood Type- 
writer Company—Leroy F. Kay and Frank Lewis. 

* x #* 

Chicago, Ill—C. H. Miller, formerly treasurer of the 
Elliott-Fisher Company, was a Chicago vistor in May. He 
is to become trust officer of a Harrisburg bank. 

K ok 

Chicago, Ill.—R. E. Richwine, assistant sales manager of 
the Elliott-Fisher Company, was a Chicago visitor in May, 
on his way to conduct a sales school at St. Louis. 

* a a 

Chicago, Ill.—The Walter H. Fox Typewriter Exchange, 
Inc., has moved from the bank floor at 106 North LaSalle 
street to the ground floor at 164 North Wells street. 

* * * 

Chicago, Ill—The Chicago force of the Elliott-Fisher 
Company is working on a two-months’ base ball contest. 
Sales are marked up on the score board in regulation style. 

« * x 

Chicago, Ill—W. H. Jerrett, of the Smith Typewriter 
Sales Company, left June 5 for a week’s trip through the 
East. Mr. Jerrett notes that export business is picking up. 

* * x 

Chicago, IIL—C. K. Ray, division manager of the central 
territory of the Corona Typewriter Company, Inc., was 
in Chicago June 1. He makes headquarters at Vinton, 
lowa. 

* * ok 

Chicago, Ill—W. F. Herring, who has been on the Chi- 
cago sales staff of the Woodstock Typewriter Company, 
has been promoted to district manager of an important 
zone contiguous to Chicago. 

* ok *K 

Chicago, Ill—Ted Sloat, who has been at Rockford, IIL, 
the past two years for the Underwood Typewriter Com 
pany, has been assigned to the Chicago sales force. Gean 
Floberg succeeds him at Rockford. 

* * * 

Chicago, Ill—The wedding season has found its usual 
response in the Chicago branch of the Royal Typewriter 
Company, Inc. Within forty-five days Miss Hilbert, Ray- 
mond Llabres and Jerry Bures were married. 

x * * 


Chicago, Ill—Charles T. Smith, traveling service man 
ager of the Corona Typewriter Company, Inc., was a 
Chicago visitor in June. He met many old friends, as 
Chicago was his stamping ground in the past. 

«x * > 

Chicago, Ill.—The bowling team of the Smith Typewriter 

Sales Company won second place in the championship 


tournament of the Illinois Bowling Association. They 
were in the third money in the sweepstakes event. 
* * 


Chicago, Ill—The two territories of the local branch of 
the Elliott-Fisher Company have been consolidated, with 
F. M. Anglim in charge. Mr. C. C. Fitch, who was asso- 
ciated with Mr. Anglim in the joint management of Chi 
cago sales, has resigned. 














June, 1921. 


OFFICE 


CALCULATIONS 


in your vest pocket! 








\\ 


No bulk—no exces- 
sive weight—no ex- 
pensive mechanism 
with the 





Harmon Calculator 


- simple little device just the size of 

ur sd pocket, yet large enough to 
accurately and speedily make ygur 
positive calculations — totaling even 
9,999,999. 


2 And only $7.50 ("$ic'0o") 


You will want one of two things. Either a Harmon 
Calculator, or our dealer proposition 


Which one shall we send you? 


Erie Calculator Company 
14 Scott Building, Erie, Pa. 














a 
\ 








There 
Is a 


Difference! 


There is just as 
much individual- 
ity in typewniter 
ribbons as there is in hand-paintings. 
MILO nbbons are distinctive in qual- 
ity, manufacture and popularity. They 
are made with the extra care that 
counts. They are dependable. 





If youarelooking for something superior in the 
way of typewriter ribbons and carbon papers, 
you will write us for samples and prices. 


Attractive territory awaiting re- 
sponsible and energetic agents. 


Small town overhead with large city facilities. 


MILO CARBON CORPORATION 
PENN YAN, N. Y. 








APPLIANCES 








243 


MATHEMATICAL WWWWWWWW 


“Yes, Mr. Mann, here is the 
‘Miss Comfort Widney’ 
Seat Pad” 


‘Secured to the chair by just one tack, you 
see. It goes anywhere on the seat but doesn’t 
fall off, and that’s convenient, especially 
when the floor is a bit dusty. Protects your 
oa. —_ the shine—no matter how oss 
warm the day is or how you perspire, you 
don’t find yourself stuck to the yet te Taper 
Makes a wonderful difference in the service you get from 
your office chair. 





“Yes sir, we've sold a lot of them but the demand keeps up. You see, 
a man comes in and gets one, then his stenographer or bookk: wants 
one and pretty soon there are the clerks and the office boy. You'll take 
an outfit for all the office now? That's fine! I'm sure you won't 
regret it. Hope you hire more help soon. Good day!” 


‘Jim, we'll have to send an order for some more of these. Might as 


well repeat the last one. Will you drop it in the mail on your way to 
lunch? Thanks!” 





FROM 
LIVE DEALER 
PROGRESS, U.S.A 


THE WIDNEY COMPANY 
310K South Jefferson Street 
CHICAGO 








YOU CANNOT PURCHASE A 
MULTIGRAPH, ADDRESSING 
MACHINE, DUPLICATOR, 


FOLDER OR SEALER 
UNLESS YOU REALLY 
NEED THEM 


When that time arrives 
it is to our mutual bene- 
fit to have you look into 
our past business trans- 
actions whereby we sold 
numerous firms equip- 
ment which was not only 
as serviceable as new, but also 
saved them approximately half 
on most machines. 








We will forward complete price 
list upon request, 

We guarantee all machines to be 
as serviceable as new and ex- 
tend free service in Chicago for 
a period of one year from date 
of sale. 

Old machines taken in trade, bought for 
cash or handled on consignment. 


DISTRIBUTORS 
Victor Standard Typewriter 


OFFICE DEVICE COMPANY 


(Phone Franklin 5896) 


162 No. La Salle St. CHICAGO 
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Dealers: 


: COMPARE! 
: CARBON PAPERS 


and 


TYPEWRITER RIBBONS 
OF QUALITY 


Service that satisfies. 
Send for samples and prices. 


“You will be pleased.” 


CARRIB MFG. CORPORATION 
ROCHESTER, N. Y., U. S. A. 


re 


 Wouldn’t You 

Like to Impress 
-This Man 
Favorably ? 


Certainly! Then use Wiggins Book Form Cards 
that have a clean, finely engraved, snappy ap- 
pearance. 

Convenient too—carried in bound form — no 
soiled or crumpled cards—and detach easily with 
a smooth edge. Always ready. 

Many of America’s largest users of quality cards 
who appreciate the importance of proper card 
representation use Wiggins cards exclusively. 
This clientele compliments the skill and care 
exercised in engraving a Wiggins plate. 

Write for specimen tab and information. Today! 


THE JOHN B. WIGGINS COMPANY, Established 1857 


11@7 South Wabash Avenue 
705 Peoples Gas Bidg. 
N CHICAGO 
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Character in Pens 
as in man, is often difficult to define. 
Nevertheless, you are soon aware whether 
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or not it is present. 

The SILVERINE and STEEL pens 
manufactured by the C. Howard Hunt 
Pen Company are typical of what is 
best in pens. 

The exact workmanship and careful 
examining assure the dealer of reorders. 
The convenient slide box of light green 
(for the steel pen) royal purple (for the 
silverine) reflects character and is the 
user’s guarantee that each Pen 


is a PERFECT PEN. 


C. HOWARD HUNT PEN CO. 
CAMDEN N. J. 


SES WINS NUM USA SS AY EVAR VD NT USP IMRGDADIIIS SPRAY SZG: — 



















Wye 


ane 
selrfel tir 
12] 314 Hf 
o}rojt i2i0 
16)!7|1 81194 2 



































EXACT SIZE 





FULL SIZE 


*e “Indispensable’’ 
ARGUS LINES 


PAPER FASTENERS 
PEN AND PENCIL CLASPS 
ENVELOPE MOISTENERS 

TYPEWRITER ERASERS 


Phone your jobber for samples and discounts, 
or write direct. 


ARGUS MFG. CO. 


1134-44 North Kilbourne Avenue 
CHICAGO, ILL., U. S. A. 
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Chicago, Ill—The girl employees of the Smith Type 
writer Sales Company had an outing at Highland Park 
Decoration Day There were sixteen present—past and 


present workers—and in addition to having a good time, 
the girls acquired a fine coat of tan. 
x * x 
Chicago, Ill.—Plans for the annual picnic of the local 


branch of the Royal Typewriter Company, Inc., are under 
way. It probably will be held late in June, at some point 
in the Cook County Forest Preserve to be selected soon. 
A spirited baseball game will probably be one of the fea 
tures 
* x M 

Chicago, Ill—The Chicago Remington Club held its 
election a short time ago. In recognition of the efficient 
and masterly execution of the duties of president and sec- 
retary for the past year by Robert T. Goldblatt, he was 
unanimously re-elected. The annual outing of the Chi 
cago Remington Club will be held June 18. 


x ok x 

Chicago, Ill—John J. McCormick, manager of the 
Corona Typewriter Company, Inc., has given added zest 
for his dealers in the company’s sales contest. This is 


in addition to the prizes offered by the company. A prize 
of $10.00 for the highest dealer, and $10.00 for the highest 
i.dividual salesman is offered dealers in the Chicago ter- 
ritory In case the territory wins the first prize, it will 
be divided with the sales, office and service forces of the 
Chicago office, each to receive $10.00. 

Dallas, Texas.—W. A. Parker, repairman for the Cor- 
ona agency here, fell heir to some oil land, which produces 
an income of over $10,000 a day. He stuck to the bench 
long enough to clean up his work, and then bought a 
motor car to help burn up some of the oil produced by his 
land 

Danbury, Conn.—Geo. F. Allen, 21 Elm street, is now 
distributing Woodstock typewriters. 

Danville, Ill—G. W. Randolph, formerly with the Rem- 
ington Typewriter Company, has located in the Baum 
building, handling Woodstock typewriters. 

Decatur, Ill—vThe distribution of Woodstock Type- 
writers here is in the hands of Haines & Essick, 217 North 
Water street. 

Denver, Colo.—J. C. Deardorff has been promoted to 
district manager for the Woodstock Typewriter Company 
for Colorado, with headquarters at 1719 Champa street. 
He was formerly a salesman in the Chicago branch 

Des Moines, Iowa.—Geo. B. Gunnison, is now district 
manager for lowa sales of the Woodstock Typewriter 
Company, with headquarters at 511 Mulberry street. In 
the past he has handled Iowa territory for the L. C. Smith 
& Bros. Typewriter Company and the Underwood Type 
writer Company. 

Eagle Pass, Tex.—A. E. 
opened a Corona branch here. A. 
charge of the local store. 

Fort Smith, Ark.—H. W. Nichols from Topeka, Kans., 
has recently been appointed dealer for the Royal type- 
writer 

Hartford, Conn.—The Superior Typewriter Exchange, 
218 Pearl street, has acquired representation of the Wood 
stock typewriter. 

Joliet, Ill—The Joliet Office Supply Company, 118 
North Chicago street, is handling Woodstock typewriters. 

Kansas City, Mo.—The Woodstock Typewriter Com 
pany has appointed the Kansas City Typewriter Exchange, 
220 East Twelfth street, its agents in this district. M. J. 
Carey is manager of the exchange and also distributer for 
the Corona typewriter. 

Milwaukee, Wis.—E. H. Mayhew has joined the Wood- 
stock Typewriter Company as district manager, with of 
fices at Room 306-85 Oneida street. Mr. Mayhew has 
been associated in this line for a long time, having been 
with the Remington Typewriter Company and the Smith 
Premier Company as branch manager, and active in re- 
lated lines. 

Minneapolis, Minn.—E. G. Kidd, state representative 
of the Smith Typewriter Sales Company, met up with a 
new kind of automobile thief. He paid a deposit of $100 
on the purchase of Mr. Kidd’s machine, and rode away, 
never to return. 

New London, Conn.—Distribution of Woodstock type- 
writers has been accorded to the New England Typewriter 
Supply Company, 27 Washington street. 

New Yor, N. Y.—T. J. Maher, until recently with the 
Blickensderfer Typewriter Company in New York and 
elsewhere, is now New England district manager for the 
W oodstock Typew riter Company. 


Vidaurri Sons, Laredo, have 
Montemayor is in 
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Flat and expanding wal- 
lets, file pockets, label’ 
holder and partition 
wallets. 





Express style and safety 
mailing envelopes. Large 
stock of stock numbers 
on hand. 





We also manufacture commercial and 
official envelopes, including regular and 
special position window envelopes. 





Northwestern Paper Goods Co. 
QUALITY PARK 
MIDWAY, « ST. PAUL, MINN. 
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A NECESSITY 
THAT’S EASY TO SELL 


Fresh air without drafts—that’s what you can 
guarantee every customer who buys a Prairie Win- 
dow Ventilator. It does away forever with un- 
economical ventilating ‘‘makeshifts.” You build 
good will and profits together when you recom- 
mend a Prairie. 

Simple and durable metal construction, well fin- 
ished in brown baked enamel. Adjustable in 
width to fit any standard window. Thousands 
have been sold for use in offices, public buildings, 
factories, homes, etc. 


Write for prices and sales plans 
Associated Stationers Supply Co. 


CHICAGO 
Distributors to the Stationery Trade 





‘s = 
WINDOW VENTILATOR 
Fresh Air for the Millions 
Manufactured by Prairie Metal Craftsmen, Inc. Eureka, Ill. 
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ESLEECKS THIN PAPERS(, 





Fidelity Oniom Skin 


White—7}, 8 and 9 Ib. 


kmco Onion Skim 


White and colors—160 Ib. 


Superior Manifold 


White and colors—S Ib. 







These and other Esleeck papers are 
right for important uses in every 
business office. 












Sold by leading paper merchants. 
Ask Dept. O. for samples. 











Made by 


ESLEECK MFG. CO. 


Turners Falls, Mass. 
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Graphic Marking Devices 


aT 


eo | Immediate Deliveries 


Edexco f:.3 Map Pins 


Will not peel or scratch. Solid 

glass heads—color runs all way 
through—steel points—stay where you 
put them—2 sizes—16 colors. 


DEALERS WRITE FOR SPECIAL PRICES 
Small stock wil! show good profits 


EDUCATIONAL EXHIBITION CO. 
622 Custom House St. Providence, R. I. 
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Altschuler, a twenty-one 
theft of 


type- 


New York, N. Y.—Michael 
year communist, was arrested in May for the 
typewriters. He “communed” with three Royal 
writers and two Underwoods before the police interfered 
with him. 

Ottawa, Kans.—John Meyers, formerly connected with 
the St. Louis office of the Underwood Typewriter Com- 
pany, has been made manager of the typewriter depart 
ment of the Keen Printing & Stationery Company. 

Parsons, Kans.—E. E. Moor has succeeded D. T. 
land as manager of the Parsons Office Outfitting Com- 
pany, which handles the Woodstock typewriter. Mr. Row- 
land has entered another field. 

Peoria, IIL—A. H. Prill has been appointed manager 
of the sub-office of the L. C. Smith & Bros. Co. He was 
formerly with the Wales Adding Machine Company, and 
before joining the Wilkes-Barre institution sold type- 
writers. 

St. Louis, Mo.—R. O. Gaar is handling territory in IIl- 
inois and Indiana for the Woodstock Typewriter Company 
from headquarters here in the Pontiac building. In the 
past he has sold L. C. Smith and Oliver typewriters. He 
was all set to begin firing with the A. E. F. when the armi- 
stice was signed. He is the third Gaar to enter Wood- 
stock sales service. 

San Diego, Calif—The Hall-Scott Typewriter 
Company, 118 B street, has undertaken the distribution of 
Woodstock typewriters. 


Row- 


service 


* x 


San Diego, Calif—D. E. Machen has been promoted 
from local distributor to district manager for the Wood 
stock Typewriter Company having charge of an Arizona 
zone. He makes headquarters here. 

San Francisco, Calif.—Filstead & Doherty have been 
succeeded by the Diamond Platen Company, 45 Ecker 
street. ee 

San Francisco, Calif—R. L. Stone, of the Stone Type 
writer & Ribbon Company, is now recovering from an ill- 
ness of some weeks’ duration. 

ok * K 
San Francisco, Calif—C. E. Gleason, San Francisco 
manager for the American Writing Machine Company, is 
taking a brief vacation is San Diego. 

San Francisco, Calif—Griffith P. Terry reached the city 
late in May, and at once took up his new duties as San 
Francisco manager for the Corona Typewriter Company. 
Mr. Terry was formerly manager of the Corona oft in 
Albany, N. Y. 

San Francisco, Calif—The Remington Typewriter Con 
pany sales force regrets that it has not more of the new 
portable Remingtons. The standard keyboard of the new 
machines appeals to touch operators, but the supply 
present is somewhat limited. 

* 

San Francisco, Calif—M. H. Ruick, formerly a well 
known auto salesman in San Francisco, has joined the s« 
ing force of the Royal Typewriter Company, Inc., and is 
working in the city territory—C. W. Nolan has _ take 
charge of the supply department of the San 
headquarters. 


Francisco 


* 

San Francisco, Calif—The Royal Typewriter Company, 
Inc., has opened offices in Sacremento with Paul Pearson 
in charge, and offices in San Jose, under the management 
of J. R. Olney. Salesmen and service stations have been 
put in both cities. Messrs. Pearson and Olney are both 
from the San Francisco force of the Royal. 

x * * 

San Francisco, Calif—Frank Thompson has arrived at 
Underwood headquarters and has assumed charge of the 
bookkeeping machine department. The Underwood head 
quarters on Market street have a window display that at 
tracts attention. It shows a fanfold biller with letterheads 
from a number of firms that use the fanfold. 

x *« x 


San Francisco, Calif—James H. Sait, manager for the 
Hammond Typewriter Company, states that business has 
justified moving from the second floor of the Sheldon 
building to a store location on second street. Mr. Sait is 
hoping to take a trip to New York in June and, returning 
call for Mrs. and Miss Sait, who are visiting in Detroit 
He came to California for a week. That was a year ani 
a half ago, and he wants to go East to say “Good bye.’ 

Topeka, Kans.—O. A. Ridlon, after an absence of about 
a year, has returned to Topeka, taking charge as manager 

(Continued on Page 254.) 
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Well Satisfied! 





HE users of Eclipse Pneumatic 
Inkwells are indeed “well” satis- 
fied. Their ink is always clean and 


instantly accessible. There are no 
crusted covers to pry open—no pesty 
plungers to poke down with the pen 
point. 


Eclipse Pneumatic Inkwells 


are the kind of inkwells successful 
men prefer to use. Eclipse wells have 
the beauty of design, the dignity of 
appearance, and the substantial yef 
handsome construction that bespeak 
sound judgment. They are good to 
look at on your desk—and equally 
vood to 


use. 


Many Styles. Write for Catalog. 


General Eclipse Co. 


Dept. A, Danielson, Conn. 
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Wherever—— 


GOODLINE ‘‘METAL TIP’’ GUIDES 


are sold, the merchandise turnover has 
been satisfactory. 


It sells easily to the average buyer—men 
who understand that excellence of mate- 
rial and construction are not incompatible 
with moderate price. 


And quick turn-over in this respect means 
quickly - made satisfied - customers, for 
every buyer of Goodline ‘‘Metal Tip” 
Guides comes back for more—and usually 
brings his friends. Write for prices. 


THE GOODLINE COMPANY 
KENT, OHIO 


New York Office: 52 Park Place 
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“Dependability” 


Every good dealer needs carbon 
paper and typewriter ribbons of 
dependable quality. No foun- 
dation in business that will stand 
can be built on any other | aig 


than goods you can depend upon. 





Our products will satisfy the 
most particular users and are 
capable of turning out the finest 
work. 


WRITE US REGARDING 
OUR NEW LINE 


The Iron Clad Ribbon & Carbon Co. 


100 Grand Street - - New York, N. Y. 
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‘SAMSON” No. 1 HAND PUNCH 


Mr. Dealer: “Ajax Eyelet Fasteners,” “Samson 
Punches,”’ “Eyelet Tools,’ etc., assure you of a quick, 
profitable turnover and re-orders. 









“The Ajax Eyelet Fastener” is a 
real necessity for binding valuable 
papers and documents, « where 
security, permanence and nsurance 





against loss and _ substitution 


paramount. 


PUNCHES THE HOLES 
FEEDS THE EYELET 
and CLINCHES IT IN 

ONE OPERATION 


Handles three sizes of Ajax ew 
Eyelets without any adjustment 8 


No. 2 
Med.* 


Nx > 3 


Short 





‘*The Ajax Eyelet Fastener’’ assures you 
of Repeat Orders for ‘‘Ajax Eyelets’’ 





“SAMSON” EYELET TOOL 











punches and Combination 
dies 1/16 to —_ 
lg inch in Erelet 


diameter, 
easily inter- 
changed. 





Will punch 
thru 44 inc 
of paper or 
cardboard. 





Zinc 
Eyelets 
Write for Our Catalog and May Ist Price List 


THE MACHINE APPLIANCE CORP. 
351 JAY STREET, BROOKLYN, NEW YORK 
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Noiseless Typewriter Carbon 


Unequaled for use with Noiseless Typewriter. 
Better, Clearer, Cleaner carbon copies. 

Write for Samples 
“AMPCO” Products means BETTER quality. 


PASASANY OA TANANY EADS 
PRZALALALA TREARSO LRLA 


We manufacture all kinds of Inked Ribbons and 
Carbon Papers for the trade. 


American Manifold Products Corp’n. 


General Offices and Factory 
2900 Darwin Terrace 
Chicago, IIl. 








Real Stylo Value 


Here is Stylo value through and 
through—the best all-purpose, satis- 
factory writer for little money. 


SALZ STYLOGRAPH 


Made of finest vulcanized hard rub- 
ber, fitted with durable solid gold 
needle, absolutely pon-corrosive, 
writes as smoothly and easily as a 
lead pencil. The SALZ STYLO- 
GRAPH is ideal as a manifolding or 
ruling pen. Supplied in a variety of 
tips—red, blue, pink, gray and white. 


Dealers and Agents 


Line up with the SALZ STLYOGRAPH 
—a quick-fire item. Write for our profit- 
making prices to quantity buyers. 


Sample, 75 cents 


SALZ BROTHERS 


Mfrs. High-Grade Fountain Pens 


71 West 35th Street 
NEW YORK CITY 
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A Safe and Sound Bank Specialty 
THE BANDLESS CURRENCY MAILING BOX 


A PERFECT MAILER of strong, heavy, durable manilla paper 
of exceptional strength throughout. Ends and sides do not break 
in bending up over the currency and will stand the roughest kind 
of handling in the mails. 


The outside wrapper is genuine rope manilla as near cloth as paper 
can be made. It folds over each lap or fold at the ends to make 
a perfect, tight seal and attaches to the back of the box. It 
simply can not tear or pull away without destroying the entire 
box. No more danger of torn and tattered boxes on delivery. 
Each size contracts one half inch. In packing, squeeze the inner 
box tightly over the currency, moisten the gum on the outer 
wrapper and seal, bringing the end flaps over and sealing tightly 
to the back of the box. You then have a perfect fit and a perfect 
tight seal. On account of its lightness, from 2 to 4 cents in postage 
is saved on each box mailed. 


Dependable bank stationers should have sample of this new line. 
No obligations to learn all about it now. 


The Smead Manufacturing Co. (Dept. ¢) Hastings, Minn. 
Makers of High Grade Bank Filing and Mailing Containers 











| 
Billing Machine Indexes 


Made in Celluloid 
and Leather — A- 
Z, Geographical, 
Numerical, Sub- 
divisions from 26, 
500, Months, Days. 
etc. 

Any size Lengths 
and _ Extensions. 
Can be used for 
1001 different pur- 
poses. Furnished 
attached to sheets 
or sent onthestrips 


“PATENT CUT.” 


We also make a 
complete line of 
index shields, cloth 
reinforcings, |a w, 
name and number 
labels. Also labels 
for your special 
and stock binders. 
Anything compli- 
cated in the Index 
Line? 

“LET GEORGE Do IT 


Our new catalog is ready; a copy will be yours for the asking. 


G. J. AIGNER @ CO. 


Index Dept. O. 
521-523 West Monroe St. CHICAGO, ILL. 
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HOUSE ORGANS 





Duc the striking printers, some of the house organs which 
are regularly reviewed here have not been issued since our May 
number 


* * * 


Manufacturers’ House Organs. 
The Wales Visible 


on consignment 


for April announced a change in policy 
machines. 

* os * 
Case for April featured an 
business. 
' ‘* 


*K 


Dennison’s Inside of the 
article on all-the-year-round 
The 
of the 
dustry. 


May issue of Monroe Results was devoted to uses 
Monroe calculating machine in the petroleum in 


* * * 
Art Metal 


handling inquiries 
Company. 


Service for April described the methods of 


received by the Art Metal Construction 
x * x 

The 

supplies 

Company 


National was devoted to school 
line of the National Blank Book 


> 


April issue of The 
from. the 
x * x 


The Security Salesman announced the outcome of the 


sales contest held by the Steel Equipment Corporation, 
Avenel, N. J. 
ck * * 
Wilson-Jones Loose Leaf Notes ran a questionnaire 


contributed by dealers on the value of window displays 
of loose leaf goods 
* * 
The May-June issue of Dixon’s Graphite detailed addi- 
tions and reinstatements to the pencil lines of the Joseph 
Dixon Crucible Company. 
* * * 

The April issue of the Corona Bulletin showed the 
Corona basketball team, which won fifteen out of twenty 
two games played last season. 

x * “x 

“Number, Please” in the May issue of The Art Metal 
Welder, told readers of some of the difficulties of the two 
operators at the factory switchboard. 

k * 


‘ 


May conveyed some valuable 


The Webster Way for 
technical information in an article by James Quartz, fac- 
tory manager, on ribbons and carbons. 


The Faultless Bulletin, of the Stationers’ Loose Leaf 
Company, has a department, “The Salesmanager’s Chair.” 
In it H. E. Hawkins, sales manager, discusses live topics 
of the day. 
* * a 

The Royal Standard for May included an analysis by 
Wesley A. Stanger, “The Structure Behind the Sale.” 
It enables the salesman to take stock of his mental 
equipment and his selling methods. 


* * * 
The Sundstrand Keyboard ran an effective analysis by 
D. F. Bigley, Seattle, Wash., “The Solution of the Selling 


Problem.” It is summed up in the last line, “Work a 
little bit harder than you ever did before.” 
k t * 
International Business Machines, published by the Com 
puting-Tabuiating-Recording Company, New York, N. Y 


shows representative uses of the company’s scales, tabu- 

lating machines, time recorders and job time recorders. 
x * x 

Selling Facts of The General Fireproofing Company 


tells of a barber who has a 1916 GF furniture catalogue 
in his shop hung on a chain. A dealer tried to buy the 
book, but the barber declined to sell, as the book was 
so interesting, and caused a number of comments from 
his customers. 
* * x 

The Boorum & Pease Standard has instituted a contest 
for selling ideas. Cash prizes are offered for the best let 
ters on the hardest sale the writer ever made, and another 
series of prizes is hung up for the largest list of specific 
uses for quarter-inch ring memorandum books. The 
Standard is paying money for good jokes, also. 


(Continued on Page 254.) 
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More Profits ties Dealers 


The Work-Organizer — 


“is as good a repeat 
sales proposition as a 


fountain pen,’’ says a 
large Office Supply 
Dealer. ‘*Those who use 
it, like it. When one is 
taken into an office,other 
orders follow from the 
same firm’’, says another 

dealer. 


Push the 
r Org 


Urge your customers to equip a few desks with Work-Organ- 
izers as a test,—then watch your Work-Organizer Sales grow. 
Work-Organizer Window Displays make sales jump. Keep them 
prominently displayed,—help customers to get acquainted with 
what Work-Organizers will do for them. Tell the story of 
Work-Organizers efficiency enthusiastically and often. That’s 
what makes sales. 





ata 


Good Profit 


Push Work-Organizers as a business economy and watch your 
profits climb. 


Write for bulletin giving suggested Window Displays. See 
that your sales force is getting copies of our Sales Bulletin, 

send us their names and we'll do the rest. Remember, 
Work-Organizers pay a liberal profit; our reassortment 
plan insures a well balanced stock. Write us today. Let us 
help boost your profits. 


The Work-Organizer Specialties Co. 
725 W. Grand Boulevard Detroit, Mich. 











THE RUSH-FRASER DE LUXE 


The IDEAL Ink And Typewriter Eraser 
Used by Uncle Sam 


in engineering and governmental departments 


Used like a pencil; just a stroke and the letter or figure is erased- 
For quick, clean, invisible erasing it is incomparable. 


RUSH-FRASER 


An IDEAL Office Equipment Specialty 

combining luxury and economy 
THE FLEXIBLE DIAMOND 
BRUSH — ITS SECRET 


__ 


Sells at to typists, steno- 
raphers boobheeper and 

Made in 14K Gold finish. At 
your dealers or mailed direct 
tpaid insured for 50c in 




















cit joney Order or \. 
; . es ibera trade. 
» Se RKB 


FLEXIBLE: DIAMOND BRUSH ITS SECRET 


Rush Eraser 


Company 
920SA&K 
Building 
SYRACUSE, 
N. Wu 
Peres 
and Dutch East Indies: 


BLIKMAN & 
SARTORIUS 


Amsterdam 
and Sourabaia, Java 
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Aluminum Arch-Files 


and Clip Boards 
that find a 


ready sale 





Clip-boards have too long been constructed 
of wood or zinc. Arch-files, in like measure. 


HOHNSBEEN SPECIALTIES 


are well constructed of heavy aluminum, possessing merits 
instantly recognized by your trade. Where properly dis- 
played, they sell themselves. 

The liberal discount to dealers has made 

Hohnsbeen Specialties popular among 

leading stationers and office outfitters. 


HOHNSBEEN MANUFACTURING COMPANY 
MINNEAPOLIS, MINNESOTA 











When making up your 
order for Pencil Sharpeners 
specify 


The Color Line 


An Exclusive APSCO Production 


Chicago, Giant, Junior, Dexter and 
Ideal models are equipped with our 
new non-transparent chip recepta- 
cles, each model having a distinctive 
color. 


The most attractive line of pencil 
sharpeners ever offered to the trade. 


Order now. Display A psco Sharpeners 

in your show windows and on the 

counters and watch your sales grow. 
Write for Catalogue and Price List 


of Pencil Sharpeners and other 
specialties. 


Automatic Pencil Sharpener Co. 


Dept. A 58 E. Washington St. Chicago 
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CATALOGUES 





Manufacturers’ Printed Matter. 


The Miller Bros. Cutlery Company, Meriden, Conn., 
recently completed a new catalogue of its various products. 
x *« x 

Unique in catalogue construction is the offering of the 
Ulrich Planfiling Equipment Company, Jamestown, N. Y. 
Loose leaf sheets descriptive of the line are bound in a 
correspondence folder suitably indexed, and ready to file. 

* * * 

The Diamond sanitary cuspidor is described in a folder 
issued by the Diamond Sanitary Cuspidor Company, 3117 
North Washington avenue, Minneapolis, Minn. This novel 
device is fully described and illustrated in all its details. 

* 

The twenty-first annual report of the American Writing 
Paper Company has been issued in brochure form, with 
embossed cover. The report is susceptible of easy analy- 
sis, and shows commendable conservatism in establishing 
assets. 

* * * 

A six-page folder in four colors is furnished dealers by 
the Autopoint Pencil Company, Chicago, IIl., to advertise 
the new Autopoint “Standard” pencil. The three regular 
finishes, green, blue and red, are realistically shown in the 
folder. 

K K * 

-The Central Paper Company, Menasha, Wis., and 377 
Broadway, New York, N. Y., has issued a new price list 
on its brands of adding machine rolls, “Qualified’ and 


“Accurate.” The list is arranged in a new form which 
facilitates figuring resale prices. 
* K tS 

The Weis Manufacturing Company, Monroe, Mich., 


has published two attractive folders. One is devoted to 
sectional bookcases, featuring desk stacks. A folder on 
filing devices includes equipment for correspondence and 
cards, desk fittings and filing desks. 

OK *K cK 

The J. K. Rishel Furniture Company, Williamsport, 

Penna., shows its lines of office desks, typewriter desks and 
tables in the new 1921 catalogue. The typewriter desks are 
made with the usual central well, or arranged to accomo- 
date the typewriter in either pedestal. 

* ok * 


Office chairs in striking array are shown in a sixteen- 
page folder issued for its dealers by the Conrades Manu- 
facturing Company, Second and Tyler streets, St. Louis, 
Mo. It depicts a selection of popular numbers, with 
brief descriptions accompanying each illustration. 

*K *K * 

Dealers have received from the Boorum & Pease Com- 
pany, New York, N. Y., Price List No. 11 applying to 
Catalogue and Book of Reference No. 46. The book 
covers Standard blank books. It forms a convenient 
pocket list of Boorum & Pease blank books. The prices 
are dated May 1, 1921, and supersede all previous blank 
book lists. 

* » * 

Catalogue No. 17 of the “Perfect” line has been dis- 
tributed to dealers by the Chicago Binder & File Com- 
pany, 118 South Clinton street, Chicago, Ill. It shows 
a complete array of loose leaf binders, transfer binders, 
Tengwall files, catalogue covers, check binders, ring 
binders, price books, perforators, indices, markers and 
stock forms. 

x * * 

Catalogue No. 14 of the Sikes Company, Twenty-third 
and Passyunk avenues, Philadelphia, Penna., shows an 
extensive line of high grade office chairs, umbrella stands, 
settees, costumers, waste baskets, high desk stools, jury 
chairs, and filing stools. The several types of chair irons 
used are illustrated in detail. Special pages are devoted to 
equipment for court houses and banks. 

* * * 

The Englewood Desk Company, 5800 Lowe avenue, 
Chicago, Ill., is distributing its catalogue No. D-521 show- 
ing the Englewood line of flat top and typewriter desks. 
The book is of the loose leaf type, with cover in threg¢ 
colors, the body printed in black. The desk illustrations 


are large, giving an opportunity to show detail and the 
grain of the wood with telling effect. 
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BUILT FOR SERVICE 


The Sealograph is built with the idea of 
service paramount. Being easily adapted to 
the requirements of any business establish- 
ment, it offers a longer and better degree 


of usage. 
The model B electrically driven Sealo- 
graph (cap. 150 per minute) is equipped 


with brass cut gears, two sets of rubber- 
covered sealing rollers, furnished complete 
on an iron stand which allows a greater ca- 
pacity for sealed envelopes. 


THE SEALOGRAPH COMPANY 


1700 Brooklyn Ave. Kansas City, Mo. 


— = 


a 
i 


The Sealograph 
is waiting your 
request fora 
demonstration. 
Particulars will 
be forwarded on 
request, 


$85.00 




















A Beam Letter-Scale 
That Retails for $5 


No Spring—Just Gravity 





“The Weigh to Save” 


The weighted beam has no notches 
nor a counterpoise. The needle shows 
AT ONCE the weight, also the postage 
in cents, for letters and for circulars. 
Capacity 12 oz. 

Dealers—Let us furnish cut for your catalog. 
Users—Ask your dealer—or sent on receipt of price. 


THE SHUTTLE MACHINE CO. 


DEPARTMENT O. 
18 East 17th St. NEW YORK 























Rebuilt Maltigraphs at '/, Cost 


Rebuilt-Like-New Guaranteed Two Years 





Real Bargains 





$520 Number Four - $250 
new) (rebuilt) 
Includes the $500 current, No. 4 
Model and $20 Stand. Complete 
type equipment (brand new), 2 
segments, tools, supplies, ribbons 





$865 Complete Unit - $405 
(new) (rebuilt) 
Includes the $520 No.4 outfit. 
and in addition the Automatic 
Feed, Power Drive (right motor 
for your current) and Printing 
Attachment. 





Guarantee 


Our Multigraphs guaranteed to produce finest qualty 
work or money refunded. Guarantee to renew free 
any part that wears or breaks within 2 years (only ex- 
ception natural wear on type.) 


Rebuilt Multigraph Exchange 


H 33 So. Broad St., PILADELPHIA 














The 
Standard 
Stamp 
Affixer 


The Standard Stamp Affixer. 
Known as the simplest, light- 
est and speediest on the market. Saves 
time and money. 


It is a portable safe for your postage 
stamps. 


Endorsed by thousands of well-known 
users, including: 


Standard Oil Co. 

Bell Telephone System 
United Shoe Machine Co. 
Western Electric Co. 
Bauer and Black 
Willard Storage Battery Co. 
Eastman Kodak Co. 


and other prominent houses. 


DEALERS—We have an interesting proposition to make you 
which does not involve any outlay. 


STANDARD STAMP AFFIXER CO. 
EVERETT, MASS. 
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Accurate Results Secured 
Users of the National Non-Slip Ruler 


The ruler is made from flexible steel accurately 
graduated, having a Red corrugated rubber base, 
prevents slipping, which is so essential to the user. 


The combination of steel and rubber used in our 
Non-Slip ruler makes our product unusually attract- 
ive and, above 
all, it assures 


Efficient 
Work 












~~ 7 


FLEXIBLE STEEL RULE 4 






National Rulers are modern 
in every respect. They rep- 
resent the greatest advance- 
ment in ruler manufacture. 

~~ We make them to English 
and Metric standards. The edges are true and 
smooth. The rubber is undercut, which avoids 
danger of inky fingers and blurred lines in ruling. 


Catalog and Price-list mailed on request 
National Rule Company 


Manufacturers 
Rochester New York, U. S. A. 





We Have Your Payroll 
All Figured 
Out 


The current one 
and all the other 
payrolls you’ll 
ever have to 
meet—they’re 

here where 










they can 
always Vy 
be found 
instant- 
ly, in the 


Meilicke Payroll Calculator 


Because every time-card is correctly figured in advance and the answer 
waiting where the eye goes naturally, your payroll can be made up now 
in less than a third of the time spent in repeated computations. And 
never a slip, for Meilicke figures are 100% correct — down to the last 
troublesome fraction. 


The American Railway Express Company Is Using 
12,000 Meilicke Calculators 


Write at once for our folder, or, better still, let our repre- 
sentative call and demonstrate how this device 
can save time and money for you. 


Meilicke Calculator Company 


Makers of Time and Money-Saving Efficiency Devices 


'; STYLE 15HX- 
Hourly Basis 





F-340 North Clark Street Chicago, Illinois 








GLUEY PASTE 


To obtain a substance that possessed the tenacity of 
glue and the smooth, creamy consistency and flexibility of paste, 
was the object of vast chemical research and experiment. It 
seemed impossible, but, we have succeeded. 


Gluey paste is made from materials imported from the 
Orient and West Indies. It is a soft, creamy, sweet scented, flex- 
ible substance that as an adhesive can't be beat. After gluey paste 
has joined two pieces of paper or fabric together you can pull or 
tug for hours with the same result—IT STAYS STUCK. 


The office and school room should not be without it. 
It needs no water —it will not dry up and is always ready for 
instant use. 

Gluey paste is packed in attractive gallon stone jars, 
economy self-sealing glass jars, friction top tin cans and pails, and 


handy tubes. 
The Commercial Paste Co. 
504-20 Buttles Ave. a Columbus, O. 
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Salz Bros., New York, N. Y., have issued a new cata 
f 


logue of fountain pens 


K * m 
The Steel Equipment Corporation, Avenel, N. J., has 
issued a revised edition of its folder, “A Few Pictures 
and Fewer Words 
« * *« 
Retail Price List No. 8 has been issued by the National 
Blank Book Company, Holyoke, Mass. It is dated May 
23, 1921, and covers the company’s line of blank books. 


a *k 


The Jenkins-Hall Index Card Company, 435-39 Mission 
street, San Francisco, Calif., has issued a catalogue and 
price list of its celluloid card, index and check file guides 
It is well illustrated 


The Excello line office desks is well shown in a copy 
righted catalogue issued by the Excello Products Corpo 
ration, 4820 West Sixteenth street, Cicero, Ill. Effective 
use is made of a sectional view of an Excello pedestal, 
howing the construction in detail, including a metal bot 
tom, making the pedestal mouse proof and dust proof 


x * 


“Chairs of Quality” are shown in extensive variety in 
the 1921 catalogue of the Crocker Chair Company, Sh« 
boygan, Wis. The line includes swivel and side chairs 
settees, typewriter chairs, bookkeepers’ stools, jury chairs, 
costumers and umbrella racks. The body is printed in 
two colors on mat surface stock, with embossed cover 
in three colors. 


* 
Browne-Morse filing cabinets are shown in Catalogue 
No. 1921 of the Browne-Morse Company, Muskegon, Mich 
[he book shows both upright sections and horizontal sec 


tions, in detail and in assembly. “The Desk with Brains’ 
and record filing desks are shown, together with “Cabi 
nette”’ sections. The book is an interesting demonstration 
of offset printing. 

* * 

The National Safe Company, Cleveland, Ohio, has dis 
tributed a handsome catalogue bound in boards, showing 
a complete line of bank vaults, safe depgsit vaults and 
boxes, manganese steel safes, steel lined safes, bank chests, 
fireproof vault doors, fireproof safes and “seal joint” safes 
s for its comprehensiveness, careful 
lent printing. 


The book is conspicuot 


arrangement and exces 


1 
1 
i 


* ok 


\ com] lete range of office tables is shown in the 192] 
catalogue of the St. Johns Table Company, Cadillac, 
Mich. It features the under-top construction, miter-joint 
plank edge and excellent drawer detail. The frontispiec« 
is a special view of a stand of timber, from which ma 
terial is secured for St. Johns tables. It creates an atmos 
phere of ruggedness which persists in the illustrations 
of the completed St. Johns products. 


k * 


The Automatic File & Index Company, Green Bay, 


Wis., has recently issued a new general catalogue covering 
the entire line of Automatic and “Afico” lines of filing 
cabinets, desks, desk files and systems’ manufactured by 
the company. The catalogue contains nfty-two pages, 
profusely illustrated These pages show the wood-steel 
construction of which the entire line is built. The com 
pany manufactures five widths of horizontal sections, 


three and four drawer uprights in solid and open end con 
struction, Automatic “Master” utility desks in single and 
double widths, a line of pedestal desks and also typewriter 
pedestal and drop head desks, all of which are described 


and illustrated. Limoleum tops have recently been added 
to utility desks and a new desk table has been made a part 
of the line. The company’s products are made in quartered 
oak or mahogany with a strictly varnished finish, all 


rubbed in oil. 
Dealers’ Printed Matter. 


Osada, Osada House, Bishops court, Old Bailey, Lon 
don, E. C. 4, England, has issued a striking folder an 
nouncing the opening of new showrooms and offices. 


k * 

Standardization of paper sizes is aptly shown in a 
folder issued by the Coppage Printing & Loose Leaf Com 
pany, 541-47 Pearl street, New York, N. Y. A table of 
standard paper sizes is shown, enabling the user to lay 
out his forms to avoid waste in cutting stock. A list of 
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New 
Martinsville 
Line 


Ges has always 
been judged by the fine 


quality of material and crafts- 
manship that is apparent upon 
examination of the details. 
Every piece of glassware issuing 
from our factories is subjected 
to the same close scrutiny 
that has made the name New 
Martinsville synonymous with 
beauty and quality. 


The excellent results that have 
been obtained by dealers already 
identified with the New Martins- 
ville Line prove that the line is 
a “‘go-getter.”’ It willdo as much 
or more tor you. 


New Martinsville Glass Mfg. Co. 


New Martinsville, W. Va. 





Request 
Further 


Information 























TOM 


McM THIN BOOK 
FOR THE POCKET 


Holds 100 Sheets of Loose Leaf Memo Paper 


The ordinary Memo holds but 50 sheets: 
this one holds 100 sheets. 
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Send for discounts to the trade. 


McMillan Book Company 


509-511-513-515 E. Water St., Syracuse, N.Y., U.S.A. 
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Dealers Wanted 











(Patent Pending) 





The last word in drawing board 
STAND construction. 


Turning the crank gives any height or angle 


of board desired. 
Rigid, Strong and Durable. 


Made in all sizes. 


Order one for sample and display purposes. They 
sell on sight. Some choice territory still available. 


THE METALLIC CONSTRUCTION CO. 
DAYTON, OHIO 











Our Years of Experience 


Put In 
“JUST- RITE’’ 


make our line of carbon 
paper dependable fox its 
high quality, uniformity and price. 


We manufacture a carbon paper for every 
purpose. 


Our typewriter ribbons, manufactured of 
the highest grade of materials obtainable, are 


““JUST- RITE”’ 


for uniformity of quality and dependability 
of performance. 


Special attention given to 
dealers—write us. 


Allen & Company 


11-13 Vandewater St. NEW YORK, N.Y. — 
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sheet sizes carries an indication showing that binders of 
various styles are available for these sizes. 
eS ww 6 


One of the most comprehensive furniture catalogues 
that has come to our attention is No. 130, of the North- 
western Furniture Company, Milwaukee, Wis. The com 
pany features matched suites, and shows how much of 
this work has been done by illustrations of representa- 
tive offices equipped by it. Exterior views of the office 
or factory buildings in which these installations are 
made add emphasis to the scope of the company’s trade. 
There are 314 pages in the book, printed in two colors, 
with embossed cover. The descriptions of the various 
items illustrated are unusually complete. 


Dealers’ Sales Helps. 

Dealers in Corona typewriters are furnished with win- 
dow strips in two colors, 26x8™% inches. They tell pass- 
ersby that Coronas are obtainable within. 

x * x 


The Ault & Wiborg Company has an attractive etched 
brass counter sign advertising “Reflex” fountain pen ink. 
It is done in three colors, and makes an effective appeal. 





(House Organs—Continued from Page 249.) 

Among the most ambitious jobs of mimeographing were 
issues of the Protectograph Bulletin. A printers’ strike at 
Rochester made it impossible to issue regularly in the 
ordinary manner. So the matter was typed, illustrations 
and cover drawn, and the job run in regular page size, 
and stitched in the usual style. It must have been a hard 
job, Toddites, but the results prove the effort worth 
while. Congratulations! 


Dealers’ House Organs. 
The Wilson Stationery & Printing Company, Houston, 
Texas, prints a house organ called The Printed Word. 
It is widely circulated in the Lone Star State. 


Y 2 = 


Smith Bros. Company, Inc., 407-09 Grant street, Pitts- 
burgh, Penna., have inaugurated Smith’s Word, a monthly 
house organ. The first issue was devoted to pencils 
and pencil sharpeners. The introductory showed how the 
correct pencil gives character to a man’s writing just as 
gestures give emphasis to speech. 

Internal House Organs. 

In the June issue of the Burrows Brothers Breeze was 

a vacation schedule for various workers—telling where 


they would like to go. 
* * * 


“Specialization” in the May issue of the Woodstock 
Keyboard showed the importance of concentrating on 
definite tasks, whether it be a department or an individual 
of a factory organization. 





(Typewriters—Continued from Page 246.) 
of the typewriter department of the Zercher Book & Sta 
tionery Company, which handles the Woodstock machine. 

Tulsa, Okla.—William M. Baird, until recently a Chi- 
cago salesman. for the Woodstock Typewriter Company, 
has gone into business for himself here. He handles the 
Woodstock Typewriter. 

Vancouver, B. C.—Aurelle Cousineau, of the United 
Typewriter Company, met with an accident while bicycling, 
which necessitated treatment at a local hospital. He was 
evidently struck by an automobile, dazing and injuring 
him. 

Wichita, Kans—W. E. Gaar, district manager for the 
Woodstock Typewriter Company, having his headquarters 
here, recently returned from a visit to distributers at 
Topeka, Lawrence, Ottawa, Emporia and Kansas City, 
all of whom reported good business. 

* * x 

Wichita, Kans.—H. B. Gaar, manager of the Wichita 
Typewriter Exchange, recently visited points in Illinois. 
While in the northern part of the state he visited the 
Chicago office of the Woodstock Typewriter Company, 
as well as the company’s factory at Woodstock, IIl. 

Woodstock, IlL—Workers at the Woodstock Typewriter 
Company factory were on the team from this city which 
participated in the annual tournament of the Illinois State 
Bowling Association in Chicago last month. They made 
an excellent showing. 
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Perforated Coupon Pages 








Read about it in the 
S. E. POST, 
SYSTEM, 
AMERICAN, 
DIGEST, 
SUNSET, 


and other 








Hano- Weinkrantz Co., Inc. 


Manufacturers of 


. Index Cards and Guides 
National Magazines 


eye e 
ROBINSON REMINDER Filing Seupret 
Tear Out When Attended to Loose Leaf Sheets 
Each memo a perforated coupon which, —— eee to, is torn out, Leaving ‘i 
Li Notes Only. No searching through obsolete notes. Everything ready 
for instant reference Pocket in cover. Every man and woman who has things Receipt Books 
to remember is a prospect for a Reminder, and the resale of fillers is a big item 


in itself. Rapid ‘‘turnover.’’ Good profit. Stock up now e 
Size L d 
Bre Analysis Pads 


; 
Ladies’ Size 


_apxv in Noase 8125 Order and Inventory Blanks 


5( 
2 


Robinson Reminder 
with Extra Filler 


Robinson Leather 


ih STE 7 





} 75 1.50 

Cross Grain 465 2.50 1.75 
Cowhide 467 3.00 2.00 - " 
Calfskin 466 3.25 2.25 and hundreds of other items. Ne 
Genuine Morocco 468 3.75 aa 
Genuine Seal.. 4610 6.00 BT 
Pig Skin 4611 6.00 rf 
Cloth (no extra filler 462 50 fe 
Imitation Leather 463 1.00 233 «41.00 iy 

tat’n Les (no pocket 4 av : . , § 
ne, ee a We have them in stock. They a 
Patent Leather. * “239 1.75 ist 

t 


Desk or Shop Sizes, Imitation Leather, are all Zot »d sellers. Our prices 


44x64 in., $1.00; 5)x8} in., $1.50 _ ~ oe P : , 
Extra Fillers per doz.: Size B, 75c.; A, $1.00: L, 70c: and service are right Try us. 
Desk or Shop Sizes: 4x6 in., $2.40; 5x8 in., $3.60 


Name in gold leaf on cover, 25 cents extra 


Robinson Readipad Hano-Weinkrantz Co., Inc. 


Most convenient scratch pad ever devised. Similar in 
construction to Robinson Reminder, but larger 
On metal base with place for pencil at side of pad Manufacturers—133 Mulberry St. 
For noting down things for immediate attention—no 


chance f losing th >mos—saves » tai 
prise $1 50. Extra fillers $2 40 cords ~ =ae New York City 
ROBINSON MFG. CO., 73 Elm Street, WESTFIELD, MASS. 


New York City Office: 377 Broadway. Phone 1048 Franklin 
London, Eng.: Red Lion House, Red Lion Court, Fleet Street 


$50 
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CORPORATE SEALS POCKET NOTARY 


= 


in extra sales if you will 
disp lay RUBBER STAMPS W STEEL STAMPS 


fone Tones Monsiacied 


It is a valuable book for 


every man with a rea- 

sonable income; not par- SEALS 
ticularly for the wealthy ’ 
man. Many men are 

careless about keeping a STENCILS, 


record of their personal 
affairs. My Finances BADGES Gey CHECKS 
’ 


makes it easy to do so. 


A few figures and a few 
words of explanation in Rubber a Steel 
spaces provided for the avuseems macomes 
purpose—that’s all. STAMPS, 
! GASGAGE CHECKS 


iieneen tees "peen published METAL CHECKS 
pocKeT COINS 


to meet many requests— 


wider columns and more 
writing space. 
Size 6%x3%—No. 308.......... $3.75 $4.75 BADGES STENCILS 
Size $14x5%4—No. 311.......... 4.75 5.75 - ; TRADE CHECKS 
FOR SALE 
sere 
MEYER & WENTHE 
100 


&. DCARBORE ST 
Pwned A Lame Beas 


ee ee 
Sh, Sn Sete. SOIR MEYER & WENTHE 
TRUSSELL MFG. CO., Publisher STORE: 108 A. DEARBORN ST. CHIC AGO 


3 No. Cherry Street Poughkeepsie, N. Y¥. FACTORY: 24 te 38S. JEFFERSON ST. 


You will be well repaid . 




















My Finances is already an 
established, steady selling stock item in most good station- 
ery stores; it is advertised; and profitable to sell. 


Quality Quality 
JF KF 








Both JF and KF are made with Trussell one-piece Covers; 
al! leather, no lining, levant grain outside and fine grain 
inside. These covers are handsome and long lasting. 
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Filing Supplies 


INDEX CARDS 
FOLDERS 
GUIDES 





CUDSPEDEDOSEPLSTGODRUEERDEODDUDDOREGEASEODREDROROBIDITT 


Our ‘“‘ELSINORE”’ Typewriter 

Papers and Bonds are in use 

in the Largest Banking and 
Industrial Concerns 


ae 


LRDEDULRRGDDDDPOSEEAORRDORTRRDRDATAREODAGRaEDIEY 


Elsinore Paper Co., Inc. 
MANUFACTURERS 
152-4-6 Wooster Street - New York 





= = 
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New Price 
Reductions 


Investigate Our Special 
June and July Offer on 


No. 10 Remingtons 
Rough or Rebuilt 
service 


Young's usual 


attends each order. 


This is a real opportunity 
to build up new business. 


YOUNG TYPEWRITER CO. 
25 West Lake Street CHICAGO, ILL. 
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Totally Different 


By this sign the people are learning to know 
a pen guaranteed to write faultlessly, and 
dealers are learning to know a pen that sells 
easily and sfays sold. Let us tell you how 
B. B. STYLO is different—why it is the perfect 


Stylo-pen you have long been waiting for. 


Send for sample pen 


B. B. STYLO COMPANY, Inc. 


850 Dekalb Ave. Brooklyn, N. Y. 














Boost Your Sales 


with the 


fea. MARCH IST he 


This time saving desk device is making a big hit with business 
men and office workers everywhere. Thousands are now in 
use and the demand is increasing daily. Our Dealer’s Sample 
Outfit on display in your store will help you get your share of 
the business from this immense new field. 
What it does 
It saves time—keeps desks clean—avoids confusion—occupies but 
one-tenth space of wire baskets—eliminates endless shuffling of 
papers to find the paper you want. A Kleradesk provides a conveni- 
ent place for holding reference papers where they will be out of the 
way but immediately at hand when needed. 


Built of Steel Sections 
Each compartment is adjustable from one inch to 1 3-4 inches in 
width. Any number of compartments can be added as required. In- 
dexed front and back. Floor sections for 3, 6 and 10-inch compart- 
ments supplied at extra cost, as well as mahogany and oak finishes. 


Pays for Itself 
A Kleradesk guarantees time saved in locating papers, increased 
efficiency, personal convenience and the refined appearance of orderly 
desks, from president to office boy. 






Ross-Gould Company 
279 N. 10th St. St. Louis 
New York Chicago 

Cleveland Philade!phia 
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RIBBONS & CARBONS 





Chicago, Ill—J. D. L’ Hommedieu, manager of the Crown 
Ribbon & Carbon Manufacturing Company, was in Rock 
Island, Ill., establishing a sub-branch early this month. 
Mr. L’Hommedieu’s policy of appointing resident repre- 
sentatives throughout his territory is bearing fruit, as an 
early enlargement of the Chicago office is planned. 

New York, N. Y.—Bertram Paradise has been elected 
assistant treasurer of the H. M. Storms Company. He 
has been with the company fourteen years, recently as 
manager. 

Rochester, N. Y.—A. H. Olmsted, of the Crown Ribbon 
& Carbon Manufacturing Company, made a trip in May, 
taking in Chicago and St. Louis. 

. =a 

Rochester, N. Y.—L. A. Faber has joined the Carrib 
Manufacturing Company, having charge of sales. He 
was associated for many years with the Manifold Sup- 
plies Company, Brooklyn, N. Y. 

Washington, D. C.—The Washington branch of the 
Royal Standard, Inc., led in its total of ribbon and coupon 
book sales for March _ 

(Manufacturers—Continued from Page 234.) 
General. 

34,831.—A native Colombian who has been employed in 
the United States for several years is about to return to 
Colombia and desires to secure the representation of firms 
for the sale of manufactured goods. References. 

34,843.—A commercial agency firm in Brazil desires to 
secure the representation of an American commission 


house and shipping company. References. 
Other Machines. 
34,911—A merchant in Porto Rico, who is to visit the 


United States for a short time, desires to secure an agency 
for the sale in Spain of mineral oils, casein, chemical prod- 
ucts, principally those used in the paper industry, tires, 
automobile accessories, office implements, shoes, etc. Ref- 
erences, 

34,924—An American citizen having connections with 
firms in Denmark, desires to secure agencies for the sale 
in Scandinavian countries of labor-saving devices of all 
kinds for office, store, and industrial use. References. 

Paper. 

34,851—A mercantile firm in India desires to import 
cotton and woolen textile goods, umbrellas, sponges, dust- 
ers, buttons and notions, hardware, tools, wire netting, 
trunks, lamps, glassware, and crockery; leather goods, 
boots, and shoes; toilet requisites, soaps, and perfumery; 
automobiles and bicycles; metal goods and metals: coal 
tar, oils, tallows, paints, and varnishes; cotton mill and 
gin stores; chemicals and paper. References. 

34,946.—A printing house in Turkey desires to purchase 
bill posters and letter paper. Quotations should be given 
c. 1. f. Turkish port. Payment to be made against docu- 
ments 

Pens and Pencils. 

34,978.—A stationery supply dealer in Ireland desires to 
purchase pens and pencils of various qualities, in 500 gross 
lots. Terms, cash with order. Reference. 


House Organ Editor ” ’Fesses Up. 


In announcing his editorial connection with the first 
issue of Our Rachors, published “By Employees for Em- 
ployees” of the Steel Equipment Corporation, Avenel, N. 
J.. George F. Meyer, purchasing agent of the company, 
stated 

‘This is my second attempt at the writing game. The 
first was a country newspaper. On that I tried to be 
serious and everyone laughed at me, so I tried to be funny 
and the darn fools ran me out of town. If I try to be 
both serious and funny on this, I hope you will let me 
get by with nothing more than tar and feathers.” 


Argus Manufacturing Company Moves. 
The Argus Manufacturing Company is now at 1134-44 
North Kilbourn avenue, Chicago, Ill. In the past the 
company’s address was 402 North Paulina street. 
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Buxton Key-Kase sells big even when 
other goods slump 


With a liberal profit, with sales that, because of continuovs demand, 
know no slump, with national advertisingin The Saturday Evening 
Post, American Magazine and System,and with self-selling dispiay case 
Buxton offers you in this p roduct a wonderfulopportunitv rigat now. 
People will be looking for them 1 your store. Ali you need is one 

of the new self-selling display cases. They sell themselves. You 
take the money. Each Kase wrapped in tissue, enclosed in carton 
and packed by the dozen in silent salesman display box, Nine dif- 
ferent leathers. Three sizes, selling from 30c to $2 90. Generous 
sales help supplied free. Write for full particulars. 


BUXTON, INC, Dept. P Springfield, Mass. 


BUXTON 
KEY-KASE 
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Typewriter Ribbons 


and 


Carbon Papers 


Just as the name implies 
—really Durable! 


Clean, sharp writing rib- 
bons and carbon papers. 


Send for samples and 
compare. 


Du-Ra-Bul Carbon & Ribbon Co. 


Douglas Street and Third Avenue 
Brooklyn, New York 
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MANUFACTURED BY 


Menasha, Wisconsin 


‘You re sure tobe 
right whenyou use 
QUALIFIED ADDING 
MACHINE PAPER” 


case is Guaranteed 
to be Satisfactory 


Seandard sizes: 50 roll and 100 roll cases 
Sold by good Stationers—Everywhere 


CENTRAL PAPER COMPANY 











its are known the world over, 


a regular customer. 


Presented in the following 
Styles and qualities: 


Envelopes corresponding. 


EXTRA SUPERFINE QUALITY: 


ream of Extra Fine Paper each; in 
boxes are Envelopes to match. 


Our papers are supplied in 
Bordered Goods and other ° 
specialties by EATON, 
CRANE & PIKE CoO., Pitts- 
field, Mass., and 225 Fifth 
Ave., New York. whose 
boxes bear the word 
“CRANES” containing our 
oods. 


MANUFACTURED BY 


Z. & W. M. CRANE 











CraneLadies’ Stationery 
Sold by all Stationers and Booksellers 


These goods are suited to the tastes 
of the most select trade. Their mer- 


and 


they yield a profit to the dealer. 
Once tried, the purchaser becomes 


SUPERFINE QUALITY: In Light Blue 
Boxes, containing % ream of Note paper 
each, and in separate boxes 4 thousand 


In 


Lavender Colored Boxes, containing % 
like 





All this stationery can be re- This trade mark 
lied on as represented every box 


DALTON 
MASS. 
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Boston, Mass.—The retail sales force of Adams, Cush- 
ing & Foster was entertained by J. J. Shaugnessy, New 
England representative of the Wilson-Jones Loose-Leaf 
Company. He discussed the loose leaf field fully, includ- 
ing machine bookkeeping, ring books and heavy metal 
goods. 

Chicago, Ill—Fred W. Coggin, of the National Blank 


Book Company, made a trip East early this month 
* * 


* 
Chicago, Ill—Will Levinson, of the Commercial Sta- 
tionery & Loose Leaf Company, was responsible for the 
prompt arrest of a burglar who plundered his room. He 
save the police a clew, which resulted in the capture of the 
burglar, and recovery of $8,000 secreted in the burglar’s 
room, the proceeds of earlier robberies. 
aK *K kK 
Chicago, I1l.—-Chicago friends of W. W. Matthews, man- 
ager of the local branch of the Samuel Tatum Company, 
are grateful for the recovery of his little boy, who was 
struck by a truck owned by Marshall Field & Company. 
At first it was thought that he was seriously injured. An 
X-ray proved that no bones were broken, and the little 
patient suffered nothing but severe bruises. 
* * 7 
Chicago, Il.—W. O. Ferguson, manager of the Chicago 
branch of the Stationers’ Loose Leaf Company, has moved 


from 25 South Market street to 15 North Franklin street 
In the new place Mr. Ferguson has increased space, en 
abling him to carry more comprehensive stocks of 
binders, metals, sheets and indices. He is thus able to 
give improved service to customers. A large variety of 
special work is manufactured on the premises 

ok * * 

Chicago, Ill—The Chicago branch of The Samuel Tatum 
Company is now settled in its new quarters at 24 South 
Clark street. The office faces Clark street, and has a con 
venient sample room, with binders of various sorts shown 
in sectional bookcases. A large display stand in the outer 
otnce shows stock sheets for various purposes. The rear 
is devoted to a commodious stock room, with shipping 
facilities. 

Fort Wayne, Ind.—The Dunbar Mechanical Bookkeeping 
Company has been incorporated to manufacture loose leaf 
devices. It will specialize on a patent by C. J. Dunbar, 
formerly of Kalamazoo. Mr. Dunbar is president and 
general manager; Robert L. Wolfe, vice president; L. R 
Schiefer, secretary-treasurer. These officers, with R. Earl 
Peters and Weissel Faber, form the board of directors 

Holyoke, Mass.—The W. A. Lieson company has opened 
display rooms and offices on the ground floor at 320 
Dwight street. The removal of the offices from the Brewer 
building makes possible expansion in the manufacturing 
facilities. J. R. Spencer, of Springfield, has been elected 
treasurer. The company’s capital stock was increased 
recently. 


(Stationery—Continued from Page 241.) 
publishers, it being the only section that is not completed 
Like all the other sections of the catalogue, it is profusely 
illustrated. 

x * * 

San Francisco, Calif—A meeting of the H. S. Crocker 
Company, Inc., which was to have been held May 17, for 
the purpose of increasing the capital stock, has been de 
ferred to some future date. A. C. Moench, general man- 
ager of the company is not expected back from the East 
until about the middle of June. 


K ok * 


San Francisco, Calif—Arthur ©. Carlson, traveling 
salesman for the Charles R. Barry Company, is taking his 
honeymoon in his territory. He was married to Miss 
Louise Pherson of San Jose at the home of Mr. and Mrs. 
Charles R. Barry in San Francisco. Mr. Carlson is one 
of the best-known travelers in California. 

Scranton, Penna.—The Office Supply Company has 
opened at Linden and Washington streets. 

Venice, Calif—Robert L. Shehan has opened a station 
ery and book store at 907 Brooks avenue. 

Worcester, Mass.—The stationery and book store of L. 
Herbert Browning, long located at 568 Main street, is now 
at 588 Main street, opposite the post office. 
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THE ONLY ADJUSTABLE 
POST BINDER 
ON THE MARKET 


_Here’s a simple device that enables the office boy to 
bind into book form “‘in a jiffy”’ any kind of loose leaf 
records. 


The “‘F-B” Loose Leaf Holder 





Pat. May 13, 1913 


is adjustable to any distance between punch holes and 
to any size of paper. 
Advantages acknowledged in numerous testimonials. 
The retail price is $3.50 a dozen with liberal! dis- 
counts to dealers. 


F. B. MANUFACTURING CO. 


1228 Intervale Avenue NEW YORK, N. Y. 








(Chicago Office, Frank Z. Woods, Mégr., 180 No. Market St.) 
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Make ’Em. 


Don’t Try to— 
What ? 


LEGIBLE CARBON COPIES 





Equip your typewriters with the 
PIERCE CARBON COPY ATTACHMENT 


Get all the good feeding and printing advantages of a 
soft platen, plus good multiple copies, plus a saving in 
time, ribbons, carbons, and repair calls that will pay 
you a handsome profit on your investment yearly. 

A typewriter is not complete without it. 

Price $6.00 to $12.50. Made for Underwood, Underwood 
Fan-fold, and Royal typewriters. 

FREE. 


Representatives wanted. Literature 


PIERCE SALES COMPANY 
231 Fifth Ave. Pittsburgh, U. S. A. 
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Give a Thought 
to Pins 


Pins are so commonplace that the 
average user gives no thought to 
them, sc long as they're good. And 
there’s the point—on 


Those Good 
Crescent Pins 


Uniformly good—keen points, solid, 
with ‘‘comfortable’’ heads, that push 
the points through thick wads of 
paper and ‘“‘stay put.” Our pride 
in making good pins is your assur- 
ance of unvarying quality. 


Bank Pins—Pyramid Pins 


Crescent Brass & Pin Company 
Detroit, Michigan 
Western Representatives: 


BERT M.MORRIS COMPANY 
444 Market St., San Francisco 


Southern Representatives: 


PHIL F. WEBSTER 
Box 873 San Antonio, Texas 


















No. 1—Buoy Ink 3” Round 
No. 2—Buoy Ink 3” Square Pr. 
No. 3—Buoy Ink 3” Square Cut 


DEFIANCE MOISTENER 
One in a box. Made of 
White and Opal Glass 





DESK MEMORANDUM TABLET 


Defiance Manufacturing Company | 


384 Broadway, New York 
Manufacturers of STATIONERY SPECIALTIES 
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Crane's Papers 


on which more than One-half of the Paper Money of the World 
is printed, have been extensively advertised of late in newspapers 
and magazines. These advertisements have properly linked their 


value requiring permanence and security. They have attracted 
considerable attention and provoked a great deal of comment, but 
they have not overstated the case 


UNITED STATES BANK NOTES 


printed on these papers, from steel plates whose production is sur- 
rounded with all the safeguards of the engravers skill and art, 
express the highest standard of securities the world over. 


“K. B.” BLANKS 


for the preparation of bonds, stock certificates, and all papers of 
value combine all of these features. They are printed on Crane's 
Bonp Papers from steel plates engraved like Unrrep States BANK 
Notes. They possess the same clear, clean, crisp currency feel, and 
have the same quality of permanence and security. That is why 
dealers and investors prefer them. 


KIHN BROTHERS BANK NOTE ENGRAVERS 


205-209 WEST NINETEENTH STREET 
NEW YORK CITY 





name with that of the highest grade of steel-engraved papers of 
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Typewriter Supplies Men 
Who Stock and Feature 


XTRAGOOD 
SUMMIT 
APEX 


Brands Typewriter Ribbons and 
Carbon Paper know that users 
appreciate their quality. Dealers 
who do not know these brands are 
now face to face with Opportunity. 


Write for samples today— 
a test will prove 
their excellence. 


Union Ribbon and Carbon Co. 


MAIN OFFICE and FACTORY 
F rent and Laurel Streets PHILADELPHIA, PA. 
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Cuspidor Character 


Why not? Autil- 
ity can harmon- 
ize or contrast 
with its sur- 
roundings. It 
need not be ob- 
trusive. We 
make 





Ireland & Matthews Cuspidors 
in brass and steel (olive green finish). 
There is a wide variety 
of designs for discriminat- 


ing purchasers. 





Let us send you our book of 
Ireland & Matthews Designs 


Ireland & Matthews 
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MULTICOLOR PRESS 


work on all kinds of stationery, bill 
credit memoranda, office and 
booklets, catalogs, etc. 


High quality 
heads, statement blanks, 
record forms, advertising folders, 


Form letters—letter head, letter and signature at one 
impression, each in a different color, if desired. 


Standard printer’s equipment—all plates and type used 
are flat base and “type high’’. No curved or special 
make of type, plates, ink, etc., required. 


SAVES 40% TO 60% ON YOUR PRINTING BILLS 


LISENBY MANUFACTURING CO. 


General Sales Office, 225 N. Michigan Blvd. 
CHICAGO, ILL. 
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Chicago, Ill.—Edwin Barnes left June 1 on a six-weeks’ 
tour of Europe 


* 


Chicago, Ill. Che local oftice of the Lins \ Time Lom 
pany is now at Room 402-109 North Dearborn street 
* * * 
Chicago, IllL—A. F. Waltzinger, manager of the Roto 
speed Sales Agen: spent a few days in May at his home 


in Madison, Wis 


Chicago, IIl.—| D. Camps, general manager of the 
Lisenby Manufacturing Company, was at Fresno, Calif., 
in May, spending some time at the factory 

+ * 


Chicago, Ill—Nelson C. Durand, vice president of 
Thomas A. Edison, Inc., was in Chicago May 17-19, at 
tending the convention of the Freight Claim Agents’ As 
sociation. He showed the new Edison “Electrip” at the 
convention 

Chicago, Ill. lhe Office Device Company, C. F. Bruck 
ner, general manager has opened a ground floor store at 
162 North La Salle street. The company has been in busi 
ness four years, handling addressographs, multigraphs, 
folders and sealers, and now has the Victor standard typ 
writer 


Chicago, Ill—The Western branch of the American 
Numbering Machine Company is now settled in its new 
offices, Suite 1310, 123 West Madison street, telephons 
State 7412. Carl O. Lindgren is manager \ full line of 
hand and typographic numbering machines is carried, and 
the repair department cares for all makes of machines 

Cincinnati, Ohio.—The Chesney Finger Print Protector 
has moved here from Atlanta, Ga. The address is Post 
Office Box 923. 

Cleveland, Ohio.—The spring meeting of the Taylor 
Society was held here May 19-21. This organization was 
formed to promote the science and art of administration 
and management lhe speakers included C. K. Wood 
bridge, sales manager of the Dictaphone, and W. C. Dun 
lap, of The American Multigraph Company 

Fresno, Calif. Che Office Supply & Equipment Con 
pany 1317 Van Ness avenue, has been made Dictaphone rep 
resentative in the San Joaquin Valley, by the Columbia 
Graphophone Company. Joseph W. Witt is the local sales 
representative for the Office Supply & Equipment Com 
pany. 

Rochester, N. Y.—The factory and office of the Todd 
Protectograph Company was in the 100 per cent class in 
the recent Community Chest Campaign here 

San Francisco, Calif—The Findex Company has mad: 
a “trek Eastward” all the way from this city to the Wool 
worth building, New York. Until recently its headquarfers 
were here. 

4 uo * 

San Francisco, Calif—Wm. ©. Ryle, sales manager of 
The Dictaphone Department of the Columbia Grapho 
phone Company at Los Angeles, attended a meeting of 
the Columbia Graphophone representatives in San Fran 
cisco on May 10 and 11. 


San Francisco, Calif-—C. H. Bolton, the new Elliott 
lisher manager for San Francisco, is well acquainted with 
the city, having been on the Elliott-Fisher sales force here, 
for some time. He is very popular with the trade. It is 
understood that E. W. Wilkinson, the former manager, 
will go east for the company. 

k * k 

San Francisco, Calif.— William L. Hovis, whose territory 

for the Elliott Addressing System covers California and 


Nevada, said: “We are busy, looking up our prospects 
whose names were received from the recent business show 
in Los Angeles It was a good show.” Mr. Hovis is 


leaving for a trip from his San Francisco headquarters t 
his Northern territory 


* * * 

San Francisco, Calif—Wilber & McKenzie, dealers in 
office equipment, machines, etc., state that their removal 
trom Second street, to Market street has proved to have 

(Continued on Page 266.) 
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Every Time You Sell A 





DIAMOND SANITARY 
CUSPIDOR 


you make a permanent customer 


Unlike ordinary cuspidors, every sale brings a multi- 

tude of repeat orders. Not only for the cuspidors 

themselves, but more especially for the fibre fillers 
at $2.50 the hundred 


Note by the illustration the filler-cup inside the cuspidor 
base. This cup is the sanitary feature of this profitable line. 


Used for twenty-four hours, it is lifted from the cuspidor, 
thrown into the furnace and a new, clean cup inserted. 
Customers instantly recognize the merits of the Diamond 
Sanitary Cuspidor and iy on sight. You not only make the 
uspidor sale but the continued sale of the fillers. 


Write for our extraordinary proposition, 


Diamond Sanitary Cuspidor Company 
3117-19 North Washington Avenue 
MINNEAPOLIS, MINN. 








CENTURY 


The Quality Line 


When your trade demands quality and mod- 
erate price in leather goods, it is to your ad- 
vantage to procure a line with these fea- 


tures embodied Quality, long’ service, 
idaptability and moderate price are synony- 
mous with the Century line. A wide va- 


riety of styles and sizes all of which possess 
quick-selling features, affords the dealer an 
excellent assortment to meet the demands 


of his trade. 


Century Leather Crafts Co. 
350 Broadway 
NEW YORK, N. Y. 















Our catalog, 
price list and 
discount sheet 
willshowthe 
advisability o7 
handling thi 
quality line. 
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CARD INDEX |: 
CABINETS 


Hoffman card index cabinets, with the 
new improved steel follow block on a flat 
rod, insure a thorough service to your trade. 
They are constructed of a substantial cas- 
ing, dovetailed joints, to accommodate 3x5, 
4x6, and 5x8 index cards. These cabinets 


sell at moderate popular prices. 

Card index cabinets are 
but one phase of the ex- 
tensive specialty line that 
bears the Hoffman _ trade- 
mark. Hoffman products 
have taken an important 
part in the building of 
many dealers’ trade. 
They offer the op- 
portunity to create 
rapid turnovers and 
repeat orders that 
guarantee’ satisfac- 
tion to both dealer 
and customer. 










Other features of 
this line are: 
Legal and letter 
cabinets 
Stationer’s shelf 

boxes 
- Desk Pads 
Our price list and catalog will be Vertical box files, 
sent on request. ete. 


L. HOFFMAN 
45 LaFayette St. New York, N. Y. 


oe eee ee eee eee eee eee eee ee 








The Eureka Telephone 
Bracket 
Cannot Sag 











Three Vital Features Are Shown 
in the Illustration: 

(1) Swivel joint allows ‘phone to be 

swung to any position on the desk. 

(2) Hinge joint allows ‘phone to be 
or lowered at will of operator 

(3) Hinge joint allows ‘phone to be 

turned in any direction. 







T is constructed on an entirely new prin- 

ciple. Sag is eliminated through the rigid 
support afforded by two metal strips sliding 
in a steel jacket. The failure of most brackets 
is the tendency to sag. All parts of the New 
Eureka Telephone Bracket are riveted and 
welded together, and finished in heavy nickel 
and japan, and the bracket will fit any desk 
telephone without adjustment. 


rticulars about the 
a Telephone Bracket. 


Write for 
New Eu 


The Eureka Blotter Bath Company 
3732-34-36 S. Wallace St. - CHICAGO, U.S. A. 
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Boston, Mass.—|I‘rancis Doane & Company has been as 
signed the Vermont territory for allsteel furniture by The 
General Fireproofing Company 

Brenham, Texas.—Tiie Brenham Banner Publishing 
Company now represents Art Metal in this territory. 

Chicago, Ill—The local representation of The Berger 
Manufacturer Company has been awarded to Horder’s, 
Inc. 

* * x 

Chicago, Ill—The Chicago Store & Office Fixture Com- 
pany, 818 South Clinton street, has joined the Chicago As 
sociation of Commerce. 

*” * * 

Chicago, Ill.—Miss Irene Warren, director of the Chi 
School of Filing, 170 West Monroe stret, is the 
a new book, “Office Records—Their Filing 
and Indexing.” ie 

Chicago, Ill.—A. W. Scott, local branch manager for 
the Yawman and Erbe Manutacturing Company, left early 
this month for the factory at Rochester to attend the 
annual convention of branch managers. The week of 
June 12 was devoted to a study of the company’s selling 
plans. 

Cincinnati, Ohio.— William B. Hall & Company have 
opened a bank and office furniture store at 312 Dixie Ter 
minal building. A complete line of Security steel office 
equipment will be carried. Filing system service will be a 
specialty. Mr. Hall was formerly president and general 
manager of The Macey-Hall Company. 

Cleveland, Ohio.—J. H. McCabe has been appointed city 
sales manager by The Barshall Company. Mr. McCabe 
was formerly with the John P. Morton Company, sta 
tioners and office furniture dealers, Louisville, Ky. 

Indianapolis, Ind.—The Shaw-Walker Company, Mus 
kegon, Mich., has leased the four-story building at 43 
South Meridian street for a branch store. The building 
is being remodeled, the offices occupying the first floor, 
while the remainder of the building is to be used for dis 
play and storage. The branch serves Indiana, Ohio, III 
inois and Kentucky trade. 

Jamestown, N. Y.—The annual picnic of the staff of the 
Art Metal Construction Company will be held July 2 


> 
ra) 
« 


cago 


Jamestown, N. Y.—The Art Metal baseball team has 
opened the 1921 season in a manner which promises a high 
standing when the final results are figured out. 

London, England.—Osada has removed to Osada House 
Bishops court, Old Bailey, E. C. 4. 

Louisville, Ky.—The name of the Wiggington Desk 
Company has been changed to the Kentucky Desk Com 
pany. 

New York, N. Y.—The Center Office Furniture 
pany has incorporated with capital of $10,000; S. Abramo 
witz and J. Siegel are sponsors 

Peoria, Ill.—The Office Specialty Company, 143-45 South 
Jefferson avenue, has incorporated with capital of $20,000 
to manufacture and deal in furniture. 

Philadelphia, Penna.—S. Weiss & Company have opened 
a desk specialty business at 90 Walnut street. 

x *« * 


Com 


Philadelphia, Penna.—A complete line of office furnitur: 
and appliances is to be installed by Philip Jaisohn & Com 
pany. The basement will accommodate the new department, 
which will require an augmented sales force. 

; -" 

Philadelphia, Penna.—The Barshall Company, Cleveland, 
Ohio, has opened an office here in the Franklin Trust build 
ing, in charge of W. H. Fleischman. He was formerly 
manager for the American Writing Machine Company in 
Cleveland. 

Baltimore, Md.—Russell Willoughby has been mad 
branch engineer here for the Steel Equipment Corporation 
Avenel, N. J. 

San Francisco, Calif—H. B. 
the Rucker-Fuller Desk Company, returned from a 


to the East, about May 19. 
* * * 


Rucker, vice-president of 
trip 


San Francisco, Calif—C. H. Victor, manager Yawman 
& Erbe Manufacturing Company, is leaving to attend the 


(Continued on Page 266.) 
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Dexter’s Star Tissues 


(Superfine Fourdrinier) 





— 


ae. £122 


trdust 


























The Tenacity Line 


Represents Known Values 


You can sell our loose leaf devices with full 
assurance that they will please the bookkeeper, 
and make the manager happy. The bookkeeper 
finds Tenacity Accounting Devices easy to 
handle through his day’s work. The manager 
takes satisfaction in knowing that his books are 
in good physical shape. 
One item in the Tenacity Line is 














32 Numbers, in white and colors. 
Some of the many uses: 
For making Carben Paper. 
For insulating * Induction 
Condensers. 


Coils and 

















For wrapping Silverware, Gloves, 5 8 
Corsets, etc. ce = 
For making Artificial Flowers 
For wrapping Medical Preparations. S | E E | RB A C K & E D G E R 
For making Holiday Festoons and 
Favors. ss 
For tracing Pictures or Plans. 
For making Torpedos and Fireworks. 
These Tissues are famous for 
strength and permanency of 
colors. 
Send for a convenient Sample 
Book showing the range of 
colors. 
C. H. Dexter & Sons, Inc. 








Windsor Locks, Conn. 


Makers of Princess & Levant 
Papers & Star Manifold Linens. 


Also 
Cove 
. Service durability is assured by electrically welding the meial 
parts. Makes solid construction that stands up under severe 
usage. The C. L. is made in five capacities. Each is capable of 
100 per cent expansion. 

Ose our large capacity binder in connection with aledger rack and 
obtain an ideal combination for machine-posting. 

‘lurn prospects into sales, and assure yourself of the supply busi- 
ness in the future. Our catalogue demonstrates Tenacity Quality. 
Write for the book. 


The TENACITY MFG. CO., Inc. 
Reading CINCINNATI, OHIO 
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Your Stockroom|s Here 


Adding Machine Rolls 
Carbon Copy Binders 
Carbon Papers 
Clipboards 

Counter Books 
Figuring Tabs 


Our 
for Stationers represents 


line of specialties 


many of the staples that 





Impression Books 
Journals 
Metal File Boxes 
Paper Clips and Fasteners 
Paper Fasteners 
Brass or Steel 
Papers 
Bonds 
Blotting 
Manifold 
Mimeograph 
Penmanship—Ruled 
and Unruled 
Railroad Manilas 
Railroad Tissues 
Ruled Journal Papers 
Ruled Record Papers 
Typewriter 
Boxed 
—Wrapped 
Writings 
Perforated Memo Pads 
Railroad Special Books 
and Papers 
Records 
Ruled Papers and Books 
Scratch Pads 
Stamp Pads 
Stenographers’ Note 
Books 
Stenotype Rolls 
Tally Books 
Train Orders 
Typewriter Oil 
Typewriter Ribbon 
Vertical File Holders 
Waybill Books 


enter into regular daily 
consumption in_ office 
Note the 
list of Rockwell-Barnes 
Products and 
against your wants. 


and store. 


check it 


Write us for quotations 
and We will 


samples 
give you 


Prices 
Excellent Workmanship 
Prompt Service 


Reasonable 


Rockwell-Barnes Co. 
Manufacturers of Stationers’ 
Sp cialties 
700 Munn Building 
Chicago, IIl. 











Bit trem cE 





Sentinel Check Writer 


So absolute is the protection of the New 
Rotary Motion, Springless Action Sentinel 
Check Writer, that the FIDELITY AND 
CASUALTY COMPANY gives free to 
every purchaser a $10,000.00 Insurance 
Policy guaranteeing against AMOUNT 
LINE ALTERATION, PAYEE NAME, 
DATE or NUMBER CHANGE. Here 
is combined, absolute protection with 
mechanical perfection. 


Hall-Welter Company 
Rochester, N. Y., U.S. A. 


Our Sales Manager has a oaluable contract for specialty 
men of proven ability. Write him. 


TELAUEDASEIE FOEREUEEGEOELANEESGETAGEENGEIBSEDBTRDEFORSERIDERGRGET e808 * 
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Dror Folders 





WRITE. FOR SAMPLES OF OUR NEW 
DOUBLE-SCORED FOLDERS 


An Exclusive Feature in Oxford Folders 


Orr FILING SUPPLY Co, 


FORMERLY RECORD CARD CO. 
382 Jefferson Street, Brooklyn, New York 


NEW YORK OFFICE PHILADELPHIA BRANCH 
MB 23 White Street 939 Drexel Building 


A Lot of 
Them”’ 





and ‘‘the margin of profit is very satisfactory’. 
say dealers. 


The 


SVemco 


(Expanded Metal, NOT Wire) 
Waste Basket has a quick turnover and a good 
margin of profit. 
If you are not already handling this popular 
basket here is an opportunity. 


PROMPT SHIPMENT 


NORTH WESTERN EXPANDED METAL CO. 


983 Old Colony Building 
CHICAGO 
H. E. HOOKER ’ ERNEST WALLACE 
186 North La Salle St. Manufacturer's 444 Market St. 
Chicago, Illinois Representatives San Francisco, Calif. 















ay 
When 


The Economo Time Stamp 
says when correspondence, 
telegrams, orders, etc., are 
received, despatched, for- 
warded or entered. It keeps 
them in proper order in the 
routine of business. If 
time is lost on an or- 
der, Economo shows 
where and helps to 
guard against delay 
the next time. 


Economo is made for con- 
tinuous duty. It stands 
hard usage, having no 
delicate mechanism to get 
out of order. The rub- 
ber cushion and flexible 
handle insure a perfect, 
Sample Impression of ECONOMO readable mark every time. 


It Is low in cost so that 
one can be sold for each 
department of a business. 
Price including No. 42 
dates, die like sample, 
$4.00; with a special ad: 


including firm name or 
dept., $4.75. 


DURABLE — RELIABLE 
PRACTICAL 


Louis Melind Co. 


Designers and Manufacturers 
362-364 West Chicago Ave., Chicago 


We carry in stock a complete line of 
Hand Stamps 


NOV 80 1920 Numbering Machines and 








Will this Plan make | 
CUSPIDOR SALES for you? 





To most men who one design in Brass, 
come into your show’ prominently near the 
room, Cuspidors are door. 


of two kinds: Have the card read: 


Ist. Brass Cuspidors. 
2nd. Cuspidors. 
All, however, are 
attracted by the kind 
that is quietly hand- 


‘““Monday’s Special 
Brass CUSPIDOR 
Pullman Design 
Price $1.75” 


Tuesday, change to 











some in its polished “Tuesday’s Special” 

Brass. and show the Belmont 
Appeal to this Design, etc. 

known that feeling 


; Easy to pick 6 
business men have. 


leaders from our 86 
On Monday, place designs. Write 


ALDRICH Mfg. Co., Inc. 


57 IllinoisSt.,Buffalo,N.Y. 


“Since 1879” | 


<p eciaiapeeet 
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ADDING MACHINES 





Boston, Mass.—J. D. West, assistant sales manager 
of the Monroe Calculating Machine Company, is directing 
the work of the Boston branch in the absence of J. F 
©’Hanlon, district manager. Mr. O’Hanlon was called 
to California because of the serious illness of his wife. 

Butte, Mont.—J. A. Mattson, manager here for the 
Monroe Calculating Machine Company, is recovering from 
an operation. 

Chicago, Ill.—Bert T. Hull, local manager for the Wales 
Adding Machine Company, made a trip to Grand Rapids 
in May. 

x * * 

Chicago, Ill—M. R. Roth has succeeded A. L. Good in 
one of the loop territories of the Wales Adding Machine 
Company.  - 

Chicago, Ill.—C. G. Scufflian has taken a West side ter 
ritory for the Wales Adding Machine Company. He suc 
ceeds C. H. Bradley, who has left for Buffalo, N. Y., 
where he will go into business for himself 

* * tos 

Chicago, Ill—The Chicago office of the Wales Adding 
Machine Company has emerged from the hands of the 
decorators, and the Wales force is now very pleasantly 
situated. 

* * x 

Chicago, Ill.—The Chicago branch of the Sundstrand 
Adding Machine Company is preparing for the company’s 
exhibit at the Pageant of Progress, July 30-August 14. A 
tour of duty at the municipal pier in mid-summer isn’t 
the worst assignment a salesman can anticipate 

* * * 

Chicago, Ill.—The office of the Victor Adding Machine 
Company, 128 North Wells street, is now in charge of 
Charles S. Lippman and F. B. Willin. Mr. Lippman is 
district manager. He was with the Remington Typewriter 
Company for fifteen years. Recently he has been engaged 
in other lines in St. Louis. Mr. Wallin is sales manager 
of the Chicago district. He was formerly active in the 
adaing machine division of the American Can Company 
Both are optimistic about the future, and enthuse over the 
machine they are now handling. Mr. Wallin paraphrases 
the Chicago Tribune’s slogan thus: “1921 will reward 
fiighters—with brains.” 

Detroit, Mich.—P. H. Becker, a recent graduate of the 
factory service school, is now handling sales and servic« 
at the local branch of the Sundstrand Adding Machine 
Company. 

Milwaukee, Wis.—George Selsing has come from the In 
dianapolis office of the Sundstrand Adding Machine Com 
pany to handle service for the local branch. He succeeds 
Howard Hanson, who has resigned. 

Minneapolis, Minn.—E. S. Walker, district manager for 
the Wales Adding Machine Company, made a trip in May 
to the factory at Wilkes-Barre, Penna. 

Pittsburgh, Penna.—H. D. Duff, district manager for 
the Monroe Calculating Machine Company, has recovered 
from a recent operation, and returned to his duties. 

Raleigh, N. C.—R. M. Parrott, Jr., service man here for 
the Sundstrand Adding Machine Company, has been tran 
ferred to similar work at the New York City branch. 

Vancouver, Wash.—The local office of the Burroughs 
Adding Machine Company has been moved to 404 Wash 
ington street. Heretofore the office was at 309 Main street 

Wilkes-Barre, Penna.—W. R. Greenwood and O. J. 
Hurst, of the Kansas City Office, were visitors at the fac 
tory of the Wales Adding Machine Company in May. 


GF Trap Shooting Club. 

\rrangements are under way for the organizaton of a 
trap shooting club among employees of The General Fir: 
proofing Company, Youngstown, Ohio \ range on the 
company’s factory tract was suggested. The preliminary 
meeting discussed details, and appointed a committee on 
membership. 

Catalogue File in Jerusalem. 

The government of Palestine has opened a catalogue and 
reading room in Palestine for the benefit of the general 
public. Catalogues in English, Arabic, Hebrew or French 
are desired; they may be sent to the Department of Con- 
troller of Stores, Russian Building, Jerusalem, Palestine. 




















Are you looking for cash sales? 


Here is a live specialty that will 
put money in the cash drawer 


The wonderful 


Whispering Mouthpiece 


A simple attachment for the telephone. Will give privacy to 
the user when talking. Is made of glass and is sanitary. 
SOLD ON A GUARANTEE 
It's a wonder and offers good profits. Our handsome three- 

color display card literally sells this specialty on sight. 
De" WrisPE RING Place a card on your counter at once. 
BZ Write us for full information and prices 


St TRE Clr Le 


~? ELECTRICAL SPECIALTIES 
Dept.-_H, 565 W WASHINGTON BLVD 
CHICAGO 





JUST WHISPER 
DONT SHOUT 




















Economical - Efficient - Practical 


Your customers will instantly recognize the Bump 
Paper Fasteners as the ideal office device. 


Pins, clips, staples or any other metal fasteners 
are unknown to the “BUMP.” They 
make their tie out of the paper itself. 


Both Are Profit Makers 


The hand fastener works after the 
manner of the ticket punch. The 
Stand machine is equipped for 
punching a single round hole, in 
addition to its regular use. 


Quick Turnover — Neat Profits 
characterize Bump. 





Send for Catalogue. 


BUMP PAPER FASTENER COMPANY 


La Crosse, Wis. 


SEYMOUR CONOVER, Eastern Representative 
350 Broadway, New Yor 
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Busy offices need this appliance 


The Sperry Telephone Arm is 
a sturdy, well designed appliance 
that makes telephoning easy in 
busy offices—no trailing cords; 
phone is out of the way, instead 
of resting on books, pamphlets 
and papers that you frequently 
refer to; easy, firm adjustment 
of the instrument right before 
you when you wish to talk, the 
cost is quickly discounted by 
wonderfully increased efficiency 
the equipment gives. 

Thousands of Sperry Telephone 
Arms are in use today. Every busy 
man wants one. 

Write for information and prices. 


Write to Dept. 40 


Kellogg Switchboard & Supply Co. 
1066 West Adams Street, Chicago 


















Wherever business is 
‘picking-up”—Marsh Hy- 
gienic Finger Pads are 
sold and used. 

Indispensable to  office- 
workers. Prevent errors 
in handling tickets and 
money. Protect fingers 
in typing and filing. Pre- 
less. Do away with the 


RUBBER BANDS germ-laden sponge. 
Extra-stron bands of a ’ . é 
fied,’ salina rubber. To show ’em is to sell 
¢ ‘em. tionally- 
TELEPHONE em. The only na ionally 
EAR CUSHION serve officé records snot- 
Basy on the ear—easier advertised device —=e 
to hear with. Slips right of i ae 
on receiver. Shuts out if its kind. 
noise—shuts in sound. Write for price-list 


DAVOL RUBBER COMPANY 
Established 1874 
Executive Offices and Factory, PROVIDENCE, R. I. 
New York Chicago Boston San FranciscO resem 
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News of Stationery Trade Papers. 


Findlay I. Weaver is establishing The Canadian Sta 
tionery and Book Trade Journal, at Montreal, Quebec, 
Canada. He was for ten years editor and manager of the 
Sookseller and Stationer, issued by the Maclean Publish 
ing Company. 

The Modern Stationer and Bookseller has opened 
Chicago office at 312 South Clark street. It is in charge 
of J. H. Smythe, formerly engaged in reportorial work 
on Chicago newspapers. During the war Mr. Smythe was 
in training as an aviator, but the armistice intervened hb: 
fore he could go into active service. 

The offices of the Modern Stationer and Bookseller hav: 
been moved to 1181 Broadway, New York, N. Y. 

The Pacific stationer, San Francisco, Calif., has opened 
an office in New York at 37 Murray street. Louis C. Simp 
oe is in charge, handling advertising from the Eastern 
field. 


The Antiquity of Shorthand. 


The May Century included a history of shorthand, 
“Julius Caesar’s Stenographer.” The author is John R 
Gregg, the originator of the system of shorthand which 
bears his name. The article shows authenticated instances 
of shorthand writing 200 B. C., and suggests that abbrevia 
tions of words to facilitate writing at speed were used by 
the Hebrews and the Persians long before. 


(Furniture—Continued from Page 262.) 
annual “Y and E” sales conference at Rochester. He ex 
pects to be back in San Francisco about June 25. 

San Francisco, Calif—G. H. Hildebrand, one of the best 
known salesmen in the city, has severed his connection 
with the California Desk Company, and, in fact, with fur 
niture, and has gone into business in Oakland, along 
building lines. 

* a * 


San Francisco, Calif.—Charles Newcomb of the Isaac 
Upham Company, says that the low stools, on wheels 
made by the Toledo Metal Furniture Company, are mak 
ing a hit with the firm’s customers. “The girls who do 
filing all day find that they save back-ache by using thes« 
low stools, which they can wheel about without rising o1 
having to bend over. The employers find the girls can 
work better, when they use these stools,” said Mr. New 
comb. 

Sioux City, Iowa.—The Safe Cabinet Company opened 
a branch here June 1 with Karl Engeldinger as agency 
manager. 


(Other Machines—Continued from Page 261. 
been a wise business move. Their force has been increased 
by the addition of L. C. Callahan, for eight years with Th« 
Dictaphone, and H. E. Mattingly, another experienced of 


fice equipment man. 
* * OK 


San Francisco, Calif—The large window of The Na 
ational Cash Register Company on Market street, is o¢ 
cupied by a “Before” and “After” display. On one side 
is a cash register in a wrecked condition; the center of 
the window is occupied by all the parts of a cash register 
strewn about, and at the right hand is a rebuilt cash reg 
ister that looks like new. The slogan featured is “Yes, 
we do repair work.” 

* * * 


San Francisco, Calif.—S. H. Goldstein, proprietor of th« 
Cash Register Exchange, 453 Montgomery street, is in th: 
financial district, some blocks from Chinatown, and this 
causes him to see a good deal of the Oriental trade. Th: 
exchange deals in new and rebuilt cash registers and office 
appliances generally. “A few years ago, the Chinese used 
to calculate with bead slates,” said Mr. Goldstein, “To 
day they have thrown their slates away and are as pat! 
ticular about modern office equipment as white business 
men are. Instead of beads they use the latest makes of 
adding machines. I transact a good deal of business with 
China, and I find that the big business houses there are 
rapidly installing everything modern pertaining to offic 
appliances.” In support of these statements, Mr. Gold 
stein showed some drafts, just received by him from banks 
in China, stamped by check protectors and looking as busi 
nesslike in every respect as the products of American 
banks. 
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WE MAKE Ve) WE WANT YOUR q 
SPECIAL HIGH GRADE cediaacg ys PATRONAGE q 


IMPRINT PENS Gh, 
eine GC hucinum Gon 

THE SLICKEST PEN EVER MADE 

SILVER-ALLOY PENS 5 STANDARD STEEL PENS 














=. ~ TURNER & HARRISON 
—— suver 29 Q0a.ttoy 


PHILA PA. 


; eR & HARRI cp 
qornte ecient 
VERTICAL WRITER 





eee eee S 






14 Numbers 33 Numbers Over 50 Styles 











The Turner & Harrison Pen Manufacturing Co., Inc. 
FALCON 
1211-1213-1215 Spring Garden Street PEN WORKS Philadelphia, Pa., U.S. A. 

















Stationers’ 


Tarboard 
Goods 





ESS. A 
' 





BOSIN. 


A 
' aya ae MAGAZINE 
PROGRESS 


An established line of filing boxes, trans- 
fer cases and stock boxes assures you of 
a steady income and regular turnover. 
Your customers know these goods—thev 
are in demand. 


L.NO8 FEBRUARY, 1919. 





If you now handle these goods, get our 
proposition and see how :t compares. 
If not, write for information about our 


: , ’ : . sample assortment which provides a small 
A Great Campaign to Push American Office Appliances in India i =e 1 le of e i b 
“INDIAN BUSINESS" is a magazine that is read throughout every office stock and a sample of each number. 
inIndia. A great campaign is about to be started to popularize American 
Labor Saving Devices by publishing aspecial Office Appliance number about 
See een Se Octabet Rens Rs will be in conjunction with the opening 

4a Exhi on of Labor Saving Machines. American manufacturers can 
get full particulars of the scheme from The British and Colonial Press, 140 Advance Paper Box Co. 


orth Dearborn Street, Chicago, or from the Fditor of ‘Office Appliances.”’ 


-~ 


We want photographs from every manufacturer for illustrating a special . 
sreicie dealing with thissubject,_ Photographs should be forwarded tb The Manufacturers of Plain and Fancy Paper 
- d Colonial Press e future for this buciness in India, Burma ili 
and ¢ evlon is tremandous and “BUSINESS Is out to secure the business Boxes, Filing Cases and Stock Boxes. 
~—. JSIN.ZSS” COSTS FIVE DOLLARS A YFAR This com- . > 
pany have been appointed Sole Representatives in Indis. Burma and Cey- 2727 Franklin Ave. St. Louis, Mo. 


lon for “Thomas’ ltegister 
T. H. CAMPBELL-HOWES PUB. CO., 167-8 Grand Hote! Bidg., CALCUTTA 


| MORDEN SWIVEL RINGS 


MADE ON SCIENTIFIC PRINCIPLES 


The vital point to determine in selecting a loose leaf ring is its dependability to remain 

| closed. Loose leaf sheets exert a certain amount of strain, tending to force rings open unex- 

pectedly, especially when leaves are crowded. or are turned in punches. Morden Swivel Rings 

are scientifically constructed to counteract this strain. Instead of opening by a pull in the same 

direction as the strain exerted by the contents. they open by a sidewise push at right angles to 

this strain. In addition, Morden Rings have no eniarged, clumsy joints to mar furniture, ner 
sharp projections to mutilate sheets 


THE PERFECT SCHOOL NOTE BOOK RING 
Used for student note books, stenographers’ note books. eyeletted covers, metre reader books, 
band books, catalogs, swatch books, every conceivable variety of loose leaf books; and all loose 
sheets. charts, drawings, blue prints, maps, fashion plates, clippings, pictures, postcards, fabrics, 


in fact for any classified matter in loose leaf form 

Loose leaf sheets need not be held in expensive binders) Heavy manila, or other material, 
cut to proper size to form outside protection covers, with Morden Swivel Rings inserted through 
auch covers and sheets make a flat-opening book, costing but a few cents, yet as durable and 


convenient as the most expensively bound book 
Supplied in ten sizes: % in. to 2 in. Liberal discount to the trade. Samples free. Cuts for 


catalogs furnished. 


THE MORDEN MANUFACTURING CORPORATION 
WATERBURY, CONNECTICUT 
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order trade. Prompt service 


requirements. 


Get in touch with us at once. 


D. W. Beaumel & Co., Inc., Office and Factory: 17-27 Vandewater Street, New York, N. Y. 


Pacific Coast Branch: Manufacturers’ Sales Company 
247 California Street, San Francisco, Calif. 


Riwval—tne Master Craftsman Fountain Pen A triumph of thirty-eight years’ experience in 


the manufacture of Fountain Pens. Wemanu- 


facture fountain pens for the trade, and specialize on imprints for the jobbing, retail and mail 


in repairs, All work is done in our own shops. 


The export trade is skilfully handled. A host of busi- 
ness friends abroad testifies to our close study of their 


We make all modern designs in Lever Self-Filling, 
Screw Cap, Non Leakable and Slip Cap Fountain Pens; 
also Stylos—Fully Guaranteed. 


Our prices assure you good profits; Beaumel quality pleases users. 


Canadian Branch: Standard Distributing Company 
Guy Block, Montreal, Canada 

















STANDARD ENVELOPE SEALERS 


Most widely distributed machines of their kind in the world. 6 Models, hand 
and electric, suitable for the largest or smallest mail. 


Send for literature and free trial offer. 


STATIONERS AND OFFICE SPECIALTY SALESMEN—We have an interesting proposition to make you 
if we are not already represented in your district. Write for details, stating territory covered. 


The STANDARD ENVELOPE SEALER MFG. COMPANY 


Standard Envelope Sealers are guaranteed to give a lifetime of good service at insignificant upkeep cost. 


EVERETT, MASS. 

















| KIMHAR Moet. 


MONDAY -. WILL BE OPEN | 


WILL NOT BE OPEN 


“WEDNESDAY -« 

* THURSDAY - = 
- . *MEMORIAL * 
FRIDAY - 

-UNTIL NOON: " LABOR 

*-AFTERNOON:-|'*GOLUMBUS: 


)* EVENING -|> DAY 





BANK 
SIGNS 


*CHRISTMAS: 
- THANKSGIVING: 
-GOOD FRIDAY: 
-A* OF JULY* 
- NEW YEAR: 
- WASHINGTON'S- 


~ *LINCOLN'S: 


+ BIRTHDAY 


*LEGAL HOLIDAY: 





BANK OFFICE STORE 
LIBRARY 


HOLIDAY SIGNS 


The combinations can be made to suit every popular practice. 

The sets consist of twenty-five pieces. They provide for showing 
that the Bank, Library, Office or Store WILL NOT BE OPEN 
or WILL BE OPEN on each of the week days and the holidays 
and there also can be specified ‘‘Until Noon”’, ‘‘Afternoon’”’ or 
“Evening.” 

The black enameled, white-striped holder affords ample room 
for the maximum of display. 
Price per set of 25 embossed pieces and enameled, striped holder, $5.00 

Packed in appropriate and durable black box 


Manufactured by KIMPTON, HAUPT & CO. 


WHOLESALE STATIONERS GLASS MANUFACTURERS 
53 Beekman Steet, New York, U. S. A. 

















Ud 





durability. 


National.......... 


Banks and business houses use “Pelouze” 
Scales because of their accuracy, reliability and 


ASK FOR A “PELOUZE” SCALE & 


PELOUZE MANUFACTURING CO. < 
232-242 E. OHIO ST. . CHICAGO AS 


cents on all classes of mail matter. 


NR «06 wed obs Ibs. Commercial ...... 12 Ibs. 
Columbian ........ wr 8 ere 4 lbs. 
ee | oe Peererere 2 lbs. 
PY ~~ a 4 lbs. 

Parcel Post Scales 











“STANDARD” 


“PELOUZE” POSTAL SCALES 


are scientifically made. They show exact weight in ounces, also cost in 
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WELDONROBERTS 


Rubber Erasers 


Long ago knowing stationers agreed that with our collection 
of 88 styles of World’s Quality Standard Erasers, they could 
satisfy every demand. 


Erasers For Every Purpose. 


Weldon Roberts Rubber Co. Newark, N.J. U.S.A. 








Mr. Stationer, you will have calls for the Paramount Ink Pencil. 
Eventually, Thoroughly reliable and unconditionally guaranteed. 





If your dealer cannot supply you, send us $1.25 for sample of slip cap, $1.50 for safety 
cap, or $2.50 for the lever self filler. Also send your Stationer’s name. 


C. E. Barrett & CO. FARRELL & HOSINGER CO. 
Rand McNally Bidg. 63-65 Irving St., Jersey City, N. J. 


Chicago, Ill. Western Union Code ‘‘Paramount”’ 








The “SIMPLEX” Hexagon Pencil Press 


READY FOR IMMEDIATE SHIPMENT 
STATIONERS 


PRINTERS Stamp Your Own Pencils 


JOBBERS 


The SIMPLEX HEXAGON PENCIL PRESS is the simplest. fastest and 
best hand machine ever built. Fully guaranteed in every respect. 


The SIMPLEX, operated by hand, heated by electricity, equipped with 
automatic roll gold feeder and quick, detachable chase, will turn out from 
five to ten gross pencils per hour at a cost of five to seven cents per gross. 


The SIMPLEX quick, detachable chase adapted for ordinary lead type, 
linotype, brass type or stee] dies—changeable in a few seconds. 





WRITE TODAY 


Complete Line of Hexagon Pencilsin Stock. THE UNITED PENCIL CO., Inc., New yore cir¥ 


Samples on Request. 








WIRE WASTE BASKETS SPACE BASKETS 
LETTER TRAYS PAPER CLIPS 






7 GEM CLIPS “CYCLONE” 
a : 
ty 








Nos. 1, 2 and 3 


Special Prices on 
Gem Clips 
Extra Fine Quality Guaranteed 
Write Today for Samples and Quotations 


VAIL MANUFACTURING COMPANY 


SUCCESSORS TO MIDLAND STEEL PRODUCTS COMPANY 
1752-58 East 75th Street, CHICAGO 


Pacific Coast Representatives Southern Representative 
N 639 1-2 REID & GILMARTIN EDWARD V. BOGART 
Oo. ? 444 Market St., San Francisco, Cal. 1218 Fourth Nat’l Bank Bldg., Atlanta, G 





. 
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Waste Paper 
Baskets 


Letter Trays, Mail and 
Tape Baskets, Space 
Baskets, Build-Up 
Trays. 


UNIFORM MESH AND FULL 
GAUGE WIRE 


Special Baskets Made to Order 


PEERLESS WIRE GOODS COMPANY 


Write for Catalogue 20 East Jackson Blvd. CHICAGO 


witivaiee 


af 





PEERLESS SANITARY LINE 




















Snineieaamen TYPEWRITERS 


+ 
Intensive ties results in more than or- " . 
dinary success. In many rough or rebuilt. of all makes, are ready for ship- 
: ment to our customers, 
both in the United States 
and abroad. We have a 
large stock on hand for 
immediate needs. 


D | t cases it proves to be the 
: 1 
CVELOPMENL siterncs retreen » euiy 


whose achievements are mediocre. A careful reading of trade litera- 
ture, of advertisements, sales plans, and other subjects which are 
met every day by menin positions very similar to your own, 
will increase your power to earn. OFFICE APPLIANCES prints 
each month such material as we have just referred to. And if 
you will read it monthly, you will find that in some way it will in- 
crease your capacity for work and your earning power. 


Subscription price is $2.00 a year - 
REGISTEREL 


THE OFFICE APPLIANCE COMPANY National Typewriter Exchange Co. 


417 S. Dearborn Street, Chicago Cable Address, NATYPEXC 110 Broad St., Boston, Mass, U.S. A. 


Our quality is first, our prices 
are right. 


Dealers abroad should send for 
our Export price list 932. 

















Opens Like a Book 


=a” CN . “STEEL-STRONG” KRAFT 
Ge APOE ——r on =. : : 
. — - Wrap all coins 1c to $1—save time 
a wn ———— 2 prevent errors—stop waste—very | 


secure. 


RED WINDOWS 
GIVE EASY VISIBILITY 
Every bank finds this the best wrap- 


per to furnish coin depositors. Used by 
thousands of leading banks and com- 


The Elsane Glass Desk Pad is a most convenient aid to the office ag 

worker. The plate, heavy %” glass with polished edges, is supported merciel houses. 

on a semi-flexible green felt base the metal corners of which hold it 

easily in place—Positively no sticking nor binding. It opens and i SAMPLES FREE 


SOLD BY LEADING STATIONERS 


ms = } The C. L. Downey Company 
SAINBERG & CO., Inc., 65-67 W. Houston St., NEW YORK J | 941-943 clark St Clasteneill. ail 


closes like a book. Three sizes: 18x24, 20x34, 24x36. 
Send us a sample order or write for circular. 

















































—— LLER @RO'S i MILLER BRO'S << ae S MILLER -8RQ'S 
—_ SOCS RE pontD —~_ Bowl POINTED = em ~ POINTED 
oe 2 


The Original Bowl Pointed Pens. Styles to Please All Hands 


MILLER BROS. 305 Broadway, N. Y. 
MILLER {RAND _ 


Meriden, Conn. 
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ANALYSIS PAPER 


Buff and White—Four Grades— 
4 to 28 columns wide, in variety 
of styles, always carried in stock. 
padded or loose. 


Send for price ‘ist and samples 


L. H. BIGLOW & COMPANY, Inc. 
24 BEAVER STREET NEW YORK 


a be 
EXACTiY NINETY FIVE DOLLARS NO CENTS 


(Denominations in Black; Amounts in Red) 


Protectograph Check Writer 


(TRADEMARK REGISTERED) 
PROTOD Chemical-Fibre 
Forgery - Proof Checks 
and Drafts. inenees.) 


The world’s standard of 
protection—in every coun- 
try, in almost every lan- 
guage and monetary sys- 


tem. 





Todd dé Prcsccien Co. 


(TRADEMARK REGISTERED) 
(ESTABLISHED 1899) 
World's Largest Makers of Check-Protecting Devices and Forgery-Proof Checks 
. 1129 University Ave., Rochester, N. Y. a 








“BUCKEYE 
STATE” 
FILE Made in Letter and Cap Sizes. 


Distinctive in appearance with paneled 
drawer fronts and long side panels. Roller- 
bearing hardwood slides assure quiet, easy 
operation and great durability. The fol- 
lower blocks are positive. Characterized 
by a dull rubbed varnish finish. 


Write fer Descriptive Matter and Prices 


THE MANUAL ARTS 


FURNITURE COMPANY 
2211-17 Eastern Avenue, Cincinnati, Ohio 


Typewriter Tables and Desks 





The “SCATTERGOOD” 
Mucilage Pot 


Can be used with any liquid adhesive. 
It is made with a purpose; to insure 
non-evaporation, cleanliness, conven- 
ience and economy. We also manu- 
facture moisteners and ink wells made 
on the same principles. 


Write for particulars, prices and dealers discounts 


H. W. SCATTERGOOD CO. 


1722-28 W. Venango St. Philadelphia, Pa. 





f h\ 











MODERN METHODS—a fountain brush for cleaning 


typewriter—check writer—rubber stamps—general office use 

















nM: HANDY 
QUICK 
CLEAN 
ECONOMICAL 
The VAN DYKE. JR. NO WASTE 
Feeds like a fountain pen. SAVES TIME 
Brush tips are renewable. 
{GENTS VAN DYKE SALES CO. 


SEATTLE, WASH. 








Maritime Bldg. 





This “Dagclip” Memo 
Just What You’ve Wanted 


Handier than a note-book, far more attractive, 
this ‘“Dagclip’” Memo keeps paper always 
clean, always in place whether there’s one or 
a score sheets left, no expensive perforated, 
punched or bound fillers necessary. The 
spring holds them in place and makes refilling 
easy. It’s a case you'll be proud to carry. 
You can use it for cards, too, your own or 
others you want to keep. 


' ) Fabricoid case, nickel clips,$1.75 Extra sheets * hahag 
, Seal grain or Morocco. . . 2.25 Name in gold 
National adverlising is creating a large denied a 


Pat. Dee. 24, 1912—107929 fhe “Dapelip, Same coed dasteve are vaqnestad to sand 


D. A. GALANTIERE & CO., 732 Federal St., Chicago 








/ j Trademarks Sj 





and Copyrights 


Difficult and rejected cases specially solicited. No 
misleading in du ‘ements made to secure business. 
Over 30 years’ active practice. Experienced, personal, 


conscientious service. Write for terms. Book free. 
Specialty—Typewriting and Adding Machines. Address 
Suite 338 N. U. Building 


E. G. SIGGERS Washington, D.C. 

















ne 





PEET’S 


PATENT 


IMPROVED TRIANGLE cup 


A Dy 


HOLDS PAPERS , SECURELY 
PAT. MAY 4 22.1917. 

Only after trying this new paper clip can you re ge 
its superiority It is so easy to slip on, and it holds the 
papers, etc., absolutely firm. The patented crimp does the 
work. It will be worth your while to send for samples and 
prices 

If your stationer does not carry them, write us direct, 
PEET BROS. 


Philadelphia, Pa, 


6i8-20 Cherry St. 
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THE NEW 
CLOCK-SPRING 
RUBBER STAMP HOLDER 









SUPERIOR TO ALL OTHERS 
Made With Real Clock Spring 


Round Style for 8 Stamps . . $1.25 
Long Style for 4 Stamps... .35 


Dealers and Agents Wanted 
Glad Tidings Publishing Co. 


202 S. Clark Street Chicago, Ill. 


pap Pe You Use Books?——~ 


in your office? It will save you time, 
temper, and money if their pages are indexed with 


INDEX 
TRADE Gr raffco QO TABS 


They stop fumbling for pages. They 
indicate the right place instantly. In 
monev saved, patience preserved, and all-’round satisfac- 
tion, they pay for themselves over and over, Plain or 
printed. Several styles. Write us for details if your 
dealer has no Graffco Index Tabs in stock. 





We have a GOOD proposition for dealers 


GEORGE B. GRAFF COMPANY 


18 Beacon St., Somerville, Boston 42, Mass. 

















WRITE A LETTER 


TO US-SAYING 


You want to know all about our 3 products for 
typewriters. 

They are high grade articles that have given 
satisfactory service for years. They are used in 
large and small offices. 

The field is open—the discounts will please you. 

You'll find the products O. K. and they sell— 
stay sold—and bring repeat orders. 





FULTON FAULTLESS Says— 
“Let’s Get Acquainted for 
Our Mutual Benefit” 


SELF-INKING STAMP PADS 
NON-BLURRING STAMP PADS 
DATERS AND NUMBERERS 
ete LINEN MARKING 
OUTF 

SIGN ‘manuans 


RU Atte TYPE BUSINESS 
ek OUTF 

















afi 























ROUGH REBUILT 


If those who read this advertisement knew 
us as those who have bought from us, we 
are certain we could have many more satisfied custom- 
ers. Write us for prices. Ask others about our quality. 


GUARANTEE TYPEWRITER CO., inc. 
39 South 10th Street 
PHILADELPHIA, PENNA., U. S. A. 

Cable Code: BOYERTYPE, A. B. C., 5th Edition 


Write today } : 
FULTON SPECIALTY CO. 
ng SEED KEY MANUFACTURING 0, Ie. é ey 
Adding, Listing 
YPEWRITERS | |": 
Machines 

sae Thoroughly 
EXPORT DOMESTIC Overhauled 


Our rebuilt ma- 
chines not only 
save your custom- 
ers money but also 
permit the dealer 
to realize a sub- 
stantial margin. 





Illustrated catalog upon request. DEALERS—write 
for confidential list. 


ADDING MACHINE CORPORATION 








%, PAPER , 
“, 


Standard Carbon & Ribbon Co. 


Incorpowated 


& 114 Liberty Street 2 
NEW YORK, N. Y. 


ra “TYPEWRITER 
RIBBONS 





323 So. La Salle St. — Chicago, III. 
<a SAWS Classifies the incoming 
Pe C A R B O N ——— mail so that papers 













can be located at 
once. Separates 
urgent from 
routine work, and 
insures the orderly 
dispatch of the day's 
mail. Keeps confidential 
letters under cover, and 
disappoints ‘‘snoopers.”’ 
The Elsane Work Distributor 
is made in two grades, with six 
and twelve pockets. Will not bulge 
—has plenty of expansion— pockets are reinforced at 
the hinges. Label holders are of metal, covered with 
transparent celluloid. 


SAINBERG & COMPANY, Inc. 
65-61 W. Houston Street NEW YORK 


Work 
Distributor 
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Salesmen 
realize that appearance, personality and 
method of approach are as important to 
success as the best sales talk. Ability 
to present a subject in a concise, at 
tractive and influential way depends on 
the method employed in the arrange 


ment and presentation of samples in 
the portfolio. 


The Handy, Portfolio 


possesses every quality that will guar- 
intee the salesman’s satisfaction. Being 
popular priced, it is a sales winner and 
should lead your leather goods line. 

Shall we send you our catalog and price 


list? 


Cleveland Leather Goods Co. 


26-28 Noble Court, N. W., Cleveland, Ohio, U.S.A. 
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. SIMONSON 


Patented Metal Tip Guides 










For Vertical Letter Files, Card 
Systems and Check Files, Are 
Indestructible 











None Genuine un- 

less stamped U. S. 

Patent No. 794,749 
on Metal Tip. 





FREE Samples Sent on Request. 
Discounts to Dealers, 

_R. A. SIMONSON & CO. 

122 S. Michigan Ave. CHICAGO 








Universal Thrift given 
impetus by the war and 
the Volstead Act, places 
financial recording de- 
vices in the ranks of ne- 
cessities. Hence the de- 
mand for 


HALLOMAX 
RECORDERS 


which retail at $1.00 and 
are supplied with strip 
fillers at 20c the box, 
each box containing } 
dozen strips 
Trade discount 40 percent 
Equip yourselfinow to sel! 
this self-advertiser and 
trade-butider. 
For $10, we will send one 
dozen of each prepaid to 
any part of the U.S.A. 
Send in your order now. 


HALLOMAX CO., Inc. 
2813 Farragut Road 


BROOKLYN, N.Y. 


RECORDER 


KEEPS an as oS BALANCE 











POST OFFICE SCALES 


THAT SYMBOLIZE SPEED 


Dial and platform conveniently 
in front of operator. Indicator 
does not oscillate. 


96,000 Triner All- 
Steel Parcel Post 
Scales used by 
Government. 








Write for Booklet No. & 


Triner Sales Co. 


53 W. Jackson Blvd. 
CHICAGO, ILL. 











Drawing Inks, Blacks and Colors 
Eternal Writing ink 

Engrossing Ink 

Taurine Mucl'age 

Photo Mounter Paste 

Drawing Board and Library 
Office Paste Mucilage 
Liquid Paste 

Vegetable Glue, etc., ete. 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Sup- 
plied to the Trade. Discounts and Trade Pricesgive 
good profits. 

Consumers, emancipate yourselves from the use of 
Corrosive and ill-smelling inks and adhesives and 
adopt the Higgins’ Inks and Adhesives. They will 
be a revelation to you. 





We protect the trade by referring 
all orders and inquiries thereto, 


CHAS. M. HIGGINS & CO., Rofnea' nite “aud "Aduesives 


Main Office and Factory, Brooklyn, N. Y., U. S. A. New York-Chicago-Londen 

















NEW MODEL 


BRISTOW 
RADIAL DISTRIBUTOR 


CLEARS THE DESK OF 
BASKETS AND TRAYS. Desk 
space occupied:—12x 64 inches, 
one-third less than occupied by 
a single desk tray. Maximum 
number of compartments: — 4. 
Compartments:—14 inches wide 
at base, flaring at top to allow 
ease of access. 


This Model is constructed Model 4 - <= Price $5.00 
on the same lines as our 

larger Models and is built with the same high standards in 
mind. The few compartments make it of use to clerks as well 
as executives, so everyone in an office needs one and is, there- 
fore, a good prospect. The result is many and large sale. 
This Model and larger sizes illustrated in our circular which will be sent upon request 


STANLEY R. BRISTOW, 171 Washingten St., Newark, N. J. 











LONG SERVICE WITHOUT COST 


Ne supplies needed, and practically no repairs 
REYNOLDS ENVELOPE SEALER 


Thousands of users have testified to the reliability of the 
REYNOLDS 
during the 
past nine 
years. Some 
of the first 
machines are 
still in use. 
What it has 
done for 
others it 
will do 
for YOU. 


Simple 
Sure te 













Reyszolds Envelope Sealer Co. 





1M MN. Market Street, Chicago Seal 

















WTF Sell More Waste Baskets 


to mere gustenes, ine creates more 

satisfaction nto wently toa 

on whonul replace reid Boeken that 
o not . 


Daisy Baskets 


‘ are sturdy, of sufficient capacity and 
lastlong. Made of coppered wire witha 
solid bottom. This construction assures 
strength and prevents fine trash from 
falling to the floor. 
































Write for particulars. 


The Massillon Wire Basket Company 
Massillon, Ohio 
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STATIONERS—Ask us about the New 
Low-Priced “SUPREME” Account Book 


The ORIGINAL, practical, loose leaf petty Ledger 


Made of the best cold rolled steel, spot welded —no rivets 
or screws to work loose. Three ca- 
pacities, five bindings—a full 
e. Has been adopt- 
a for use in offices, 
factories, schools 
and homes. Write 
for our complete cir- 
cular with price list of 
binders and stock sheets, 
and dealers’ proposition. 


STEEL. BACK FILE & LEDGER CO. 


Makers of Ledgers, Files and Binders 
1422 Altgeld Street CHICAGO, ILL. 









TRADE MARK 


PERFECTION 


REG. U. 


8S. PATENT OFFICE 


The largest and most complete assort- 


ment of DESK MEMO. CALENDARS made 





This form illustrates No. 
50 


3 Forms of bases 
3 Sizes 
Many finishes 


This line is superior in quality 
and covers everything that is 
practical in such devices. 
PERFECTION stands are made of 
Cast Iron, Wood and Steel. 
Descriptive matter furnished upon 
application. 
The date leaves are printed in 
both ENGLISH and SPANISH. 
HALE SPECIALTY CO., Inc. 
Sole Manufacturers 


128 N. JEFFERSON ST., 
CHICAGO, ILL. 











CORONA brand typewriter ribbons 
and carbon papers have attained and 
held preeminence among such goods 
many years. 





They are non-drying and non-fading, 

Est. 1905 of remarkable durability and capable 
of clean, sharp work from beginning to end. 
Corona ribbons do not fill the 
type. 

In unoccupied territory, ex- 
clusive sales rights may be ob- 
tained by responsible dealers 
and agents. 


CORONA SUPPLY COMPANY 
Rochester, N. Y., U. S. A. 














, KIPY ‘0 BRAND 
> 


My moh 


NTAIN 


Lith ok 
REF 


KIPCO BRAND 


DUPLICATOR INK 


For Rotary Stencil Machines 





The quality of this ink is 
guaranteed by nearly half 
a century of practical ink 
manufacturing experience. 


Samples and prices sent on request. 


Kruse Printing Ink Co. 


437 Pearl Street NEW YORK 




















Eveready Paper Fasteners 
are rapidly replacing pins, 
clips and old style stapling 
machines. Representative 
3usiness Houses and In- 
dustrial Establishments in 
all parts of the world, after 
careful tests, have added 
MODEL D an “Eveready” to the equip- 


ment of every desk where 
<EVEREAD> a stapling machine is re- 
quired. 


PAPER FASTENER 


EVEREADY MFG. CO. OF BOSTON, BOSTON, MASS. 


NO DESK COMPLETE WITHOUT AN EVEREADY 





High grade office appliance sales- 


man wants to 


make connection in 


Kansas City territory. For several 
years has been branch manager for 
one of the leading office specialty 


manufacturers. 


Can give a first 


class record of results. 


Address Q-32, care Office Appliances, 
CHICAGO, ILLINOIS 








SIGN PRINTING OUTFITS 


‘ 
2 > re ee 


[AE AG OEP KBE IR AR ARE 





For printing signs, show cards, price tickets, etc. 














HANS H. HELLESOE éhiccoo "iutinois 








PLATENS 


FOR PARTICULAR PEOPLE 


A new process of grinding insures accurate 
measurement the entire length of the platen. The 
recovered article is just as fine as any customer 
can desire. There is nothing better on the market. 


IMMEDIATE Combined with our accuracy, we have 


SERVICE speed. 


Goods are returned the same day 


received. Send for price list. 


THE PLATEN SHOP 


34 Glenwood Road 


SOMERVILLE 45, MASS. 
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Liberty Postal Scale 


The Liberty No. 2 is seif- computing on all classes of 
mail matter including foreign first class rates. 









The upward moving indicator is always visible on a dial 
made of white material with black figures protected by 
a celluloid covering, weighs to 2 lbs. by 1-2 ounces. 
Also made in | !b. and 4 lb. capacity. 


Your order is invited through your 


dealer. 
The 
Triner Scale 


& Mfg. Co. 


2714 W. 2ist St. 
Chicago, Illinois 





CARBON 
PAPERS 


Typewriter 
Ribbons 


‘* Are all write’’ 


Let us prove it 


PHILLIPS RIBBON & CARBON CO. 























STOP PAYING FOR LOST TIME! 


Why figure other costs to a cent if you are pay- 
ing dollars for workers’ wasted hours? Save the 
hours, get more done, and add the dollars to 








Guaran- 
teed 
accurate 


dust- Ps 

proo your profits, by using 

and ° 
durable. Received The Automatic 


| Answered 


| Approved Time Stamp 
ai 
Started to time and date every job from start 


Finished to finish. You may be under-estimating 

Shipped _ the cost of your production, Let the 
Automatic Time Stamp tell you. Such 
knowledge is dollars—saved. 


Write ry! Sor folder, specimen 
work and list of pleased users 


The Automatic Time Stamp Co. 


159 Congress St., Boston, Mass. 
“Originators of the Art of Printing Time Automatically" 











ROCHESTER, N. Y. 
Medium and 


HIAWATH High Grade 


TYPEWRITER PAPERS 


The highest grade of excellence at 
the fairest of reasonabie prices 
with a superior service of prompt 
and immediate attention to all 
shipments. Our complete line in- 
cludes all qualities of typewriter, 
manifold, onion skin, ledger and 
bond papers and envelopes of all 
descriptions. We make a ~spe- 
cialty of shipping papers in the 
flat. Our catalog and book of 
samples will interest you. It is 
yours for the asking. 


HAMILTON CARD AND PAPER HOUSE 


27 Green St. A. S. Landsberg, Pres. New York, U.S. A. 











TYPEWRITERS 


‘‘Smithtype Rebuilts”’ 


The highest development of typewriter re-construction 
QUOTATIONS ON REQUEST 


TYPEWRITER COVERS 


‘*Smithtype Leatherette Covers’’ 
What fuBeses cover I ever saw—send me 100 additional.” 





dealers “Best value I ever saw—make rubber covers look like joke.” 
) “Semple better than expected—quote us on 5000 and how 
say:— \ soon we could expect deliveries. 


Send 60c for sample—Spectal quotation on quanttiy orders 


SMITH TYPEWRITER SALES CO. 


(SUCCEssORS TO HARRY A. SMITH) 


218 N. Wells St. CHICAGO, ILL. 





Desk Trays 


neatly finished to match oak or mahogany furniture. 
A small stock costs little and pays well, whether 
you handle desks and tables or not. We want your 
order. Write for prices 


Knickerbocker Inkstand Co., Inc. 
230 Fifth Street, Lyndhurst, N. J. 














EXTRA DOLLARS 


are added to the profits of the dealer whe 
handles HEYER’S REFILLING COMPOSITION, 
for use in filling hektograph pans and gela- 
tine duplicators of al] makes. 


The Heyer Duplicater Company manufactures 
Hektographs, Gelatine Duplicators, Film Dupli- 
cators, and Supplies. We also furnish 
trade with Hektograph carbon paper and Hek- 
tograph typewriter rib- 
bons at lowest prices. 








Write for literature. Domestic and 
foreign inquiries given prompt at- 
tention. 





The Heyer Duplicator Co. 
160 N. Wells St., Chicago, IIl. 











ve 
-_ 
~_ 


Panama 
Improved Eye Shade 


Protects your eyes from those side lights. 


Made in Transparent and Opaque green 
celluloid. 





Sold by every leading Stationery store. 


Manufactured by 


Chicago Eye Shield Co. 


2300 Warren Ave. CHICAGO, ILL. 
TUPULEEELALEEEELEEEELELEELELEE EEE EEE EEE Ean 
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f 
“BETTER VALUES” 
Assure you MR. DEALER 


The Good Will of those 
to whom you cater. 


‘*FEL-PRO”’ Felt Office 
Specialties in your stock 
means satisfied customers. 


LET US GET ACQUAINTED 


THE LINE OF 
‘BETTER VALUES”’ 


Write for our 1921 Folder and Prices 


FELT PRODUCTS MANUFACTURING CO 













WEINMAN Patent HANDIPAD 


Memo-slips tear off easily when matter 
mM has been taken care of. 
< Only LIVE NOTES before you. 

Model S-5, ea., $1.50 Model W-2, ea Z 
Model W-1, ea. $1 25 Model X-7, ea. $1.00 

“R efills, doz. $1.80 
Stationers: Write for trade disc« 

and particulars. 


= WEINMAN BROS., 749 E. 42nd St., CHICAGO 











2419 W. 14th St. Gj Chicago, Illinois 


THE EMI-HEX 


PENCIL 


has won popularity through quality alone. Sold 
from coast to coast by the best stationers. 
Made By 


PENCIL EXCHANGE, JERSEY CITY, N.J., U.S. A. 














Anyone knowing the whereabouts of 
Irving O. Stone, salesman, communicate 
with Box No. L-34 care Office Appliances 
or if he personally will put himself in touch 
with Box No. L-34 care Office Appliances, 
he will learn something of great interest. 


ADDING MACHINE ROLLS 


For all makes of machines 
THE PERFECT ROLL—guaranteed to contain 
250 linear feet. Edges free from lint or dust. 
Stock white wove’ hard-sized. Writing 18 pound 
folio basis. 

e make all size rolls. 
Write for prices’ giving detailed specifications. 


GEORGE IRISH PAPER CO., Manufacturers 
BUFFALO, N. Y. 




















CERTIFIED—GUARANTEED 


¥\ RUBBER BANDS 


Pure in Fact — Not in Name Only 


Clear, Pure Rubber Is Very Light in W t 
Md] More Bands in « Pound — Less Cost — Mare Dents ble 


1 to 10,000 Pounds—All Standard Sizes 


VULCO RUBBER FABRICS CO. 
Dept. O, 51 E. 8th Street NEW YORK CITY 














N MORTON’S ODORLESS 
Ay TYPEWRITER OIL 


IN USE EVERYWHERE 
The world’s best lubricant for Typewriters, Adding 
Machines and all delicate machinery . 
Chemically pure, n 
Write today forfree sample and prices. 
MORTON MFG. CO. Louisville, Ky., USA. &§ 
Export orders given careful attention aH Mi 














| Gold Pens for Fountain Pens 


Repairs on Gold Pens and Fountain 
<> Pens Attended to Promptly. 
< EXPORT TRADE SOLICITED 
Acme Gold Pen Co., 17-27 VandewaterSt., New York 


Manefacturers of Fine Geld Pens Established 1884 


It Puts the “Eyes” in Typewriting 


The Typewriter PAGESIGNAL warns the stenographer when ap- 
proaching the bottom of the page, the same as now at the end 
of the line. Can be instantly set for any desired bottom mar- 
gin. Automatic, efficient and quickly attached. Retails for $3.00 
by mail or $3.50 when attached. DEALERS: Send $1.50 for 
Underwood model subject to refund if not satisfactory. An 
article of genuine merit with liberal discounts. 


Typewriter Pagesignal Co., 469 Fifth Ave., New York 











STEEL FURNITURE 
Sheet Metal Specialties 


Corry-Jamestown Mig.Corporation 


Corry, Peansylvania 














DEALERS & SALESMEN 


Nielson’s typewriter cushion foot 
is the finest on the market. This 
shock absorber really cuts ons 
noise and increases s 
operator. We make Stayontl 
repber platen twirlers, type writer 
felt pads pee pneumatic type- 
writer speed keys. 


NIELSON SUPPLY CO. 
810 First Nat. Bank Bidg., Chicago 








YPEWRITER RIBBONS 
CARBON PAPER—— 
mreduce 2 Line of ribbons and carbona on Apter Bros. Mig, Co 
which dealers can make handsome profits. 552 W. Harrteon St 
Let us lay our proposition before you. CHICAGO, ILL 











SPEE PAO Moistener 


REG.US PAT OFF 
~~ The “New-way” for stamps, 
labels, envelopes, fingers. 


T(E Tider nts 
- i RIVET-O MFG. CO. 
7 


Dept. P. ORANGE. MASS, 











CHANDLER SERVICE CORPORATION 


UNIVERSAL 


PRODUCTS 


BROOKLYN NEW YORK 
STEEL OFFICE FEST OFFICE EOUTINENT 


























WRITE US FOR PRICES 


On adding, listing and calculating machines, typewriters, muitigneghs, 
dictaphones, checkwriters, duplica machines, mail-om-eters, tim 
clocks, safes and steel lockers, ‘=e ~~ second-hand office furniture, — 


We are the largest dealers of the kind east of the Rocky Mountains 


and will save you half on gous office needs. Everything first-class; noth- 
pong ok but the price. rite Today and Save Money. 


Chicago Safe & Merchandise Ce. Gita Tor iditiNois 
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READY FOR DELIVERY 
The Original Tim Calculating Machine 


Representatives now wanted for Can- 
ada and Cuba, and the principal cities 
of the U. 8. 


THE TIMES-INTO CO. 


Sole Agents North America 


General Offices. 5 N. Wabash Ave., Chicago 











Typewriter Ribbons and Carbon Paper 


For the Typewriter, Adding Machines, 
Time Clocks. Put up for the trade. 
OGcial and Empire Brands, er in plain bexes with imprint if desired 


SNELLING & SON ™*""§NGoKLYR, 


Exclusive Territory Rights Not Entertained 


Every Typewriter Dealer 


ts earnestly urged to learn just what our service means to 
his business. Our representatives are constantly combing 
the country for used machines to supply dealers. 


We furnish “select rough” typewriters which can be put in 
salable condition with very little adjusting, or which may 
be used for rentals without adjustments. 


We also supply guaranteed “rebuilt” machines—the kind 
that look like new and ACT like new. 
You can depend upon UTECO typewriters for 


satisfaction and UTECO prices for big profits. 
Every time! Send for price list. 


UNITED TYPEWRITER EXCHANGE CO. 


(Wholesalers) 


Boston, Mass. 





Swnef Quakty 137 High St., 








PHON-ARM 
Telephone Holders __ 





Raises—Lowers,Stays 
where put—Pat. fork 
holds ’phone vertical. 
Swings easily--’ phones 
pass when used double 
or triple. 

Write company at 


CLEVELAND, OHIO 







1265-67 W. 22 St. 
MAIN 1949 














Retails 
35¢ 
Each 


The only brush that will clean all parts of machines. Small end cleans t ae 

large end cleans in between keys, under carriage, the type rods, and all 

get-at places. Total iength l4inches. All bristles. 

Adopted by Business and Public Schools, Public Institutions, Hospitals, U. S. Gov- 
ernment and City Departments and Largest Concerns in the Country. 


CLEANALL TYPEWRITER BRUSH CO., Mfr. of Wire Twisted Brushes, 199 Lafayette St., NEW YORK 














Get Dealers Discounts 
ALL MAKES ON 







ERS. ER 


tk 








K, 


HAND 
senprun OUR NEW PRICE LIST covers, INK. TYPE 
HEADQUARTERS itours-ncrains 





SHIRLEY PENS 


are sold to consumers, only where not 
represented. Order from your Jobber, or 


NATIONAL SUPPLY COMPANY 
Distributors INDIANAPOLIS 


Samples on Request 











RUBBER BANDS oF quarry : 
ASSORTED SIZES—RED AND GRAY ‘ 
BURADIUTY 


| DURABLE 


Rs ees 

“Lk ee” mt QO" 
(:: Ib. P. P. PREPAID ‘ 
cae Prices on Quantities : 





CHEAPER — ... — BETTER THAN STRING 
Renniebut Rubber Company, 8 Van Wagenen Street, Newark, N. J. 








FEATHERWEIGHT EYESHADE 
The shade that takes your eye 
and keeps it in good health. 

Light Weight, Adjustable, Durabie, Hyzienic 

Healthful. No metal or elastic band to press or 

bind the head. Opaque for yoses light. Trans- 

parent for natural light. Lies flat when not in 
use, thus preventing being aahel out of shape by 

accident; can be carried in hat or rolled up in a 

small package to carry in the pocket. Visor wider 

than other e rece d the opaque for 
those wearing glasses. 


The Featherweight Eyeshade Co., Merchantville, N. J. 























All makes Gold, Fountain, Stylographic Pens. Pencil Cases ad 


repaired and returned day received. Satisfaction 
GAYDOUL GOLD PEN CO., Inc., 64-68 Fulton St, New York 











FRANKLIN -. DESKS 


The line for a 


GROWING BUSINESS 
Good Value and Low Price 


THE FRANKLIN MANUFACTURING COMPANY 
FRANKLIN, INDIANA 











Either Agency or Price Protection Proposition 


KEYSTONE CARBONS 


AMITY RIBBONS 
KEYSTONE CARBON PAPER MFG. CO. 


R.A. BECK, GENERAL SALES AGENT 
620 South Wabash Ave., CHICAGO 


New York New Orleans Los Angeles 











Eye 


Savantions 
oad Ag 


amples a =f ces 
of samplesdesired. 








DISTRIBUTORS WANTED! 


If you are a hustler and can sell to the 
office supply and office furniture trade, we 
have a proposition that will put you many 
pegs ahead. Our line consists of patented 
specialties and staple products in leather 
goods, already known to a large part of the 
trade. Only men who can furnish satisfac- 
tory references need apply. No finances are 
necessary. Address ‘‘Manufacturer - 42”’ 
care Office Appliances, Chicago. 
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Capitalize on our 82 years experience 
Hook your own good name to ours 





In Typewriter Papers 
Specializing in the manufacture of the Best Papers since 1839, we have had a broad 
experience in the essentials which make a successful product. 
This experience is reflected in all Southworth Typewriter Papers—in their Quality, 
. Demand, and in their widespread Distribution. 
Samples and Prices are yours for the asking 


SOUTHWORTH COMPANY 


The Oldest Manufacturers of Typewriter Papers in the World 


Mittineague, Massachusetts 
San Francisco Office—444 Market Street 


SUCUUUUEOEEEOUREOEREREEEOREREERORUREREREOECEOEO EE EE CECE EECA CEEEEEECECEEEERE EERE CECE TEER CREEP EE 


Q.K. Even Print Device ‘ Multigraph 


Every Letter an Original 


Is 


OU invested your money in the Multigraph to attain results in 
your advertising—do you realize that the heavy short line re- 


duces those results? 


Your prospect knows that with actual typewritten letters the 
“Dear Sir’ and “Yours truly” are not heavier than the body of the 
letter. To keep him from throwing your letters in the waste-basket, 
you possibly tried filing down the type to lighten the impression, and 
spoiled whole fonts of type so that many characters failed to print up 
on subsequent letters. Why take a chance on this when you can 


remedy the whole matter with the 


O.K. Even Print Device 


SEND FOR SAMPLES OF WORK 


O.K. MULTIGRAPHING CO., Lincoln Bldg., Philadelphia, Pa. 





PU 
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A New Dixon Selling Case 


To help you increase your 
over-the-counter sales of 


DIXON 
“BEST” 


Colored Pencils 


wee 


7 heel 


oercous weer 











YELLOW | BURNT 
VIGLET | OCHRE | OCHRE 


One look at it and you will 
r become as enthusiastic as to 
wa 9584] MOSS | NOTSE® its possibilities as our own 
r salesmen. 
For every stationer and draw- 
ing supply house. 


JOSEPH DIXON CRUCIBLE CO. 


Pencil Dept.—98 J. Jersey City, N. J. 


Canadian Distributors: 
A. R. Mac Dougal! & Co., Ltd., Toronto 








THE CLIMAX LINE DATER and _, LIMAX NAMEPLATE DATER 6 A SERIES of CLIMAXES 
NAME PLATE DATER can also be fur- , The Greatest TIME SAVERS on the MARKET 
nished with Wheels for all languages. 


These Machines are ALL METAL (with the exz- 
ception of the Rosewood handie) with metai 
a ’ . a , , 

RA , } . also type and figures, giving neat, clear-cut impres- 
THE T UT & HINE M’F'G CO. a sions. They are self-inking, dust and rust 
. : : proof, absolutely accurate, compact, neat end 
make thumb tacks, pencil clips and the F ahaidna! anpaasinen tae Gee oe 
chines do identically the same work and in 
just as satisfactory a manner as the highest 
priced Our guarantee is given with every 

machine. Prompt deliveries. 


well-known “Kon Kave Kut” Pencil 


Sharpener 


CLIMAX NUMBERING MACHINE CLIMAX LINE DATER 
Patented, other Patent» Pendine 


Patented. other Patents Pending 





Six Wheels Our proposition for 
I to 999,999 dealers and agents in 
Three all countries of the 
Movements: 


world is an attractive 


i" ANSWERED — one. Write for 
Duplicate. JUL 1 5 20 illustrated catalog. | 


—_ Facsimile of Jmprint oo — 


our 


“CuMmaxS 





THE TRAUT & HINE M’F’G. CO. 
1 UNION SQUARE, NEW YORK CITY, U.S.A. 


123456 FACTORY, NEW BRITAIN, CONN., U.S. A. JUL 15°20 


Facsimile of huprial Expert Department fer Earepe and the British Empire, 9 and 160 Cheapside, Lenden, E. C of 

















BEC MEME NC NEN 


5 


zi 
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Da 
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‘ 


GMS IFO SAL Pca a yO ! 


OFFICE APPLIANCES June, 1921. 






aie a ve 


5 $ 3 











NE SERENE NER CRE RERENEMEREN 


Making Profits Grow 


FiberstoK 
FLAT and EXPANDING 
ENVELOPES, FOLDERS, 


FILE POCKETS, FILES, 
and Other Specialties 


NATIONAL FIBERSTOK 
ENVELOPE CoO. 
429-447 Moyer St., PHILADELPHIA 


Double Pocket . 21 Park Row—NEW YORK 
Flat Envelope Merchants Laclede Bldg.—ST. LOUIS 


BOLD LID DI OOD OI OL DS Oe 


ic ENE: SENS CRE NCNE Se NENENEF ra 

















Your envelope customer finds in Fiberstok an 
irresistible appeal. It combines rugged strength 
and everlasting wear with attractive appearance 
and versatility. 

Fiberstok quality, thickness and color never vary. 
The ‘Fiberstok Standard is inflexible. Regular 
styles, always in stock can be shipped promptly. 








WRITE FOR FREE SAMPLES ||"4 
AND CATALOG 5, WITH A ||§ 
PRACTICAL SELLING PLAN ’ 











Expanding 
Vertical File Pockei 































PL ATENS : 
Ss A ND FOR, 


Typewriter Platens 
Parts—Tools 
Supplies 





WRITE— 
Ames Supply Co., 


305 George Street, l-a de Capuchinas, 32, 
Sydney, Australia Mexico, D. F. 
when in need of platen grinding service. 


Not only can we grind your typewriter rolls 
on the special grinding machine installed for 
that express purpose, but we can supply you 
with typewriter parts, tools and general supplies. 


The establishment of these Service Stations 
—and those listed below—enables you to ob- 
tain better and more efficient service. Write 
them direct, or apply to 


AMES SUPPLY COMPANY 


607 South Dearborn Street 


507 Mission Street, 65 Moorgate Street, 

San Francisco, Cal. London, E. C., England 
50 Lispenard Street, 611 Fannin Street, 

New iork, N. Y. Houston, Texas 
1627 Champa Street, 50 O'Reilly Street, 


Denver, Colorado Havana, Cuba 
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921 OFFICE APPLIANCES 


281 








Textile Cover Corp. 


54 Franklin Street 


- New York 


COVER MAKERS 





































TYPOCOUNT Ledger Paper for use in 
machine bookkeeping systems, is made in two weights 
—the heavy for tray bindec ledgers — the light for 
statement sheets. 





A BANK PRESIDENT WRITES:— 


“We keep in touch with our customers through 
monthly statement sheets. These sheets must 
reflect the care and neatness which is characteris- 
tic of the bank. We looked into the matter 
of paper very thoroughly, and have adopted 
TYPOCOUNT as it fills chese requirements. We 


will specify it for all future statement sheets.” 








TYPOCOUNT is made with a long, strong 
fiber to secure a sheet that will stand upright in 
the binder, and yet be flexible enough to work easily 
in the machine. 


Ask for demonstration sheets and a sample book 


BYRON WESTON COMPANY 


- - += »« DALTON, MASS. 
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UNIVERSAL 
MAP DISPLAYOR 


Helps the sales manager to 
hit when and where the iron 
is hot. 

When territories look best 
for a campaign, sales man- 
agers with the aid of the 
UNIVERSAL MAP _ DIS- 
PLAYOR SYSTEM can in- 
telligently apply and direct 
intensive salesmen’s cam- 
paigns and bring about a 
quicker return of business. 


UNIVERSAL DISPLAYORS 
with wings turning like the 
pages of a large loose leaf 
book enable you to visualize 
maps and other subject-mat- 
ter in a very small space and 
make same quickly accessible 
to hand and eye. 

UNIVERSAL MAP DISPLAYORS 
are made in seven models with 
varying number of wings to fit into 
any space available. 


HERE IS A*UNIVERSAL MAP DISPLAYOR WITH RAND NcNALLY STATE MAPS MOUNTED ON THE LEAVES THAT WILL 
PUT NEW LIFE INTO YOUR BUSINESS——-—Universal Map Displayor System Is Especially Adapted for the Use of Map Tacks 


SEND FOR ILLUSTRATED CIRCULAR NO. 21-B 


Universal Fixture Corporation, 131 West 23rd Street, New York 
























Specialty Men: 
Without springs We have an interesting 
Cus 5} 6S proposition for your terri- 
tory. Write us at once. 
or belts to break or stretch, ae ee ee 
all possible friction eliminated, 


assuring simple design and long-wearing 


GrRAYwoop— 


EFFICIENCY 


In the rapid manipulation of mail at 
the close of a hard day’s work, speed 
and accuracy is expected and ex 

acted from every part of an or- 


ganization. ‘The real test of 
the machine is the amount of time 
and labor saved—the very elemen- 
tary reason for the use of the 
machine. Yet there are machines 
that require more time and atten- 
tion on a job than if the job were 
done by hand. The machine that 
is light, durable, flexible, speedy, 
easily operated and mechanically 
simple is the machine that has al- 
ways been the most efficient. The 
Graywood all-purpose envelope 
sealer has all these features 
“built-in.” 


parts, the automatically-fed Graywood is the The Graywood Manufacturing Co. 


machine you should sell. 


LYNN, MASS. 





EE 
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LOS ANGELES SAN FRANCISCO PORTLAND SEATTLE 


The First Portland Business Show 


(The Fourth Pacific Coast Business Show) 


will be held September 19th to 24th, inclusive, 1921 


Take advantage of this exceptional opportunity to develop your business in the 
Pacific Northwest. Already a large part of the exhibit space has been engaged. 
Secure your space now. ‘Then you will be free to handle your exhibit efficiently. 
without interference with routine work or your business organization. 


DON’T PROCRASTINATE. Send immediately for particulars. 


BUSINESS EXPOSITION COMPANY 


Address until July 15, 1921, American Bank Building, Los Angeles, California 
(Portiand, Oregon, address 321 Washington Street) 


NATHAN W. TUPPER, President WALDO T. TUPPER, Secretary-Treasurer 


No other single means of sales results equals actual demonstration of the product to the people. 











Steadiness 


There is three cornered satisfaction and contentment in the sale of Bushnell’s 
Paperoid products—the customer, the stationer and ourselves. 


Steadiness is the keynote—steady 
value, steady prices, steady service 
—and for the dealer, steady demand 
and publicity for the product. 





The “Paperoid” trade-mark stands for all of this—without reservation. 


Alvah Bushnell Company 


Manufacturers of Filing Containers that Function 


CLO 
3 Park Row Sea olde 925 Filbert Street 
New York CL ig Philadelphia 


\ 
—aoeineY 
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EBERHARD FABER SCHOOL PRODUCTS 
INAUGURATE THE SCHOOL SEASON 


‘“c The Pencil of << — VAN DYKE®?'s° EEERHARD FABER 5.4. <e>600 
Generations’”’ 





No. 600 “Van Dyke” Drawing Pencil, 16 degrees of 
hardness—For art, manual training and 
drawing. 






)L | LBLRHARD FARBER usa 





482-N°2 





No. 482 “Mongol” Hexagon, grades 1, 2, F, 3 and 4. 
“America’s most universally used pencil.” 





No. 460 “Polygrade” grades 4B, 3B, 2B, B, HB, H, 2H, 
3H and 4H. For grade drawing and for school 
use. 


No. 293 “Fine Writing” grades 2 and 3. For ordinary 
school use. 


Send for our new SCHOOL catalogue 


EBERHARD FABER 
37 Greenpoint Ave. BROOKLYN, NEW YORK 
























































































































































 ¥ FOR EVERY OFFICE v 
GORDON ' BROWN PENCILS 
v KROMA: 


DESIGNED TO PLEASE 
ALWAYS READY 


DISPLAY THESE PRODUCTS 
* WATCH YOUR SALES = 


Test American Geavon Company 


SANDUSKY ~ O8TIO- > > “NEW YORK 
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ESTAGSLIStED 16355 
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40,000 Accounts 


Transferred from a Competitor’s Binder to the 
Faultless Turning Post Binder 


A large wholesale cigar distributor in Kansas 
City transferred his 40,000 machine bookkeeping 
accounts from a competitor’s binder that had 
only 50% expansion, to the FAULTLESS with 
100% expansion. Easy manipulation of sheets. 

The compact, adjustable and detachable 
ratchet stands were one of the deciding factors. 


Sold by leading Stationers 


STATIONERS LOOSE LEAF Co. 


Manufacturers of the largest line of loose leaf devices in the world 
MILWAUKEE CHICAGO, NEW YORK 
Write for Circular T. B. O. 


> 


“NON-SLIP* 
Posts 
















| W ) as | 


TURNING POST 
FEATURE 






Oval shaped posts Milled posts 

‘ a cP release or lock prevent sheets 
200 to 1100 Accounts the sheets Jrom slipping 
instantly during posting 

















* POLAR SPECIALTIES 


A Real Live Line for the Live Dealer. 









Polar specialties represent what we believe 
to be the most elaborate quality line of 
efficient office desk equipment in the ex- 
tensive of which they are a part. With 
this thought in mind we added from time 
to time different articles to save the busy 
business man’s time and increase the 
efficiency of his working desk. Realizing 
that to maintain goodwill and prestige we 
must develop these articles into the best 
that money can buy, we use only the 
modern and more efficient methods of 
manufacture improving and adapting to 
new and better needs. Thus because of 
our constant perseverance in desiring to 
offer the best—that is, the better price, 
quality and service to the dealer and 
consumer alike—we have established a 
line that has proven indespensiable to 
many dealers. 

What the Polar line will do for others 

it will do for you. May we not send you 
our catalog and terms ? 





The Polar Manufacturing Co. 


101-7 North Marshall Street 
PHILADELPHIA, Pa. 
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Carbon 
Papers 


‘Typewriter 
Ribbons 









CO experience of 
25 years has EALERS are solicited to 


taught us what is best write for our proposition 


adapted to every pur- for exclusive terr tory or 
pose. special imprint arrangement. 


THE BUCKEYE RIBBON & CARBON CO. 


FACTORY AND EXECUTIVE OFFICES 
1466-68 EAST 55th STREET CLEVELAND, OHIO 








Impressions 


A Magazine for Progressive People 


HERE is no magazine in the world just like Impressions. It treats business as the most 
rs thing in material life and shows in a fascinating manner how easy it is to get pleas- 

ure and a living atthesametime. There are notechnical articlesinImpressions. The great 
subject of business is handled in a way which provides inspiration for all, whatever their profession 
or trade or calling. Impressions stands for better business and better living in the highest sense 
of the term. It is the monthly mentor of our biggest business men, and in its own circle, carries 
an influence more powerful than outsiders can understand. It is 
edited by G. E. Whicehouse, who, in a remarkably short time, has 
earned for himself an international reputation for being the most 
interesting, yet fearless, writer on business subjects. He writes a 
large part of the magazine each month; says what he thinks, and Two Dollars 
thinks so nearly right that big men believe in him and applaud his 
views. Impressions is a big magazine, 11x94 in., with 96 A Year 
pages, full of sound editorials and high grade advertising. If you 
believe in progress, you will like this magazine, though you may Send a two dollar bill 
not agree with everything it prints. —you will get it back 
right away if the first 


Impressions Publishing Co., Ltd. |  sumbertaitstosasy 


36 King St., Covent Garden, London, W. C. 2., England 



































June, 1921. OFFICE APPLIANCES 287 





‘‘The Madas”’ Calculating Machine 


for Multiplication— Automatic Division—Addition—Subtraction 





The Machine with Automatic Division “The Millionaire” Calculating Machine 
This latest calculating machine is a product of The Durable Machine 
Switzerland. It is designed for rapid work in Divi- 
sion, which is ABSOLUTELY AUTOMATIC You The only calculating machine that requires but one 
merely set your two factors and turn the crank turn of the crank for each figure in the Multiplier 
until the desired number of places are recorded in or Quotient. We are now carrying a full line of 
the Quotient. The turning of the crank is contin- these wonderful machines and deliveries can be 
uous, while the shifting of the carriage is AUTO- made without delay. “The Millionaire” can be sup- e 
MATIC. Lightning-like results obtained without plied in either Hand Operated, with or-without key- 
mental strain. Compact—Portable—Simple to Op- board, and Electrically Driven, with“or without key- 
erate. board. 


W. A. MORSCHHAUSER, Sole Agent, 1 Madison Ave., New York City 




















MASTER GRADE 


Remanufactured Typewriters | 


Any Quantity Immediate Delivery 


Underwoods our Specialty 


Our factory facilities make it possible for us to offer 
prompt and efficient service to dealers who require 
quantity shipments at regular intervals. 


WHOLESALE TYPEWRITER CO., Inc. 


326-330 Broadway New York City, U.S.A 
Cable ‘‘Saletype”’ 
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FEDERAL UISIBLES 


a SEE —__—_ ue 





These machines embody the latest ideas in 
Adding Machine and Typewriter Construction 


They are designed and built to do the most work with the least effort on the part of the operator. 
Note carefully the following superior features of the Federal Adding and Listing Machine. 


Total Wheels and Printed Items in plain sight. Correction, Repeat, Non-Add, Non-Print, Total 
and Sub-Total Keys all on the keyboard within most convenient reach. Flexible Keyboard. Total 
and Sub-Total keys can be used as General Correction keys. Only one stroke of handle is neces- 
sary to take Totals and Sub-Totals. Short and easy handle to pull. All parts quickly accessible 
and interchangeable. Manufactured by Colt Patent Fire Arms Manufacturing Company, of 
Hartford, Conn., under patents of The Federal Adding Machine Corporation. 


The Federal Typewriter is unequalled for speed and convenience of operation. Seven different 
sizes of carriages, up to 27 inches in width, instantly interchangeable. Has exceptional mani- 
folding capabilities. Feed Pressure equalized. Tabulating and Margin Release Keys and Bi- 
chrome Ribbon Shift on keyboard. Paper Feed and Back Space Levers close to keyboard. In- 
terchangeable Platens. Ribbon spools are instantly removable and interchangeable. Rapid car- 
riage escapement, and many other desirable features. European Languages. 


We have some desirable territories still open and will be pleased to consider applications from firms or indi- 
viduals who have the qualifications to act as exclusive dealers in their respective markets. 


—- = — ORPORATION 


251 FOURTH AVENUE, NEW YORK CITY, U. S. A. 
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Is Synonymous with Satisfaction 


The Sengbusch Desk Family, as 
an aid to desk efficiency, gives that ab- 
solute satisfaction which causes its 
owner to point to it with pride? 


This family has standardized desk 
appliances, and has taken a permanent 
lead in this line. 


The Sengbusch Self-Closing Ink- 
stand economizes in the use of ink and 
prevents evaporation of any kind or 
color of ink, thereby giving you 100% 
on money invested. 


The Mucilage Applier keeps a fresh 
supply of mucilage always on hand, 
but never on the hand. Puts the muci- 
lage exactly where it is wanted. No 
danger of spilling or smearing with 
this desk aid. 


The Ideal Moistener is made of 
pure white, beautifully glazed porce- 
lain and is absolutely sanitary. Adds a 
harmonious touch of efficiency to any 


desk. 
Write for our Catalog today 


Your name printed on catchy adver- 
tising matter FREE. 


SENGBUSCH inksrano co. 


MILWAUKEE 400 STROH BLDG. WISCONSIN 
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PARIS, THE GREAT COMMERCIAL and DISTRIBUTING CENTER 


FOR ALL AMERICAN GOODS IN EUROPE 


American goods are much needed in Europe, 
and particularly in France, where they are very 
popular. Nearly everything America is ready 
to sell, France is ready to buy. Especially does 
this apply to office furniture, typewriters, and 
all other office appliances which are always re- 
quired here. 


But for you to sell your goods, and for France 
to buy, you must advertise. The very 
best medium for advertising your goods for 
the European market is without doubt “MON 


BUREAU” the leading French business maga- 
zine, the magazine of office appliances, and which 
is read throughout commercial France (and col- 
onies), Belgium Spain, Italy, Rumania and 
many othe: countries. 


Advertisements inserted in this magazine bring 
trade, for they are read by the great buying 
public—the public*you are anxious to get at. A 
trial will convince you of the truth of our 
statements. 


For information and a free specimen copy of ““MON BUREAU” write to: 


‘‘MON BUREAU” 


52, Rue des Saints-Peres, PARIS (VII*) FRANCE 


/ 
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Where Price and Quality Meet! 


If you do not buy quality at the time of purchase, 
you pay for it by what you lose during the period <of 
the article’s service—and penalize your satisfaction 
on top of it. 





12 4 





6.60094 600664@ 23 
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9 Variable Line Spacer 3 Paper Holder, Tearing Off Device 
13. Line Space Lever 7 Paper Release 
19 Ribbon Guide 15 Carriage Release 
18 Ribbon Spool 6 Platen Knob 

11 Figure Shift Key 19 Ribbon Guide 

12 Shift Lock 18 Ribbon Spool 

10 Capital Shift Key 17 Spool Retainer 

8 Line Finder 23 Tabulator Key 
20 Ribbon Lift 24 Back Spacer 

5 Platen 16 Ribbon Reverse 
4 Paper Table 14 Space Bar 


Write for Our Special Dealers Proposition 


MOLLE TYPEWRITER CORPORATION 
Oshkosh, Wis., U. S. A. 
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National Business Shows 


are a vital factor in 
the office appliance industry 


No other influence has done 
‘more to advance the interests of 
this important industry. 


The National Business Shows 
provide the opportunity for per- 
sonal contact between the makers 
and users of business equipment. 


No other method equals this for 


acquainting the public with the 
advantages of modern office 
systems and appliances. 


Coming National Business Shows: 


Chicago, week of September 19th 
New York, week of October 17th 


ANNUAL BUSINESS SHOW CO. 


Frank E. Tupper, President 
50 Church Street NEW YORK 
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WE THANK YOU" FOR -YOUR“PATRONAGE. 
PLEASE CALL AGAIN 


%A-1.00 -0001 JuNt5-21 


A receipt printed and issued by - oo ae 
a National Cash Register ——_—~ Brown & Stevens 


General Merchandise 
This receipt shows the amount of your 








Benefits the customer: purchase 
The plainly printed figures of the amount on 

the receipt show that she has not been over- The register prints a record of 
charged. She likes to buy in a store of this the cale on the receipt. “Tae 
° star shows it was a cash sale. 
kind. **A” is the clerk's initial. The 
amount is $1.00. It was the 
Helps the clerk: first sale on June 15, 1921. 


It proves that he registered the right amount. The register alse‘ peainaeae 
vertisement of the merchant's 


The added and printed records inside the regis- stove on the final andl ane 
ter give the clerk credit for the sale. the receipt. 
Protects the merchant: 


He knows that to get the proper amount 
printed on the receipt, correct added and printed 
records must be made inside the register. 


A National Cash Register is the only machine 
that prints and issues this kind of a receipt. 


We make cash registers for every line of business. Priced $75 and up. 


NATIONAL 


CASH REGISTER CoO. 


DAYTON. OHIO. 
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. Gold Pen. Made of fine gold to 


. These are safety pockets, to prevent over-flow. They 


. Feed. This is the famous, original, exclusive Waterman 


. Air Duct. To permit the automatic circulation of air as the ink 


. Ink Reservoir. 
. Barrel. Made of the finest grade of rubber vulcanized in aspeciai way to insure 


Ss et : : : Bosto 
L. E. Waterman Company, 191 Broadway, N. Y. Seinen Uses, Gen Ramadan 
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ATERMAN’S Ideal Fountain Pen is the product of an organization that for the past thirty-six 
years has been making fountain pens exclusively... Today the line of Waterman’s Ideal Fountain 
Pens covers every proven advance in fountain pen construction. 
It includes the regular and safety types of dropper filled and pump and lever filling devices of the 
self-filling types. 
Being pioneers and recognized leaders of the industry, we are the natural market for inven- | 
tors with ideas that in their judgment would improve our product. 
No one is or has been keener to investigate these claims than we are, because it has 
been our intention from the first that if ever a better fountain pen than Waterman’s 
Ideal was made we would make it. 
It has happened and will happen again that fountain pens appear on the market 
with “talking point’ devices that during our far greater experience we 
have already experimented with and found either impractical or in- | 
ferior to devices of our own intended for the same purpose. 
The man,. woman, or child who buys Waterman’s Ideal Fountain | 
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a JIN Pen gets 100% fountain pen efficiency because every material, | 

©) RY) process or device included in it has been proven by the | 

pie. Se > longest years of experience and experiment as un- | 
known, fusedto ain ouct (E) equaled for its purpose. 
os ame, ©) % Back of every Waterman’s Ideal Fountain Pen 
securing a smooth, long-wear- is a world-wide service to assure its enduring | 
ing point. satisfaction. 
















avoid corrosion, and alloy: 7 
to secure the temper that re- © uk WEL 
tains its action permanently. 


THREE TYPES— 
Regular, Safety and Self-filling 


$2.50 to 













act as governors, comp ‘or exp thus 
permitting the last drop of ink in the barrel to be used. 


Spoon Feed — the most scientifically constructed feed ever 
put in a fountain pen. It is the secret of the unapproached 
reputation of Waterman's Ideal for absolute reliability. 
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To maintain capillary attraction. 
















strength, resiliency and durability. : 
This ball permits the Clip to slide easily over the top of the pocket. ® “AP 
An exclusive Waterman feature. Notice that the clip is riveted to the ” 
cap, thus combining the resiliency of the rubber with the spring of the metal. Therefore, it 
never loses its grip. 

Cap. This is designed as a protection to the point when the pen is not in use. VENT HOLE 
A scientific vent to equalize the pressure of air in the holder with the pressure of the atmosphere. 


Selection and Service at Best Stores Throughout the World 





























129 So. State Street : : Chicago 
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How to Make the Most of TYPENE 


UN a few of these advertisements 

in your local papers. Use the 
window cards and counter leaflets 
that go with your first carton of 
TYPENE. They convert into sales 
the natural demand for a type clean- 
er that is clean in use as well as in 
results. 








Stafford’ 
TYPENE 


(ne apattering brush) 





Cleans typewriter type 
without fuss or muss 
Dip the handy Swab— 
Apply—Rub off—DONE! 


(1) 
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41 Staffords 
TYPENE 


Does away with spatter- 
ing brushes. 


Dip the handy swab— 
apply—rub off. Ready 


--and Repeat Sales, Too! ; = 


~VERYWHERE we hear the same story: 

4 “That's the important thing in my busi- 
ness—the repeat sale. It makes up about four- 
fifths of my trade in stationery. Naturally, 
when I found that TYPENE was such a good 
repeater, | was strong for it.” 
When a typist has once used TYPENE and discovered 
how essential it is to clean-cut, well ere yomed letters, 
and how infinitely superior it is to the old dirty way 
of cleaning typewriter type with an ink-spattering 
brush, she immediately becomes a steady customer. 


Let Them Know You Sell TYPENE 


The advertising plates shown here, with space for 
your name and address, will be furnished free to 
Stafford Dealers. Send your order today for a trial 
carton of 36 TYPENE outfits, including TYPENE 
liquid, handy swab stopper and felt wiper. Ask for an 
assortment of these advertising electrotypes when 
you order. 














S. S. STAFFORD, Inc. 
603-609 Washington Street, New York 


Established 1858 


Chicago: 62 W. Kinzie Street 
Canadian Factory: 9 Davenport Road, Toronto 
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T-e-n-S-1-0-n 
Mail Containers 


The 


Bush Terminal—33 to 87 34th St., Brooklyn, New York 
Telephone Sunset 6000 








are used in every line of business and they 
cover the mailing needs of any and all of 
your customers. 


The TENSION line includes open-end 
tension envelopes, double metal - clasp 
envelopes, single metal-clasp envelopes, 
metal-flap clasp envelopes, document 
envelopes, photo-mailing envelopes, filing 
envelopes, folders, mailing boxes, etc., etc. 


You will be especially interested, perhaps, 
in the Open-End Tension Envelope you’ve 
seen everywhere and the Metal - Clasp 
Envelopes, one type of which is illustrated. 


Our book, “Envelope Specialties,” is in itself 
an education in mail containers. Send 
for a copy. It’s yours for the asking. 


Tension Envelope Co, Inc. 
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For Every Loose-Leaf Purpose 


No band angles. Pos 3 
tioning ot leaf-carrying Pt 


bands in cover insures é : 

a natural non-breaking . an 
' A 

curve, whether book is a. 


open or closed 



























/ 
To increase or decrease “\_ (y 
capacity, simply adjust = . oe A quarter turn of key and an upward 
bands in front cover life give ample “working space” which 
This means unlimited never varies. (Figure I) 


expansion 


\ DM) my 


Locking mechanism is easy to 





Note Proudfir Arch Con- 


struction, insuring flat 










»perate—a key, a lever, a 
Half-inch binding margin permits conversion ratchet. This shows key-lock 


of present systems without reprinting. A 


CATALOGS, Price Lists, Printed Matter, Recapitulations, 
‘or Pocket or Desk Records, Note Books, Order Books, Binders, Ledgers, 
Photograph Albums,—from the smallest to the largest vol- 
umes carried by your salesmen or used in your office, store 


writing surface 














Auxiliary Records any size 


or bank,—can be operated more simply, more coveniently, 
and far more economically the Proudfit way. 





: oe County or Municipal Records 
There’s a Proudfit Branch in your vicinity. A letter to the - 


factory will bring a representative who will give careful 





Weather Catalog consideration to your needs without obligation or expense. 





Catalog Porttolios 





talogs, Blue Prints or Photos 


Salesman's Carry-al 
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Soda Carbonator 
Repairs 


Driscoll & Nollywoud 
eet 


i Loshery Si. taeten, 

















Adv. 


aes No. 1 











Extra flood insurance from 
Carter’s Ink Specify Adv. 1 








The Boston Fire and Carter’s 
Ink Specify Adv. 2 


Adv. 
No. 3 











Carter protection in the Balti- 
more Fire Specify Adv. 3 


All electros measure 4" x7’. 
Order by number. Adv. No. 4 
is shown in main illustration. 




















—and Smith Profits 


pels Stationery Store is well and favorably known. 

It is known for selling reliable merchandise—it is known for 

excellent service—but the greatest increase in business is only 
possible when that reputation is spread broadcast. 
What stronger combination than a reliable store selling nation- 
ally advertised goods! The use of space in local publications is 
the sure way to tie up manufacturer’s national advertising right 
up to Smith’s reliable store. 


The Carter’s Ink Company will help you tie up for more profits 


CARTER INX PRODUCTS 


by furnishing without charge prepared advertisements in plate 
Your name and address make it your advertisement. 


on 


form. 


These attractive advertisements are “producing” in national 
magazines. They will “produce” for you. 

And remember! The people who come into your store for Carter 
inks and adhesives are prospects for your other merchandise. 

A card to the Advertising Department, Cambridge 41, Mass., 
will bring you electros of the advertisements you want by return 


mail. 


THE CARTER’S INK COMPANY 


Manufacturing Chemists 


MONTREAL 
CHICAGO 


BOSTON 
NEW YORK 














Standardize on 


a Standard Line 
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The Comptometer meets both requirements— 
Accuracy and Speed 


C. B. Wright, Office Manager of the Duluth 

Edison Electric Co., Duluth, Minn., says 
‘‘Our use of Comptometers covers a period of 
six years. We have five of these machines constantly 
at work here in the office. They are the predominating 
factor in our bookkeeping. 


‘We now carry approximately 25,000 differ- 
ent accounts. These are all active and necessitate 
separate billing calculations each month. A large per 
cent of them involve power and light rates based on 
cents and fractions. Consequently, it is important that 
our calculations be accurate as well as fast. Comp- 
tometers have fully met both requirements. 


“Our girls find the Controlled-key to be a 
tremendous assistance. They appreciate having the 
automatic check on incomplete key strokes, without 
which such faults would often pass unnoticed. Mis- 
takes are thus caught when made and errors necessitat- 
ing tedious checking are obviated. 


‘“‘After six years of experience with it, the 








Comptometer has become as much of a necessity as the If not made by Felt 
typewriter. With the Comptometer we are able to & Tarrant. it's not 
quickly compile information which servesas a guide to a Comptometer 


important decisions, often involving considerable sums 
of money.”’ ; 
FELT & TARRANT MFG. CO., 1713-35 N. Paulina St., CHICAGO 


CONTROLLED KEY 




























WHAT THEY ARE SAYING 


About the New No. 5 Model 
W oodstock Typewriter 








In TELEGRAMS ®wrorcct batt 


From M. 8. Jones, Columbia, 8. C. 
New Woodstock is a peach; ship two quick, 


Pica type’’. 


From Lawrence Typewriter Exchange, Lawrence, Kansas 
‘‘Machines received Monday and sold Tuesday. The im 


proved model is sure a winner and sells like hot cakes 
Pl e Ship two more immediately.” 
. LSI g From Peoria Typewriter Company, Peoria, Illinois 
“The new 5 Model is a winner. Rush 10 more. This 
the Customer makes 30 for us in ten days.” 
CQ Mr. John D. MeInerney, of Harlan County Ranger, Repub- 
lican City, Nebr., says:— 
I am using the new Woodstock N¢ 5 and think it is 


without exceptio the greatest typewriter manufac 


Pleasin macho 
phe nee WHAT DO YOU SAY? 














Woodstock Typewriter Company 35 N. Dearborn St., Chicago, U. S. A. 























